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FAMOUS “FIRSTS” 


from 
SS. WEBSTER 


all designed to build your business—and build your profits 


64 years of skill and research back Webster products. A glance 
at the check list shows you a few sound reasons why Webstec’s and 
stationers work so well together! Webster’s national advertising 
pre-sells your customers. And Webster’s constant research makes 
news — and new customers — by introducing new and news-making 
advances in the office supply field. More sales and more profits are 


coming your way! 

















[+t First non-filling typewriter ribbon 
[a First carbon paper identified with brand and number on back 
for easy reordering 


[st First ribbons for Multigraph machines 








[et First carbon papers for noiseless typewriters 






[st First carbon paper rolls for Teletype machines 






First and ONLY Micrometric Carbon Paper with time-saving scale edge 
I £ £ 






[ First to make carbon binder assemblies 


[] AND COMING OCTOBER Ist. great new performer 


— We can’t tell you any more right now ... but there’ll be a roar of applause 
after the October Ist distribution date. Secretaries, office managers and purchasing 
agents will welcome another Webster aid to neater, faster work. Dealers will 







cheer for another product destined to sell — sell — sell! 
















SEE (7 at the F. S. Webster booth 


at the N.S. O. E. A. Convention, Chicago, 
Sept. 26-30. That’s Booth No. 7 — and 
you're invited! 












Stock the profit line 


/ 
stock WEBST ER'S 
Carbon Papers -Typewriter Ribbon F. S. WEBSTER COMPANY 


Duplicating Supplies 











13 Amherst St., Cambridge 42, Massachusetts 


Webster’s warehouses in 
New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 
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Founded by George H. Potterson and 








Developed Through Thirty-Four Years by Evan Johnson. (TO THE WORLD'S PRINCIPAL MARKET PLACES) 

Office Appliances is a news and technical trade Published on the 25th of each month preceding the month of issue by The 
journal, serving the entire industry of office Office Appliance Co., 600 West Jackson Boulevard, Chicago 6, Illinois. Cable 
equipment. It covers the manufacture and dis- address: Applico, Chicago, Telephone: DEarborn 2-3206. 

tribution of office machinery, office devices, office ESTABLISHED 1904: Succeeding and embodying American Stationer, New 
furniture, office supplies and the complete range York, established 1873, the original trade journal serving the stationery field; 
of commercial stationery. Its comprehensive news Typewriter Trade Journal & Office Systems, New York, 1904; The Office, 
reports of the industry and its valuable special Franklinville, N. Y., 1904; The Office Appliance Journal, Chicago, 1905; Busi- 


ness Equipment Journal, Chicago, 1908; Office Outfitter, Chicago, 1908; the 


articles upon subjects germane to its field have 
original National Stationer, New York, 1909. 


given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 


merciol stationery declers nd many of the TIN AU) 1 5- 
largest corporations in the United States. It also FEATURES 








reaches some dealers in forty-eight other coun- Profile of a Dealer... iy 
tries who deal in American office equipment. Good Customers Are Chunks of Gold 13 
No person, firm or corporation either directly or Merchandise Primer, Part III 15 
indirectly connected with the industry the journal A Newcomer's Tale of Success 16 
represents has any share in its ownership or An Old Timer Builds a Business 17 
voice in shaping its policy, which has in view at “The Quick Brown Fox” 19 
all times the best interests of the field it serves. ‘in Cink | the Tabi 21 
it will answer any questions germane to its field rates cian sales *ctectrncn: 
to the best of its ability. Training Program Educates New Salesmen 22 
c si db he. 1953 Success Formula—“Serve and Sell” 24 
Nig! ly Payee ig? 2a ite t, 1953. Showmanship in Business — Act Ill 26 
Y . PP _— NSOEA Invites You to Chicago 28 
Subscription Rates in the United States and its You Can Put Punch in Limited Displays 34 
possessions—one year, $3.00; two years, $5.00; Slanting of Shelves Steps Up Sales 35 
three years, $7.00. Canada and Pan American ” “un: 
Alternate “Open and Shut” Display Sells . 36 
countries—one year, $3.50; two years, $6.00; a ad A h 38 
three years, $8.50. Other countries—one year, Current Trends Require New Approac 
$4.00; two years, $7.00; three yeors, $10.00. Package Selling Justifies Remodeling 40 
Single copies, 35c in the U. S. and its terri- 
tories; 50c in all other countries. 
Change of Address. Subscribers may have their IN THE NEWS 
mailing address changed as often as desired. D. C. Swan Fills New Post with “Y and E” 90 
Both old and new addresses must be given. Yr ; 
Underwood Announces Appointments 90 
Advertising Rates upon application. Aust Named Manager . 94 
Entered as second-class matter, July 8, 1905, at Clary Multiplier Makes Appointments 96 
the post office at Chicago, Ill., under Act of M. D. Gains Sole Proprietor of Frontier Sales 96 
March 3, 1879. National Brief Case Marks 25th Year 98 
“Office Appliances” is registered in the United Name Three in Royal Managerial Posts 98 
States Patent Office, Washington, D. C. Given New Burroughs Post 110 
Johnson Establishes Business Brokerage 118 
Monroe Markets German-Made Machine 118 
John A. Gilbert, President and Treasurer; George C. 
Wheeler, Vice-President; Herbert L. Sime, Vice-President; 
C. W. Gilbert, Secretary; R. M. Daugherty, Assistant Treas- 
rer; Evan Johnson, Contributing Editor; C. H. Everly, Rep- DEPARTMENTS — CLASSIFIED NEWS 
resentative Emeritus; John A. Gilbert, Publisher; Walter S. ad-vi 50 netin Cacti 198 
ennar? Editar. C : ea ; -Viser acific Northwes 
mi " ier c Bs saya He Assoc =e a a Business Opportunities 266 Rockies 193 
-gige~iDlargese menage very erbert L. Sime an e lysle Dates to Remember 76 Southern California 194 
F. Cass, Western Advertising Department; B. C. Wallsten, Editorial 4% Texas Travelers 190 
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Manager py Department; J. H. Reardon, Promotion Con- Export Statistics 201 ad a r wae 172 
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EASTERN OFFICE Modern Display 34 District No. 8 186 
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A 


Acco Products, Inc. 

Ace Fastener Corp. 

Ace Lite-Step Co. 

Acme Products Co. 

Addo Machine Co., Inc. 

Adirondack Chair Co. 

Advanco Products Div. ASB 

Aigner, G. J., Co. 

Aigner Index Co. of N. Y. 

All-Luminum Products 

All-Rite Pen Inc. 

All-Steel Equipment Inc. 85, 

Allen, C., Business 
Machines, Inc. 

Alliance Rubber Co. 

Allied Carbon & Ribbon 
Corp. «.... 

Alma Desk Co. 

Aluminum Seating Corp. 

Amberg File & Index Co. 

Amer. Carbon Paper Mfg. Co 

Amer. Hair & Felt Co. 

Amer. Latex Products 
?_ ee 

Amer. Passbook Co. 

Amer. Pencil Co. 

Amer. Stencil Mfg. Co. 

Ames Supply Co. 

Andrews-Alderfer Co. 

Angle Steel Inc. 

Arrow Fastener Co. Inc. 

Art Meta! Construction 

Art Steel Sales 
=== 

Atlas Stencil Files Corp 


B 


Mfg. 


138, 


Bainbridge, Kimpton & Haupt 
Bankers Box Co. 

Bankers & Merchants Inc 
Barkley, C. L., & Co. 

Barrett Adding Machine Div 
Bassick Co. Div. S-W 
Bates Mfg. Co., The 
Beach Publishing Co. 
Beaver Furniture Corp. 
Bentson Mfg. Co. 

Bohn Duplicator Corp. 
Bolta Products Sales Inc. 
Borroughs Mfg. Co. 

Box X-130 . 

Brand Names Foundation 
Bright Chair Co., Inc 
Bristol Mfg. Co. 
Browne-Morse Co. 
Brush-Punnett Co. 
Buckeye Ribbon & Carbon Co 
Burroughs Corp. 

Business Efficiency Aids 


126, 


Cc 


C-Thru Ruler Co 

Cardinell Corp. 

Carlton-Surrey Inc. 

Central Can Co. 

Central Desk Co. 

Chicago Desk Pad Co. 

Chicago Saddlery Co. 

Clary Multiplier Corp. 

Cline, K. F., Co., Ine. 

Codo Mfg. Corp. 

Cole Steel Equipment Co. 

eehhptinntnntendanne 118, 14, 15 

Colson Corp., The 

Columbia Steel Equipment Co 

Columbian Art Works Inc. 

Colwell Publishing Co. 

Commercial Card System Co 

Consolidated Ribbon & Carbon 
eo 

Convoy Inc. 

Corona Typewriter, The 

Corry-Jamestown Mfg. Co. 

Cotterman, I. D. 

Cramer Posture Chair Co 

Currier Mfg. Co. 

Cushman & Denison Mfg. Co 


D 


Davenport, A. C., & Son Ine 


Dayton Stencil Works 


133, 34, 35, 


104, 


Dennison Mfg. Co. 151 
Diebold Inc. 27 
Dixon, Joseph, Crucible Co 16 
Domore Chair Co., Inc. 259 


Doppelt, Charles, & Co., 
Doro Mfg. 


Inc.....26 
Co. 2 


Dorset Steel Equipment Co 208 


Du Prints Inc. 
Duplicate Receipt Book Co 


4 























E h 
Eat Pat ( " 6 Kalistron Inc. (De« Sales) 
Ell File & Bind ( 27 Ka Mfg. Cc 
k i Mfg. ¢ l Kenmar Mfg. C« 
Emex Cort 254 Keystone Steel Equipment Co 
Er Tag & Salesbook C« 230 K Posture Chair Co 
Esterbrook Pen Ce 192 K Inc 
Est Met I sl Krueger Metal Products 
k Sr Ine 8 
Fk I I is L 
I La Salle Products Co 
I ner Cor] Loft Lehigh Desk Co I 
I Wil rY \ & Lo U6 Leopold Co., The 
I nklin Metal Products Co 262 Lino Food 
Free Hand Binder C« 310 Lit-Ning Products C 
I -Cross Co., The 8 Lyon Metal Products, In 
I Marking Equipm. Ce 2 
G M 
G nd Furnit ( 60 MacKenzie, Arnold, In« 
G l Fire fing Ce 159 Major Metalfab, I 
G al Lan M ( I Manifold Supplies Co 
Glid Cort 9 Marble, B. L., Cha Co., The 
Globe-Wernic} ( rt Markilo Co 
Goodfrend Mé« Products ’ farkwell Mfg. C« 
Graff, Georg I ( Marsh Stencil Machine Co 
G d Rapids Lt Furr ‘ 81 Masland Duraleather C« The 
G son Mfg. 209 Maso Steel Product 
G ismar fe ( 79 Master Addresser (x 
G System & ( 18% Master-Craft Cory 
( é W H Ch oF 19 Maybeck, H. G A 
H McDonald Products Corp 
McGraw-Hill Book Co 
Hamilton Mfg. ‘ 169 Meilink Steel Safe ‘ 
Hano, Ph I ‘ 152 Metal Craft Corp 
H on Scale ¢ 12 Metal Office Furniture Co 
Hardboard Fat A it ( Metalstand Co 
Harding, M ( 9 Meyercord Co The 
H son St Cabinet ) Midwest Folding Products 
Hart Mfg. ¢ Midwest Metal Mfg. Co 
H er Cor! I Milwaukee Chair Co., The 
H Inc ‘ f Milwaukee Metal Furn. Co 
H s Mfg. ¢ 284 Mittag & Volger, Inc 
H ng-Hall-M mate ( 5S Mohawk Tablet ( 
H r Cort rt l M oe Cale. Machine Co 
High Pt. Bend & Ch o...11 Mosler Safe Co The 
H de Metal Prod. In« 211 Motorola Ine 
He on & P Mf Ce l Murphy Chair Co 
Home-O-N ( 2, 9 Murphy-Miller I: 
Hox Desk ( 2 Myrtle Desk Ce 
H C. How i, I C 182 
H ton ( " 29 N 
I National Business Show Co 
I System ( rh 3 N onal Cash Register Co 
Ir rial De ( 1¢ National Lock Co 
Ir al Leathe I Co l Nat al Vulcanized Fibre Co 
| 1 Method ( 20 Ne Loose Lf. & Bdry. Co 
Ir a Ch ( I 217 Ne r Mfg. Ce 
Ind 1 Desk ¢ 194 Nie n Ine 
Ind il I Cort 2 Noesting Pin 7 Co 
I Specialties ¢ Ir 22 N Distribut ( 
( sh Re P t ( } St Er " Co 
Offic Appl OF 
T } M ‘ Cx ‘ fe) 
Mi ‘ 
QO. M s. Div 
J Oc ool & Ar Corp 
J Ch ( { Of nces 
J Desk f O rs Ind 
J OF I ( ] of pment ( I 
J Seat Off Wh D rib 
J Table ¢ 60 Ohi Co I 
Jol Ch { Old ort 
J Er M ( Q Oxf g¢ Sup! Co 


These advertisements 


present the products of 


the leading manufacturers in each division of 


the industry. 








T... Service Bureau of Office Appliances 
is maintained for the exclusive use of 
subscribers and advertisers. It answers by 
personal letters all inquiries upon matters 
germane to the field, supplies names of 


SERVICE BUREAU 


manufacturers of any office article wanted, 
puts man and job together, aids foreign 
dealers in securing U. S. A. lines, and in 
many other ways performs useful service, 
all without charge. Subscribers in every 
land have made, and are making, good 
use of this bureau. Manufacturers in this 
field have evidence of its proved value. 


Because of the ground for honest 














differences of opinion, the publishers obvi 
Ousiy cannot undertake fo guarantee trans 
actions bDetfweer ecvertisers énc customers. 
They do, however, offer their services in re 
solving any disagreements which result from 
relations established through the journal. 
P 
31 Panama-Beaver 51 
290 Parke Steel Products Inc 140 
244 Pearson, G. S., Co 298 
220 Peéerless-Imperial Cx Ine 117 
252 Peerless Steel Equipm. Co 128 
296 Phillips Process C« 210 
290 Photo Materials Co 305 
Pittsburgh Cut Wire Co 299 
Precision Mfg. Co 250 
Pr O-Matic Co., In 248 
282 Pronto File Cory 116 
273 
215 Q 
312 Quality Park Envelope Co 
274 Queen Ribbon & Carbon Co 
103 Queen Systems Cory 
R 
218 Regal Typewriter Co 302 
308 Regna Cash Registers, Inc 109 
5 Remington Rand I: 201 
a7 Rest-A-Phone Co 311 
313 Riteform Chair Co 144 
193 Rite-Line Corp 265 
189 Rivet-O Mfg. Co 309 
147 Roberts Weldon, Rubber Co 150 
18] Rogers, W. T., C 303 
09 Rose Ribbon & Carbon Co. 129 
241 Rowley Office Equipm. Co 312 
312 Royal Metal Mfg. Co 316 
168 Royal Typewriter C« 61 
OQ 
143 “ 
08] Scerbo, Frank, & S 200 
26 Secur Steel Equipr Cort 17 
220 Seng ( The 132 
158 Sengb h Self-Cl, I s nd 
311 X 164 
923 Service Products Div 304 
190 Shaw-Walker Co., The 95 
191 Sherman-Manson D Miss. A..246 
179 sherne Co, 296 
276 Shipman-Ward Mfg. Cx 249 
97 Smead Mfg. Co 172 
“92 Smith, L. C., & Coror 
145 'ypewriters, Inc 53 
214 Smo-King Products In¢ 286 
912 Speed Key Corp 310 
130 Speed-O-Print Ce I 69 
Springer Industries, Ir 170 
Stacor Equipment Cx , 
Standard Furniture ( 
264 Stanley Mfg. Co 
R1 Stanstes Corp 
137 Stark Calendars, Ir 262 
175 Stationers Loose Leaf Cx 228 
313 Stationers Mfg. Co 273 
286 Stebco Products 802 
270 Ste Bros. Mfg. ( 02 
304 Storms, H. M., C 243 
311 Stow & Davis Furr e Ce 263 
258 St s Posture C} ( 161 
Sul Steel Prod Ine 107 
T 
aie raubn Samuel, & ( 310 
£00 laylor Ch Co rh 231 
314 rechnyg iph Co The 234 
18 Thomas Furniture ( 131 
299 liffany Stand Co 16: 
310 I I ht Products 266 
. I'w n Fibre ¢ I 804 
7 U V 
Underwood Corr Back Cover 
U. S. Ch craft Mfg. Cort 277 
U. S. Typewr. Ribbon Mfg 
| 03 
Va Mfg. Co 267 
Valeo C 180 
Valentine Safe & Lock Works..279 
Vict Adding Machine Co 185 
Vict Sat & Equ pr Co 55 
Vow ne ( of Ame 20 
Vo Peterson Co 299 
Ww Y 
Harry, Mfg. 310 
iw Mfg. C Inc 224 
Mfg. Co 66, 67 
Bros. Metal Works 198 
F.S.. C 9 
Lo | 79 R0 
Metal Pro s & 291 
hair Cc 141 
Mfg. Cx 268 
Publist ( 05 
Jones Ce 99 
Dupl. & § Co ‘1 
Cx The 294 
157 
& Erbe M Co $11 
fe & Lock ¢ 216 
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Accounting Systeme Equipment 
Aigner ty 
Aigner In lex ( w N.Y 


: rt 
Adding Machine Parts 
Ames Sur 
Shipman-Ward Mfg. Co 
Adding Machines 


Allen, R. ¢ Business Machines 
Barrett A ng Machine Div 


National Ca R ster Co 
0.T.A. Bu " Machines Div 


Regna Ca Reg ers 


Smith, L. C., & Corona Typws 
Underws ood Cort 
Victor Adding Machir 

Adding *—-—4 Rebuilt a Used 
Int'l Office A ance 


Office Equipment Cort 

Shipman-Ward Mfg. Co 
Addressing Machines 

feyer Cor 

Master Addr r ( 
Adhesives 

(See Inks, A es, etc 
——— Books 

Colwell » 


are 4& Clipbeard Files 
ishman & De m Mfg. ¢ 
Elbe File & Binder Co., In 
Globe-Werr ke ( 
Hardboard Fabricators, Ir 
Hedges Mfg. ¢ 
Service P 
Shaw-Walker ¢ 
Yawman & Er Mfg. ¢ 
Ash Trays & Stands 


Wells C! 
Autographie Registers 
Hano, P 
Bank Supplies 
Amer. Pa k ( 
Guardsman Saf 
Maybeck, H. G ( 
Bankers wate ( C ases 


General r ‘ 

Globe-We ke ( 

Victor Safe & Equipment Co 
= Machines 

Remington R Ir 

Underwouw 


Binders, Catalog & Periodical 
Acco Pr 
Aigner. G. J ‘ 


Elbe File & B r ( I 
Master-Craft ¢ 

Neiman Lax Leaf & RBadry. ( 
Smead Mf ( 

Wilson Jo 


Binders. Sereanent Storage 
Bankers I ( 
Elbe F ‘ «& I rt Ir 
Mas ter-¢ ft < 
Ne 4 ‘ & Bary. ¢ 
Blackboards 
Service P 
Blankbooks 
Idea Syste 
wi Jor 
Blueprint & Plan File Cabinets 
All-Steel EF 
Art Me Co ‘ 
Art Steel S Cor 


Browne- Mor 
: al ¥ 


Bond Boxee 
see | 
Bookcases 
4ll-Steel F 
Borroughs Mf 
Browne- Morse ( 
Corry-Jar wr ( 
Globe-Wer 
Hor O-N 
Metal Off } 
Secur S . -_ 
Standard I 
Weis Mfc. ¢ 
Bookkeeping Machines 
Burroughs ( 
Monroe Ca M r 
Remingt R I 
Underwood ¢ 
Books, Business Management 
McGraw -H I I 
Box Letter Files 


berg F & I ( 


Globe-Wernick 
Hedges M 
Weis Mfc. ¢ 
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Brief & Zipper Cases 
Bristol Mfg. Co. 
Chicago Saddlery Co 
Doppelt, Charles, & Co 
Elvoe File & Binder Co., I) 
Master-Craft Corp 
Stationers Loose Leaf Co 
Stebco Products 
Stein Bros. Mfg. Co 
Built to Order Office Furniture 
Watson Mfg. Co., Inc 
Bulletin Boards 
Davenport, A. C., & Son. Inc 
Lit-Ning Products Co. 
Business Forms 
Aigner, G. J., Co 
Aigner Index Co. of N. Y 
Amer. Passbook Co 


Consolidated Ribbon & Carbon Co 


Ideal System Co., The 
Cabinets, Refreshment 

Springer Industries, Inc 
Caleulating Devices 

Shipman-Ward Mfg. Co 

Victor Safe & Equipment Co 
Calculating Machines 

Addo Machine Co., Inc 


Allen, R. C., Business Mchs., Inc 


Barrett Adding Machine Div 
Burroughs Corp 
Clary Multiplier Corp 
Monroe Cale. Machine Co 
National Cash Register Co 
0.T.A. Business Machines Div 
Smith, L. C., & Corona Typws 
Victor Adding Machine Co 
Calculating Machines, Used 
Int'l Office Appliances 
Shipman-Ward Mfg. Co 
Caleulators, Used 
Office Equipment Corp 
Calendar Pads & Stands 
Columbian Art Works Inc 
Stark Calendars, Inc 
Wilkinson Publishing Co 
Carbon Papers 
(See Ribbons & Carbons 
Card tndex Boxes & Trays 
All-Steel Equipment Inc 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Cole Steel Equipment Co 
Columbia Steel Equipment ¢ 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co 
Goodfrend Metal Products Co 
Guide System & Supply (« 
Hedges Mfg. Co. 
Home-O-Nize Co. 
Invincible Metal Furn. C« 
Metal Office Furniture Co 
Parker Steel Products, In 
Peeriess Steel Equipment ( 
Shaw-Walker Co 
Smead Mfg. Co. 
Wels Mfg. Co 
Yawman & Erbe Mfg. “ 
Card Index Files, Expanding 
Smead Mfg. Co 
Card index Files, Revolving 
Business Efficiency Aids 
Diebold, Inc 
Cash Bags, Canvas 
Maybeck, H. G., Co 
Cash Boxcs 
Art Steel Sales Corp 
Central Can Co., Inc 
Cole Steel Equipment Co 
General Fireproofing Co 
Guide System & Supply ¢ 
Peeriess Steel Equipment Co 
Cash Register Parts 
Intl Cash Reg. Parts Co 
Cash Registers 
Burroughs C 
National Cash Register Co 
Regna Cash Register Co 
Cash Tills 
Regna Cash Register Co 
Casters, Caster Bearings, Slides 
Bassick Co., The 
Colson Corp., The 
Center Drawer Desk Trays 
Franklin Metal Products Co 
Goodfrend Metal Products ¢ 
Chair trons 
Bassick Co., The 
Seng Co., The 
Chair Mats 
Hardboard Fabricators, In 
Office Furn. Wholesale Distr 
Service Products Div 
Chairs, Folding 
Adirondack Chair Co. 
Ionia Mfg. Co 
Krueger Metal Products 
Lyon Metal Products, Ir 
Royal Metal Mfg. Co 
Chairs, Office 
Aluminum Seating Corp 
Art Metal Construction ( 
Beaver Furniture Corp 
Bright Chair Co 
Cramer Posture Chair ( 
Domore Chair Co 
Emeco Corp 
Fritz-Cross Co 
Garland Furniture Co 
General Fireproofing Co 
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Grand Rapids Lthr. Furn. Co 
Gregson Mfg. Co. 
Hamilton Mfg. Corp. 
ester Corp., The 
figh Pt. Bending & Chair Co 
entinaten Chair Corp 
Imperial Leather Furn. Co 
Indiana Chair Co. 
Jasper Chair Co. 
Jasper Seating Co 
Marble, B. L., Chair Co 
Maso Steel Products 
Metal Office Furniture Co 
Milwaukee Chair Co 
Milwaukee Metal Furn. Co. 
Murphy Chair Co., Inc 
Murphy-Miller, Inc 
Niemann, Inc 
Precision Mfg. Co 
Riteform Chair Co. 
Royal Metal Mfg. Co. 
Scerbo, Frank & Sons, Inc 
Stanley Mfg. Co. 
Stow and Davis Furn. Co 
Sturgis Posture Chair Co. 
Taylor Chair Co. 
U. 8. Chaireraft Mfg. Corp 
Wells Chair Corp 
Chairs, Posture 
Aluminum Seating Corp 
Angle Steel Inc. 
Art Metal Construction Co 
Bright Chair Co 
Cramer Posture Chair Co. 
Domore Chair Co. 
Emeco Corp 
Fritz-Cross Co 
General Fireproofing Co 
Gunlocke, W. H., Chair Co 
Hamilton Mfg. Corp. 
Harter Corp., The 
High Pt. Bending & Chair Co 
Imperial Leather Furniture Co 
Indiana Chair Co 
Jasper Chair Co 
Johnson Chair Co 
King Posture Chair Co 
Marble, B. L., Chair Co 
Maso Steel Products 
Metal Office Furniture Co 
Metalstand Co. 
Milwaukee Chair Co 
Milwaukee Metal Furn. Co 
Obio Chair Co 
Riteform Chair Co 
Royal Metal Mfg. Co 
Stow and Davis Furniture Co 
Sturgis Posture Chair Co. 
Taylor Chair Co 
Wells Chair Corp 
Chairs, Tablet Arm 
Adirondack Chair Co 
Indiana Chair Co 
Jasper Chair Co 
Wells Chair Corp 
Cheeks, Stamped Metal 
Dayton Stencil Works 
Force, William A., & Co 
Checkwriters, Used 
Office a nt Corp 
Cli 
(See Arch and Clipboard Files) 
Coat & Hat Racks 
Sherness Co. 
Vogel-Peterson Co. 
Coin Bags, Trays, Wrappers 
Amer. Passbook Co 
Major Metalfab, Inc 
Continuous Forms 
Hano, Philip, Co 
Copyholders 
Acco Products, Inc 
Bankers Box Co. 
Int'l Office Appliances 
Rite-Line Corp 
Correspondence Trays 
Art Metal Construction Co 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Corp 
Currier Mfg. Co 
General Fireproofing Co 
Globe-Wernicke Co 
Haskell, Inc. 
Hedges Mfg. Co. 
Imperial Methods Co 
Maso Steel Products Co 
Metal Office Furniture Co 
Metalstand Co., Ine 
Peerless Steel Equipment Co 
Security Steel Equipment Co 
Sengbusch S-C Inkstand Co 
Service Products Div 
Shaw-Walker Co 
Valco Co 
Wels Mfg. Co. 
Wells Chair Corp 
Yawman & Erbe Mfg. Co 
Costumers 
Doro Mfg. Co 
Globe-Wernicke Co 
La Salle Products Co 
Metal Office Furniture Co 
Peerless Steel Equipment Co 
Royal Metal Mfg. Co 
Security Steel Equipment Co 
Valeo Co. 
Vogel-Peterson Co 
Wells Chair Corp 
Covers, Loose Leaf 
Smead Mfg. Co. 





For the benefit of the subscribers the lines 
advertised in this issue are here classified. 
Many of the requirements of the modern busi- 
ness office are represented. Should subscribers 
be interested in any article of office equip- 
ment not listed here, they are invited to com- 
municate with the service bureau, through 
which the information will be promptly and 
cheerfully given by letter without obligation. 


Crayons 
Dixon, Joseph, Crucible Co. 
Tweeten Fibre Co., Inc. 
Cushions & Pads, Chair 
Amer. Latex Products Corp. 
Dating Stamps 
Bates Mfg. Co. 
Force, William A., & Co. 
Fulton Marking Equipment Co. 
Rivet-O Mfg. Co. 
Desk Cloek- Radio 
Motorola Inc. 
Desk Lamps 
Bainbridge, Kimpton & Haupt 
General Lamps Mfg. Corp. 
Industrial Lamp Corp. 
Wells Chair Corp. 
Desk Name Plates 
Acme Products Co. 
Foree, William A., & Co 
Heyer Corp., The 
Desk Pads & Tops 
Chicago Desk Pad Co. 
Office Furn. Wholesale Distr. 
Wilson Jones Co. 
Desk Pen & Ink Sets 
Esterbrook Pen Co. 
Motorola Inc. 
Sengbusch 8-C Inkstand Co 
Desk Side Files 
Amberg File & Index Co. 
Business Efficiency Aids 
Cole Steel Equipment Co. 
Rockwell-Barnes Co. 
Yawman & Erbe Mfg. Co 
Desk Trays 
(See Correspondence Trays) 
Desk Work Distributors 
Advanco Products Div. ASR 
Globe- Wernicke Co 
Lyon Metal Products, Ine 
Victor Safe & Equipment Co 
Wilson Jones Co. 
Desks 
Alma Desk Co. 
Art Metal Construction Co. 
Bentson Mfg. Co. 
Browne-Morse Co 
Central Desk Mfg. Co. 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Doro Mfg. Co. 
Garland Furniture Co. 
General Fireproofing Co. 
Globe-Wernicke Co. 
Harrison Steel Cabinet Co 
Haskell, Inc. 
Hillside Metal Products Inc 
Hoosier Desk Co 
Imperial Desk Co. 
Indiana Desk Co. 
Jasper Desk Co. 
Jasper Office Furniture Co. 
Lehigh Desk Co. Ine. 
Leopold Co 
Metal Office Furniture Co. 
Myrtle Desk Co. 
Peerless Steel Equipment Co 
Scerbo, Frank, & Sons, Inc 
Security Steel Equipment Co 
Standard Furniture Co. 
Stow and Davis Furniture Co 
Victor Safe & Equipment Co. 
Wells Chair Corp. 
Worden Co., The 
Yawman & Erbe Mfg. Co 
Diaries 
(See Memo Books) 
Dictating Machines, Used 
Int'l Office Appliances 
Shipman-Ward Mfg. Co 
Drafting Instruments & Equipment 
C-Thru Ruler Co. 
Cardinell Corp. 
Haskell, Inc. 
Drafting Tables 
Stacor Equipment Corp 
Drafts, Notes & Receipts 
Duplicate Receipt Book Co 
Drills, Paper 
Smead Mfg. Co. 
Duplicating Machines & Supplies 
Amer. Stencil Mfg. Co 
Ames Supply Co 
Bainbridge, Kimpton & Haupt 
Bohn Duplicator Corp 
Buckeye Ribbon & Carbon Co. 
Codo Mfg. Corp 
Du Prints Inc: 
Harding, Milo, Co 
Hart Mfg. Co. 
Heyer Corp., The 
Ink Specialties Co., The 
Manifold Supplies Co 
Mittag and Volger, Inc 
Old Town Corp 
Peerless-Imperial Co., Inc 
Print-O-Matie Co., The 
Queen Ribbon & Carbon Co. 
Queen Systems Corp 
Rose Ribbon & Carbon Mfg. Co 
Smith, L. C., & Corona Typws 
Speed-O-Print Corp 
Technygraph Co., The 
Victor Safe & Equipment Co 
Wolber Dupl. & Supply Co. 
Duplicating Stencil Files 
Atlas Stencil Files Co 
Envelope Openers 
Mackenzie, Arnold, Inc 


(Continued on page 6) 








(Continued from page 5) 


Envelopes 
Justrite Envelope Mfg. (« 
Northern States Envelope ¢ 
Quality Park Envelope Co 
Wilson Jones Co 
Envelopes, Plastic 
Aigner, G. J., Co 
Aigner Index Co. of N. ¥ 
Markile Co 
Smead Mfg. Co 
Erasers, Rubber 
Amer. Pencil Co 
Ames Supply Co 
Dixon, Joseph, Crucible ¢ 
Roberts, Weldon, Rubber ¢ 
Expense Books 
Beach Publishing ¢ 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co 
Rivet-O Mfe. Co 
File Boxes, Fibre, Collapsible 
Bankers Box Co 
Diebold, Ine 
Globe-Wernicke C« 
Guide System & Supply ¢ 
Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe ¢ 
Meilink Steel Safe ¢ 
Mosler Safe Co 
Shaw-Walker Co 
Victor Safe & Equ 
Filing Cabinets, Metal 
Advanco Products Di ASE 
All-Steel Equipment Inc 
Art Metal Construction ¢ 
Art Steel Sales (Corn 
Bentson Mfr. ¢ The 
Browne-Morse Co 
Businese Efficiency Aid 
Cole Steel Equipment ¢ 
Columbla Steel Equipment ¢ 
Corry-Jamestown Mfg. 4 
Dorset Steel Equipment ¢ 
General Fireproofing ¢ 
Globe-Wernicke Co 
Guardsman Safe Co 
Harrison Steel Cabinet ¢ 
Hillside Metal Products I 
Home-O-Nize Co 
Invincible Metal Furn. ¢ 
Keystone Steel Equipment ¢ 
Metal Office Furniture ¢ 
Parker Steel Products ¢ 
Peerless Steel Equipment ¢ 
Remington Rand Ir 
Security Steel Equipment ¢ 
Shaw-Walker Co 
Top-Flight P 
Victor Safe & 
Watson Mfg. ¢ Ir 
Weis Mfg. Co 
Western Mfg. Co 
Yawman & Erbe Mf ( 
Filing Cabinets, Wood 
Bainbridge, Kimpton & Ha 
Globe-Wernicke ¢ 
Imperial Methods ¢ 
Weis Mfg. Co 
Wells Chatr Cort 
Filing Supplies 
Acco Products, Ine 
Advanco Produc D ASB 
Aigner, G. J., Co 
Aigner Index Co 
Amberg File & Index ¢ 
Art Metal Construction ¢ 
Art Steel Sales Corp 
Barkley, C. L.. & ¢ 
Browne-Morse ¢ 
Corry-Jamestown Mf ( 
Guide System & Supply ¢ 
Imperial Methods (« 
Justrite Envelope Mf ( 
Meta! Office Furniture ¢ 
Northern States Enve ‘ 
Oxford Filing Supply ¢ 
Parker Steel Products ¢ 
Quality Park Envelope ¢ 
Security Steel Equipment ¢ 
Shaw-Walker Co 
Victor Safe & Equipment ¢ 
Warshaw Mfg. ¢ 
Weis Mfg. Co 
Yawman & Erbe Mfe. ¢ 
Fountain Pens (inel. Ball Pt 
All-Rite Pen Ir 
Esterbrook Pen Co 
Eversharp, Inc 
Gathering Racks 
Evans Specialty Co 
Glasses, Magnifying 
Franklin Metal Products ¢ 
Gummed Cloth Rings 
Aigner Index Co fn. ¥ 
Dennison Mfg. ¢ 
Warshaw Mfg. Co 
Gummed Tape & Sealing Machines 
Dennison Mfg. Co 
Hardware, Office Desk 
National Lock ( 
In & Out Boards 
Lit-Ning Products ¢ 
index Card Signals 
(See Signals, Index Car 
index Tabs 
Aigner, G. J., Co 
Aigner Index Co. of N.Y 
Amberg File & Index ¢ 
Barkley, { L., & Co 
Elbe File & Binder ¢ l 
Globe-Wernicke Cx 
Graff, George B., & ¢ 
Guide System & Sup ( 
Markilo Co 
Master-Craft Corp 
Shaw-Walker Co 
Victor Safe & Equi; ( 
Warshaw Mfg. <¢ 
Inks, Adhesives, ete 
Dennison Mfg. ¢ 








Fulton Marking Equipt ( 
Ink Specialties ¢ It 
Marsh Stencil Machine ¢ 


Rivet-O Mfg. Co 


Me 


tands Paper Clips 
‘ M ( an & DD { > . 
( I’ I ( > 
mmunication Systems ‘ \ r Shews & Exhibitions 
Mi ‘ . 
Paper Fastening Machine Signals, index Cards 
‘ ' te | = 
Fa ‘ ( ( 
Mfg ‘ , f “A } 
Co Signs & Name Plate 
} M ( ) 
Safe & 1 ‘ 
Parcel Post & Postal Scale Signs, Changeable Letter 
r Mecha P I Sca ( 4 ( 
Paste Smoking Stands, Office 
Ink \ 
Good Pen & ink Sets 
S Desk P " ur 
Pen & Pencil Desk Clipper " 
. corr ‘ 
Pencil Sharpeners 
M ‘ Sorting Dev 
( ( H ‘ . 
Tray Pencils, Mechanica . 
> ‘ 
wy Equipment I Ss t S If Tables 
en | ( I 
Pencils, Wood Cased Lead 
‘ P ( Spindle Fil 
pt { ; Forms ( 
Penholders Stan Pp 
& St ag Cabinet 
Pens, Steel 
nok 
' 
~ i ‘ ’ ‘ 
Pins & Pin Containers Stands f Office Ma 
\I ‘ ‘ 
Piatens, Typewriter, et 
( : W 
Potish & Cleaner 
I 
( Posting Trays & Stand ( 
Presentation Covers 
I 
I «& > 
eaf Books & Devices Mf ( 
Price & Sign Markers 
W ‘ : S 
‘ A | ‘ 
Publications 
O.A. 1 
Punches ‘ 
Staple Extractors 
‘ ( 
' ‘ ‘ 
of iM \ Stapl & Stapling Ma 
K 
\ ‘ ( 
«& ‘ 
af Ss t Cov Plastic Mf 
( 
Ribbons and Carbon 
& i ‘ ‘ 
Leaf Tray £ fers s st Brass 
S ‘ . 
. t ‘ Stenographers’ Notebook 
Distribut ve ( e s 
S] t ‘ Stool 
‘ « 
id Books & Busine Form 0 I ( 
I 
Tack P ‘ 
a9 Dev ( 
& 4 i Storage Transfer Case 
( I & ( ( 
& 
7 P La y \ 
_ I ‘ 
1 Office Suit ‘ 
S ‘ «& 
rs ( 
: ‘ 
Rubber Bands 
«& 
randum B « R \W ‘ 
Rubber Stamps 
& M 
Rubber Type : 
and I \ 
Rulers, Transparent F 
y ( Rul ( 
Safes, Office 
9 Tap MI 
\ ( ‘ 
Bada Cl k Toker 
" 
late Lab \ 
‘ 
; S < 
N r > 
7" 
F t Custom Built = 
~ 4 ’ St Fixt & Equip T 
F t Sect al | ts s 
‘ Salesbooks Strong Boxes, Fire Protect y 
p I BE & ‘ T 
Sic Waianae Wielenaitees Sales <7 Wanted ~ 
Sa T 
Partit s & Railing und Urns Tabi 
Seales, Postal T 
rs ‘ » Outfit s ‘ 
Scrapbooks 
I «& : 
‘ VA ‘ 
rig 
P T 
Shelving 
Clamps T 
i t } 
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SALESMEN AVAILABLE ‘+ YEAR OLD BUSINESS MACHINE DEALER on West Coast offers excellent 
> ~ i partnership opportunity for experienced, successful office machine, cash register or 
IN oo available as southern representative for fice furniture salesman. Write X-133, care Office Appliances, Chicago 6 
sts mer mechar al furr . ) throu 
We | acquaint wit all cane a > am thr oan SALESMANAGER—Must be able to take over complete sales with very progressive 
“ wer sever states or entire Southeast Bes smaller stationer. All major lines. Very good business area less than 150 miles of 
ure Office Appliances, Chicago ¢ Chicago. Liberal salary with additional percentage of profit. Box X-155 care Office 
a Appliances, Chicago 6 
aden eal nae te ee a ae ASSISTANT STORE MANAGER—Good record and basic knowledge of stationery 
oe Ee " is Se a business. Experience in outside and inside selling important. Should have ability 
— . Spey let sold nt ugh deal to assume every phase of management with minimum of training. Midwestern city 
, mass ering block of states Personalls of approximately 40,000 A position with a future Box X-157 care Office Ap 
aler fro M e West to Pacific Remarkabl pliances, Chicago 6 
t aS sSaies Manager or assistant or mar 
SS SE Se Ce See oe SALESMEN WANTED 
. idress J-99 are Office Appliances. Chicago | 
ELEASED nilitary service with previous experience SAN FRANCISCO OPENING Long established commercial stationer has de- 
und t vriters esires to represent manufacturer i sirable position for experienced outside salesman. Excellent opportunity for devel 
Kentucky area Also will consider two or thre« oping profitable clientele, Send particulars including references to X-134, care 
Int sted only in those offering substantial + me Office Appliances. Chicago 6 
es effort References Address J-100, care of Office TWO SALES REPRESENTATIVES WANTED: between ages of 25 and 40 to 
— sell our well known chair line on commission basis Work with dealer organiza 
3s MBITIOUS YOUNG MAN desiven camnection @iti tions and with dealer's men when necessary. States involved are Minn, Nebr 
ecure position t ne willing to work hard for pr North and South Dak., Iowa and Mo., Ill. and Wis. Give experience, lines car 
fice supplies, store functions, and inside sales 4 ried and states you could cover Apply to HARTER CORP., Sturgis, Michigan 
’ ire Office Apt nees. Chicago 6 by letter only 
) ACTURER of a top slity office supply or aoe SALESMAN WANTED—One of big six in steel office furniture industry will add 
experienced, well established salesman to hree travelers by January Age 28-35. Willingness to travel and minimum of 
\ be available for interview at NSOEA C<« : five years’ experience in selling Shaw-Walker, Y & E, or Globe for dealer or 
nees, Chicago ¢ factory branch essential Our men know about this ad Can arrange interview 


luring Stationers Convention Box X-135, care Office Appliances, Chicago 6 
EXPERIENCED OFFICE SUPPLY SALESMEN 

a OLD, ESTABLISHED HOUSE now building new outside sales department Per 

sonnel will be backed by large catalog, extensive stocks, service, prices that will 


EXECUTIVES AVAILABLE _ 








rie ce 1 oft t s es at lo ~ ‘ 
South Wet - (Califor: = ationery bu old customers. Here's an opportunity to form a profitable, lifetime connection 
+ * SSNS SETS GEOG) SS Seer here your income will match your efforts. Write or phone Frank 8. Giuntini 
Would cor le tore managership lL. 8 Kade 


Utility Supply Co.. 307 W._ Monroe St., Chicago 6 (FRanklin 2.3700) 
7 SALESMEN CALLING ON OFFICE SUPPLY and Stationery Stores to represent 































































































: es = nationally promoted desk calendars. Good repeat business. Commission State 
FICE MACHINE MECHANICS AVAILABLE rritory covered and lines handled Schedule-A-Date Calendar Co,. 314 EB. State 
St Ithaca, N. Y 
' ‘ pe i saies and service per = 
A. B. Dick e ment eam 1 als i SERVICE MANAGERS WANTED 
Ly f ty iters including elect 
Age \ ible on short notice Adare SHOP FOREMAN FOR ROYAL dealer handling Royal typewriters, adding ma 
Chicago 6. _ pea ae. hines calculators——good proposition for right party—lecated in middle west-—All 
1Y EXPERIENCE epair and adjustments of a ; applications confidential—give qualifications Box X-136, care Office Appliances 
f Has worke makes typewriters adding Chicago 6 
2 married, refer Prefers middle west " 
Box J i ‘ Office Appliances. ( cna ¢ WANTED COMBINATION SALES & SERVICE MEN 
YEARS EXPERIENC! eeks opportunity n DE N COMBINATION SALES & SERVICE MAN Adding Machines, All Makes Need 
‘ t (i00d references Box J-105 eare Off sober, experienced man with good background in sales and service Splendid op 
a a aa : portunity for the right man Midwest location; long established Box X.-137 
AND TYPEWRITER REPAIRMAN, 12 years exper are_OfMice_Anpliances, Chicago 6 
hop at preset Box J-10¢ are Office Appliance WANTED Salesman with mechanical ability by dealer established 20 years in 
gol town of 50.000 A good man can make 75 to 100 dollars or more per week 
Sm ~ eet = . m a salary and percentage Box X-138, care Office Appliances, Chicago 6 
ars exper , Machines tw year - - ~ ——~ - 
Office Appliance ra) = : . TYPEWRITER SALESMAN AND MECHANI( Should be able to organize this 
vit bit 7 new department of fast-growing mid-western stationer, Excellent opportunity and 
a $$$ future for a go-getter. Box X-158 care Office Appliances, Chicago 6 
EXECUTIVES WANTED an 
ILITY n i OFFICE MACHINE MECHANICS WANTED 
! com i ze Office Supply and Equ 
t f 00.0 , mstration of ability t o SERVICE MAN All Makes Adding Machines and Typewriters Steady gool 
ead to of r t acquire substantia tere pay. proposition for future with organization 20 years in business Box X-139, care 
and ensation you require Write +t Office Appliances, Chicago 6 
Chicago 6. for particulars a SERVICE MEN Adding Machine, Typewriter and Calculators; also Cash Reg 
TE BANK SUPPLY SALESMAN, familiar with checks ter men Starting salary $100.00 a week with unlimited advancement to men 
fer hanks. Would prefer eomeene q@ith tnewiedas of with proven ability. BURGAUER BUSINESS MACHINE CO., 109 W. Jackson 
; g. M Pr ‘ I and Office Supplies in the st Muncie, Ind 
ade Specialty Manufactures ducts in Mississippi, Louisiana rYPEWRITER & ADDING MACHINE MECHANIC: Steady employment, liberal 
homies Gan ~ ho ype Maco a ‘oe making pepconndny proposition. One with sales ability preferred but not necessary. Muncie Typewriter 
com. ie anced to handle any accou! Exchange. Muncie. Indiana 
eT) fn - 7 re “ae . EXPERIENCED TYPEWRITER MECHANICS, emphasis on L C Smith, Stencil 
' ; 7 7 eee ae me ind Liquid Duplicators; Electric Typewriters; Dictaphone. Excellent opportunity 
— on qualifications Give age with established Firm. Tiernan’s, 902 North Main St.. Santa Ana. California 
‘ t nfider Write to Box X-132 are ( 
WANTS AND FOR SALE, Continued on page 8 
Trimming Boards Typewriters, Mfrs. of Visible Systems Equipment 
P » Materials Allen, R. « Business Mel Aigner, G. J., Co 
Type, Typewriters Remington Rand In Aigner Index Co, of N. ¥ 
. 4 Supply Royal Typewriter Co., In Art Metal Construction (Co 
Folding Ss an-Ward Mfg. ¢ Smith, L. ¢ & Corona Typws Commercial Card System 
Typewriter Cleaning Materials Underwood Corp Diebold, Inc 
A Supply Co Typewriters, Rebuilt & Used Globe-Wernicke Co 
Ba ge. Kimpton & Ha Int'l Office Appliances Master-Craft Corp 
$s. 5 a ne Corp Regal Typewriter Co Remington Rand Ine 
: - M ag and Volger, I: Shipman-Ward Mfg. (« Shaw-Walker Co 
ets Pads ‘ tribuetic , 
. Norta Distributing ( Upholstered Furniture ationers Loose Leaf Co 
, : ; K Typewriter ¢ Beaver Furniture Corp Safe & Equipment (« 
la g & Sta Machir K O Mfg. ¢ Bright Chair Co Jones Co 
~ ' a. . . oa Grand Rapids Lihr. Furn. ¢ Yawman & Erbe Mfg. Co 
. an-Ward Mfg. ¢ Huntington Chair Corp Wardrobe Racks 
1 \ : te , S., CO Imperial Leather Furn. ¢ Vogel-Peterson Co 
yf we ne = Ward Mt ‘ pera Srating Co Waste Baskets 
c - - . enm r Co : : 
hone A Typewriter Cushion Bases & Knob + mpeg > Art Steel Sales Corp 
4 Lite-Step Co aces Maso Steel Product Bainbridge, Kimpton & Haupt 
. Hair & Felt ¢ Niemann, Inc Cole Steel Equipment Corp 
Ames Supply Co Royal Metal Mfg. Co Franklin Metal Products (o 
\ “A lerfer ( Seerbo, Frank, & Sons, Ii General Fireproofing Co 
s P ss-Im erlal ‘ I Stanley Mfg. Co Globe-Wernicke Co 
b Tacks = Ward Mie ¢ Stationers Mfg. ( Goodfrend Metal Products (« 
, ¢ ~ _ & Thomas Furniture Co Haskell. Inc 
s Key Cort 8. Chaireraft Mfg. Cort Met om - F it ‘ 
Typewriter Cushion Keys “ ‘ Se ee eee 
ye . 8 = Co “ Wells Chair Corp National Vulcanized Fibre (« 
Hold Shipman-Ward Mfg. ¢ Upholstery Materials Security Steel Equipment ie 
Typewriter Parts & Tools Bolta Co., The Shaw-Walker CO 
" s Supply Co Kalistror Wells Chair Corp 
e Shipman-Ward Mfg. ¢ Masiand Duraleather (« Wholesale Stationery 
ables Typewr. Pedestal Desk Mechanisms Vault Steps Bainbridge, Kimpton & Haupt 
s ( The Cotterman, I. D. Pearson, G. 8., Co 
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WANTS AND FOR SALE. Continued from page 











SALES REPRESENTATIVES AVAILABLE 


THE HARD TO GET BUSINESS TERRITO! ; 
is our meat. Have been covering W I p M \ for o Offie) A 
years. We can do a job serving as di j 

facturer that permits both dealer and ess 
repeat business and need for local sta I i | Ya 
Bivd., El Paso, Texas 
FACTORY SALES REPRESENTATIVE A 

effectively represent another non-comp« g I 
school supply dealers throughout M i 
NSOEA convention; available for inter “ s FOR 
Office Appliances, Chicago 6 
15 YEARS WHOLESALE 
in Nationally Advertised Line 4 

J-109, care Office Appliances, Chica 

LINE WANTED, OFFICE AND INSTI IONAL I 

Metropolitan N. Y. and state of New 

view at National Stationers Show, ; 0 
ances, Chicago 6 

JOBBER ITEMS WANTED 
distribute along with the Print 
kotas and surrounding territory 
anolis 15, Minn see 
MAJOR LINE OR LINES WANTED 

remarkable record of achievement P ' _ 
in area. Experience includes bot! t oO y 
consider either or both. Industry leader I 0 

Appliances, Chicago 6 








RETAIL EXPERI! I No 








Smaller LESMA 
O-Ma 
Donald } K 











SALES REPRESENTATIVES WANTED 


MANUFACTURERS REPRESENTATIVI 0 Ww 
and Kentucky for manufacturer of | P 
covers this territory only and ha: ( K 
confidential, Box X-140, Office App! f . 
SALES REPRESENTATIVES WANTEI f f f . 
memo pads, typewriter and duplicator | : ‘ 

now handle non-conflicting lines Folder I ’ = 1 

Manila, and Golden Calendar Kraft t 

letter and legal, single and double top, { I 

interested write Paxton Paper 
sylvania, giving territory you cover and ‘ 4 j : 

strict confidence Oa ( 
ESTABLISHED MANUFACTURER SEEKIN‘ R RES! ATIV 
a complete popular priced line of leat! p k Ml 

mats, and other accessories in the f \ Dakota Ss 
Dakota. Iowa, Minnesota, Wisconsir " ' I ~ 4 
Eastern Atlantic States including B I ( 
perience and specific territories now t B ’ 

ances, 100 East 42nd St.. New York 17. » 

WANTED—Salesman to carry our tw B s 
tionery and Typewriter 
4271 Leimert Blvd Los Angeles &, ¢ 
WANTED—MANUFACTURERS REPRPS 
Valentine lines of safes, burglar chest f f t x 
Equipment has clicked with 
Interviews with eligible men 
tion. Write John Robertson, 
Indiana 


LONG ESTABLISHED FIRM wit! 
drawers has openings for commissior 
office machine dealers Excellent 
and small. Address X-142. care 


WESTERN MANUFACTURER wit! ° i thst dP 
intends completing domestic ’ } € 

appointed in the following 
Michigan—Ohio—West Virginia—Kentuck Q D 

Stegeman at Conrad Hilton Hotel " A \ 
vention. Everflex Products, 2727 Mont R 


LARGE MFR. (EST. 43 YEARS ft P s R s oO 
sentatives. Commission basis. Writ r nee i | : - 
951—Fall River, Mass \ = 


MANUFACTURER'S REPRESENTATIVI WANTED k } TANTS 
holder—a fast moving nationally a fale 
dealers and wholesalers. Protected tert W ' J \ 
plete details, to Reyam, Dept. A ‘' V n &s 








‘ ii | ‘ 
( i tGE STO 





1OTT-FISHI 





stores Very P 





dealers ever 1 
will be \ Cl 
care | " Va ¢ Q ‘ T P 





Office Ar . ‘ 





sales 


areas New } “i " ~! t Centr “ . 


TIONAI 











MANUFACTURER'S REPRESENTATIVE WANTED 
chair line in The New England States. (¢ f f B I 
X-143, care Office Appliances, Chicae 


LOS ANGELES DEALER SETTING UP JOBBING 
established representative(s with ' ‘ 

wholesale business Have 
achteve success. Box X-144 


SALES REPRESENTATIVES calli t 
introduce new File-Aid label holder I New f S MI 
front of filing cabinet, holding labe b k 

and information write FILE-AID SALES, P.O S ‘ I 


MANUFACTURER'S AGENT now i of I D Ww { wl Ww 
consin, Illinois, Indiana, Michigan, O v y 
line of metal chairs. Give past exper 

covered and references. Box X-14 “are O 





access to a 
care Office 4 








” 4 








SPECIALTY DEALER REPRESENTATIVE AVAILABLE 


SPECIALTY OFFICE MACHINE DEALER M ' } : Nor 
some additional items, either office ma ’ Box X 
Office Appliances, Chicago 6 











RETAIL BUSINESS FOR SALE Ny 





OFFICE SUPPLY and Equipment B 
Located in Ohio city over 250,000 por I Sales o $ gross average 
near 40 per cent Established a \ x on 4 
Chicago 6, for particulars 


OPPORTUNITY FOR AMBITIOUS MAN re tier 
doing big town volume, Exceptional er ‘ P 
Northern Illinois. Good reason for sellir t $ Co 

reliable party. Box X-148, care OM \ Cc SIBLE EQ 


FOR SALE—Office Supply & 
Sales $40,000, Box X-149 


FOR SALE OFFICE MACHINE BUSINESS—0O 5 St. J 
of the leading Office machines, a k ) : 4 r 

Caleulators, Manual and Electric 17 s I i $ 
worth of Business a year Large Air ( s g 
Service Department, doing $25,000 \ aff ; 
factory trained service ~ 
year round. Town of 
Reason for Selling is 
Write Box X-150, 


OFFICE FURNITURE, Central Ca ;: . 

inventory and fixtures about $30,000 Oo é SPECIALISTS 
answer Will guarantee income to \ or . 

Appliances, Chicago 6 








Equipmer New ¥ eon 


care Off AT { 





Locate . t 
100.00% ‘ t 4 RGI 
and Ag ’ 
Appliance 5 5 


men 
over 
Health 
care Office 
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MANUFACTURING BUSINESS FOR SALE 


SUAL OFFER 





PARTNERSHIP WANTED 


[ECHANK 10 
ent Ww hes 
Office Apr 





RETAIL BUSINESS BOUGHT & 
‘STON SI . 
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LL YOUR B 
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ADDING MACHINE PARTS. TYPE, ETC 


A 


FOR SALE AND WANTED TO BUY. USED EQUIPMENT 


Moor Hor 
Typewriter 
c 130 Wes 
) SUNDSTRAND 
( ijlators } 
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feed 
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OAs Press-Jime Bulletin 


= Late and Important News for Our Readers 





THIS SOUNDS LIKE DISCRIMINATION: The State of Pennsylvania is reported con- 
templating the imposition of a 5% tax on the retail sale of luggage 
and leather goods, similar to the excise tax now collected for the Fed- 
- eral Government. The implications of such a step are disturbing to 
the industry. 





CONLON LEAVES ROCKWELL-BARNES: J. Edward Conlon has resigned as vice-president 
of Rockwell-Barnes Company after 34 years in the service of that 
organization. For the last three years his efforts have been directed 
almost exclusively to the sale of Rockwell-Barnes equipment to 
government offices and departments. For 10 years preceding he served 
as sales manager. Always interested in association activities, 

Mr. Conlon is a member of several travelers’ clubs. Probably few men 
have wider dealer acquaintance. Mr. Conlon's plans for the future 
have not yet been announced. He probably will continue to func- 
tion in the industry in which he has spent his entire business career. 





ph DEALERS GET MORE UNDERWOOD PRODUCTS: Underwood Sundstrand adding machines 

N will be sold for the first time by Underwood Corporation's 8,500 

7 dealers in the United States as part of an intensive new marketing 
and distribution program. Previously, adding machines were sold 
only through the company's offices and exclusive agents. The new 
policy widens the selling field for dealers, who now carry a com- 
plete line of Underwood portable typewriters. The new sales expan- 

: Sion supplements, but does not replace, the company's salesmen 

a. and sales agents in the retail adding machine division. 





aT MAKE CHANGE IN CORPORATE NAME: Homer H. Dasey, president of "Visual" Plan- 

ning Equipment Company, Inc., Oakmont, Pa., manufacturer of three- 
dimensional and two dimensional layout models and templets, has 
announced a change in corporate name. The new corporation will be 
"Visual" Plant Layouts, Inc. 








COLUMBIA LOOSE-LEAF APPOINTS REPRESENTATIVES: The appointment of A. L. (Al) 
Marschall & Associates as southern representatives has been announced 
by Columbia Loose-Leaf Corporation. 





NEW FIRM IS OPENED IN HAYS, KANS.: The Central Office Equipment Company, 
owned and operated by Ray Zuendel, has been opened for business at 
fier 119 E. 8th St., Hays, Kans. The new concern carries a line of Under- 
wood products and will give machine service. The owner has been 
with Underwood for eight yearsin both Wichita and Hutchinson., Kans. 


—GMH 





- HEADS FLO-BALL DIVISION: The appointment has been announced of Paul H. 

vort Heinzel as product design engineer for the Flo-Ball pen division 
of the Clary Multiplier Corporation to head research and develop- 
ment on the company's automatic retracting pen. 





BURROUGHS PROMOTES OFFICIAL: Kenyon T. Bement has been appointed assistant 

— general sales manager of the Burroughs Corporation, it is announced 
by Noel L. Mudd, general sales manager. Mr. Bement has been man- 

° ager of the company's Great Lakes region since May of 1952 and 

— his new appointment climaxes his steady rise in the Burroughs ranks 

since he joined the firm in Spokane, Wash., as a junior salesman 


in 1946. 





TEXAS FIRM IS REFURBISHED: The Hogan Fort Worth Office Supply Company, 1007 


ane Main St., Fort Worth, Tex., has completely remodeled and redeco- 
rs rated its downstairs floor.--JHR 
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State of the Industry - 


“More Reasonable” Depreciation Needed. One 


aid to small business urged o1 nare ind 


Treasury Department is the eofa re reas 


able policy on deprecia 
committee hearing br« 


a witness, pretty well t sit 
tion: 
“If we bought a machine t irs ag 


cost of $10,500, with an est tted life of veal 


and a salvage value 


serve today for that t D But the t 
obsolete and should be replaced, but i rder 
replace it we will have to spend between $1 
and $20,000." 

The witness added t tal 
placement reserves are | $99 


a year at present replacement cost ma t! 
sum is not deductible me t ten 


@ An Argument for Office Tools. e Wood Offi 


Furniture Institute ir 
quotes these figures 

“A survey of typing 
shows an average 
the following employee 
secretary stenographer nographer, typi 

WOFI then makes this pointed conclusion: ‘"t 
a 10-year period eac! e Ol IT | 
roll will cost you over 
fixed expense, an efficient mfortable desk 
chair is a necessary tection for a 
vestment 


® Data on Lost Customers. The Retail Ledger 
vey of retail businessmer is turned up these 
and figures 
Of each 100 cust 
15 are lost in tl 
13 
1] 


8 


~ 


Thus, in 10 years 
Why? The data tells 
68% quit because of d rte r indiffe 
treatment and/or } el 
14% quit because grievances were not ad 
9% were lured awa wer DI 
5% were influenced 
3% moved away 
1% died 
The answer seems t 
important than what 


® Nothing New Under the Sun. 

all excited about the | 

offices and the super gadget it make work « 
along comes a balloor I 1 { 


Hilton H. Anderson, assistant ene 
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What Is His Sales Volume? 


The office supply and equipment dealer is 

in the big leagues today. Not too long ago represents the total annua 
he was congratulating himself on being in a all independent dealers in the United State 
billion dollar industry. Today he and his 

fellow independent dealers are selling 

$2,235,000,000 worth of merchandise an- 

nually. Thus our dealer no longer can be 

rated as a shopkeeper but as a progressive 

retailer of major importance. His pride in Annual Sales Volume 

the growth of his business in the past decade 

is probably tempered by the fact that he 

is selling only one-half of the total sales of ° $ 

the industry. Direct sales to the consumer Industry Average 219,800 
(principally by office machine and equip- 


ment manufacturers) and sales through job- | Oaite: Appliances Subscribers ° $244 320 








bers, chain and department stores, mail or- 
der firms, discount houses, and other outlets 
account for the other half of the volume. 


PERCENT OF DEALERS BY NET SALES VOLUME 


31.5% 


30.0% 
27.7% 











30% 


Who Are the Leaders? 


$2 out of every $3 sold by independent 
dealers is accounted for by the larger deal- [| f 
ers—those doing over $250,000 annually. |) a3 y a 

Half of the total volume is done in the Vo = A 

$250,000 to $1,000,000 group. It con- Ye se TOTAL VOLUME 
stitutes the real backbone of the dealer : ‘ee 
family. cae Cree i ies : 









ofile of a DEALER 


Copyright 1953, OFFICE APPLIANCES Magazine, 600 
W. Jackson Bivd., Chicago 6, III. Data obteined ond 


compiled by Elrick, Lovidge & Co. Reproduction pro- 
hibited without permission. 














POPULATION 


Under 10M 
10M- 25M 
25M-50M 

50M- 100M 

100M-500M 
OVER 500M 


DOLLAR 
VOLUME 


Under $50M 


$50M-$100M 


$100M-$250M 


Does He Go After Business? 


) He certainly does. The industry average 
™ shows that 74 cents of every sales dollar 
) originates from outside business. Store 
De) business is of equal importance in small 
™) towns but produces only a minor share of 


total volume in the metropolitan areas. 


The chart above reveals an interesting point about the big $250,000-$1,000,000 
group—the dealers that do half of the business. Only 15% of their volume orig- 


inates in the store .. . far below the average. 


profile of a DEALER 


Copyright 1953, OFFICE APPLIANCES Magazine, 600 
W. Jockson Bivd., Chicago 6, II!. Dote obtained and 
compiled by Elrick, Lavidge & Co. Reproduction pro 
hibited without permission 



































VETROMILE 


reature writer 





Office Equipment Merchandiser Should 
Impress This Truth on His Co-workers— 


Good Customers Are Chunks of Gold! 


gw NOT MANY YEARS AGO, in 
talking to an audience of retailers, 
this writer described customers of 


confirmed trading allegience to 


a 





Proper Handling of 
Complaints is Vital 


More customers have been lost 
permanently by clumsy, if not actu- 
ally ignorant and resentful han- 
dling of complaints, than by any 
other mistake of public relations in 
merchandising 


A few complaints in the course 
of any busy year are practically as 
certain to orise as the occasional 
delinquent account, but the adjust- 
ment that an honest complaint in- 
volves—and merits—doesn’t throw 
of balance any progressive and 
far-sighted office appliance dealer. 
Especially, one who realizes that 
the satisfaction of his customers is 
the financial bloodstream of his 
business investment 


In Malden, Mass., a suburb of 
Boston, for example, Boyd's, Inc., 
has developed one of the strongest 
and most-prosperous office supply 
and office equipment establishments 
to be found anywhere in a city 
of 65,000 population by rigorous 
devotion to its pledge to its cus- 
tomers: “YOU MUST BE SATISFIED 
at BOYD’S This declaration of 
merchandising policy is imprinted 
on the reverse side of every cash 
register slip 
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business house as chunks of gold 
the gold of profit. This interesting 
analogy, intended to impress the 
cash value of loyal customers, was 
widely quoted 

The figurative chunks of gold 
represented by these loyal custom- 
ers would, of course, vary in value 
to the office appliance dealer ac- 
cording to the volume and the 
profitability of their accounts. But 
collectively, they are the basic asset 
upon which the growth, the pros- 
perity, and the permanence of any 
such business depends. 

The buyer, as I have so often 
pointed out, is the all-important 
primary factor in the mercantile 
world. The first installation of his 
equipment made by a manufactur- 
er, like the first buyer who enabled 
a retail office supply merchant to 
ring up a profit on his cash register 
the day he opened his store to the 
public, are—naturally—ineffaceable 
memories 


Customer is King 


The customer is the indispensable 
requisite for the continuance of 
any business enterprise because 
without regular buyers there can 
be no business and no opportunity 
to make a profit. The wheels of 
commerce never start to move until 
someone begins to buy, or contracts 
to buy, something from somebody 
else. 

This basic point in recognition of 
the truth that “The Customer Is 
King” is the explanation of the 
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broad and binding guarantees with 
which the greatest national manu- 
facturers in this country under- 
write unqualified satisfaction for 
the purchasers of their wares. 
Among these manufacturers are 
those firms which have for so long 
made and distributed the machines 
and fixtures that have multiplied 
the efficiency of every business of- 
fice in the land. 


Tells of Appreciation 


One of the most-impressive pub- 
lic declarations of appreciation of 
customer loyalty and the patronage 
of all its buyers and distributors in 
the office supply industry that I 
have ever seen came not long ago 
from the Rockwell- Barnes Com- 
pany. It was published in the ad- 
vertising pages of this trade maga- 
zine. 

The theme of the advertisement 

-a frank expression of gratitude 
for the long-continued universal 
patronage that permits making a 
profit out of the hazards and labors 
of business investments—was 
“Looking Back Fifty Years.” 

The advertisement was published 
in observance of the fiftieth anni- 
versary of the founding of this im- 
portant sypply factor in the office 
supplies industry 

Among other pertinent reflections 
the advertisement contained were 
these: “Remember 1903? Most folks 
know it best as the year history was 
made by the first airplane flight. 
WE remember that year for another 
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—a more personal reason—because 
the Rockwell-Barnes Company was 
founded and served its first cus- 
tomer back there in 1903. A lot of 
things have happened since then 
but, to us, none were more im- 
portant than that first customer 
—that first order for our goods 
Without him, our business could 
never have begun its growth and 
prospered.” 


First Customer 


Levi LeRoy Rowe, of Boston, but 
native of old Vermont—the man 
who invented the automatic sani- 
tary glass- washer which revolu- 
tionized the hygiene of the public 
drinking - glass at soda fountains 
and other public beverage dispen- 
saries and the advertising of which 
I wrote for 20 years, told me more 
than once of his vivid recollection 
of the first sale of his invention and 
the special significance of that first 
customer. It was a symbol of the 
assured success of the very profit- 
able business of which his impor- 
tant contribution to the protection 
of public health was the foundation 


In any store in which the em- 
ployees have been trained to regard 
customers as chunks of gold—the 
gold that pays their wages—the 
proprietor’s co-workers are not 
likely to offend customers or fail in 
proper interest and attention in 
serving their requirements 


The eternal human mistake will 
be made in even the best-managed 
and best-supervised salesroom, but 
there will be no complaints arising 
from discourtesy and _ indifferent 
service or negligent habits in such 
a store. 


Promising Too Much 


Sometimes, however, mistakes of 
personnel can cause buyers incon- 
venience and disappointment 
often the kind that grows out of 
too much presumption on the part 
of employees in making extrava- 
gant “guarantees” or “personal 
recommendations” about matters 
exceeding their authority or the ex- 
perience that is required for the 
proper handling of such situations. 


Administrative surveillance must 
be on guard against such a compli- 
cation—especially in the large es- 
tablishment that must, of necessity, 
be constantly “breaking in” one or 
two new men. 


No reasonable person ever re- 
nounces his or her trading alle- 
giance to any long-established 
supply source merely because of 
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some small inconvenience or annoy- 
ance caused by the human propen- 
sity to error so long as the com- 
plaint, whether it be concerned 
with shortages, substitution of 
items, damage, or delay in delivery, 
is received in the proper spirit 
There must be frank acknowledge- 
ment of the error and a sincere 
expression of the dealer’s desire to 
accept full responsibility for mak- 
ing everything right. 


Furthermore, if the negligence of 
some employee or some other dis- 
creditable defection from ordinary 
standards of efficient service were 
the root of the trouble, the shrewd 
dealer or his store manager will 
make a straightforward apology to 
the customer 


Generous Adjustments 


Any complaint should be adjusted 
fairly according to the facts in- 
volved, but in that unusual in- 
stance in which some buyer has 
actually been aggrieved or has in- 
curred an obvious loss because of 
some undeniable fault of the store 
or its employees, adjustment should 
be not only compensatory but gen- 
erous, thereby doubly convincing 
that buyer that the default in serv- 
ice violated the avowed policy of 
the management 


In my opinion, the adjustment of 
the claim itself, so far as the ma- 
terial value involved is concerned, 
is only 25% of the expertly-handled 
trade-retaining adjustment. The 
75% factor the more-important 
part—is the spirit in which the 
complaint is received and the ad- 
justment offered 


When what appears to be the 
logical and proper solution of the 
customer’s problem has been deter- 
mined, good will for the store can 
be still further strengthened by 
asking the customer tactfully, “Will 
that be satisfactory?” Almost in- 
variably, of course, it will be. 


That’s how the kind of friendship 
in trade that makes a customer a 
walking advertisement for the store 
is cultivated 


Out-of-Stock 


While I am writing about this 
important matter of taking proper 
care of customers’ requirements, I 
want to say a few words about 
“out-of-stock” policy or procedure 
when what some buyer wants can- 
not be supplied immediately. 


No salesman likes to see a sale 
walk out of the store, but of course 
it is the obligation of every mer- 


chant to be able to supply the pub- 
lic with what it wants when it 
wants it not expect buyers to 
abandon their preferences and 
simply select from whatever hap- 
pens to be available. 


When, however, the store is 
“caught” out of some item and it 
seems proper and expedient to rec- 
ommend a similar article, the sug- 
gestion should always be offered in 
a manner that places full respon- 
sibility for acceptance of the alter- 
native product on the purchaser 
himself. 


Suitable Substitutes 
Instead of saying: “This is as 
good as, if not better than, so-and- 
so,” say, preferably: “I think you 
will find this quite as satisfactory. 
The price is about the same. Would 
you like to try it and report to me 
what you think of it?” 


Such a recommendation of a sub- 
stitute article should never be made 
if the salesman has the slightest 
uncertainty as to the alternative 
choice being an equally good value 
that is likely to give the buyer equal 
satisfaction. Even then it should 
be sold only with the express un- 
derstanding that the buyer may re- 
turn it for full credit in the event 
that he does not find it 100% suited 
to his purpose 


Chunks of gold in the form of 
loyal and profitable customers are 
hard to accumulate but may be 
easily forfeited to more-progressive 
dealers IF those good customers 
and their profitable accounts are 
not handled intelligently and care- 
fully. 


Taken for Granted 
Failing customers in deliveries in 
some emergency or urgent situa- 
tion; indifference to protecting 
them on impending price changes 
when that is feasible; careless 
packing or shipping of expensive 
merchandise or appliances that re- 
quire protection against damage, 
and—in general—making the fatal 
mistake of taking it for granted 
that because the store has been 
favored with the orders of these 
“chunks-of-gold” accounts for sev- 
eral years, the accounts are in- 
alienable to competition—are “in 
the bag,” as the saying is—these 
are the mistakes and derelictions 
that a dealer must guard against if 
he intends to keep his best custom- 
ers out of the stores of his com- 
petitors 
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Merchandising 


3. Six Bogies of Retailing 


g AT FIRST GLANCE, the bogies 
described on these pages may ap- 


pear to point out typical shortcom- 


ings in advertising copy, selling, 
product design, pricing, marketing- 
management and planning. 

This is not the case. 

Their purpose is rather to point 


out typical examples of how adver- 
tising copy, selling, product design, 
pricing, marketing - management 
and planning sometimes are de- 
prived of their full effectiveness 
because ol 


poor merchandising. 





Hollow Copy 
An advertisir 

once showed a 

admonition, “Y« 


agency’s house ad 
blank page with the 
ju pay for 3 million 


circulation but how much circula- 
tion you actually get depends on 
what you put into space.” 

The objectives of advertising, 


however, go beyond readership and 
listenership 

A page may be filled with words 
and pictures—good words and pic- 
tures that enjoy high readership. 

But the page may still be empty. 
Because the copy is hollow. 

Excellence of advertising tech- 
nique, perhaps. But poor merchan- 
dising. The wrong appeal or no 
appeal. Failure to draw the buyer 
closer to a purchase. 

A shattering explosion. But no 
bullet 

Good merchandising avoids ads 
that don’t advertise; commercial 
that don’t commercialize; and signs 
with no significance. 

It makes sure that copy is solidly 
filled—with substance and purpose. 

Good merchandising avoids 


hollow copy. 
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Yap-yap Selling 

The purpose of selling—like ad- 
vertising—is to convey ideas, not 
simply words. 

Eloquence may make a hit. But 
if it is hollow yap-yap eloquence, it 
is apt to sell the salesman instead 
of the product. 

Selling should have even more 
pertinent substance than advertis- 
ing. The salesman is face to face 
with the prospect and can attune 
his presentation to the specific ap- 
peal that applies to the prospect’s 
individual case. 

It doesn’t always take a long vol- 
ley of words either. Remember that 
the Indian fur trapper often made 
a sale with a one-word presenta- 
tion, “Ugh.” 

Good merchandising avoids 
yop-yap selling. 
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Empty Products 

Sometimes a salesman is sent out 
with a full sample case, yet nothing 
to sell. 

The buyer does not, in effect, buy 
products. He buys features and plus 
features to fulfill his needs and 
wants. 

Substance in advertising and sell- 
ing begins with substance in the 
product. 

Fill it with features—a cherry in 
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the grapefruit, a more convenient 
closure on the package, a more at- 
tractive style, an easier-to-grip 
handle on the hammer. 

Good merchandising avoids 


e sh empty products. 
7] 98 





Ostrich Pricing 


It takes courage to lead the mar- 
ket up or down on price. 

It takes patience to abide by a 
policy to follow the market. 

But, more than anything else, 
comprehensive pricing requires 
knowledge of the facts—side-ruled 
every possible way to indicate every 
possible eventuality. 

Good merchandising avoids 


ostrich pricing. 


\ Woutd YOU LIKE To 
A Buv A RePRIGiRaTORS 
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Marketless Marketing 


One essential to marketing is a 
market. And markets are not sim- 
ply population, but effective popula- 
tion; i.e., prospects for the product. 

Nothing raises the unit cost of 
marketing so much as marketless 
marketing—advertising and selling 
to nonprospects or to prospects who 
cannot buy because the product is 
inaccessible to them. 

How much advertising circula- 
tion? Are we paying for Kansas 
and Missouri circulation although 
distribution westward ends at the 
Mississippi? 

How much wasted advertising cir- 
culation due to spotty distribution? 

How much wasted effort promot- 
ing left-hand gadgets to right- 


(Turn to page 20, please) 
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w AT THE RISK of deve!l- 
oping eyestrain I have 
eagerly read article upon 
article concerning the op- 
erations and policies of of- 
fice equipment dealers, 
seeking all the while to 
find at least one who did 
not emphasize the fact that 
he (or they) had years of 
experience in the field, and 
did not boast that this fact 
was constantly brought be- 
fore customers in personal relations 
and advertising. Tell me, is my 
firm the only office equipment deal- 
er in the country who has admit- 
tedly just begun business—or ar‘ 
the others just too timid to speak 
up? 

Truly, novices have ideas, plans 
and methods—and at the same 
time they have PROBLEMS! These 
are problems which must be met, 
not by relying on past experience, 
but by a headlong plunge into 
right-this-minute experience 


Depend on Others 


We newcomers depend to a great 
measure on those fellows who know 
the ropes and are willing to share 
the profits of their experience, but 
only a man who has just opened the 
doors to business can comprehend 
the problems of a fledgling in the 
present-day market. Possibly when 
Mr. Experience started his little 
stationery shop, competition was 
not so keen in either the buyer’s 
or seller’s market; his customers 
didn’t have the infinite variety for 
choice as we must offer to satisfy 
today’s demand. Thus the growing 
pains of this older business were 
perhaps not so acute, and as busi- 
ness grew at a leisurely pace, add- 
ing experience to increased volume 





In Fort Lauderdale 
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. Exterior view of the Florida Shelving 
& Fixture Co., Fort Lauderdale, Fla 


A Newcomer's 
Tale of Success 


the owner was and has been able 
to gear his actions gradually to the 
higher ratio of present day needs 

Apparently we youngsters must 
come equipped with automatic 
transmissions so we can shift into 
high gear almost from the begin- 
ning 

There are two major obstacles 
which I believe every newcomer to 
the office equipment trade must 
overcome. The first: What can we 
substitute for “experience” in cus- 
tomer relationship? Perhaps I 
should not say that this first prob- 
lem can be “overcome’’—it is more 
accurate to say that it must be 
squarely met and worked around 
until such time as a dealer can 
honestly call himself experienced 
in the field 


New Selling Points 

For the established dealer, there 
is no better selling point than the 
years of experience which the cus- 
tomer may draw upon, creating 
utmost confidence in ability and de- 
pendability. We who are just be- 
ginning must sell our prospect on 
other important traits which will 
convince him that buying from a 
new firm can be safe and sensible 
How tragic are those: who try 
price-cutting to build up quick vol- 


A Career in Selling 
A. Dessenberger, auth 
and a mainstay in operation of the Florida Shelv 





Dean 





by Margaret Dessenberger 


Florida Shelving & Furniture Company 


Fort Lauderdale, Fla. 


ume! There is no backing-down 
once it’s started and price chiseling 
doesn’t build accounts—the next 
time the buyer merely goes to some- 
one who will cut just a little fur- 
ther. 


Emphasize Service 


Thus far, in our own business, we 
have found our best selling point 
to be SERVICE. No matter how new 
a firm, it can still give the customer 
the best service possible. In fact, 
the fresh and enthusiastic ap- 
proach of a new organization breeds 
good service, and the customer who 
finds that you will make a special 
effort to serve him gains impor- 
tance in his own eyes and soon 
learns to rely on your ability. 

Probably equally important—and 
certainly a prime requisite in build- 
ing for the future—is dependability 
of product Advertised brands 
whose names are familiar to your 
prospect will do much selling for 
you. Along with this goes the reas- 
surance that you will stand behind 
your merchandise. An account is 
well sold if he knows that you sin- 
cerely believe in the quality of what 
you sell 

A store which has been in opera- 
tion for 50, 25 or 10 years has had 

Turn to page 18, please 


Margaret (Mrs 


of this article 





ing & Fixture Co 
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g AT AN AGE when many 
business men at least begin 
to think about retiring, B. 
F. Grainger decided to cap 
nearly 50 years’ experience 
in office supply and appli- 
ance retailing by opening 
his first office supply store 
in the small town of Olym- 
pia, Wash. Not wanting to 
over-extend himself at the 
age of 60. Mr. Grainger 
started his venture with a 
limited stock of merchandise ac- 


quired with just $500 worth of 
credit. That was in 1937. In the 
intervening 15 years Mr. Grainger 
has 

1. Passed his 75th birthday 

2. Observed a store sales increase 
for each month he has been in busi- 


ness except one, over the corre- 
sponding month of the preceding 
year 

3. Expanded his original $500 in- 
ventory to its present figure of 
about $20,000 

4. Expanded his store display 
area for the third time in 15 years 
by moving into a new and more 
modern store last July. The move, 
he reports, has increased sales by 
approximately 40° 

5. Built uy sales volume that 
runs currently about $15,000 a 
month in a town of 15,000 popula- 
tion 

6. Took his son, Dean F. Grainger 


into full partnership with him fol- 
lowing his discharge from the Navy 
after World War II 

Until he started his own store in 
1937, Mr. Grainger had worked for 


office supply firms since his first 
job as a stock boy. The job he held 
for a number of years preceding 
opening of his first store was that 
of representative for a Seattle of- 
fice supply firm in Olympia, which 
is the state’s capitol 

The extent of his success has 
come as something of a surprise to 
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An Old Timer 


Builds a Business 


by EDWARD R. LUCAS 


Mr. Grainger, who describes his 
methods of operation as “very con- 
servative.” Regardless of their clas- 
sification, however, his methods ob- 
viously get results. 


The store’s retailing program is 
slanted specifically to appeal to 
commercial purchasers of _sta- 
tionery and office appliances. A 
good 80% of total volume is sold to 
commercial customers, Mr. Grainger 
estimates. Nevertheless, he believes 
that a modern, attractive store and 
good display are just as effective in 
building sales to commercial cus- 
tomers as in retailing to the general 
public. 


Inside Selling 
“We do not keep any outside 
salesmen on our payroll, in part be- 
cause our territory does not lend 
itself well to profitable outside sell- 
ing,” he explains. “In addition, we 
believe that we can do a more ef- 
fective selling job right in our store 
—provided, of course, we can get 
the customer into the habit of buy- 
ing at Grainger’s. A clean, mod- 
ern, well-lighted store is a factor 
here, as our recent 40% sales in- 
crease indicates 


“The big advantage of selling the 
customer in your store rather than 
in his office is the manner in which 
each sale can be increased through 
additional impulse purchases. A 
business owner may be able to 


think of only one small 

item that he needs at the 

time of a salesman’s visit, 

perhaps costing only ten 

cents. If that same busi- 

ness man comes into our 

store to buy that ten cent 

item he will see many other 

articles of merchandise and 

may leave with a ten dollar 
purchase.” 

The new store is a more 

effective sales unit, he 

notes, in part because it has twice 

the sales and storage space of the 

previous store, permitting open dis- 

play of a greater variety of mer- 

chandise and better circulation of 

floor traffic. The location is also 

improved and the owner of the 

building co-operated by spending 

some $15,000 on modernization in- 

cluding installation of a thorough- 

ly modern, “visual” type store front. 


Effective Display 

Window display facilities are ex- 
cellent, yet the entire interior of 
the store can be easily seen from 
the street. Interior fluorescent 
lighting installed by Grainger’s 
gives even, shadowless illumination 
that has been a factor in stimulat- 
ing impulse sales, Mr. Grainger 
believes. 

Office furniture and appliances 
comprise approximately one-third 
of total store sales, he estimates. A 
good third of the sales floor area 
is allotted to their display, with 
the floor display of appliances 
placed directly behind the main 
front window. 


Limits Quantity 

Mr. Grainger follows a policy of 
carrying a wide variety of stock 
but of limiting the quantity of each 
item to as small an amount as pos- 
sible. This allows him to offer a 
good variety for a moderate capital 
(Continued on following page) 


Graingers’ .. . Left: Outside view of the new store shows visual type 


front, low sill and backless windows. Right: 


have increased 40% 
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In the new interior, sales 














An Old Timer Builds a 


(Continued from page 17) 


investment. The same policy is ob- 
served in handling of office appli- 
ances, in which he carries sufficient 
stock to fill small orders but not 
to meet large quantity purchases 

A large inventory of appliances is 
not necessary, he points out, since 
he is able to get prompt service 
from suppliers. He can get three- 
day service from San Francisco, 
where his principal supply house is 
located, and even faster service 
from another supplier in Portland, 
Ore. But a representative sampling 
of the appliances must be available 
on the display floor in order to 
close the sale, he observes. 

A certain amount of state busi- 
ness is entirely worthwhile, he 
notes, even though such merchan- 
dise is sold on bids. From previous 


Business 


experience he knows which cate- 
gories of merchandise are profitable 
to handle on a bid basis, and which 
are not. On the latter, he simply 
submits a bid that he knows will be 
higher than other bids submitted so 
he will be sure that he will not be 
awarded the contract 


Training Employees 

Good employee relations have 
also been a factor in his firm’s suc- 
cess, he believes. He places much 
emphasis on good, well - trained 
sales personnel, and prefers to train 
his employees from the time they 
leave school, if possible, rather than 
to take experienced office supply 
salesmen and “break them in” to 
his operation. Salesmen with pre- 
vious office supply experience often 





Serving the Customer ... B. 
F. Grainger, left, and his son, Dean 
F. Grainger, right, show a prospective 
customer some office furniture and 
equipment. 


find it difficult to adjust to his sales 
approach, he has found. Employees 
who can meet his requirements are 
well compensated, and _ receive 
roughly twice the prevailing union 
scale for that type of selling in his 
area. 





A Newcomer's Tale of Success 


(Continued from page 16) 


to his potential accounts that not 
only will his (the customer’s) dol- 
lars buy the same sound value as 
he would expect in the older store 
but he can also expect an extra 
measure of service and personal at- 
tention. 

Special Emphasis 


Obviously, the foregoing points 
can be claimed by every legitimate 
dealer, old or new, but for the new 
man special emphasis must be 
placed upon them to make up for 
the fact that he cannot offer ‘“‘years 
of experience” to his customer 
Pepper these points with a goodly 
amount of honest effort to know 
your product and to study your cus- 
tomers’ needs and “experience”’ will 
be rapidly acquired. 

The second problem: What, 
Where, When and How Much? 

A shop selling ladies’ hats can 
buy with gay abandon—no matter 
how awful a creation may be, some 
woman will buy it anyway! Her 


husband equipping his office is apt 
to be more conservative. In stock- 
ing our store we can’t afford to 
waste valuable floor space on slow- 
movers, but not having past years 
to guide us, how can we decide 
WHAT merchandise to stock? Here 
again we must rely on such assist- 
ance as older dealers are willing to 
give. (Association meetings are a 
good case-in-point here.) And not 
to be overlooked is the wealth of 
information to be gotten from 
manufacturers’ representatives 
This doesn’t necessarily mean that 
you should buy merely on a sales- 
man’s advice—more accurately it 
suggests that you keep a sharp ear 
to their ideas, learn what other 
dealers are selling, and evaluate the 
information, weighing it against 
the market in your own community. 


Using Information 


The WHERE is easiest to ap- 
proach. With the wealth of infor- 


mation to be gleaned from trade 
publications and the willingness of 
manufacturers to supply catalogs, 
there is no excuse for lack of 
knowledge. WHEN and HOW 
MUCH to buy is probably the nov- 
ice’s biggest stumbling-block. 


Slow Learning 
Learning to predict the whims of 
the masses takes a lot of that good 


old ... yes, experience! In our par- 
ticular case (and we believe the 
South Florida market especially 


tough to predict) we have tended 
to underbuy until we can verify the 
turnover of an item, always keeping 
in touch with quick sources of sup- 
ply for emergency fill-ins. This 
keeps our “lemons” to a minimum 
and gives us time to learn the ropes. 
Please remember, you dealers 
who have so many fruitful years 
behind you, that we who are new in 
the field would like to air and 
share our problems, too. « Then 
some day perhaps we, too, can lean 
back in our executive chair and 
boast about our “experience.” 





EVERY LETTER and statement you send out to people who buy your merchandise or 
service, weighs less than one-third of the permissible weight paid for by the postage. 
A well-printed envelope enclosure could be included and get free delivery. What a 
sales opportunity! Enclosures in envelopes and packages have proven their value re- 
peatedly as business accelerators worth many times their cost. They are economical to 
produce and highly effective in returns. Reach your market regularly with attractive 


enclosures. Get your money’s worth of postage. 
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Work W. Fred 
1t Phoenix, Ariz 


Fetterly at his desk in the office of his Remington Rand agency 


"The Quick Brown Fox" 


Saga of a Typewriter Man Since 1906 


gw THE STORY OF A MAN who fol- 
lowed the typewriter across the 
country; yes, even on horseback 
over the mountains: 

When young Fred Fetterly was 
four years that was back in 


1891, at Ilion, N. Y.—his blacksmith 
father gave him a bantam rooster 
and insisted that Fred take com- 
plete care of the bird. Today, in 
his quasi-retirement at Phoenix, 
Ariz., W. Fred Fetterly is still im- 
mersed in the intricacies of poultry 
breeding. Until a few years ago, he 
was in fact the only licensed judge 
of the American Poultry Associa- 
tion in all of Arizona 

In the years between, the life that 
was so commonplace to Fetterly is 


a unique saga of American busi- 

I because it encom- 
passed a critical period in the 
growth and development of these 
United State nor yet because it 
crystallizes opportunity of the 


, . awed 
ness no 


American v¥ 

W. F. Fetterly enjoys the added 
distinction ving spent the en- 
tire 46 year f his business life 
within the nework of one com- 
pany—the essive organizations 
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that are today Remington Rand. 
The son of William and Florence 
Jackson Fetterly followed the pat- 
tern of the turn of the century and 
worked on the family farm when 
school was through. But in 1906 
when California finally lured the 
elder Fetterlys (who had been kept 
from the westward trek by family 
ties), young Fred thought it would 
be wiser for him to learn a trade 
before leaving the Mohawk Valley. 


Learning the Trade 


The place where one went to work 
in Ilion was the Remington Type- 
writer Company. A normal factory 
day was 10 working hours; often it 
stretched to 1314. Fred learned well. 
When he felt securely grounded in 
the typewriter business, he mar- 
ried his childhood sweetheart, Edith 
Atwell, in November of 1909. They 
planned a honeymoon in California 
to visit Fred’s parents, and in per- 
haps another year would return to 
the pleasant green hills of upstate 
New York. 

On such good intentions was 
California populated. 

In the following March, young 
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Fetterly got a “temporary” job as 
serviceman for Remington in Los 
Angeles: the thought of returning 
east became dimmer and was put 
aside when baby Ramona came the 
following year. At the end of 1911, 
skillful Fetterly was sent to the 
Phoenix branch to smooth out serv- 
ice difficulties: within the next few 
months he was given the opportu- 
nity to combine selling with service 
work. 


Peaceful Arizona 


Except for transportation facil- 
ities, Arizona in the peaceful early 
1900s was much like it is today. 
Contrary to some thought, there 
were no flying bows and arrows. 
The native Indians were friendly 
but taciturn, and desired only to 
be left to themselves. 

“T have never had any but pleas- 
ant experiences with Indians,” as- 
serts Mr. Fetterly, “but in the 
course of my business there have 
been actually very few contacts 
with these genuine Americans. 

“It surprises me a little,” remi- 
nisces Fred, “that actually there 
has been no basic change in the 
method of selling typewriters in the 
past 40 years. Only the immediate 
conditions have altered. 


On the Road 


“For example, early in 1912 I 
learned that the Inspiration Con- 
solidated Copper Company might 
be interested in buying a typewriter. 
I left Phoenix with a demonstrator 
sample that weighed about 70 
pounds in its carrying case. After 
some hours on the train, I trans- 
ferred to a stagecoach for a 40-mile 
trip—which, including a meal stop, 
took nine hours. Then I was in 
Miami, Ariz.—only seven miles 
away from the copper mine. 

“At this point I had to rent a 
horse from the livery stable—a 1400 















my a 


Relaxation ... W. Fred Fetterly, 
who has made poultry raising a hobby, 
says, “If you get a boy interested in 
any kind of livestock that boy will 
never ‘go bad’.” 
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pound animal who would be able to 
go over the mountain safely with 
my 160 pounds, plus the 70-pound 
typewriter perched on the saddle 
horn. 

“More than four days were 
needed to do this in 1912—but to- 
day, I could drive over in my auto- 
mobile in less than two hours. That 
would be the only difference. I 
would still carry a sample, make a 
demonstration, and go through the 
same trade-in talk!” 


California Again 

In 1913, Fred was transferred 
back to Los Angeles as full-time 
salesman, on salary ($15!) plus 
commission. His sales approached 
the magnificent figure of $500 
monthly. But Arizona had gotten 
into his blood and in 1917, now with 
his son Lee, born in ’15, the family 
moved back into the Valley of the 
Sun. With another salesman, Mr 
Fetterly split the state, again com- 
bining sales work with service and 
repair. 

“When you stop to think,” Mr 
Fetterly comments, “aside from 
Coca-Cola, the typewriter is prob- 
ably the one piece of merchandise 
that has advanced least in price 
over this half century. The ma- 
chines that I helped to build in 1906 
retailed at a price of $100. Today’s 
standard typewriter, selling for 
about $150, is so infinitely superior 
in construction and performance 
that by comparison it would easily 
be worth 500 of those big old-time 
dollars!” 


Prize Typewriter 
This is not totally a matter of 
personal opinion. One of Fred’s 
prized possessions is a Remington 
No. 2 which he acquired on a trade- 
in some 30 years ago. The type- 
writer, originally built in 1886, has 
been completely overhauled and 
maintained so that today it oper- 
ates exactly as efficiently as when 
it first left the factory. But it can 
write only a 7-inch line. The char- 
acters can never be in perfect align- 
ment. The paper must be carefully 
fed through a wooden roller, and 
the typing cannot be seen as it is 
done, as on present models where 
the printing line is visible 
Through business changes, Rem 
ington Typewriter Company as- 
Signed Arizona to an agent, for 
whom Mr. Fetterly continued to 
work. In 1927, the present Reming- 
ton Rand Inc. was organized, com- 
bining the old typewriter firm with 
Library Bureau, Rand Kardex, Dal- 
ton, Powers and other good names 
Shortly thereafter, Mr. Fetterly 
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and a partner assumed the Arizona 
agency; and in 1936 the next-to- 
final adjustment was made. W. F. 
Fetterly became the state agent for 
the typewriter and adding machine 
division, while other company prod- 
ucts were sold through a Reming- 
ton Rand district office which 
shared his office and display space. 

Meantime Fred’s son, Lee Atwell 
Fetterly, had learned the business, 
and in 1942 the Tucson area was 
assigned to him as an agent. By 
the fall of 1952, Fred felt that he 
had earned the right to a little ease 
The Phoenix agency was turned 
back to Remington Rand as a com- 
pany district office, with the under- 
standing that Fred would be avail- 
able in an advisory capacity. 


Unique Honor 
For his years of faithful service, 
Mr. Fetterly received a _ unique 
award: he was appointed state dis- 
tributor for Remington Rand Elec- 
tric Shavers—the only state in 
which this product is not sold di- 
rectly by the company. Thus the 
46-year business connection really 
continues into the future, but Fred 
is able to relax the daily tension 
In his suburban home, sur- 
rounded by citrus, nut and fruit 
trees, this means more time for his 
beloved chickens, a flock of single- 
comb Rhode Island Reds. 


Poultry is more than a hobby 
with W. Fred Fetterly. He is con- 
vinced that it can be a way of life 
“If you get a boy interested in any 
kind of livestock,” he says sincerely, 
“that boy will never ‘go bad’.” And 
so Fred puts in much time with 4H 
and F.F.A. work. “There are from 
two to a dozen youngsters under my 
wing all the time,” he reports 
“They come to me after school, on 
weekends, and during vacations for 
help with their poultry problems.” 


Social Life 

With all this, Fred has been an 
active member of the community 
He was one of the organizers and 
charter members of Roadrunners of 
Arizona, a unique association of 
commercial traveling men. He has 
participated in many Chamber of 
Commerce projects. He has risen to 
Potentate of El Zaribah Temple, 
A.A.N.N.M.S., and was also Pharaoh 
of Sciotry. 

You might think that a man so 
bound up with typewriters would 
be a skilled high-speed typist him- 
self. But not Fred Fetterly! When 
he sits down at a typewriter he 
aims with two index fingers, just 
like he used to test machines at 
Ilion in 1906! 

“I can make ’em work,” he says, 
“and I can sell ’em. But touch typ- 
ing? That’s for girls!” 





Merchandising Primer—Continved from page 15 


handed markets and right-hand 
gadgets to left-handed markets? 
Some waste is inevitable. But 
good merchandising keeps it to the 
fringes by concentrating distribu- 
tion on the “pressure-points” of 
buying and directing advertising 
and selling to prospects. 
Good merchandising avoids 


marketless marketing. 


Unhooked Planning 

The foundation of effective mer- 
chandising is accurate diagnosis of 
the marketing situation—getting 
down to the hooks on the Merchan- 
dising Cloak Rack 

Nine classifications—43 hooks 

At lease nine of the hooks must 
be hooked if a plan is to be funda- 
mentally right. 

Unhooked Planning leads to such 
anomalies as . 

the right product at the wrong 

place or time; a Commodity plan 

for a Specialty product; appealing 

to Aggression when the urge is 


Security; selling to Deliberation 

when buying is by Impulse. 

No matter how flowery’ the 
branches and foliage, good mer- 
chandising is grounded in roots that 


-— 





are fundamentally right. Not mushy 
or indistinct, but really hooked onto 
the right classifications 

If you want dynamic “hooks” in 
your program 


avoid unhooked planning. 
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SALES CONTEST— 


The Great Hand is on the 
Table—Deal from the Top 
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PLATING CAROS INSERTED thy POCKETE 


gw SALES CONTESTS are desirable 
because they are an important 
means of increasing sales volume 
and provide opportunities for future 
is, if they are intelli- 
There are certain 

successful sales 


business: that 
gently planned 
elements which 

contest must have 


@ The timing must be right. The 
contest should not be of too short 
duration to exploit its full possi- 
bilities, nor should it be so long that 
interest lags before the contest is 
ver 

@ Interest must be sustained 
throughout d one of the impor- 
tant elements in keeping up this 
interest is suspense. Salesmen are 
largely extroverts, and as such they 
like to take a chance. Perhaps you 


would call it the natural gambling 
instinct of the particular type of 
people which good salesmen are. 

@ All of the participants must feel 
that they have an opportunity to 


Win sometnli 


Actual Contest 


which fulfilled the 
named above was 
ted by the firm of 
Stockwell & Binney, with head of- 


A sales contest 
characteristics 


recently conduc 


fices at San Bernardino, Calif., but 
designed to include salesmen from 
their branch firms at Riverside, 
Indio, and Pomona. The contest 


was a clever adaptation of draw 
poker, planned by J. B. Colley, sales 


manager for Stockwell & Binney 


AN MILES 
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The contest had two phases: one 
a contest for secretaries and stenog- 
raphers which had no relation to 
the poker game except the sales- 
men drew a card for securing five 
entries in the Secretaries’ and 
Stenographers’ contest. In this way 
the contests were inter-related, al- 
though there were other ways that 
the salesman might be dealt a card. 

First, Mr. Colley worked out a 
clever caricature and made one for 
each of the 12 salesmen who par- 
ticipated. The salesman’s name was 
printed on his own particular cari- 
cature. The four pockets at the 
bottom of the figure were to hold 
the records of chairs on trial, chairs 
sold, and so forth, the one which 
the eyes were vainly trying to see 
on his chest held his poker hand. 

The rules of the contest were as 
follows: 

1. For each adjustable chair sold, 
Stockwell & Binney put either $1 or 
$2 in the kitty, depending on the 
model of the chair. 

2. A sales meeting is held regu- 
larly each Monday night, and each 
salesman drew cards as follows: 


The Drawing 

Each week that a salesman put a 
chair out on trial he drew a card. 
Even though he might put two or 
three chairs out on trial, he still re- 
ceived only one card for that par- 
ticular activity, designated on the 
caricature as “Exams.” 

He drew one card for every five 
entries in the Secretaries’ and 
Stenographers’ contest. 

He drew a card for each sale he 
made. 

3. When the salesman drew his 
cards at the regular sales meeting 
he placed them in the pockets of 
his own caricature. He was author- 
ized to show four cards but could 
keep the fifth “in the hole.” 

4. The cards were dealt in the 
order of the largest number of sales, 
those with the largest number of 
sales receiving cards first. 

5. The caricatures were put in 
line in the order of sales. At the end 
of the contest when each man had 
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drawn his last card he had to de- 
clare whether he was going for high 
or for low. 

6. The basis of the awards was 
40% of the kitty to the high man, 
30% to the second high, 20% to the 
third man, and 10% to the “low 
ball” hand. 

7. The contest was to run for 30 
days. 

The high man was Ray Munson 
of Riverside; second high, Bus Go- 
forth of San Bernardino; third 
high, Dick Freeman of San Ber- 
nardino, and the “low ball” hand, 
Richard Hunt of Riverside. 

While this unusual poker game 
was going on, the Secretaries’ and 
Stenographers’ Contest was playing 
its own part. 


Secretaries, 
Stenographers’ Contest 


At the time when the poker game 
started, announcements of the con- 
test for secretaries and stenogra- 
phers were distributed. The entry 
form read as follows: 


ANNOUNCEMENT 
A CONTEST FOR 
SECRETARIES AND 
STENOGRAPHERS 
$25.00 .. . FIRST PRIZE 


$15.00 .. . SECOND PRIZE 
$10.00 .. . THIRD PRIZE 


For the best entry in 100 words 
or less entitled “Why I Like an 
Adjustable Posture Chair.” 


PLEASE USE THIS SHEET AS 
YOUR ENTRY BLANK 


“I like an Adjustable Posture 
Chair because” 

All entries must be dated prior 
to . 

I release to Stockwell & Bin- 
ney publication rights to the 
above and understand that 
Stockwell & Binney will be the 
sole judge of winners based on 
(1) content, (2) originality, and 
that all entries shall become the 
property of Stockwell & Binney 
and none to be returned. Win- 
ners will be notified. 

Name 
Title 
Firm ' 
From the salesman’s angle the 


(Turn to page 23, please) 
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Three-Point Plan Stimulates 
Enthusiasm, Sales Volume and 


Minimizes Personne! Turnover 











Training Program 


Educates 


New Salesmen 


@ OPERATING on the proven prin- 
ciple that salesmen are made and 
not born, the W. B. Wood Company, 
an office furniture and equipment 
house, of Newark, N. J., has suc- 
ceeded in building up a sales organ- 
ization which has stimulated en- 
thusiasm right from the _ start, 
practically eliminated turnover, and 
attained its main objectives of in- 
creasing volume. 

“During the last war we ran 
smack up against a pesky person- 
nel problem which was common 
throughout the industry at that 
time,” explains William B. Wood, 
Jr., firm manager. 

“Like most everybody else we lost 
people to the armed services or war 
industries and replacements were 
hard to find. Right then and there 
I decided that we would build a 
solid employee force from the very 
bottom, when conditions permitted, 
and train them our way without 
casting envious eyes on some other 
organization.” 


3-Point Policy 

Wood’s program has worked out 
satisfactorily under the guidance 
of Abraham Melter, vice-president, 
who is in charge of sales. He attrib- 
utes the success of the program 
toward a three-point personnel pol- 
icy which roughly can be divided 
into: 

(1) Careful selection and recruit- 
ment with comprehensive training 
in theory and practice. 

(2) Preliminary instruction be- 
fore a man goes out on territory 


by A. S. KESHEN 


special correspondent 
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Indoctrination . . 


man. Left to right are Wm. B. Wood, Jr., 





. W. B. Wood Co. “breaking in” a new sales- 


manager; Aaron Spiegel, 


salesman, and Abraham Melter, vice-president. 


(3) Careful guidance afterwards 
to straighten out unforeseen kinks 
and problems which keep continu- 
ally cropping up. 

The Wood company gets practi- 
cally all of its employment appli- 
cants from the U. S. Employment 
Service. It finds that this agency 
carefully screens out the people 
they send over and there are no 
complications over paying agency 
commissions. There have been oc- 
casional cases, however, when a 
man will walk in right from the 
street and turn out later to be a 
valuable employee. 


Prefer Newcomers 
The firm prefers to hire men who 
have had no prior industry experi- 
ence. “This may seem like a para- 
dox,” said Mr. Melter, “but when a 
man starts off fresh he hasn’t a 
lot of fixed ideas and hard and fast 
convictions about selling office fur- 
niture that he has picked up else- 
where. A man fresh to the business 
is more pliable and comes to us 
with more of an open mind. Then 
it’s easier to train him our way.” 
After a few preliminary queries, 
Mr. Melter sizes up his applicant 
and determines whether he will fit 
into the organization. He prefers 
men on the “youngish” side, al- 
though there are no age limitations. 
After learning a man’s educa- 
tional background, his marital 
status, (the married ones being pre- 
ferred since they are considered 
more dependable), and the general 
physical appearance to see how he 
will impress customers, a brief pro- 
file can be obtained which will help 
make the decision on acceptance. 
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The recruit is then orientated to 
the firm’s way of doing business. 
First, he is sold on the company 
itself. A 48-year-old house which 
handles quality merchandise of a 
standard line, Wood’s rarely en- 
gages in outside promotion or spe- 
cial sales, so the new man is im- 
mediately impressed with the integ- 
rity of the house and its standing 
in the field. He knows he has a 
solid reputation to fall back upon 
and can start off with enthusiasm 
and confidence, the most essential 
elements of good salesmanship. 

Integrated with this background 
indoctrination, is an educational 
product course personally con- 
ducted by Mr. Melter. He goes into 
all angles of the merchandise han- 
dled, detailing its qualities, explain- 
ing the differences between desk 
and chair construction, metal and 
wood furniture, variations in quali- 
ties and costs, asking questions 
which customers may put up and 
their answers, and so on 


Becoming a Novice 
With these preliminaries out of 
the way, the recruit may then be 
considered to have advanced to at 
least the novice stage. Then he is 
required to confine himself to the 
office or warehouse for a period of 
at least two to three months. In 
that period he can see, listen and 
learn what is going on and pick up 
knowledge of the business through 
a sort of “unconscious osmosis.” 
Under this type of training, the 
new man is rotated around in sev- 
eral departments. It is not consid- 
ered beneath his dignity even to 
sweep the office or dust the desks. 
While spending some time in the 
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office he can observe and under- 
stand the business telephone con- 
versations, learn how orders are 
prepared and filed, or handle cor- 
respondence. 

After some time here, he may be 
switched to the warehouse to note 
how merchandise is handled or how 
stock goods are reordered, particu- 
larly on specialties. The new man 
can then be assigned to the truck 
which makes deliveries where he 
can get an idea how orders are pre- 


pared, the type of merchandise 
being sent out and the reception 
at the point of sale. 

On His Own 
After such well-grounded pre- 
liminaries, the new salesmen is 
then considered sufficiently pre- 


pared to go out on his own. He is 
given an assigned territory includ- 
ing a few regular accounts to call 
on, handed any manufacturers’ re- 
ferrals or leads which may come 
his way, or even pointed to some 
of the “easy” ones to get the 
enthusiasm which early sales bring. 
Even at that stage, the training 
period is not considered over. For a 
new man will often run against 
problems which he hasn’t been 
coached about in advance and so 
must continually be guided by Mr. 
Melter on how: to handle these 
special situations which come up, 
gradually easing his way into a 
position which is satisfactory to 
both himself and his employees. 


Taking it Slowly 


“All of this 
ter of months, 


training is not a mat- 
nor even of years,” 


points out Mr. Wood. “My opinion 
is that a man needs at least five 
years’ experience before he can be 
considered a full-fledged salesman 


in our business. That’s because he 
handles a diversified line and is 
continually coming up against new 
types of customers and situations. 
But we are satisfied that by taking 
all of this time in training and guid- 
ance that both the employee and 
ourselves benefit in the long run. 


“We're not engaged in a get- 
rich-quick business and all we ask 
is that an applicant show a will- 
ingness to learn—we’ll do our part. 
You might say that we want to 
build a career for the long haul’.” 

The salesmen are offered a salary 
and commission plus expenses. 
They are engaged on a “fair trial” 
basis which means that a man may 
stay with the organization as long 
as a year before he is completely 
judged on his qualifications and 


offered a permanent connection. 
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Although there are not fixed 
“sales meetings,” an open forum is 
held occasionally with the entire 
staff being present, at which com- 
mon problems are discussed. Often 
a manufacturers’ representative is 
on hand to explain his product. 

The success of this training pro- 
gram is attested to by the fact that 
the complete sales force of eight 
men, all company-trained (out of 
a total company personnel of 20), 
have remained with the firm for a 
considerable time and turnover is 
rarely encountered. 

The six-story office and ware- 
house at 43 Clinton St. in the heart 


of Newark’s business district has 
also been instrumental in drawing 
trade because of its advantageous 
location. First and second floors are 
used for showrooms with the other 
four floors for reserve stock, and 
a garage is also in the building. 

A branch is maintained at 213 
North Montgomery St., Trenton, 
N. J., managed by Edward Hall, and 
is a showroom only. 

Wood’s has been at its present 
location since 1917, although es- 
tablished in 1905 in another part 
of the city by Willard B. Wood, Sr., 
who still visits his business occa- 
sionally, despite his advanced years. 





Great Hand on the Table— Continved from page 21 


purpose of this contest was to create 
an interest in proper seating, and 
to get the secretary and the stenog- 
rapher thinking in terms of correct 
seating posture. It also served as 
an opening for the salesman to 
bring in and demonstrate an ad- 
justable posture chair to that 
person. 

Often a secretary would say, “I 
don’t know why I like this chair, 
but I do. It is the most comfortable 
chair I ever sat in.” A remark of 
that kind was the perfect opening 
for the salesman to explain the 
mechanism of the chair and why 
she found it comfortable. It also 
gave opportunity to acquaint her 
firm with the types of chairs avail- 
able and to place a chair on trial. 
Even the employer who is most in- 
different to the comfort and welfare 
of his employees is interested in 
procuring equipment which will 
contribute to the working efficiency 
and increased output of his staff. 


Successful Results 


The results of this contest were 
gratifying. There were a large 
number of entries, and a very con- 
siderable display of interest both 
by the entrants and the firms by 
whom they were employed. There 
were 58 chairs sold outright during 
the campaign and many more have 
been sold since its close. A number 
of these sales were due to trials 
placed during the campaign, al- 
though no attempt has been made 


to keep track of the sales attrib- 
utable to the campaign since its 
close. 

The first prize of $25 went to Mrs. 
Marguerite Capps, secretary-book- 
keeper for Paul A. Bendix, M_D., of 
Banning, Calif.; the second prize 
of $15 went to Miss Carolyn Brum- 
well as senior in the secretarial 
class of the Coachella Valley Union 
High School, while the third prize 
of $10 went to Miss Ruth T. Wood- 
worth, secretary to the president of 
Redlands University, Redlands, 
Calif. 


Long Range Results 


Stockwell & Binney felt that these 
inter-related contests were partic- 
ularly successful. The poker game 
had all of the elements needed to 
stimulate interest and continuous 
effort on the part of the men. The 
opportunities to demonstrate ad- 
justable posture chairs and plant 
the desire for them in the minds of 
many women laid the foundation 
for future sales over an undeter- 
mined period of time. 

Also, it is a proven fact that if 
you sell a piece of office equpiment 
in a large office, you have, in time, 
sold the entire group of women en- 
gaged in like work throughout the 
building. If the equipment in ques- 
tion is an adjustable posture chair 
your sale will be one for now and 
20 for the future. And an as- 
surance of future business is a real 
ace in the hole for any dealer. 





He who freely praises what he means to purchase, and 
he who enumerates the faults of what he means to sell, may 


set a partnership with honesty. 
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Success Formula— 


@ EXCEPTIONALLY COMPLETE 
service, not only for cash customers 
but for anyone at all—and without 
obligation—is the foundation for 
the striking success of Eriksen’s, 
Inc., in Toledo. An important in- 
gredient in the formula is the ag- 
gressive use of suggestion combined 
with the firm’s ability to provide 
“Everything for the Office.” 

Operated by five brothers and a 
sister, Eriksen’s has zoomed from 
smallest to largest of Toledo’s sta- 
tioners since 1940, according to 
Edwin Eriksen, secretary-treasurer, 
and director of sales promotion and 
planning. With branches in Colum- 
bus, Cleveland and Cincinnati, 
Eriksen’s now does a total business 
of about $1,500,000 a year. 


Selling Basis 

Surveys and proposals, often in- 
corporating long-range plans, are 
the basis of much of Eriksen’s sell- 
ing. The salesman first may ask 
a concern’s permission for a prelim- 
inary survey, then later get approv- 
al for preparing detailed plans for 
the work area, scale drawings, and 
other aids. But even after all this 
effort, which may require con- 
siderable time over a period of 
weeks, there is no obligation to 
buy. 

“If we win their respect and con- 
fidence,” Mr. Eriksen said, “we 
have gotten those intangibles that 
are the basis of our whole pro- 
gram.” 

He told of a girl who phoned a 
few days earlier explaining she used 
to be with one concern but now 
was with another. She needed an 
assist on an office problem. Would 
Eriksen’s help her? Regardless of 
whether or not her boss were a 
customer, they definitely would. 

Mr. Eriksen, who has 32 years ex- 
perience in the business although 
he is only 47 (this September), ac- 
companies field salesmen when 
technical assistance is needed in 
the survey. 

The salesman takes detailed notes 
while Mr. Eriksen asks pertinent 
questions to reveal the strong and 


At Eriksen’s ... Top: Salesman T. Hoyt Boden holds 
an item bearing the firm's trademark. The original, painted 
by Gustave Eriksen, father of the owners, hangs above. 
Center: Photos of installations, such as this, are shown in 
visible protective displays. Bottom: Displays of office ma- 
chines are placed in the window or at strategic places in 
the store. 
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weak points of the office operation 
Along what route do office papers 
flow? What does the person at this 
desk do? How is her work related to 
the work of this girl beside her? 
How much time must she spend 
away from her desk talking with 
superiors? 

Mr. Eriksen, playing the role of 
a consultant or engineer, prefaces 
this questioning by explaining that 
he is not being curious or meddle- 
some, but is trying to be helpful. 


Getting Acquainted 
It is very important, he explained, 


that he gets an opportunity to chat 
with a half dozen or more office 
personnel during the questioning. 


Significantly, they are the ones who 
file requisitions. During the sur- 
vey Mr. Eriksen usually checks 
some files, and makes a few prelim- 
inary suggestions 

Each salesman is responsible for 
preparing his proposal, following 


the survey. Included will be a let- 
ter outlining Eriksen’s feelings 
about the need for modernizing the 
office, or whatever is proposed. It 
may point out that a new desk or 
chair acts like a raise in pay for an 
employee. Sketches and photos also 
are included. Of course there are 
detailed floor plans, with alterna- 
tive desk and chair arrangements 


Aggressive Selling 


Before, and along with, the sur- 
vey and proposal goes aggressive 
selling 

‘A salesman is not a salesman 
intil he uses the vast powers of 
suggestive selling,” said Mr. Erik- 
sen 

On entering an office a salesman 
may notice that one of the girls is 
using a worn-out chair. He will 
point out to the boss that it may 
not be long until the chair will be 
lamaging the floor. He notices if 
there are electric fans, calendar 
pads, silencer pads for typewriters 
and other items. He looks, he ap- 
praises, he suggests 
Personnel Conferences ... Leit 
In the front row at a meeting is Mrs 
Dottie Calkins and her brothers, Arnold. 
Robert, Edwin Paul, and a former 


employee. Right school at the 


Toledo store 


Filing 
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Law Office Installation 


Recently, Mr. Eriksen said, a 
salesman saw that one of the girls 
in a law office was using a poor 
chair. The salesman suggested to 
her employer that, especially if the 
girl were a valued worker, she de- 
served a good chair. Why not set 
up a five-year program for re- 
placing worn out furniture? A few 
days later the girl was sent over 
to Eriksen’s to choose a new chair. 

“I feel confident,” Mr. Eriksen 
commented, “that there’ll be more 
orders from them during the next 
several years. And it all started 
with a suggestion on our part.” 

Since salesmen are key person- 
nel, the store concentrates on 
promising ones, providing incentive 
in the form of good pay and train- 
ing them well. 


Learning All Phases 


After being hired the salesman, 
destined to become a “walking bill- 
board,” first works in the shipping 
department, then as an _ inside 
salesman. Sometimes he also works 
in the order department before 
becoming an outside salesman. 

Weekly sales meetings are held 
on Monday mornings. At these 
meetings the salesmen give demon- 
Strations on various topics, like 
“How to Sell Wood Desks.” New 
men are provided manuals, aids 
such as Elmer Wheeler’s “Sizzle- 
manship,” and Frank Bettger’s 
“How I Raised Myself from Failure 
to Success in Selling.” 

Since Eriksen’s is a hustling con- 
cern, youth is emphasized. Many of 
the 70 employees (47 of the 70 are 
in Toledo) are well under 30 years. 

Supplementing the energy of 
youth is a lot of experience. Some 
of the employees have been with 
the firm 20 or more years. The 


Eriksen brothers, Arnold, president; 
Leif and Paul, vice presidents; Rob- 
ert, in charge of shipping; and Ed- 
win, as well as their sister, Mrs. 
Dottie Calkins, in charge of store 
sales, all know the business thor- 
oughly. There also are six nieces 
and nephews associated with the 
firm. 

After creating the desire for 
goods, Eriksen’s is in a position to 
deliver. It has 11,000 items in stock 
and 50,000 available. Office ma- 
chines, including typewriters, 
duplicating machines, adding ma- 
chines, calculators and check writ- 
ers, are carried. The stationer has 
installed 20 adding machines for 
one customer—Toledo Trust Co. 

Eriksen’s uses a variety of adver- 
tising media, including direct mall, 
newspapers, union journals, Toledo 
Bar Directory, school newspapers 
and about $350 of advertising a 
month in the classified telephone 
directory. 


Self-Service Goal 


The firm plans to move toward 
greater self-service in the near 
future. With more open display 
counters, better lighting, and more 
shelving, Eriksen’s believes it can 
serve its customers one-third faster. 
Much stock now stored on the 
second floor and in the basement 
will be displayed on the main floor. 
A possible 50% increase in business 
is anticipated over a two or three- 
year period, Edwin Eriksen said. 

Eriksen’s was founded in 1922 by 
Arnold and Leif Eriksen. Among 
their small office’s most important 
pieces of equipment was a tele- 
phone. Edwin, then in high school, 
started the firm’s valuable service 
program by installing and deliver- 
ing typewriter ribbons. 

—by MELVIN HAYES 
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Showmanship in Business 
Act Il of a Series 


by ZENN KAUFMAN 


sales consultant 


"In This Corner We Have...” 


@ REACH INTO your wastebasket 
and pull out today’s newspaper. You 
and millions of other people bought 
a paper today, and that includes 
most stationers and office supply 
men, too. 

Why? Couldn’t we live without 
knowing about the war in Korea? 
The budget situation in Washing- 
ton?—or the rest of the front page 
news? Surely we could, but we buy 
several million dollars worth of 
newspapers a day because we are 
interested in conflict and news is a 
continuous series of conflicts. 
Malenkov vs. Mao; the Cubs vs. the 
Dodgers; the U. S. vs. Soviet Russia 
—every headline is a conflict. 


A Fight is Not Dull 
Harry Overstreet, a practical psy- 
chologist, says: “Fundamental, of 
course, to all dramatic movement is 
the presence of conflict. Situations 
arouse us when two forces are at 
grips; when we are unsure of the 
outcome. Most dullness is dull be- 
cause we are not precipitated into 
the midst of a fight.” 


People love action. Action in com- 
petition, whenever possible. Above 
all, people delight in conflicting ac- 
tion. Because we all love contests or 
fights, the sporting pages of a news- 
paper are closely read. In office, 


Zenn Kaufman 








How’s Your Showmanship? 


Each month, our autographed copy of 
Showmanship In Business wil! be given for 
the best example of showmanship sent in 
by a reader of Office Appliances. Tell us 
of something you've done—or even some- 
thing you've seen that has helped add that 
extra touch of dramatic interest 
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politics or in the street, the fighting 
man or dog gets far more attention, 
proportionately, than a three-alarm 
fire. 

George M. Cohan, while writing 
plays and running his own theatre, 
used to hold the public eye by a 
series of fights. Whenever he could 
get an interview, or even in a paid 
announcement, Cohan devoted 
much space to attacking unfriendly 
critics with the sole purpose of in- 
ducing them to denounce him at 
great length. He even put out a 
little newspaper of his own to battle 
them. 

The Chevrolet Motor Company 
has seen its soapbox derbies grow 
into a world-wide conflict. With try- 
outs in every town, with elimination 
semi-finals in 164 cities, the final 
event was assumed enough impor- 
tance to rate a national radio hook- 
up together with thousands of col- 
umns of news publicity. It all 
started because one Chevvie dealer 
realized that conflict—even a con- 
test for small boys in toy automo- 
biles—makes news. 

“There’s Trouble in Brockton To- 
night” is the headline that Joe Katz 
wrote for a result-pulling ad for 
shoes. It tells how a manufacturer 
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in Brockton needed money and thus 
a retailer bought a bargain for his 
customers meaning you. That 
headline gets you! 


Stationers Use Conflict 


Prize contests of all kinds capture 
public interest because they prom- 
ise, first, the fun of participating, 
second, a chance to win something, 
and, third, a challenge. 

Properly run, they offer a variety 
of sales winning opportunities for 
any live stationer or office supply 
house. Among the goals they can 
accomplish are: 

@ Direct sales by requiring a pur- 

chase with every entry, 

@ Publicity in newspapers or on 
the radio, 

@ Store traffic, 

@ Build a mailing list. 

And contests run within an or- 
ganization can be used for training 
purposes—as, for example, a “Where 
to Find It” quiz. 

The elements of a good consumer 
contest are: 

1. A sound objective, 

2. A good theme—properly re- 
lated to your objective. An 
Easter egg decorating contest, 
for example, ties right in with 
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the promotion of Easter dec- 
orations 
A letter writing contest, tied 
in with National Letter Writ- 
ing Week, will promote the sale 
of stationery 
3. Interesting prizes. Your own 
merchandise offers a_ wide 
choice. Cash is good but don’t 
concentrate it in just a few 
large prizes 
4. Good promotion—in your win- 
dow, your ad, in handbills. 
Plus good publicity. 
In addition to running your own 
numerous oppor- 
tunities to tie in with contests 
staged by others. For example, 
Ward’s Stationers, in Boston, cap- 
italized on “Know Your New 
England” contest run by the Boston 
Herald-Traveler by promoting a 
scrapbook for use by contestants. 
The Underwood speed typing com- 
petitions also present good tie-in 
possibilities 
Consumer contests of all kinds 
hold particular interest to stationers 
since the general public participa- 
tion in contests causes a huge con- 
sumption of paper, writing equip- 
ment, envelopes and other items on 
sale in your store. Stationers could 


contest, there are 


well afford to run an occasional 
window display featuring current 
consumer contests and their own 
merchandise elated to making a 
contest ent 
Use Sales Contests 
Sales contests, too, hold great 
value for any stationer with more 
than one salesperson 
Sales contests bring conflict to 
salesmen. No salesman works his 
hardest except (a) under fear of 


fired, (b) the white-heat of 
Since the boss can’t 
threaten to fire him, 
the only alternative (for maximum 
effort) is a well planned sales con- 
test. Part of the formula for success 
(see my book “HOW TO RUN BET- 
TER SALES CONTESTS,” Harper & 
Bros.) is 


being 
competition 
continuously 


1. Not too long. 30 to 60 days is 
top. M ontests are too long 

try some short ones. 

2. An exciting theme. “Every 
Man Millionaire” is lots of 
fun. Salesmen get $10,000 in 
paper money for every sale. 
First man to get a million gets 
the prize. Another good theme 
is “A Trip to the Savings 
Bank.” A chart marks off the 
route f the plant to the 
bank. As sales go up, each 
salesman moves toward the 
bank where cash prizes are 


walting 
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3. A good scoring plan. Scoring 
must be fair to all contestants 
yet simple enough to be read- 
ily understood by all. 

4. The right prizes. Don’t be a 
“johnny one-note” when it 
comes to prizes. Keep in mind 
the possibilities of (a) cash, 
because it’s easy to use and 
everyone wants it, (b) mer- 
chandise, because you get a 
whole book full of prizes to stir 
up interest in the home, (c) 
travel, because it’s one thing 
the average man won’t buy for 
himself, and (d) honor, be- 
cause next to sex, man’s great- 
est need is to feel important. 

5. Promotion. As the late Conrad 
Netzhammer of Northwestern 
Furniture used to say—‘“You 
can’t just launch a sales con- 
test and hope it will keep go- 
ing by itself. You have to keep 
promoting it continuously.” 


One-Man Sales Contest! 


What? A one-man sales contest! 
Sounds impossible—but here it is. 
Electrolux conceived of an “indoor 
golf” game in which a salesman 
tries to beat his own sales record. 
The salesman carries a cardboard 
golf course—pocket size. He then 
puts a check mark on the first tee 
of the golf course, takes a few prac- 
tice swings with his pencil—and 
starts his golf games sales campaign. 
He starts calling on _ prospects, 
counts a stroke for each unsuccessful 
call, starts a new hole every time 
he makes a sale. Score for any hole 
is the number of unsuccessful calls 
made to get an order. Score is kept 
on a regular score card in one cor- 
ner of the chart. Salesmen could 
well play this game with themselves, 
counting a hole every time they 
make a sale and putting down on 





Free—The Showmanship Yardstick 

Send a self-addressed envelope for your 
free copy of The Showmanship Yardstick 
—a 12-point check list of the elements that 
make a good show. 





their score card the number of in- 
terviews needed before the sale is 
made. 

A good contest is in itself a con- 
flict with a cast, plot, scenery, ac- 
tion, suspense—with all the ele- 
ments of a real show. 


Use Conflict In Ads 


Back in the 30’s, when Major 
Bowes earned an unheard-of $150 
a minute by the startling innova- 
tion of presenting competing talent 
on the air, he started a new di- 
mension in radio and television 
and one well worth noting as a 
guide to the promotion of any busi- 
ness. 

Yours is a business replete with 
opportunities to use a _ conflict 
theme. Your merchandise fights 
inefficiency, lost time, wasted money, 
and many thing that people don’t 
want. 

Shaw Walker gives us a fine ex- 
ample in its famous old trade-mark 
showing a man jumping into the 
open drawer of a file cabinet—thus 
pictorially dramatizing the concept 
of strength and durability. 

Put the element of conflict in 
your selling and in your windows. 
It’s a sure-fire way to get attention. 
The public is always ready for a 
fight. When you show that your 
product is fighting the things that 
they don’t like, then they will be 
quick to pick you as the winner. 
You'll be the odds-on favorite for 
all bets. 
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Governor “Sitting Pretty” ... 
Governor Hugh Gregg of New Hamp- 
shire takes delivery of his Sturgis ex- 
ecutive chair from his good friend 
Harold L. Bell, popular Sturgis repre- 
sentative in New England and resident 
of New Hampshire. J. L. Mann, presi- 
dent of the firm, reports that a goodly 
number of state governors use Sturgis 
chairs and promises to call roll to show 
just who they are. 
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m CHICAGO, THE NSOEA convention city of September 26-30, has been termed 
the city of “unforgettable memories. Each year more than 20 million people visit 
this crossroads of America with the impressive skyline. They find something to see 
and to do all the time. 


This fourth largest city of the world is easily accessible by train, auto and air line. 
Its tentacles reach into the adjacent states of Indiana and Wisconsin for industrial 
and suburban living ties. 


lt is the city which gave to the world its first grain reaper, the first steel frame 
skyscraper, the first department store and the first atomic chain reaction. 


it is a city famed for its meat packing . . . hog butcher of the world 
printing presses, its steel fabricating, its trading in grain futures. 


Chicago, too, has cultural and amusement advantages which the NSOEA visitor 
will become conscious of. The Museum of Science and Industry, the Adler Planetarium, 
Art Institute, Shedd Aquarium, Brookfield and Lincoln Park zoos each have a special 
appeal 


lt is the home of the White Sox and Cubs in baseball, the Bears and Cardinals 
in professional football and the Blackhawks in hockey. One of five beautiful tracks 
provides continuous horse racing from April to November. 


Sparkling entertainment and food beckon from the Boulevard Room of the 
Conrad Hilton, the Pump Room, Cameo Room, Empire Room, Mayfair Room or the 
Camellia House of the city’s famed hotels. Girls and glitter are part and parcel 
of the Chez Paree, Edgewater Beach Walk and Rio Cabana 


But a short stroll away from the Conrad Hilton convention headquarters, NSOEA 
members will find some of the world’s renowned department stores such as Field's 
and Carsons 


Such is Chicago, the city that’s exciting, vast ond different 
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Biltmore Girls, Luncheon Entertainers 


convention highlights 


@ SUPERLATIVES ONCE AGAIN are necessary to describe 
the upcoming National Stationery & Office Equipment Asso- 
ciation 47th annual convention and exhibit at the Conrad 
Hilton Hotel in Chicago, September 26-30. Here are the 
highlights: 


e@ Three acres of office equipment and supplies, stationery, 
office furniture, school supplies and related items. 

@ Thirty-three viewing hours devoted to the biggest exhibit 
of the newest products in the industry. 

e A total of 419 booths utilized in showing the products, 
display and dealer helps of more than 330 NSOEA member 
manufacturers. These booths will occupy the exhibit hall 
and exhibit lobby, fifth floor rooms, exhibit hall annex, third 
floor ball room and corridor and part of the sixth floor. 

e Three big general convention sessions. 

e@ Divisional meetings for distributors, manufacturers and 
field men. 

e Entertainment for both ladies and men 


So large has been the response of manufacturers to re- 
quests for booth registrations that this year it has been neces- 
sary to add half of the sixth floor of the Conrad Hilton, largest 
hotel in the world. 


The convention itself, following Saturday and Sunday of 
exhibit viewing, will open at 9:30 a.m. on Monday morning, 
September 28. At this session President Adrian H. Pembroke 
of Pembroke Company, Salt Lake City, will present his talk, 
“We are in This Together.” 


Speakers at following sessions will include Gary Gariepy, 
president of Sales Training International, New York City; Dr. 
Kenneth McFarland, educational consultant, Topeka, Kans.; 
James W. Moriarty, manager of Washington Group Office, 
John Hancock Life Insurance Company, Washington, D. C.; 
Walter Johnson, secretary, American Airlines, New York City; 
The Honorable Sinclair Weeks, Secretary of Commerce, Wash- 
ington, D. C.; W. H. “Bill” Gove, sales development director, 
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GLTC kick-off 


@ ONCE AGAIN THE Great Lakes Travelers Club luncheon will 
be a kick-off feature of the NSOEA annual convention. This 
always-popular event on the day previous to the exhibit opening 
is scheduled for 12 o'clock noon on Friday, September 25, in 
the spacious Boulevard Room of the Conrad Hilton Hotel. 


The popular Biltmore Trio will be the entertainment feature. 


Notables of the stationery and office equipment industry will 
be recognized at the fast-moving program which is light on 
oratory and heavy on good fellowship. “‘In at 12 and out at 2” 
will be the program schedule. 


President Ken Reister of GLTC is chairman of this kick-off event. 
Harry Hoffman, Joseph Dixon Crucible Company, will be at the 
microphone for the introductions. Assisting Chairman Reister will 
be Mr. Hoffman; Wayne Mitchell, Hodgman Rubber Company; C. 
W. Gilbert, Office Appliances; Bill Murray, Geyer’s Topics; Robert 
Reynell, Oxford Filing Supply Company; George A. Johnson, 
Mittag & Volger, Inc.; Robert Cleary, Minnesota Mining & Man- 
ufacturing Company; Joe Falbo, Codo Manufacturing Corpora- 
tion: and Ray J. Eichenlaub. Service Steel Products Company. 


Minnesota Mining & Manufacturing Company, St. Paul, Minn.; 
L. R. Addington, Art Metal Construction Compdny, Jamestown, 
N. Y.; Ralph DeArmond Cies, research consultant, Boston, 
Mass., and NSOEA staff member; Leonard B. Wilcox, Roberts 
Printing & Stationery Company, Hutchinson, Kans.; Walter H. 
Miller, Otto Ulbrich Company, Inc., Buffalo, N. Y., and Reuben 
S. Haslam, NSOEA attorney. The last three named will par- 
ticipate in the distributors’ and manufacturers’ divisional 
meetings. 


The entertainment phase of the convention will not be 
neglected. A convention party is scheduled for Tuesday eve- 
ning, September 29, in the Grand Ballroom of the Conrad 
Hilton. Once again, under the leadership of Lew Diamond, 
there will be presented a top-flight floor show, followed by 
dancing. The banquet on Wednesday night will conclude the 
convention. 


for the ladies 


@ THE OPENING EVENT of the ladies entertainment program 
for NSOEA’s Conrad Hilton Hotel extravaganza will be the 
get-together party on Sunday afternoon at a buffet tea in the 
Grand Ball Room. During the tea, Graham Jackson will enter- 
tain with selections on the piano. 


Another innovation is the convention luncheon on Monday 
to which both ladies and men are invited. Dr. Kenneth Mc- 
Farland, educational consultant and lecturer, will be the 
speaker. 


Tuesday's program includes a luncheon at Marshall Field’s 
followed by a style show conducted by Jean Scott. The ladies 
will join in the convention party that night as well as the 
annual banquet on Wednesday evening. They will have a 
matinee performance on Wednesday afternoon at the Good- 
man Theater of the Art Institute of Chicago. 
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PROGRAM PREVUE 





SATURDAY AND SUNDAY, SEPTEMBER 26, 27 
1:00 P.M.—9:00 Exhibits 


MONDAY, SEPTEMBER 28 


9:30 A.M. General Convention Session 
“We Are in This Together’ by Adrian Pembroke 
“The Psychology of Motivating Salesmen” by Armand J. 
Gariepy . 


12:30 P.M. Luncheon 
“Lift Your Sights to Increase Your Range” by Dr. Kenneth 
McFarland 


TUESDAY, SEPTEMBER 29 


9:30 A.M. DIVISIONAL MEETINGS 

Distributors 
Chairman, Walter H. Miller 
“Let's Take A Look at the Record” by James Moriarty 
Open Forum 

Manufacturers 
Chairman, L. R. Addington 
“Candid Comments” by Leonard W. Wilcox 





Open Forum 
a. Field 
biden Gontnche Chairman, Ralph A. Maish, Jr. Sinclair Weeks 
Pembroke Co Discussion U. S. Secretary 
Salt Lake City of Commerce 





Gary Gariepy Dr. Ken McFarland L. R. Addington W. J. Johnson, Jr. Dr. R. D. Cies W. H. Gove 


Sales Training Int. Topeka, Kans. Art Metal Const. Co. American Airlines NSOEA Research Minn. Mining & Mfg. 
12:30 P.M. Luncheon 


“Today's Problem” by The Honorable Sinclair Weeks who will 
be introduced by Craig Sheaffer, Assistant Secretary of 
Commerce 


2:00 P.M. General Session 
“You Have the Answer” by L. R. Addington 
“The Challenge of Change” by Walter Johnson 


9:00 P.M. Convention Party 
Floor Show, Dancing, Lew Diamond's orchestra 


WEDNESDAY, SEPTEMBER 30 


9:00 A.M. Entertainment by the Chicago Stockyard Kilty Band under the 
direction of Pipe Major Robert H. Sim 


9:30 A.M. General Session 
“America’s Greatest Pipe Line’ by Dr. Ralph De Armond Cies 
“What's Old” by W. H. ‘Bill’ Gove 
Convention Reports 
Election of Officers 


;ywTvoweow 


7:30 P.M. Annual Banquet and Dance 
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LADIES 


Get-Together-Tea, Grand Ballroom, The Conrad Hilton 


Entertainment by Graham Jackson, pianist. 


Luncheon with all convention delegates, Grand Ballroom 


PROGRAM 


Dr. Kenneth McFarland will speak. Educational Consultant 


General Motors, The Readers’ 


Digest 


Luncheon at Marshall Field’s department store, followed by a 


SUNDAY 
MONDAY 

and Lecturer for 

and others. 
TUESDAY 

fashion show, directed by Jean Scott. 
Convention party in evening. 

WEDNESDAY 


NSOEA 


A 


Acco Products, Inc. 

Ace Fastener Corp. 

Acme Visible Records 

Aigner, G. J., Co. 

All-Luminum Products 

All Purpose Metal Equip. Corp 
All-Rite Pen, Inc. 

All-Steei Equip., Inc. 

Allied Carbon & Ribbon Mfg. Co 
Alma Desk Co. 

Aluminum Seating Corp. 
Amberg File & Index Co. 
American Carbon Paper Mfg. Co 
American Crayon Co., The 
American Latex Products Corp 
American lead Pencil Co 
American Map Co., Inc 
American Pad & Paper Co 
American Stencil Mfg. Co 
Apso Products, Inc. 

Arnot Jamestown 

Arrow Fastener Co., Inc 

Art Metal Const. Co. 

Art ialty Co. 

Art Steel Sales Corp. 

Artistic Desk Pad & Novelty Co 
Atlas Stencil Files 

Autopoint Co. 

Avery Adhesive label Corp 


Bainbridge, Kimpton & Haupt, Inc 
Bankers Box Co. 

Bonkers & Merchants, Inc 
Barnes & Noble, Inc 

Bates Mfg. Co. 

Bausch & Lomb Optical Co 
Beckiey-Cardy Co. 

Berger Div., Republic Stee! Corp 
Richard Best Pencil Co 
Binney & Smith Co. 
Blackbourn Systems, Inc., The 
Blair Aluminum Furniture Co 
Blaisdell Pencil Co. 

Bohn Duplicator Corp 
Boorum & Pease Co 
Borroughs Mfg. Co 

Bostitch, Inc. 

Bradley Co., Milton 
Browne-Morse Co 

Burroughs Corp. 

Business Efficiency Aids 


Cc 


C-Thru Ruler Co. 
Cardinell Corp 
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Annual banquet and dance. 


Carter's Ink Co 
Cel-U-Dex Corp 

Central Can Co., Inc 
Challenger Steel Products 
Changepoint, Inc 

Chicago Desk Pad Co., Inc 
Clarin Mfg. Co 

Clemco Desk Mfg. Co 
Codo Mfg. Corp 

Cole Steel Equip. Co. Inc 
Columbia Ribbon & Carbon Mfg 


° 
Columbia Steel Equip. Co 
Columbian Art Works, Inc 
Commercial Controls Corp 
Convoy, Inc 
Cooke & Cobb Co., The 
Cook’s Inc 
Corry-Jamestown Mfg. Co 
Craftint Mfg. Co 
Cram, The George F., Co., Inc 
Cramer Posture Chair Co., Inc 
Cushman & Denison Mfg. Co 


D 


Defiance Calandar & Staty. Corp 
Dennison Mfg. Co 
Dependable Mfg. Co 

Dick, A. B., Co 

Diebold, Inc 

Ditto, Inc 

Dixon, Joseph, Crucible Co 
Dome Publishing Co., Inc 
Doppelt, Charles, & Co 
The Doringer Co 

Dorson Corp 

Downey, The C. L., Co 
Dresner, S., & Son, Inc 
Duplicopy Co 

DuPrints, Inc 

Durable Metal Products Co 
Duro Decal Co., Inc 


E 


Eagle Pencil Co 

Eaton Paper Corp 
Ellingsworth Mfg. Co 

Emeco Corp 

Ennis Tag & Salesbook Co 
Esterbrook Pen Mfg. Co 
Evreka Specialty Ptg. Co 
Evans Specialty Co., Inc 

Ever Ready Calendar Mfg. Co 
Eversharp, Inc 


EXHIBITORS 


Executive Furniture Co 
Ezyindex Products Co 


F 


Faber-Castell, A. W., Pencil Co., 


Inc. 
Eberhord Faber Pencil Co 
Farber, Lovis H., 
Fastener Corp 
Faultless Caster Corp 
Fisher Pen Co 
Flo-Ball Pen Corp 
Force, Wm. A., & Co., Inc. 
Frankel Carbon & Ribbon Co 
Franklin Metal Products Co 
Frontier Mfg. Co 


G 


Garland Furniture Co 
General Binding Corp 
Gene-al Lamps Mfg. Co 
Gestetner Duplicator Corp 
Geyer Publications 

Gibson Art Co 

Gift Craft Leather Co 
Globe-Wernicke Co. 
Goodfrend Metal Products Co 
Goodrich, The B. F., Co 

GR Products, Inc 

Graff, Geo. B., Co 

Gregg Mfg. Co 

Gregson Mfg. Co 
Guardsman Safe Co 

Guide System & Supply Co., Inc 
Gunlocke, W. H., Chair Co 


H 


Hall's Safe Co., Inc 
Hamilton Mfg. Corp 

Hano, Philip, Co 

Harrison Steel Cabinet Co 
Hart Mfg. Co., The 

Harter Corp 

Haskell Mfg. Co., Inc 
Herring-Hall-Marvin Safe Co 
Heyer Corp., The 

Higgins Ink Co 

High Point Bending & Chair Co 
Hillside Metal Products, Inc 
Hodgman Rubber Co 
Home-O-Nize Co., The 
Hoosier Desk Co 

Hunt, C. Howard, Pen Co 


A matinee performance at the Goodman Theater of the Art 
Institute of Chicago. 


Ideal System Co., The 
Imperial Desk Co 

Indiana Chair Co 

Indiana Desk Co 

Industrial Lamp Corp. 
Industrial Tape Corp. 
Invincible Metal Furniture Co 


J 


Jasper Chair Co 

Jasper Desk Co 

Jasper Office Furniture Co 
Jasper Seating Co 

Jasper Table Co 

Jayem Sales Corp 
Johnson Chair Co 


K 


Kahn, David, Inc 

Kay-Dee Co., The 

Kenmar Mfg. Co 

Ketcham & McDougall 
Keystone Steel Equip. Co., Inc 
King Posture Chair Co 
Kingsley Stamping Machine Co 
Koh-I-Noor Pencil Co., Inc 
Krayer Mfg. Co 


L 


Labelon Tape Co 

LaSalle Products Co 

Lawson, The F. H., Co 
Lexington Metal Products, Inc 
Linton Pencil Co 

Little, A. P., Inc 


M 


Majestic Stationery Co 
Maple Leaf Mfg. Co., Inc 
Marble, The B. L., Chair Co 
Markwell Mfg. Co., Inc 
Marr Duplicator Co., Inc 
Marsh Stencil Machine Co 
Maso Steel Products 
Master Addresser Co 
Master Products Mfg. Co 
May, The J. L., Co 
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Co 


» Co 


Mayfair Co., The 

McDonald Products Corp 
Meier, Joshua, Inc 

Meilink Steel Safe Co 
Melind, Louis, Co 
Merchants Box Co 
Merriam, G. & C., Co 
Metalstand Co 

Metropolitan Cutlery Co 
Miemi Systems Corp 
Milwaukee Chair Co 
Milwaukee Metal Furn. Co 
Minnesota Mining & Mfg. Co 
Mittag & Volger, Inc 
Mohawk Tablet Co 

Monarch Furniture Co 
Monroe Calculating Machine Co 
Montag Brothers, Inc 
Moore Business Forms, Inc 
Moore Push-Pin Co 

Morris, Bert M., Co 

Mosler Safe Co.,. The 
Murphy Chair Co 
Murphy-Miller, Inc 

Murray Engraving Co 
Mutual Stationers Supply Corp 
Myrtle Desk Co 

Mystik Adhesive Products 


N 


National Blank Book Co 
National Brief Case Co 


National Carbon Coated Paper Co 


National Cash Register Co. 
National Fiberstok Envelope Co 
National Vulcanized Fibre Co 
Niemann, Inc 

Nobema Products Corp 
Noesting Pin Ticket Co 

Norma Pencil Corp 

Northern States Envelope Co 
NSOEA Group Insurance Trust 
Nucraft Furniture Co 

Nu-Croft Products Co 


.@) 


Oakville Co., Div., Scoville Mfg 


Co 
Office Accessories Corp 
Office Appliances 
Ohio Chair Co Inc 
Old Town Corp 
Orna Metal Products Co 
Ottenheimer, |. & M 
Oxford Filing Supply Co., Inc 


Pp 


Parker Pen Co 

Parker Stee! Products, Inc 
Pelouze Mfg. Co 

Pemberton, Lewis N., Ptg. Co 
Pentron Industries Inc 

Perfect Rubber Sect Cushion Co 
Plasco Mfg. Co 


NEXT 





EXHIBIT HOURS 


Saturday, September 26 
1:00 P.M.—9:00 P.M. 

Sunday, September 27 
1:00 P.M.—9:00 P.M. 

Monday, September 28 
2:00 P.M.—9:00 P.M. 

Tuesday, September 29 
5:00 P.M.—9:00 P.M. 

Wednesday, September 30 
12 Noon—6:00 P.M. 


EXHIBIT AREAS 


Basement Exhibit Hall 
Basement Exhibit Lobby 
Entire Third Floor 
Entire Fifth Floor 

Half of Sixth Floor 





Polar Mfg. Co 

Precision Mfg. Co. 
Print-O-Matic Co., Inc., The 
Processed Papers 
Protectall Safe Co., The 


Q 


Quality Park Envelope Co 
Queen Ribbon & Carbon Co., Inc 


Radium Tag & Label Co., Inc 
Rand McNally & Co. 
Random House, Inc. 
Regency Thermographers 
Reliance Pencil Corp. 
Remington Rand Inc. 
Replogle Globes, Inc 
Rest-A-Phone Co. 

Rex Bilt Leather Co 
Reyburn Mfg. Co., The 
Rhodes-Martin Mfg. Co 
Riteform Chair Co., Inc 


MONTH 


Rite-Line Corp. 
Roberts Numbering Machine Co 
Roberts, Weldon, Rubber Co 


Rockwell-Barnes Co. 
Rogers, W.T. Co. 

Rowles, E. W. A., Co 
Royal Metal Mfg. Co 





s 


Sainberg & Co., Inc 

Sanford Ink Co. 
Schedule-A-Date Calendor 

Scott Rice Co. 

Scripto, Inc. 

Security Steel Equip. Corp 
ra Self-Closing Inkstand 


rp. 
Shalicross Co., The 
Sheaffer, W. A., Pen Co 
Sight Light Corp. 

Smith Metal Arts Co., Inc 
Southworth Co. 

Speed Products Co. 
Speed-O-Print Corp. 
Speedry Products, Inc 


Stratford Pen . 
Sturgis Posture Choir: Co. 


—_ 


Taylor Chair Co., The 
Thomas Furniture Co. 

Tiffany Stand Co., Inc. 
Top-Flight Products Co., Inc. 
Tops Business Forms 

Triner Scale & Mfg. Co. 


U 


Underwood Corp. 
United Cutlery & Hordware 
Products 


Vv 


Vail Mfg. Co. 

Vernon, $. E. & M., Inc 
Victor Adding Machine Co. 
Victor Safe & Equip. Co. 
Vogel-Peterson to. 


Ww 


Wabash Filing Supplies, inc 
Wallace Pencil Co. 

Wershow Mfg. Co., Inc., The 
Waterman, Lt. E., Co. 

Watson Mfg. Co. 

Weber Addressing Machine Co. 
Weber Bros. Metal Works 


Webster, F. S., Co 

Weis Mfg. Co. 

Welham Metal Products inc 
Wells Chair Corp. 

Western Mfg. Co. 

Wheeldex Mfg. Co., Inc 

Wilson Jones Co. 

Wolber Duplicator & Supply Co 
Wood Office Furniture Institute 


YZ 


Yawmeon and Erbe Mfg. Co 
York Safe & Lock Co. 
Zephyr Americon Corp 





“WELCOME TO CHICAGO,” an annual feature of the October issue, is one 
of the ways OA hopes to add to your pleasure in attending NSOEA’s 47th an- 
nual convention. As in other years, there will be pictures of the many commit- 
tee chairmen and co-chairmen, a listing of exhibitors and their booth numbers 


Inc and an invitation to visit the home offices of our Chicago advertisers. And this 


Co 


year, for the first time, this special section will contain pictures of the new 
governors. 


Another new feature, which we think you will find especially helpful, is hte 
listing of Chicago’s outstanding restaurants, together with their specialties as 
well as their addresses. And just in case you have some time left over during 
these busy days, be sure to look over our Events of the Week in Chicago. 
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| FOR THE OFFICE EQUIPMENT DEALER 


—— DISPLAY 





















































You Can Put 
PUNCH 


in Limited 
Displays 


@ THE OFFICE SUPPLY RE- 
TAILER who is hampered with only 
a limited amount of window display 
space need not be discouraged, ac- 
cording to L. L. Benjamin, owner of 
Benjamin’s, office supply dealers of 
Denver, Colo. 

Located in the center of Denver’s 
17th avenue “Wall Street” district, 
Benjamin’s carries an extremely 
complete inventory of office sup- 
plies, stopping short of furniture, 
for which there is practically no 
space available. 


Uses Every Inch 
Housed in a store building with 
only a 12-foot front, and likewise 
containing little or no additional 
display space in the interior, Ben- 
jamin’s has been forced to put 
every inch to practical use 
“Because of the extremely heavy 
traffic on the sidewalk and the 
presence of large numbers of office 
buildings in the area, we have found 
it wise to show as many items as 
possible in each window,” Mr. Ben- 
jamin said. 
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Appeal for the Eye . . 


contain many items, but movement and hand-lettered showcards make it eye appealing 
and interesting. 


“Since it has been our experience 
that display, permitting an office 
manager, secretary or executive to 
see something which may fit into 
his operations, is far more valuable 
than advertising and over-the- 
counter suggestion 


Full of Ideas 

“Thus, we have gone ahead with 
the idea of literally cramming the 
windows full of office supply sug- 
gestions, and wasting no area what- 
soever.”’ 

There was, of course, a specific 
danger to contend with in filling 
up the window with as many as 200 
items each. To offset this “crammed” 
appearance, Mr Benjamin 
has hit upon two simple solutions, 
to keep the windows attractive, al- 
ways interesting to passersby and 
completely free of the “pawn-shop 
atmosphere” which too often comes 
from overcrowding. 

Each of the Benjamin windows 
as shown, extends from just below 
waist-height to the ceiling of the 
arcade-type entrance, and is broken 


. The typical window at Benjamin's, Denver, Colo., must 


up into a series of angles by slant- 
ing panes of glass. Only four feet 
deep at the widest point, the two 
windows offered almost no latitude 
in the horizontal plane and for that 
reason, displays have been built on 
the “vertical” to utilize the area 
from floor to ceiling. 

The first theory employed by the 
Denver dealer to offset the crowded 
appearance was to use plenty of 
“action.” Moving displays are made 
possible by the use of half a dozen 
electrically-operated turntables, 
strategically spotted here and there 
through the windows, to revolve at 
varying speeds, and thus “break up” 
the mass display appearance 


Use Turntables 

Usually, there are three such 
turntables in each window, revolv- 
ing at an average of three revolu- 
tions per minute, which are used 
to highlight brand-new ideas in 
office supplies recently received in 
stock, timely, seasonal suggestions 
and novelties. Experimenting with 
them has led to some interesting 
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conclusions on the part of Mr. Ben- 
jamin. 

He has found, for example, that a 
dozen items may be built into a 


pyramid at the front of the win- 
dow, and without animation re- 
main practically “invisible” to the 
passersby. If one such item, how- 
ever, is centered on the turntable, 
and the remaining eleven built into 
a pyramid around it, the entire dis- 
play will take on life. 


Action Pays Off 


It has been on this theory that 
“moving displays” have been con- 
stantly expanded in the store, and 
it is significant that every day’s 
sales records indicate that the mov- 
ing items have shown top sales 
turnover. Typical of newly-intro- 
duced items which have been given 
top position on the turntables are 
plastic “shirt savers,” for pocket 
use to prevent stains from fountain 
pens and pencils, a new simple plas- 
tic measuring device, a pocket sta- 
pler, a new retractable point ball 
pen, and a much simplified, handy 
pocket adding machine and calcu- 
lator. 

As each season arrives, the turn- 
tables quite often are switched over 
to needed items such as calendar 
pads, memo books, index files, at 
the turn of the year, leathergoods 
gift suggestions during the gradua- 
tion period, and typical Christmas 
gifts through the holiday season. 

With six turntables going at once, 
three on either side of the entrance, 
the Benjamin windows are under- 
standably “animated” and the mo- 


tion, at various levels, literally 


“stops traffic’ which might other- 
wise pass the store unseeingly. 

The second offset against over- 
crowding in the window, Mr. Ben- 
jamin has found, is the use of 
often-humorous, neatly lettered 
tiny signs, to “tell the story” of 
every item in the window. 

There may be as many as 50 
small 4x6 inch hand-lettered signs 
in the windows at a time, all de- 
signed to let the passersby know 
something about the merchandise, 
tending to draw him inside the 
store. All of the hand-lettering on 
the signs is done by Mr. Benjamin 
himself, who develops clever slo- 
gans and selling sentences as he 
goes along, to add to window in- 
terest. 

Block lettering is used for the 
most part on the window placards, 
and the Denver office supply re- 
tailer has found, as have many 
others, that hand-lettered signs in- 
variably attract far more attention 
than standard printed types re- 
leased by manufacturers and sup- 
pliers. 

Effort Worthwhile 


“The mere fact that the sign 
represents some extra effort on the 
part of the retailer seems to com- 
mand attention,” he said. “Almost 
every day, we have businessmen 
walking in wanting to know where 
our signs were lettered. This, of 
course, we appreciate, since it shows 
that we are on the right merchan- 
dising track.” 

Signs may point out economy, 
usefulness, novelty appeal and the 
timeliness of an item. Where econ- 
omy is the factor, Mr. Benjamin 
usually puts the headline “Every- 


body Loves a Bargain” at the top 
of each card, with the price and 
description of the item shown be- 
low. Other brief selling messages 
merely point out the outstanding 
advantage of an item, such as “In- 
dex Anything!” identifying a $.50 
index card holder. 

“When your Memory Fails You” 
is enough to stress the advantage 
of a tiny desktop metal file. “New 
Colors Every Year” characterizes 
the improvements in popular inks. 
Many handy secretarial supplies are 
simply labeled “Makes Life Easier 
for the Secretary” or “The Stenog- 
rapher’s Friend.” 


Studies Items 


Needless to say, Mr. Benjamin 
knows his merchandise intimately, 
studies every item to determine 
what type of selling sentence will 
get best results, and immediately 
concretes the information on his 
selling cards. 

Window display along this theme 
has resulted in an outstandingly 
successful retail business for the 
dealer. He is particularly proud of 
the fact that many passersby will 
stand at the window for as much as 
20 minutes to half an hour, looking 
over the scrupulously identified 
separate items, and often smiling 
at the touch of humor involved. 

“If it was not for the fact that 
the turntables provide action, and 
the signs a museum-like quality to 
the displays, our windows would 
make a very poor appearance in- 
deed,” the Colorado retailer smiled. 
“As it is, however, our windows 
have become extraordinarily valu- 
able sales assets.”—RAL 


Slanting of Shelves Steps Up Sales 


Self-Service Feature 
Effectively Combined 


with Texas Firm's Display 


m@ AN EXCELLENT EXAMPLE of 


how attention to details can in- 
crease the sale of commonplace 
office supply items, has been fur- 
nished by Griffin Printing & Sta- 
tionery Company, of Hillsboro, Tex. 

The small but modern Griffin 
store, supplying business offices in 
this 8,000 population community in 
central Texas, depends for most of 
its everyday office supply volume 
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upon drop-in customers. Accord- 
ingly, self-service display units and 
compartmented counters are laid 
out for standard everyday items, 
such as pencils, erasers, clips, 
staples, business forms, ink, type- 
writer ribbons, and so forth. 

Like many office supply dealers 
who have been forced to show 
numerous small items in a limited 
amount of space, E. M. Griffin, head 
of the store, found that too large a 
stock of items of similar size had a 
tendency to conceal the individual 
item. Instead of seeing a needed 
item, and remembering to buy it, 
the visiting customer is likely to 
overlook it entirely, merely looking 
at a “mass display” which incor- 
porates dozens of suggestions. 
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Therefore, the more _ profitable 
items, such as small office ma- 
chines, have been moved to eye- 
level shelving, behind the counter 
on the right side of the store. 

This relocation, however, proved 
to bring about a new set of prob- 
lems, Mr. Griffin found. Staplers, 
set on the usual flat shelf surface, 
are difficult to recognize and fine 
details of construction of size, were 
difficult for the visiting shopper to 
observe. Thus, stapler sales were 
not greatly increased, even though 
they had been elevated to a high 
point, and away from distracting 
influences. 

Experimenting with various ideas 
to counteract this situation, the 
Texas office supply retailer hit upon 


35 

















the ideal solution in “slanting the 
shelf.” Under the plan, shelves 
which normally lie flat have been 
tipped forward about 35 degrees so 
that not only the front end of any 
item shown on the shelf but also 
its plan view or top, is clearly 
visible. The shelves were simply 
raised by inserting dowel pegs at 
the rear to support them at the 


prescribed angle. It was readily 
found that each stapler was com- 
pletely visible, spaced a few inches 
from its neighbor, and that the dis- 
play constantly caught the interest 
of visiting customers, to the point 
that many more impulse sales could 
be made. 

Now, six leading, nationally-ad- 
vertised lines of staplers are carried 
by the store. They sell much more 


rapidly when displayed on these 
slanting shelves than at any other 
point in the store. Impressed with 
the results, Mr. Griffin has gone 
further into the display theory, and 
similarly tilted shelves which dis- 
play boxed writing paper, check 
writers, small adding machines, 
and other “long profit” items of 
shelf size —RAL 


Alternate "Open and Shut” Display 


Sells Better-Priced Brief Cases 


Special-Purpose Bags 
Arouse Customer Interest 


When Interior is Shown 


by BERT MERRILL 


special correspondent 


@ A CONSISTENTLY effective 
means of promoting the sale of 
better-fpriced, compartmented brief- 
cases and brief bags is an “open 
and shut” case at E. L. White & 
Company, office outfitters of Fort 
Worth, Tex. 

Located in the center of a large 
business building area in the Cattle 
City’s metropolitan area, the com- 
pany has, for many years, special- 
ized in special-purpose brief cases, 
brief bags and catalog cases, along 
with more standard lines. The em- 
phasis has been on better-priced, 
top-quality models which contain 
additional compartments, special 
plastic inserts, button-down sec- 
tions, and so forth, to meet the 
needs of cattle brokers, oil men, 
mining agents and other executives 
whose work involves a great deal of 
travel and the handling of many 
papers. 

Several years ago, the manage- 
ment realized that even though the 
exterior of a briefcase may be 
striking and create ownership im- 
pulse in the visitor, few men will 
take the trouble to zip open a case, 
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Brief Case Display 


and look at the interior, unless they 
are already in search of just such 
a case. Thus, the store tried dis- 
playing a row of cases, two of each 
type, one open and one closed, laid 
alternately along the front of the 
window. Sales picked up immedi- 
ately as interested businessmen 
came in and asked for a closer 
look at a_ particular’ briefcase 
pointed out on the window floor 
Since then, this method of display 
has become permanent 


Easy to Visualize 


As shown, E. L. White & Com- 
pany’s main display window in- 
variably features an alternated 
row of brief bags or brief cases, so 
that even the most cursory glance 
tells the passerby what he may ex- 
pect from both the exterior and 
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Alternate open and closed display sells brief cases effec 
tively for E. L. White & Co., Fort Worth, Tex 


the interior of the case. Frequently, 
small strip signs are used pointing 
out legal size paper compartments, 
folder sections for heavy contracts, 
policies, compartments for pen and 
pencil, for drafting supplies, for 
heavy books or forms, and so forth 


Sold on Interior 
“We have found that in many cases, 
additional brief case sales have been 
made to men who are only slightly 
interested in the exterior appear- 
ance of the case, but who are well 
sold on the convenient arrange- 
ment of a brief case interior.” 
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Every moan is a pessimist when he comes to 
buy—but he always wants to buy from an 
optimist 

Canadian Business 
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These Windows 
Sold Merchandise 


Time to Change... 

“When your office feels like a telephone booth 
then it's time for a Globe-Wernicke Techni- 
plan office’’ was the theme of a novel window 
display by A. Pomerantz & Co., Philadelphia. 
Designed by A. Stark, advertising manager, 
the displa ae great attention not only 
to the Tec lan equipment but also to the 
company’s of ice planning and layout facili- 
ties. As background for the window, blow-ups 
of actual prominent installations were used. 
Richard D. Pomerantz, president, stated that 
it was a very productive window. 





Equipment that Adds Prestige... 
ime sellers, drafting and sur 
make a clear-cut display 
The firm of Belcher 6 
Calif., retail stationers 
good advantage in the 
ked with fluted white papex 
ton WBS 
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Be Economy-Minded Presentation .. 
Using a familiar aogen to good advantage, 
Schwabacker-Frey of Los Angeles, recently un- 
veiled a window calling attention to their 

“ee 


pocket cabinets. Along with these cabinets 
on the floor and in racks, were white cards 
at the display front, putes emphesis on the 
products’ advantages. 
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Chief Executive of M. S. Ginn & 
Co., Washington, D. C.., 
Discusses the Value of Planning 
Office Furniture Installation 


from Functional Standpoints 





ama 8 
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In Modern Motif... A modern ensemble group that is one of the displays planned 





around purpose and use in M. S. McGinn’s office planning service department. 


"Current Trends Require New Approach” 


w AN OFFICE PLANNING service 
introduced by M. S. Ginn & Com- 
pany, Inc., Washington, D.C., to 
select furniture and equipment 
from the viewpoints of workflow 
efficiency, space utilization, maxi- 











mum lighting and other functional 
considerations has brought volume 
in excess of anticipation. 
Response has been so keen that 
volume in office furniture for ’53 
is expected to double that of last 








Functional ... A steel furniture ensemble at M. S. Ginn & Co., Inc., Washington, 
D. C., that is adaptable to a functional purpose. 
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year’s, according to Executive Pres- 
ident M. S. Marshall. 

“We were aware that Washing- 
ton was an excellent market for of- 
fice furniture but that current 
trends required a new approach,” 
explained Mr. Marshall. 

“In past years it was a desk that 
someone wanted or a chair. Today, 
any desk won’t do the job. Length, 
shape, drawers, all have to be taken 
into consideration as we study what 
the desk will be used for. That is 
what an office planning service is 
for: to study each office situation 
from the ground up. That is why 
we got the best talent available to 
plan offices from the engineering 
and decorative standpoints.” 

Staffed by Robert Allen with 
years of experience in office design 
and administrative analysis, and 
Thomas F. Baldwin whose associa- 
tion as design consultant with build- 
ers and contractors specially equips 
him with the necessary viewpoint, 
office planning service meets its jobs 
head-on with a series of questions 
as it plans functionally for each 


by BEATRICE MILLEF 


feature writer 
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customer: What kind of business? 
What will the office be used for? 
Why have an office? Who is going 
to work here 

Space is broken up according to 
purpose; desk and equipment ar- 
are planned to increase 
cutting down labor 
and time loss; acoustical materials 
are introduced to cut down noise 
and fatigue; lighting is studied to 
reduce eyestrain and increase effi- 
ymplete office ensembles 
to include draperies, 
floor coverings, accessories which 
are planned around a most desir- 
able color scheme. 


rangement 
production by 


ciency. Ci 


Studying the Market 

To meet the great variety of 

needs from the doctor’s cubbyhole 
to impressive executive offices and 
rooms, M. S. Ginn & 
Company studied the over-all of- 
fice furniture market and deter- 
tstanding lines in each 
lowest price range all 


conference 


mined the ou 
field from the 


the way ul custom-designed fur- 
niture made shops under con- 
tract 

Example some of the prob- 
lems they have met may best serve 
to show they are doing: 

Architects’ plans were submitted 
to them of three-room suite in a 
new office building now being 
erected. Studying the plans and 
what wa xpected of the office, 
they recommended cutting down 

1e size | torage room and en- 
larging a reception room thereby 
A wall had to be moved, when their 
clients agreed this was a most prac- 
tical su , 

Structural Changes 

A company officer did not wish his 

desk seen by every incoming visitor, 


vet found 


his desk that it 


necessary to so place 
could be seen by his 


secretary. A door was relocated to 
the great satisfaction of this execu- 
tive 

Another office that was suffering 
from a high labor turnover due to 
excessive noise from a concentra- 
tion of office machinery was treated 
with aco pads that took out 
85 of the noise—and solved the 
labor proble1 Solid walls were 
eliminated 

‘Any business is the people that 
make up the organization,” com- 
mented Mr. Marshall. “It is their 
needs and requirements that we are 
planning { 

He demonstrated by pointing out 
the chairbound executive whose 
lack of exercise cuts down efficiency 
and production. Stress on execu- 


tive-type posture chairs is made by 
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Ginn’s because they are more de- 
sidable therapeutically, it is pointed 
out that they furnish exercise to 
the hips through action of the free 
back and seat. 

Mr. Marshall illustrated with an- 
other example: a lawyer who 
wanted bookcases readily accessible 
behind his desk. Asking him where 
he did his reference work, the of- 
fice planning service provided spe- 
cial shelves extended along the 
bookcases where good lighting made 
reference work possible with a 
minimum of movement. 

In still another instance where an 
executive of huge physical dimen- 
sions was dissatisfied with the con- 
ventional desk of side drawers that 
left little knee space, the office 
planning service looked into his re- 
quirements and found he had no 
use for drawers. A long table -was 
designed for his needs with one 
drawer at the end, a built-in book- 
case and file, and this combined to 
meet his conference and paperwork 
requirements. 


Analyzing Problems 


“We go around in larger offices 
and ask each employee how the 
work fits into the picture,” added 
Mr. Marshall, “so that we may an- 
alyze workflow before prescribing.” 

He recalled an instance where 
they had furnished additional 
lighting to an office where em- 
ployees complained of undue fa- 
tigue. 

Upon investigation, Mr. Allen 
recognized that the glare of the 
sun on a white painted wall on the 
other side of the street shone di- 
rectly in on the clerical personnel 
at work, and that this was the 
source of fatigue. Recommending 


Venetian blinds Ginn happily gave 
credit of $45 in lighting fixtures and 
lamps that the company had or- 
dered in the mistaken belief that 
they had insufficient light. How- 
ever, as Mr. Allen pointed out, an 
order for office furniture resulted 
from this service a few weeks later. 
Ginn’s has set up ensemble dis- 
plays in the 1800 square feet of 
floor space given to office furni- 
ture. Two technical displays—one 
of a doctor’s office, a cubbyhole that 
is made to look larger but is so 
arranged that there is provision for 
a patient’s recovery room; another, 
an accounting office where acous- 
tical planning abated sound. 


Allowing for Change 


Office ensembles have been so 
planned that their ready adoption 
by visiting customers may be made. 
Changes here and there are ex- 
pected to take care of differences 
in taste and color preferences. 

When M.S. Ginn & Company em- 
barked on the office planning serv- 
ice, it split the promotion bud- 
get between newspaper advertising 
and direct mail spread over a six- 
month period. In a series of mail- 
ings of 20,000 letters to doctors, 
dentists, lawyers and business of- 
fices, the firm adapted phrasing to 
customer’s viewpoint. 

Newspaper promotion comprised 
highspotting the office planning 
service in a series of two advertise- 
ments a month, and a weekly ad- 
vertisement on specific items such 
as posture chairs and desk lamps. 

“The response has been terrific. 
We would each have to be two 
people—with the capacities of two 
people, to meet the calls,” con- 
cluded Mr. Marshall. 








Conference Comfort. . 
Leopold Co., providing for the seating of 11 directors was made at the Bank of Utah, 
Ogden, by Weber Office Supply Co. of that city. 
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. This imposing installation of conference-type desks by 
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Remodeling Costs 
Are Justified by 


Package 
Selling 


gw “THE BEST SELLING move ever 
made in the long history of our 
office furniture division was to re- 
model with executive office displays 


and go into the complete package Utilizing Drapes Two cffices were laid out at the end of the Zac Smith firm 
deal.” building so that drapes would sérve the practical purpose of concealing existing win 
7 dows. This office has green and beige walls with green-gray carpet over asphalt tile 

So declares David Wainwright floor. The colors blend with the drape which extends across the entire front end of the 
head of the office equipment divi- building to serve the larger office on the left. The baffle portion is made of pine boards 


finished natural with worm hole effect added 


sion of Zac Smith Company, Bir- 
mingham, Ala., a firm which was 


the first dealer in that city to put The first three months we had exceeded all expectations even 
into use the modern displays de- the new showroom in use we figure though our formal opening was de- 
signed to sell complete office fur- that extra sales just about paid layed.” 

nishings including floor coverings back the $5,500 it cost for the entire The new showrooms were opened 
drapes and wall hangings as well as job,” says Mr. Wainwright. “Favor- in January. Due to delay in eleva- 
furniture and equipment able customer reaction and sales tor work, installation of air condi- 


Colorful Corner _.. Decorating accessories including floor 
coverings and fabric samples, are grouped at the Zac Smith 
Staty. Co. in a neat and colorful corner between open display 
of metal furniture and executive offices. Catalogs and other 
needed material are kept on the smal! table 


| 


ll /Z 





Chair Demonstration .. |. In order to facilitate handling 
of secretarial type chairs in sales demonstrations Dave Wain 
wright designed this stand that will hold a chair in any position 
and at waist level. Screws fasten the chair to forks on the 
gadget which cost about $15 and enables the salesmen to con 
centrate on sales points instead of wrestling with the chair, 
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tioning training of salesmen 
the formal opening was set up to 
April. Meanwhile interesting tests 
were conducted. It was found that 
green salesmen could do a surpris- 
ingly good selling job with the new 
arrangement, much better than 
salesmen could ever do before while 
being train 

All the office furniture and equip- 
ment salesmen are being trained to 
complete package sell- 


and 


ea 


handle the 


ing They are given decorator 
training in use of colors on walls, in 
draperies and on floors. Where 


needed professional decorative help 


from outside is available 
Effective Economy 
To help keep down costs in re- 


modeling the old high ceiling on 


the fourth floor sales room was 
painted dark brown. Fluorescent 
lights, available from a remodeling 
job at front of store on first floor, 


were suspended below ceiling some 
30 inches 
Each visitor was asked on leaving 


Vir 
tile the new displays if he had noticed 


the the ceiling. None said they had 

— Based on these actual tests it was 
lecided expense of a new ceiling 
would not be justified. 

vel David Wainwright put a lot of 


planning the arrange- 
25x100 foot space that 


de thought in 
ment of the 


ned was remodeled. A new asphalt tile 
Va- floor was laid over the entire area 
di ind all existing walls redecorated 
Beginning at elevator at one end 
of the space slightly more than 50 
fi feet was devoted to metal furniture 
smith Mosler safe and metal file displays 
play are arranged against wall on right. 
other Opposite this and facing the ele- 
vator is office grouping of GF metal 
furniture backed by a 12-foot long 
painted mural depicting a scene as 
viewed from inside through half- 
ypen shutters 
Traffic Circles 
This large window scene is draped 
in solid col green drapes as if it 
were actual window. Right beyond 
this is display of posture and typist 
hairs on platform. The remainder 
1f metal furniture space is used for 
related groupings with plenty of 
space between. Prospective cus- 
tomers for wood furniture must 
pass through this section to visit 
the display rooms on front half of 
the floor 
Five offi for executive displays 
ind package selling are laid out so 
that customer traffic circles through 
the group from either side. Room 
lividers in center are made of wood 
baffles and decorative steel screens 
to permit circulation of air and fur- 
1953 
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nish decorative ideas. A drape in 
modern design covers front of 
building concealing the existing 
windows and serving as decorative 
end of two model offices. 

Wall-to-wall carpeting to suit 
the individual rooms is_ used 
throughout. Colors for walls of dif- 
ferent rooms were carefully selected 
and record kept of the paints mixed 
to achieve the blend of colors that 
tie in with drapes and floor cover- 
ings. 

The growth of the city with a 
new Medical Center and several 
new office buildings of contem- 
porary-modern architecture and 
interior design made the remodel- 
ing move for Zac Smith Company 
particularly appropriate. 


Prospects can visualize, without 
too much imagination, how the 
modern treatments will look in 
their own surroundings. The firm’s 
own salesmen have in the executive 
office displays the proper tools to 
create business in office furniture. 
They can now operate as profes- 
sional office planning specialists 
from making scale drawings of 
office layouts to suggesting color 
schemes and materials. 


Before the remodeling the entire 
sales room was an open space with 
a mass of furniture that looked 
more like a warehouse than a show- 
room. It was hard for a prospect 
to visualize how his own office 
would look and hard for salesmen 
to locate what was wanted. 











Seating by Taylor ... The Dieh! Office Equipment Co., Columbus, Ohio, made these 
two imposing installations, utilizing seating by The Taylor Chair Co. for both. In both 
the traditional and the modern offices an executive posture chair is used at the desk. 
Top photo is of the office of Thomas C. Fulton, vice-president of Anchor Hocking Glass 


Corp., Lancaster, Ohio. 
the same concern 
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At the bottom is illustrated the office of Cyrus L. Fulton of 
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Use Gunlocke Chairs .. . Joseph 
Horne Co. of Pittsburgh, Pa., furnished this 
board room of Hamburg Bros., R.C.A. dis- 
tributors in Pittsburgh. Gunlocke lounge 
chairs and sectional pieces were selected, 
the genuine walnut chairs finished in 
Sylvan gray to match the conference table 
They are upholstered in top grain per- 
simmon leather. Walls of the room are 
done in selected grain walnut 


a0 





Installations... 


Equipped by Crane's ._ . This in- 
stallation was recently made by Crane’s 
Office & School Supply Co., Minneapolis, 
Minn., for Gamble Robinson Co., produce 
merchandisers and brokers. Included are 
60 Globe-Wernicke flat top and secretarial 
desks, 50 Sturgis No. 1200 swivel arm 
chairs, 50 Cramer No. 22 posture chairs 
and 75 Globe-Wernicke three-drawer files 
plus several Invincible concealed safe files. 
Counters, storage cabinets, card cabinets 
and other equipment is included. 














Chose Uno Modulette . _. Illustrated 
is how Rogers Wholesalers, Inc., whole- 
sale druggists of New York, N. Y., have 
modernized their ordering procedure by 
adopting the Uno Modulette of Art Steel 
Sales Corp., claimed to be “the Miracle 
Desk Office System.’ Eight order stations 
under the visual control of a supervisor 
station were engineered by Steelmaster to 
meet the space requirements and efficiency 
quotient. Inquiries on this system may be 
directed to Dept. U. the Steelmasters, 170 
W. 223rd St., New York, N. Y 
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Beauty, Plus An Executive Furni- 

ture, Inc., desk in platinum walnut, with 

matching redenza provides massive 
= beauty in harmony with the luxurious 
antes setting of this office in the Keith B. Reed 
lis Investment sated in the Fidelity Union 
duce Building in Dallas, Tex. Bennett Printing 
are Co., of Dallas, made the installation under 
sonnets direction of A. C. Shafer, manager of the 
— furniture department. The blending of color 
— includes | k draperies with gray back- 
files ground, cinnamon brown carpet and Phil- 
files lipine mahogany paneling with medium 
nets light brown walnut finish 





Milwaukee Chairs ... One of the 
private offices of Marathon Corp., Roths- 
child, Wis., where seating by Milwaukee 
Chair Co. was preferred. Lippin Office 
Supply Co., Wausau, Wis., was selected 
to make the installation. 





trated 

whole- 

wast Preferred for Bank . . Another 
- i installation of Milwaukee Chair Co. up- 
"Steel holstered seating Frohwein Supply Co., 
beagle lowa City low x, made the sale to First 
ations National Bank, Iowa City, Iowa. Comfort 
wotens f both the bank executives and customers 
ster to was opt im mu 

ciency 

ay be 

s, 170 
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Installations... 


Use Invincible Metal . Central 
Mutual Insurance Co. of Dallas, Tex., con- 
siders an attractive, efficient-looking office 
to be one of the most important business 
assets. This view of the firm’s quarters 
shows the new desks and files—made by 
Invincible Metal Furniture Co.—with which 
the office was recently equipped 
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For Newspaper Executive E 
Shelpman, dealer in Springfield, Mo., in 
stalled Carlton-Surrey, Inc., furniture in 
this imposing office of T. V. Duvall, presi 
dent and publisher of Springfield News 
papers, Inc. Wall and drape treatment 
blend in with the choice of furniture in 
the modern mode. 


Handsome Utility Efficiency and 
beauty were added to the offices of the 
A. G. Edwards & Sons Investment Co., St. 
Louis, Mo., when these offices were re 
cently re-equipped with Globe-Wernicke 
double pedestal Streamliner steel desks 
They are finished in harmonious gray to 
blend with the restful light walls and 
deeper toned mottled floors. J. A. Collum, 
vice-president of Comfort Ptg. & Staty. Co. 
St. Louis, personally directed the complete 
installation 
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ate y hen) Gee 
For T-V City Every desk in the 
new CBS Television City was supplied by 
the Miller Desk & Safe Co., Los Angeles, 
manufactured by the Columbia Steel Equip- 
ment C Dressed in the latest modern 
colors, these functional steel flat-top desks 
wa! were keyed to exacting CBS specifications 
— for maximum efficiency. Negotiations were 
fice carried out by King Tyler, project engineer 
oes in charge of nstruction for Television 
wore City, his assistant Victor Larkin, and Leo 
by Miller for Miller Desk & Safe Co 
hich 















Garland Equipped .._. J. Powers. 
general sales manager of Powers Regu- 
lator Co., Skokie, Ill., selected furniture 
manufactured by Garland .Furniture Co. 
for his office designed by Robert C. Wil- 
liams, I.D.I. of Chicago. The large L-shaped 
desk is made of realwood formica. Note 
the metal pedestal. Wood, metal, leather 
and fabrics are used to splendid advan- 
tage. The draperies are controlled by push 
button at the desk. 


of the 


O St 
fe re 
pate Steel A stallation of Security Steel 
desks : ; : 
— oa iesks and Harter steel chairs at Downing 
% ia , & Perkins, Ine., new office building in New 
Penis intgon, Conn. W. E. Kelsey & Sons, Inc 
ium H ; - a 
» Co artford, Conr made the installation 
ae so carrying it the preference for steel 
_ equipment 
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Our Industry Has Magnitude 

@@ IN THIS MONTH’S “Profile of a Dealer’ 
(pages 11-12) Office Appliances presents con- 
vincing proof that the stationery and office 
equipment industry has huge volume and that 
the independent dealer plays a major role in 
product distribution. 

Today, our dealers are selling $2% billion 
dollars in merchandise—from paper clips to 
posture chairs—for the office annually. As the 
survey made by this business journal of the in- 
dustry points out, ‘The office supply and equip- 
ment dealer is in the big leagues today.” He can 
no longer be rated as a shopkeeper but as a 
progressive retailer of major importance. 


One-half of the total sales in the industry are 
made by dealers instead of through other 
sources. And Office Appliances has pardonable 
pride in the fact that the survey revealed that 
its subscribers have an annual sales volume of 
$244,320 as compared to the industry average ot 
$219,000. Dealers have been telling us that our 
business journal is ‘their Bible” and now we’re 
inclined with due modesty to believe that the 
information gained from its pages helps a dealer 
to do a larger volume of business. 

In securing figures which are both milestones 
of the present and guideposts of the future, 
Office Appliances moved to provide a reliable 
compilation on an industry-wide basis by en- 
gaging the services of a firm well known for its 
successful technique in market analysis. The 
“Profile of a Dealer” is not mere speculation, it 
is the picture gained by adding up the dealer’s 
personal reports. These merchandisers represent 
not the restricted segment, but the whole sta- 
tionery and office equipment field. Therein, we 
believe, lies the value of our survey. 

It is not a time, however, for the dealer to sit 
idly by and like Jack Horner say, “What a big 
boy am I?” He should be aiming at the other 
one-half of the sales volume of the industry, 
that represented by direct sales to the consumers 
and sales from other outlets. 


Let Your Competitors Sing the Blues 
@@ “LOOSE LEAVES,” sprightly publication of 
Feldser Printing & Office Supplies, Lancaster, 
Pa., recently carried some remarks about the 
forecast for “tougher selling.”’ The conclusions 
drawn lend themselves to reprinting as a guest 
editorial. We quote: 


They tell that all of the weathervanes of business 
are waving and waggling and pointing toward 
tough selling for years ahead 

They say that it’s going to be a buyer’s market. 
They’re convinced that the seller’s market that 
made us forget how to go and sell is drifting out 
the window. They record that buyers are buying 
carefully, want even higher quality, want lower 
prices, and they want the service and the attention 
they got before the war years 

So WHAT! 

This is still -America, isn’t it? Your dads and 
your grand-dads made it, didn’t they? They didn’t 
sit softly in the middle of a welcoming market. 
There weren’t any markets; they created them. 
They made them grow from scratch. They taught 
our pioneering population to know and understand 
and like and wish for and want and thrill over 


. and BUY... what they had to SELL. They 
made America! 
It’s still here, grown to 160,000,000 people, 


smarter, abler, pockets fuller, wanting finer things, 
higher quality, smarter services ... at prices low 
and fair ... right outside your doors 

What a market! 

It has its eyes and its ears wide-open, is pliable, 
teachable. It is persuaded by advantageous facts, 
is glad to find better products and services at equal 
or lesser costs. 

Don’t sit still. Your competitors won't. You 
mustn’t! Go and teach and show and prove and 
get! 

Set your advertising and selling to hold old 
buyers and create new buyers. Advertise to them; 
sell to them. Tell them in person and in print 
WHY they’d like and want and use with profit 
what you sell. Tell them of the pride, the satis- 
factions, the pleasures, the time savings, the worry 
savings, the money savings, the money gains they’d 
get 

Seat in their minds, unforgetably, the things 
they’d get... that they want . . . when they use 
what you sell. Make them believe in you, make 
them like you .. . and it will be your competitors 
who’ll tell that it’s a TOUGH market, a thin 
market, a buyer’s market, and a _ not-too-good 
market 

Free competitive enterprise will be in the saddle 
again. Ride it! and love it! 





here and there 


Young Traveler Completes 


the manufacturer paid travel and living 


working on a rubbish collection route. 
Juvenile authorities disagreed with Harold's 








Trip as Mosler Guest 

Harold McConkey, 12, of Mitchell, S. D 
recently completed a trip to the Hamilton, 
Ohio, home of the Mosler Safe Company, 
a. journey he had started alone some 
months before. V. A. Hanson, president 
of Brown and Sanger, Mosler dealer of 
Sioux Falls, S$. D., chaperoned him, while 
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expenses. 

It seems that Ohio police had spoiled 
Harold’s first attempt at the visit, when 
he tried to reserve a room at a Toledo 
Hotel. According to the Toledo Blade, the 
boy told authorities his destination was the 
Mosler plant, “to see how safes are made.”’ 
To finance the trip, he saved $100 while 


uncle, who, when called on the phone, said 
the boy should be allowed to continue 
his trip because “he was old enough te 
take care of himself’, and the boy was 
sent back to South Dakota under watchful 
eyes of railroad police. 

On July 10, the president of the firm, 
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Edwin H. Mosler, heard of the incident 


and wrote to Harold, inviting him and his 
father or uncle to inspect the plant as his 
guests. Since neither his father or uncle 
could take time to go with him, arrange- 
ments were made for the Mosler dealer to 
accompany him. While in Ohio, Harold 
and his chaperone enjoyed a pleasant stay 


at the Terrace Plaza hotel, Cincinnati. 





it’s Capt. Fred Brown 
Now of Seneca Lake Navy 
Reported enjoying the magnificence and 
solitude of Point Traverse near Picton, On- 
tario, is Capt. Fred E. Brown of the Seneca 
Lake Navy In case that title doesn’t 
click’’ with his friends, it should be noted 
that he is vice-president of Hall-Welter 
Company, Inc 
turers of Check-Writers. 


Rochester, N.Y., manufac- 

A recent issue of the Picton Times re- 
ported, ‘He has travelled extensively and 
in all his travels has not found anything 
that can approach the benefits for the 
tired businessman he finds here. He hopes 
he can return for the next 10 years to 
enjoy Point Traverse and its magnificence.’ 


Brown” is taking a much 


Captain 


Capt. Fred Brown 
and his dog. 





needed rest after diligent attention to 
work over a long period of years forced 
him to a hospital 

His own self-administered treatment was 
spinning fish pole and 


reel. That he is enjoying life is evidenced 


via a new English 


ing snapshot taken at 
amp on Seneca Lake. He has gained 10 


by the accompany 


pounds since ther 


Jean and Mark Clute 
Mark Golden Wedding 

Just to prove the point that calling on 
stationers throughout the country is a 
stimulating life, Jean and Mark Clute of 
1005 S. 46th St., Philadelphia, have 
recently celebrated their 50th wedding 
anniversary. 

Mark, a representative of the Reliance 
Pencil Corporation of Mount Vernon, 
N. Y., has had the pleasure of Jean's 
company on many of his trips throughout 
the states of New York, Pennsylvania, 
Ohio, Michigan and others. 

Mark has often very frankly given his 


Mark Clute 





golden anniversary partner a lion's share 
of credit in helping him achieve the title 
of “Mr. Pencils’ as he has been affec- 
tionately tabbed by the men in the sta- 
tionery industry. 

His present limited more 
or less to the Philadelphia area. How- 


activity is 


ever, he still maintains an active corres- 
pondence with many close friends in the 
stationery and office supply field, scattered 
throughout nine states. 

Congratulations have been earned by 
Jean and Mark Clute. 





H. G. Yocum is 80'2 But Not 
Too Old For Expert Golf 
H. G. Yocum, who at 80% still actively 
carries on operation of Yocum’s office 
outfitters in Massillon, Ohio, is just as spry 
on the golf course as he is in his business. 
The Ohioan is a member of a veteran 
foursome, ages aggregating 317 years, 





Their ages Aggregate 317 Years, But They Still Play Golf—teit to 


tight C. J. Duncan, 86, retired jeweler; 
still active 
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H. G. Yocum, office outfitter of Massilon, Ohio, 
P. A. Taggart, 86, retired grocer; and C. H. Whitman, 71, ex-mayor. 
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that will be found every Wednesday after- 
noon at the Elms links in Massillon. 

With the attitude that one is only as old 
as he feels, this foursome of Yocum, C. J. 
Duncan, P. A. Taggart and Herbert Whit- 
man continues to trod the fairways .. . 
and shows no signs of calling it quits. 

In a recent excursion on the links, Whit- 
man had 51 for the nine holes, Duncan 
scored 49 and Yocum a sparkling 44 with 
this hole-by-hole result: 

Par—345 333 453—33 

Yocum—467 434 484—44 

(Note—the 8th hole is 598 yards long). 

On this particular day, the 86-year-old 
Taggart didn’t “feel up to” a round of 
golf. 

Among his most satisfying recent feats 
on the links for Mr. Yocum was the sink- 
ing of 54-foot putt! 





Kansan Honored As 
50-Year K.C. Member 

D. Filizolo, owner-manager of the 
Filizola Office Equipment Company, Fort 
Scott, Kans., was honored recently by the 
Fort Scott council of the Knights of 
Columbus when he received a 50-year 
membership pin at a breakfast at St. 
Mary’s school at 10 A.M., following Mass 
at St. Mary’s Queen of Angels church. 

The Fort Scott council of the Knights of 
Columbus celebrated its golden anni- 
versary in Fort Scott. A social meeting 
was held at the K. of C. hall and a picnic 
at the Elks cabin rounded out the day's 
festivities. 

Mr. Filizola is one of, only nine charter 
members of the council surviving.—GMH 





Math Classes Use 
Adding Machines 

Experiments in Milwaukee schools are 
proving that students learn faster and 
understand better when arithmetic is 
brightened by sessions at an adding 
machine. 

Dr. Andrew F. Schott, Wisconsin State 
College teacher-training department in 
Milwaukee, pointed out that most people 
learn math by memory, which may fade 
through the years, but when a student 
understands why two plus two equals four 
he won't forget. 

Dr. Schott discovered that teacher- 
trainees could learn as much in two weeks 
by using the adding machines as they 
once learned in half a semester of re- 
fresher work. He believes the secret lies 
in the fact that all mathematics is basically 
additive. 

The effect of the experiment was even 
more outstanding in the case of grade- 
school students. Not only did the students 
grasp the basic ideas of arithmetic more 
quickly, even developing their own short- 
cuts on the machines, but they also con- 
centrated without becoming bored. 

To date three Milwaukee classes have 
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visited the downtown offices of Burroughs 
Corporation where a roomful of hand- 
operated machines has been placed at 
their disposal. Although each class made 
the visit only once, Dr. Schott believes that 
the ideal “dosage” would be one session 
every two weeks—just about the time 
when interest in current arithmetic prob 
lems would begin to flag. As soon as 
sufficient machines are acquired, Dr. Schott 
hopes to start a test run on this basis with 
a regular grade school class 





Ed McClure Repossesses 
Court's Furniture and 
Then Sells it More 

Magistrate D. C. Campobell, Kansas City, 
Mo., was forced to work on a desk made 
of borrowed orange crates recently when 
his furniture was repossessed by the Ed 
McClure Company, Kansas City office furni- 
ture dealer. The furniture had been pur 
chased almost three years before but the 
bill of $217 had never been paid. 

Boude L. Crossett, presiding judge of 
the Clay County Court said that the bill 
was never paid because Magistrate Camp- 
bell had not been authorized to make such 
a purchase. Mr. Campbell had ordered 
the $106.50 desk, $33.25 swivel 
$25.25 arm chair and $5 cushion, a $7 
witness chair and $40 counsel table after 
returning from his vacation and learning 
that the court had been moved 

When Mr. McClure visited the county 
court he learned that it had no intention 
of paying the bill because the expenditures 
had not been previously submitted to the 
court for approval. Mr. McClure then in- 
formed Magistrate Campbell that he would 
have to return the furniture. It was picked 


chair, 


up without any objection. 

The following day the court paid the 
bill and requested that the furniture be 
returned. At the same time additional 
furniture was ordered. 





Firm That Was Given Away 
Looks Forward to Anniversary 

The Nic Tengg Stationery Company, San 
Antonio, Tex., is one of the few stationery 
stores in the country to have been given 
away—and not during a depression. The 
company was founded by Julius Behrens, 
a German who returned home at the 
beginning of the Franco-Prussian war. Mr 
Behrens left the business with his assistant, 
Nic Tengg, who was to pay for it “if, as 
and when” he could. The firm, which will 
celebrate its 100th anniversary next year, 
is now owned by Mr. Tengg’s four sons, 
Tom, Julius, Louis and William 

One of San Antonio’s oldest and most 
famous homes, the Tengg home at 326 E 
Crockett St., recently was razed to make 
way for a parking lot for Joske’s depart- 
ment store. The house, originally of adobe, 
was built in 1852-as a home for Mr. 
Tengg’s bride. Later, a room was added 
for each of nine children, making 14 
rooms in all.—JHR 
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THE SALT LICK 


Monthly musings on salesmen 
and their problems 


by L. R. ADDINGTON 


dealer sales 


@ IF THIS MONTH'S article had a title, it 
would probably be, “Customer Complaints 
1re Opportunities 

We who sell are very conscious of the 
many sides of the complaint picture, and 
fortunately, in our industry, complaints and 
service requirements are not as numerous 
as in many other lines of business. 

There is, however, sometimes a_ tend- 
ency for the salesman to treat complaints 
lightly or to evade taking care of them. 
Nothing could be more detrimental to the 
cumulative good will which all of us desire 
to have take place in our territories 

We must understand that some com 
plaints are justified, some unjustified. A 
few come from people who wanted some 
other kind of equipment than that which 
management purchased for them. There are 
complaints that come because people have 
been oversold or because the salesman 
failed to sell the correct thing for the job 
and there are, of course, those very 
justfied complaints which can be corrected 
and which are due to faulty material or 
workmanship or the fact that the person 


using the equipment has not been shown 


ce-president 


Construction Co. 





how to use it properly 


Regardless of the type of complaint 
justified or unjustified, the good salesman 
will personally see that the customer is 
satisfied immediately and follow up to see 
that the service is done 

There is no better opportunity to prove 
the guarantee of good service when you 
are trying to get an order than by 


immediately and enthusiastically taking 


care of complaints. Good service to the 


customer means just one thing, a con- 
tinuing interest in your customer, your 
merchandise, and the person using your 
merchandise 


A satisfied customer is not necessarily 
the fellow who has merchandise or equip- 
ment that he has never complained about 


but may also be the fellow whose com- 
plaints have been handled wisely and 
well. 


It might be well for all salesmen to con- 


stantly remember the old saying that 
“Complaints are Opportunities Dressed in 
Ragged Clothes.” 

NEXT MONTH-—Can We Put a Value On 


Our Customers. 








Chairs on Parade .. 


OFFICE APPLIANCES, 





. Gunlocke chairs were featured in this interesting fashion 
in the store of Office Equipment Co., Harrisburg, Pa. This dealer placed a Gunlocke 
Champion chair, gold finish, on a revolving base, and supported it with other Gunlocke 
seating to spotlight these new and modern chairs. The firm reported some worthwhile 


sales from the display 
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This Californian's Always 
in the Sales Picture 


Even wit! perational 

rina uties 
R. A. Th Remains 

se T the Men Who 
MA ye Ct ery D, sAducts 
gs R. A. THOMAS is general man- 
ager and secretary of Grimes-Stass- 
forth Stationery Company, Los 
Angeles. His responsibilities, there- 
fore, relate finance and opera- 


tional activities 

Nevertheless, R. A. continues to 
remain close to the sales picture. 
He is a strong advocate of the 
highest principles in selling and 
firmly believes that the distribution 
ability of the American salesman 
is responsible more than any other 
one factor for the high standard 


of living enjoyed in this great 
country today 

Started as Clerk 

His 3l-year career in the sta- 


tionery and office equipment field 
started on June 14, 1922, when he 
entered the employ of Grimes- 
Stassforth Stationery Company as 
an office clerk 

Steady advancement during the 
next several years resulted in pro- 
motion in 1931 to the position of 
office and manager. This 
position he retained until Febru- 
ary, 1936, when he was appointed 
sales manager. He performed as 
such until April 1, 1942, when, due 
to the sudden and untimely death 
of the late Carl G. Grimes, Sr., he 
was advanced to the position of 
general manager 


credit 


Shortly thereafter, he was elected 
secretary of the corporation and at 
present serves in both capacities. 


sales 


applied 


In 1936, as 
successfully 


manager, he 
for member- 
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ship in the Sales Executives Club 
of Los Angeles. In 1942, due to the 
fact that the by-laws of that organ- 
ization provided for but one repre- 
sentative from each firm, he 
submitted the application of his 
successor and, at the same time, 
tendered his own resignation. How- 
ever, the board of directors de- 
clined to accept this resignation in 
view of his record of achievement 
in the club’s behalf and, in order to 


accept the replacement member, 
they chose to make Mr. Thomas 
an honorary member. As such, he 


has continued to work in the in- 
terest of the club’s advancement. 


Won Award 

R. A. functioned in 1948 as co- 
ordinator of the “Selling as a 
Career” program for the Sales 
Executives Club. It was during this 
year that the Los Angeles Club, in 
competition with all clubs affiliated 
with the National Federation of 
Sales Executives, received the 
achievement award sponsored by 
Sales Management in recognition 
of its successful handling of that 
particular program. 

Mr. Thomas has written a num- 
ber of articles featured in OFFICE 
APPLIANCES, Sales Management and 
others. 


Twice Governor 
The 14th district of NSOEA twice 


elected Mr. Thomas governor of 
that region. 
For three successive one-year 


terms he was honored with the 
presidency of the Stationers Asso- 
ciation of Southern California. He 
is at present a director of that 
organization. 

Mr. Thomas is a member of the 
Los Angeles Athletic Club, Stock 
Exchange Club of Los Angeles, 
Executives Association of Los An- 
geles, Inc., Sales Executives Club of 
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R. A. Thomas 


Los Angeles, Jas. A. Garfield Lodge 
No. 566, F. & AM., Chamber of 
Commerce of Los Angeles, Southern 
California Businessmen’s Associa- 
tion and the Trojan Club of the 
University of Southern California. 

This busy Californian expresses 
himself as being very proud of the 
industry of which he is a part. 

He feels that too few of today’s 
business people realize that this 
branch of commerce is one with a 
record of truly great attainments 
since it was first recognized as a 
craft in the year 1403. 


“R.A.” Knows Value 
of Salesmanship 


Writing for Office Appliances in September 
of 1941, R. A. Thomas mode these pertinent 
observations on the valve of salesmanship, 
true then as today: 

“The United States of America has grown 
from a small group of Pilgrims to a nation that 
has led the rest of the world in industrial ac- 
complishment, with its resultant highest stand- 
ard of living. The great secret of this phenom- 
enal rise lies in the system of free enterprise 
through which has been sponsored salesman- 
ship or distribution as we know it. 

“We have many illustrations of the potency 
of our distributive accomplishments. For in- 
stance, in 1929 there were 400,000 mechan- 
ical refrigerators sold in the United Stotes. The 
advertising cost of these units averaged ap- 
proximately $8.50 each. These units sold dur- 
ing thot yeor for an average price of $485.00 
each. In 1940 over 2,500,000 mechanical re- 
frigerators were sold at an average price of 
$149.00 per unit with an advertising cost of 
only $.85 each 

“Salesmanship, and advertising is a part of 
salesmanship, accounted for the placing of so 
many more units thot big scale production 
could be planned, resulting in a lower cost 
to the buying public, a saving of nearly 70%. 
In this one example we have the explanation 


of a higher living standard . . .” 
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by Irving Settel, authority on retail advertising 


36. How to Promote a Contest 


























@ MANY PEOPLE LIKE to participate in con- 
tests and many business men, including office 
appliance retailers, conduct them in order to 
publicize their stores. Contests have proven 
themselves to be amazing business stimulators 
in some instances. 

However, there are strict United States Post 
Office regulations with respect to the use of the 
mails in connection with contests. The moment 
the mails are used to publicize or handle a con- 
test, to answer inquiries as to the rules, to an- 
nounce successful entrants, and so forth, they 
come under the jurisdiction of the national 
lottery laws. It should be remembered, too, that 
the mere mention of a contest in a newspaper 
or periodical, of which one or more copies is 
mailed, use of the United States mails is in- 
volved. 


Lottery Defined 


Lotteries are illegal. In order to determine 
whether or not your contest is a lottery, you 
must measure three elements... prizes, chance 
and entrance fee (or consideration). If one of 
these elements is lacking, it is not a lottery. In 
other words, if one pays a fee to enter a contest 
but the outcome depends entirely upon skill 
and the element of chance is not present, such 
a plan is not objectionable under the lottery 
laws. The same would be true if the outcome 
of the contest depends upon chance but no 
entry fee is required by contestants. Thus, in 
the former, the element of chance is absent; 
in the latter, the element of consideration. 

If the postmaster of your district believes 
that you are using the mails in violation of 
the law (whether intentional or not), he must 
notify the Postmaster General, who, after a 
hearing, may order withheld all mail addressed 
to a party operating a lottery. 


Check on Regulations 


Before announcing a contest of any kind, it 
is wise to check your rules and regulations with 
your local postmaster. While this is not re- 
quired, it is advisable to prevent trouble. In 
larger communities, decision as to mailing con- 
test material may rest in the hands of a special 
official, assisting the Postmaster. In some in- 
stances, contests may even have to be sub- 
mitted to the Office of the Solicitor of the Post 
Office Department in Washington, D. C. This 
office handles all matters relating to law for 
the Post Office. 

Actually, anyone can run a contest, subject 
to government regulations. These laws have 
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been passed to prevent fraud and subterfuge 
which previously marred and deterred honest 
operators. Now, the legitimate advertiser and 
the contestant are protected. Obviously, then, 
it is wise to know what is prohibited and what 
is permissible before running your contest. Let 
us consider these regulations: 
Federal laws provide the following restrictions: 
Every contest must clearly announce CLOS- 
ING DATES at the beginning. These dates 
must be kept. No change is permitted. 

Every contest promotion must contain a 

list of prizes in exact order in which they 
are to be given away. 

In case of a tie, a prize identical to that 

tied for will be awarded each tying con- 
testant. 

A contest must not be a lottery. However, 

if the plan involves chance and does not 
involve “consideration” (entrance fee, box top, 
and so forth) it is NOT a lottery. 

Answers must be judged in accordance with 

clearly printed regulations. 

There is no requirement under the postal 

lottery laws that a contest be open to all 
members of the public. The promoter may limit 
participation to select groups, e.g., persons un- 
der or over certain ages; living in certain com- 
munities or students of certain schools. An- 
nouncement of the contest, if it is to be so 
limited, should clearly state the fact. 


Can Charge Fee 
If a plan is one wherein the awarding of 
the prize is to depend solely upon skill and 
chance is not present, there is no objection un- 
der the lottery laws to charging a fee to enter. 
Whether the requirement be a cash payment, 
submission of a box top or sales receipt, it is 
in the same category, i.e., all constitute “con- 
sideration.” If submission of box tops or the 
like are involved, provision for ‘reasonable fac- 
similes” would NOT be regarded as removing 
the element of consideration. 
All statements in contest rules must be 
strictly followed, especially in regard to 
types of prizes, dates and rules. If a contest is 
one wherein essays or other writings are to 
be judged, there should be definite standards 
upon which the judges will make their selec- 
tions. 
We find many contests based upon rules like 
the following: 
“Complete the sentence with 25 words or less: 


(Turn to page 122, please) 
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hen, who, when asked what they were doing, replied 
vhat 
Let as follows: — The first grumbled that he was working 
ons for six shillings a day. . . The second grunted 
OS- ‘ , . 
ate that he was toting bricks to his dad on yonder ledge . . . 
The third, with pride in his voice and stars in his eyes, 
ha 
they said “IJ, sir, am helping to build a cathedral!” 
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-on- Pace of workmanship! How vitally this 
unseen factor contributes to the enduring excellence of PANAMA- 
ae BEAVER Ribbons and Carbons! Brilliantly originated, meticulously 
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not —such precious products could never reflect the obvious defects 
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Two-Drawer Transfer File 


Dolin Metal Products, Inc., 
315 Lexington Ave., Brooklyn, N. Y 


Similar in all respects to their regular 
single drawer line is this two-drawer 
model available in a single housing 
Each unit is constructed of heavy-gauge 
steel, electrically welded throughout 
and featuring brass handles and card 
holders. The units are so constructed 
that they may be interlocked side to 
side as well as top to bottom. Designed 
essentially for large installation require 
ments, these files are claimed to save 


setting-up time without loss of dur 
ability, efficiency or appearance. They 
will also interlock with the single 
drawer units when necessary. Avail 
able in letter and legal sizes only, the 
files are finished in green baked 
enamel. 
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10-Key Adding Machine 


Monroe Calculating Machine Company 
Orange, N. J. 


Known as the Monroe 611-11-011, the 10-key adding machine recently acquired through 
a contract with Olympia Werke-West GMBH of Wilhelmshaven, Germany, features an open 
keyboard. This makes it possible to place figures in the machine before the cycle is 
completed and is claimed to represent a considerable saving in time. Its capacity is 1] 
add 12. Middle-priced, the machine is said to offer smooth key touch, convenient desk 
size (117.5 sq. in.), portability (19.5 pounds), and a pleasing appearance. It will be sold 
through company-owned sales offices as well as through dealers 





Executive Posture Chair 
Jasper Seating Company 
Jasper, Ind 


This model No. 1700 executive 
posture chair features a full re 





clining back. Done in genuine 
walnut or quartered oak, it is 
upholstered in deep buff top 
grained leather or grospoint. 
Other features of the new line 
are no-sag_ springs, two-inch 


foam-rubber seat and a two-inch 
foam-rubber back 


Fire-Insulated Tray 
The Shaw-Walker Company, 
Muskegon, Michigan 


The new Fire-File posting tray No. 4228-D is time-engineered to provide uninterrupted pro- 
tection at point-of-use. This unit will accommodate four trays with cards 5 inches wide, 
three trays with cards 6 inches wide, or two trays with cards up to 10 inches wide. Cards 
may be as high as 135 inches. An individual safe at standing height, it employs an 
ingenious device which automatically raises the records to working position. If fire occurs 
in daytime, operator need only lift the cover and run—it slides closed automatically and 
locks itself. The base can be fitted with storage compartment, complete with door or card 
drawers. The tray is equipped with paracentric key iock. Silvertone, grained walnut, or 
mahogany finishes are featured 
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_ How to impress a portable prospect... 














































= Bring out a Smith-Corona Open carton, lift d W ak 
id I in its factory-sealed carton... 2 portable out and an e 
set it down... l 
a sale. 
ough 
open 
le is 
‘desk 
—_ 3 Open case and remove 4 Insert paper 
tiny elastic band; lift cover and start 
plate and detach shipping typing... 
wire... 
° b] 
...1n | | seconds or less... you’re all set to show and sell! 
This is a mighty good way to get off to a fast start carton, open it easily and start typing immediately. 
on your sale. Point out to your prospect that this is Tell him, too, that it's one of the big reasons why 
just another indication of superior engineering. No Smith-Corona portable was voted best by Typewriter 
strings, no gummy tapes, no boards or blocks — just Dealers all over the U. S. (actually a 2 to 1 favorite 
two simple items keep the Smith-Corona portable over any other moke). 
d pro locked and safe in transit. 
wide Are you cashing in on this popularity that is 
Cards Tell your prospect it's so simple and foolproof, he based on outstanding performance and customer 
an 
oll can take home his Smith-Corona in its factory-sealed satisfaction? If not, get all the facts and start now! 
ly and 
yr care a 
nut, oF 4 
Smith-Cor ONa wok fastest potable! 
L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y Canadian factory & offices: Toronto, Ontario. Makers also of 
famous Smith-Corona Office Typewriters, Adding Machines & Cash Registers, Vivid Duplicators, Ribbons & Carbons. 
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Pin Feed Lift Platen 


International Business Machines Corporation, 
590 Madison Ave., New York 22, N. Y. 


Designed for the firm's electric Formswriter, this 
pin feed lift platen may be used with economical 
floating carbon paper to type fan-fold or open-web 
continuous forms on applications which require pre- 
cise registration. The marginally punched forms 
are fed into the IBM Formswriter by retractable 
pins located at each end of the platen cylinder, 
pins emerging only where necessary to align and 
position the form. The platen, which is available 
in carriage lengths of 12 and 16 inches, feeds con- 
tinuous forms punched in both margins with holes 
5/32 of an inch in diameter and spaced ™% inch 
apart from center to center over the full length of 
the form. Platen cylinders for the device may be 
obtained for forms ranging in size from 5% to 
13% inches in width. Guides are included to 
properly align the forms and assure pin-hole en- 
gagement. 





Locker Lock 


National Lock Company, 
1902 Seventh St., Rockford, IIl. 


Increased locker security and longer 
life are two of the advantages claimed 
for the new 68-267 lock. One of the 
major developments is a heavier and 
flat bolt cap, which simplifies construc- 
tion, guarantees uniform, easy action 
and increases strength. A further in- 
crease in the strength and the elimina- 
tion of the possibility of bolt cap shifting 
is provided by a new method of fasten- 
ing. The cap is held in place by shoul- 
ders on screw posts below and by 
bushings above. Master keys for the 
68-267 may be interchanged with older 
National locker locks of the same code, 
permitting a school or institution to 
change to the new locks without con- 
fusion. Another model, the 68-268, is 
offered without the master key feature 
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Visible Presentation Album 


Joshua Meier Company, Inc., 
153 W. 23rd St., New York, N. Y. 


This V. P. D. Roll-Up Spel-Binder is 
unique in that it has no binding, stitching 
or metal and can be rolled up to slip into 
a coat pocket. Unlike the usual display 
albums containing cellulose acetate folders, 
this is made of crystal clear vinyl film 
of the same texture used in garment bags 
and shower curtains to provide soft flexi- 
bility in a non-crack and non-scratch sur- 
face. Folders are electronically sealed on 
three sides giving greater protection to in- 
serted material and are thermo-welded to 
the cover. The calf-grain vinyl] cover comes 
in brown, black or maroon and contains 
back and front memo pockets. 





a Calca-Dial 
Wa\ Sallie hn] 7/21 Evans Specialty Company, Inc., 
, RH \ \ pp, 407 N. Munford St., Richmond 20, Va. 
Oy’) ° A combination time and wage com- 


puter, this invention is expected to 
greatly reduce the time of computing 
payrolls. The Calca-Dial is made of a 
plastic base, with wage disc and mov- 
able plastic dials. With one turn of the 
dial, the user can arrive at the period 
of time worked and wages earned in 
straight time, overtime, or both, and 
daily basis up to six days. The wage 
discs are interchangeable, and in com- 
putation it is necessary only to lift 
off the movable dial and insert the 
applicable disc. Extra discs of standard 
wage rates are supplied with each unit 
and blank discs are available for in- 
serting odd hourly rates. The first 
showing of these instruments will be at 
the NSOEA convention in Chicago, this 
fall 


Spun Saran Fabric 


Bolta Products Sales Inc. 
151 Canal St., Lawrence, Mass. 


The firm's new Spun Saran fabrics that look 
and feel like wool are teamed with Nylonized 
Boltaflex supported plastic on this reclining 
chair by Monarch Furniture Company. The 
hobnail pattern is shown, and like all Spun 
Saran, may be easily cleaned with a damp, 
sudsy sponge. 
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Your profit story begins when you sell a customer his 
first Victor Visible Equipment. It continues as he adds 
to his records as his business grows through the years 
... and each addition means another sale and another 


profit for you! Plan your success story now! Promote 
Victor Books and Sections for business today ... and 
repeat business tomorrow! 





This 


PROFIT 





The only truly “sectional” visible. Available in sizes for 





5’x 3”, 6x 4” or 8”x 5” cards. Show your customer how 
easy it is to start a visible system with Victor Sectional 
Visible . . . the system that grows with his records. Repeat 
business will be your p/us profit in every sale! 





STORY 


will be continued... 






WRITE FOR THE FULL PROFIT STORY TODAY The book of 1000 uses. Handy and compact, it’s perfect 
| for small records. Easily adapted to any record-keeping 


need through Victor card forms and signaling systems. 








The efficiency of Victor Book Visible will win repeat 
THE VICTOR SAFE & EQUIPMENT CO.., Inc. sales... and these time-saving Books will serve as your 
North Tonawanda New York salesmen for the entire line of Victor Visible Equipment! 
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Bui YOUR STATIONERY 
PRODUCTS and MERCHANDISING IDEAS FOR 








It’s 
Berkshire 
for repeat 

business 








way your customers buy it... with confidence. Available in many 
Berkshire grades and weights. A correct paper for every typewriting need. 


EATON’S BERKSHIRE REAMS, PACKETS AND TABLETS. Here's 
a solid foundation for any stationery department. 


quality typewriter papers sell all year round — satisfied custom re) 
Merchandising Idea — Increase sales and repeat busi- 


ers come back for more. The popular packets and tablets of 100 
sheets lead to ream business and bigger profits. Eaton's Berk ness by featuring Berkshire Packets in Eaton's compact, self- 
shire is a known name —a trusted name. Stock Berkshire the selection unit. Holds your choice of 18 packets with price tags. 
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It’s 
Social for 
“double quantity” 
sales 


: SAVE 41 re 
‘ DOUsLE QUANTITY Size cts git " 
tee SPECIAL PRICE $1.29 Se ae 





Journal. 


Always excellent in full-page advertisement in October Ladies’ Home 
Order now for immediate shipment 


EATON’S BEST-KNOWN PAPETERIES. 
“sellers” now offered as a stand-out promotion series in Double 
Quantity boxes that increase your unit sale 59c. Customers get i= é 
twice as much paper at 20% savings in cost. Package inserts Merchandising Idea — Feature Eaton’s pre-priced 
build repeat business on Eaton’s Open Stock. Randomweave 
Calais Ripple, Post Preferred, Petersburg. Crystal Sheer featured 


WE LOOK FORWARD TO SEEING YOU AT THE 


large economy size to get a really big volume increase in 
staple papeterie sales this Fall. See opposite page for details, 


NSOEA’S CHICAGO CONVENTION — BOOTHS 5 AND 6 
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y DEPARTMENT AROUND EATON 
R FASTER TURNOVER, BIGGER VOLUME... 





REG. U.S. PAT. OFF, 











at 
It’s 
a 
oa 
a. 
NASCON SELLING UNIT with Recommended Assortment #5] for the asking. The quality, styling and completeness of the 
Yo intly amazed at the turnover of these attractive Nascon line create sales in stores and for outside salesmen. 
ord books for Office, Home, and Personal use : 
St Nascon’s self-selection units to speed turnover and Merchandising Idea — Create impulse sales through 
osts low. Unit at cost, $7.00 net. Other assort wide assortment seen at-a-glance in Nascon self-selection 
954 catalog with complete Nascon line yours display. 
—_ —~ 
a 
It’s 
mass display 
Here are 5 best-selling Eaton Staple Papers 
featured in new economy-priced Double 
Quantity boxes. All are nationally advertised 
in October's Ladies’ Home Journal. This is 
the strongest stationery promotion of 1953. 
Let it work for you. 
® Stock as wide an assortment as possible, 
*® Build a mass display for self-selection. 
*® Include regular Eaton Staple Papeteries 
for quick customer recognition of special 
value boxes. 
*® Advertise. We furnish free newspaper 
mats and copy suggestions. 
Act now! Your orders and 
inquiries will have our prompt attention. 
7” . 
Pittsfield * Massachusetts 
iD 6 
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Armchair, Swivel Model 


The Taylor Chair Company, 
Bedford, Ohio 


To satisfy the increasing trend toward contemporary office 
furniture, Taylor has introduced the No. 907 armchair (left) 
and the No. 90742 swivel model (right) which gives dealers an 
opportunity to sell high styling at a moderate price. According 
to Mrs. Moselle Taylor Meals, company president, “The con- 
tinuous armpost and legs are good examples of the sculptured 
trend or ‘hand-made’ look in furniture design.’ The chairs pic- 
tured have frames of genuine walnut which may be custom 
finished to match most of the popular island-base type of desk 
for which the No. 907 design is particularly well suited. Avail- 
able upholstery coverings include top grain and saddle 
leathers as well as elastic Naugahyde. 











a, a 


VisOmatic Line 
R. C. Ai‘en Business Machines, Inc., 
678 Front St., N. W., 
Grand Rapids, Mich. 


This VisOmatic or 700 line is an addi 
tional, deluxe machine which does not 
replace the standard 600 model, but is 
made to sell at a price competitive with 
standard typewriters. Featured on the 
new machine is a removable platen, 





Space Saving Desks 








designed to afford one-hand operation 
for removing and replacing the roller 
The proper platen for any specialized 
job can be inserted in a matter of sec 
onds. Other features include a complete 
ly automatic and fully visible margin 
mechanism, improved line-space, new 
tab design and operation and R. C 
Allen's exclusive ribbon travel mech.- 
anism, said to add up to 30% to the 
average ribbon life. The carriage is 
available in 1l-, 13-, 14-, 18-, 22- and 
26-inch widths. 


Cole Steel Equipment Company, Inc., 
285 Madison Ave., New York 17, N. Y. 


Recently developed “space saving” convertible steel desks 
are available in various combinations such as No. 1621 
illustrated. Two people can comfortably work on this 
roomy desk by placing units in opposite directions. No. 
1621 consists of three letter file drawers, two double card 
drawers for 3 x 5 or 4 x 6-inch cards (6400 capacity) which 
can also be used for cancelled checks, plus a convenient 
arm rest. The desk is 30'2 inches high, 54'2 inches wide 
and 2512 inches deep. Having the capacity of four-drawer 
files, these desks save steps to and from the office cabinet. 


Smooth gliding, ball-bearing drawers are equipped with 
spring compressors for the protection of records. Made of 
heavy gauge steel, electrically welded, the desks come in 
Cole gray or olive green with gq baked ename! finish 





Portfolio 


Bristol Manufacturing Company, 
1670 Morrow St., Green Bay, Wis. 


Top-grain cowhide is used in the construction of this portfolio which features disappearing 
handles, extra-heavy Talon zipper, turned edges and square box bottom. The inside pro- 
vides two large pockets and two deep half-size envelope, rate or price book pockets. 
Lined with weather resistant Textileather Tolex throughout, the case comes in various shades 
of brown 
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from every angle you can’t beat a Browne-Morse desk 





designed with a 
difference 


lo list all the design advantages 


you receive in a Browne-Morse 
desk is impossible, but a few of 
the more important that add to 
and dura- 


UNI-PIECI 


rounded corners, 


comfort, convenience 


bility are welded 
steel frame, all 
stainless steel flush drawer pulls, 
sound and vibration insulated, leg 
levelers adjust to 11/4 inches. This 


vear a new design feature on all 


storage drawers incorporates a 
combination ball bearing and 
nylon glide drawer slide. 


Browne 


a = orse 


COMPANY 
SON, MICHIGAN 





a 








September, 


emperishable 
plastite top 


Stamped from 16 gauge steel, 
Browne-Morse tops have the plas- 
tite surface permanently laminated 
to the metal by an exclusive pro- 
cess. This technique gives you an 
ultra-smooth writing surface that 
is wear- proof, cigarette - proof, 
stain-proof and chip-proof. This 
year Browne-Morse is giving you 
the opportunity to experiment in 
color dynamics by offering another 
work-producing shade. See this 
exciting new mist-green top. 


Room 532-A 
Conrad Hilton Hotel 
Chicago Sept. 26-30 
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file drawer with famous 
glider arm 


This year Browne-Morse’s famous 
Glider Extension Arm has been 
added to the file drawer of the 
desk featured above. Now you 
have the same “feather touch” ac- 
tion you've become accustomed to 
on Browne-Morse Glider Files. As 
for durability it’s unbeatable. One 
Glider File drawer carrying a 90 
pound load was opened and closed 
365,000 times (100 years’ use) and 
still showed no measurable wear. 


AMERICA’S OFFICES 
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Co-ordinated Furniture 


Invincible Metal Furniture Company, 
Manitowoc, Wis. 


Designed to complement their line of metal office equipment 
these new items are of metal throughout and available in colors 
and finishes to match the six standard Invincible desk colors 
The bookcase at lower left is available with or without sliding 
glass doors and is furnished with two adjustable rounded-edge 
shelves. Measurements are: 38 inches wide, 42 inches high 
and 14 inches deep. The telephone stand at the lower right 
measures 18 inches wide, 29 inches high and 18 inches deep 
It features an opening to accommodate telephone books and a 
locked compartment for private papers or other valuables. To 
convert any of its standard desks into a typewriter desk 
for temporary or permanent use, Invincible offers an insertable 
typewriter shelf, shown at the top. An opening underneath is 
provided for handbag or personal belongings 

















Luxo Lamp 
Luxo Lamp Corporation 
290 Madison Ave., New York 17, N. Y 





Featuring a light that can be directed 
to any location at the desired intensity, 


Legal-Size Duplicator this lamp is especially suited for an 








Master Addresser Company office, drafting board, laboratory or 
6500 W. Lake St., Minneapolis, Minn wherever small detail is a factor of 
To be introduced at the NSOEA Show in the work. The arms and shade com- 
Chicago is this duplicator that will produce bined provide a radius of 45 inches 
prints from post-card to legal size. The legal making it possible to have concentrated 
size portable, of the same quality design light over a wide area. The tension of 
ind construction as the letter-size, has an the springs is designed to hold the 
actual printing area of 8 by 1512 inches and lamp exactly where placed. A variety 
produces prints in one to five colors. Other of brackets is available so that the 
features of the machine are roller-moistened lamp can be attached to any surface 
sheets and self-oiling bronze bearings. Fin- horizontal, vertical or slanted 

Band Stamp ished in light gray enamel and weighing 

Suaites 8 Messhonte | approximately 12 pounds in the carrying 

ne gg “a =, the legal-size Master will retail at 


Faymus Division of this firm has an 

nounced the Supr 33, a band-type stamp 

made with ink-absorbing rubber bands 

that store ink within themselves and 

are said to deliver as many as 300 . 
impressions with just one inking. With at 

this pricer, it is no longer necessary to 

obtain separate stick stamps, since the 


Supr 33 is equipped with three bands Thinline Pencil 

and can mark all prices and combina ] D 

tions commonly used in pricing opera- — tzon Crucible Company. 

tions. Marks are ample in size and 167 Wayne Ave.. Jersey City 3, N. J 

within the familiar circle. An added A new addition to the Dixon line is the Ticonderoga Thinline No. 
feature is the flexible printing surface 1399-2-5/10. As the name suggests, it features a thin diameter lead 
which enables the operator to mark that keeps a sharp point. The manufacturer claims that words and 
anywhere, on soft items, frozen foods figures may be written in the smallest handwriting. The pencil is 
end small and irregular surfaces. packaged in a transparent plastic box 
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New 18-month 
time-payment plan 


for Royal Portable 


ar 


’ in back-to-school promotion 


puts extra 





Now you can advertise—“Own a Royal Portable, 

only $9.95 down, 18 months to pay!” 
Be sure to clip coupon below for complete details! 
machines sold? Want to expose more and more 


people to the new Royal Portable, the easiest- 
selling portable you ever offered? 


is I’ MAKES no difference whether you already use 
, the Royal plan, carry your own paper, or use a 
bank or finance company . 


lees ... You are eligible for the new **$9.95 down, 


But you can’t, wnless you get full details on the 


18-months 


-to-pay’’ plan! 


new 18-month time-payment plan! Write, wire, 








Want to bring more prospects to your store this telephone your Royal Portable salesman, or clip 
nety @ » 7 . . 
t the fall? Want to get more and more $40 profits on the coupon below and send it in today! 
face 
hiniedicat sncncousndsenteusetennneetssetennneaen 
' ' 
: 
: Royal Typewriter Company, Inc., - 
Portable Division, 2 Park Avenue, : 
' New York 16, New York ‘ 
Please rush me full details on the new 18-month time- 
. payment plan! : 
Name . — a 
' Street a 
; ’ 
ey State : RUYAL World’s No. 1 Portable 
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Posture Chair 


Emeco Corporation, 
Hanover, Pa. 


Continuous-Form Index Cards 


Addressing Machine Company 
of California, 
618 Mission St., San Francisco 5, Calit. 


Quik-Kards are paper index cards made in 
continuous form for insertion into addresso- 
graph frames. These cards are fed manu- 
ally through the machine at high speed 
and are printed accurately and neatly 
through the use of a special magnetic 
gauge, which fits all models of addresso- 
graphs and aligns cards while they are 
being printed. The gauge is equipped 
with permanent magnets securing it to the 
machine. After being inserted into the 
addressograph frames, Quik-Kards are torn 
apart on the perforated line. Available in 
various sizes, they are specially packed 
in fan-fold form and feed directly from 
dispenser-type boxes. Also available, when 
cards are used in large quantities, is an 
attachment for Class 1900 addressograph 


. “ N E Ww Continued 


which feeds cards automatically at a speed 


This new executive posture chair 
of about 90 per minute 


Model 1009 features a hair-pin back 
support for additional comfort. Seat 
and back are upholstered in a wide 
range of plastic coated or popular 
woven fabrics in a wide range of 
colors. Arms of the chair are padded 
and chair finish is anodized alumi 
num. Seat dimensions are 20 
inches wide, 17% deep and 4 
thick. The seat height is adjustable 
from 18% inches from the floor to 
21-7/16 inches and the back from 
13% to 16% from the seat. The 
base measures 26'2 inches wide 
Shipping weight is 58 pounds 








Leather Upholstered Furniture 


Ralph Morse Furniture Company, 
44-45 S. Ionia Ave., Grand Rapids 2, Mich 


Upholstered in genuine top-grain leather, these sectionals are a 
part of the firm’s line of furniture for office, club or institution 
use. Clean modern lines and distinctive styling make them prac 
tical and durable at the same time. This model, the No. 57] 
right or left sectional, features a 72-inch over-all length, 29-inch 
height and 3l-inch depth 





Count-Kwik 

Mosler Sate Company, 

Hamilton, Ohio 

Up to $21 in loose change in coins can be counted 
at a glance in Count-Kwik, the transparent plastic 
change box. Although only 3'2 inches wide 
6% inches long and 1'% inches high, the two- 
piece cash box features a removable top com 
partment large enough to hold 30 bills. The 


Economy Locker Rack 
Lyon Metal Products, Inc 
Aurora, Ill. 











bottom compartment is divided into five curved 
sections, each accommodating a different size 
coin. Because each section is marked at fre- 
quent intervals to show the total sum it con 
tains, the coins may be counted swiftly. A quick 
count can be made through the crystal-clear 
plastic even when the box is closed. The con 
tainer will fit into most petty cash boxes and 
drawers and is a handy receptacle for salesmen 
as well as clerks, cashiers and merchants. The 
Count-Kwik is priced at $3.50 
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This practical clothes storage unit for lim 
ited space is economical, completely port- 
able and serves up to 10 persons. Coats 
are fastened to the unit by dropping the 
chain through a sleeve and locking the 
chain in position in the door slot. Thus 
when the door is locked, the coat is se- 
cured. Locker doors shut from the top and 
each is equipped with a built-in-lock and 
two keys. A raised base keeps clothing 
and overshoes off the floor. The doors are 
finished in light tan with the balance of 
rack done in Lyon green baked-on enamel. 
The unit is 50 inches wide, 18 inches deep 
and 76 inches high 
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The secret of where to look 
when buying. office furniture 


First . . . go to your nearest @ Dealer. Ask 


him to prove that when it comes to construction, 





appearance, styling, and durability you get more 


(6) products. Also, in 


desks, you benefit from 75 years 





for your money with 
FOER 


y+ 





of dependable furniture manufacturing. 


For further injormation and literature, write to 


Department A-12, Jasper Desk Co., Jasper, Ind. 
a 
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Customized Desk Signs 


The Heyer Corporation, 

1850 S. Kostner Ave., Chicago 23, Ill 

Custom engraving and clear Lucite plastic 
are combined in these new desk signs 8 
inches long and 1% inches high with 1% 
inch easels at each end. Beveled Gothic 
characters are % inch high for maximum 
legibility. Buyers are offered a choice of 
one or two lines of copy (name only or name 
and position), with 17 characters maximum 
count for each line. (Additional characters 
may be had at slight extra cost.) One-line 
Heyer Lucite signs retail at $2.50, with the 
two line model at $3.50. 


Ball Point Desk Pen 


Esterbrook Pen Company 

Camden, N. ] 

Designed primarily for commercial use, 
this ball-point set, the model FWT, 
marks the entry of the company into 
the ball-point field. The pen is designed 
to fit any Esterbrook fountain pen desk 
base, and the holder is scientifically 
balanced and shaped for maximum 
writing comfort. Refill units are quickly 
and simply replaced. The holder com- 
plete with refill is priced at $2.00, while 
the standard set, complete with base 
retails at $3.00. With attached chain, 
the price is $3.50 


Multiplying Feature 


Addo Machine Company, Inc., 
145 W. 57th St., New York, N. Y. 


The Step-O-Matic multiplier lever, now a 
feature of the new electric Addo models 
provides for easier calculating. When the 
multiplication keys (repeat or repeat/sub- 
tract) are released, the machine automati- 
cally shifts over to the next column, thus 
permitting continuous operation. This, in 
effect, makes the Addo-X comparable to a 
calculator for multiplication. The machines 
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Wall Rack 


Tubecrafters Sales Division, 

911 Walnut St., Philadelphia 7, Pa. 
Recently announced by this firm for 
marketing are Wall-Rak T-624 aad 
T-636. Made of chrome-finish, tu- 
bular steel construction, they feature 


offer other advanced features such as auto- 
matic clearance of the keyboard after mul- 
tiplication and “live” repeat and repeat 
subtract keys. The Step-O-Matic is added 
at no increase in prices 


two hat bars at the top and sliding 
hooks on hanger bar below. While 
the hooks can be moved along the 
hanger bar to any desired position, 
it cannot mar or scratch the wall 
surface. The T-624, which is 24 
inches long and includes six hooks 
lists for $14.00. The T-636 is 36 
inches long and lists for $16.00, in 
cluding nine hooks. Extra hooks are 
available for $.40 each 








Planned Calendar 


Wilkinson Publishing Company, Ltd., 
200 Fifth Ave., New York 10, N. Y. 


The Poor Richard Daily Reminder is 
more than a datebook, for it is designed 
to show a month’s data at a glance 
and is complete with witty quotes from 
Poor Richard's Almanac. The calendar 
turns on plastic rings for desk use or 
opens to double-size to hang from its 
own cord on wall or closet door. A 
distinctive feature is the unique tuck-in 
flap for storing the year’s records 
Printed in gray and muted rose on 
heavy white card, it features an ad- 
denda of handy information and is at 
tractively gift-boxed. 
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trongest Link in Any Business System 


There’s no doubt about it — office efficiency means big business for 
you. A practical, workable office system builds that efficiency — cuts 
overhead — saves time and precious profit dollars. 
























@ Old Town Products — offering top service, performance, economy — are 
the strongest link in any chain of office operations. Their long established repu- 
tation for quality and dependability has won acceptance for Old Town with lead- 
ing business concerns everywhere. That is why dealers from coast to coast know 
that when they feature Old Town they are featuring the best in Non-Curling 

| Carbons, Typewriter Ribbons, Duplicating Machines and Supplies. Endless re- 
; search and effort go toward making these scientifically created office supplies . 
the finest on the market today. 

There are still a few choice territories available for an Old Town dealer 
or territory franchise. There’s an Old Town representative in your 
territory. Let him show you, step by step, how Old Town can mean a 
steady income for you for the years ahead. Write for complete informa- 
tion today—ask for your copy of the Old Town Counsellor. 


OLD TOWN CORPORATION 
750 Pacific Street + Broekiyn 38, N.Y. 


Manufacturers of world-renowned OLD TOWN Carbons, 
Ribbons, Duplicating Machines & Supplies 
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JAMESTOWN, N.Y. 





<WATSON= 








* Representing WATSON will b. 





Don Braley, president 
Fred Chindgren, sales manager 
Howard Welshofer, sales dept 


Al Lehninger, Rol-Dex div 


WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
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WATSON 


ESTABLISHED 1887 


Check the Wealsou 
Steck Line! 


You will find many hard to get items. 








800 Line HORIZONTAL UNITS 


32%" wide by 18” deep 


91 COMBINATIONS for Floor Cases, Book Cases, Busses, 
Vaults and Safe Interiors. 


400 Line HIGH LINE and COMPANION UNITS 


71%” and 31%” high 


27 COMBINATIONS of Document File Cases, Roller Shelf 
Cases, Curtain Cases and Legal Blank Cases for state, 
county and municipal buildings. 


3100 Line COUNTER HEIGHT UNITS 


417%" high by 2812” deep 


56 COMBINATIONS of Counter Height Units including Panelled 
and Streamlined Counter Fronts and Continuous Linoleum Tops. 


4100 Line VERTICAL UNITS 


282" deep 


58 COMBINATIONS of Files including Tabulating, Ledger, Tariff, 
Bill, 2-,4- and 5-drawer Legal and Letter Files, and All Standard 
Size Drawers. Inserts Available. 





’ al 


For a Complete Line of Stock Files —— =a 
and Custom Built Equipment — 7-3 ENO By 


aie» See Watson First! Se 


_ BR WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, August 1 


@ ONE OF THE most impressive of industrial records 
established since the war has been that of the British 
office equipment industry. Up to the end of last year 
this industry could point to a new production and 
export “high” for each year since the war. 

Today, Britain is second only to the U. S. A. as the 
world’s major source of supply of this equipment and 
last year America not only stepped up her imports 
from Britain by 660% over 1950, but became the U. K.’s 
best overseas customer. 

This year, in common with other industries, office 
equipment is experiencing the return to more normal 
trading conditions, but one thing which stands out in 
the six monthly export statistics up to June 30, an- 
nounced by the Office Appliance & Business Equip- 
ment Trades Association today, is a further rise in the 
shipments of office machinery to the U. S. A. 

Once again, the volume has increased establishing a 
new record for six months for exports to the States, 
and the revenue from that source shows a 3314% 
appreciation over the same period last year. 

Overall, Britain’s office machinery exports to the 
world dropped slightly from £5,137,816 during the first 
six months of 1952. This was nearly £1 million more 
than during the same half of 1951, and £1,200,000 
more than during the whole 12 months of 1949—to 
£5,050,467, but as this deficiency was even less than 
that experienced in the Brazilian market alone where 
severe sterling economies are in operation, the industry 
may be considered to be more than holding its own. 


> * * 


Of further significance, with competition increasing 
and more countries seeking to supply a greater pro- 
portion of their own demands for such items as type- 
writers and duplicators, is that the major increases 
in revenue were achieved during the six months by 
accounting machinery sales and the export of ma- 
chinery other than the two types mentioned. 

During the six months to June 30, shipments of 
accounting machinery increased from £1,637,823 in 
1952, to £1,758,499 in 1953 and other machinery exclu- 
sive of typewriters, duplicators and inked ribbons, 
from £1,390,242 in 1952 to £1,540,919 in 1953 

. 7 - 

It is as yet too early to assess the results of the 
recent Business Efficiency Exhibition at Olympia last 
June but this show was remarkable for the number 
of new machines introduced and drew a record crowd 
including a greater-than-usual volume of overseas 
visitors. In this respect the comments of the president 
of the International Association of the Office Equip- 
ment Industry that it was “in my opinion the finest 
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exhibition in the world that has ever taken place” 
may be important. 

This opinion, too, seemed to be upheld by J. D. 
Watney, organizer of the business efficiency exhibitions 





Royal Interest in Portable ... When H. R. H. the Duke 
of Gloucester visited the Business Efficiency Exhibition in Olympia, 
London, he showed keen interest in the 8°« pound Empire Aristo- 
crat portable typewriter. Claude Potter, sales director, and 
W. J. Arris, president of the Office Appliance & Business Equpt. 
Trades Assn. show the Duke the portable, similar to one given 
to Her Majesty, the Queen, on behalf of the OABETA, when as 
Princess Elizabeth, she visited the London section of the fair in 
1949.—SER 


in India, where the scope for new office equipment is 
undoubtedly tremendous at this stage. The inter- 
esting aspect of these comments, however, is the con- 
firmation they afford to the view that the ingenuity 
and enterprise of the British office equipment industry 
is such as should enable it to continue to play an 
important part when other foreign countries are in a 
position to manufacture more of their own universally- 
used equipment. 
7. 7 

Imperial Typewriters, Ltd., tell me that in spite of 
ever-increasing and more intensive competition in 
overseas markets, together with the added difficulties 
of import and currency restrictions prevailing in many 
countries, the value of Imperial typewriters sent 
abroad in the first half of this year has maintained 
the same high level as the corresponding period of 
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World's Finest Duplicator 
LIBERATOR MODEL 200 
$] 64.50... Excise Tax) 


FRONT PAPER STOPS 
Guarantees Hairline Registration 
AUTOMATIC ROLLER RELEASE 


Prevents Inking of Impression Roller 


OPEN CYLINDER AUTOMATIC DUAL 
BRUSH INKING 


Assures Even Distribution of Ink 


EASY TO OPERATE 


Minimum Number of Adjustments 























SPEED-O-PRINT CABINET $57.50 Be sure to visit 


Ideal base for your duplicator of heavy gauge steel that 
is dust and vermin proof. Two 12 inch pull out leaves to 
accommodate machine and paper. Adequate storage space BOOTH 108 
for stencils, inks and other duplicating and office supplies 
during the NSOEA Convention 


Available in Futuramic Grey or Ebony Black finishes 
Sept. 26-30 « Conrad Hilton « Chicago 











A WIDE RANGE OF DUPLICATORS 
TO MEET ALL REQUIREMENTS CLOSED CYLINDER AUTOMATIC DUAL BRUSH 
INKING at $20 Extra. 













Other SPEED-O-PRINT Dapéccators 


| LIBERATOR *Wlodel 50 $2950 
| Medel L-P $5950 

 Yedel "L" $6950 
LIBERATOR ‘Wlodel 100 S$1Q95° 


(Plus Excise Tax) 


POSTCARD TO 6 x 9% SIZE **POSTCARD TO LEGAL SIZE yet a 
Welle FOR OUR DEALERS CATALOG 





CHICAGO 13, ILL. J 





1801 W. LARCHMONT AVE. * 
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1952, in which year the company achieved record 
export figures. 

The company has recently produced the Imperial 
dual unit special purpose typewriter which has been 
designed to meet a demand by Government Research 


Departments and Research Departments of large in- 
dustrial concerns at home and abroad to provide on 
one machine a far greater range of characters for the 
typing of mathematical formulae than had hitherto 

Turn to page 124, Please 
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Exhibits Pictured at 3lst Annual 1953 International Milan Fair... 


Manufacturers and dealers from many European coun- 
tries, and the United States participated in the 31st Annual 
International Fair's “Display of Office Equipment.” Some 
of the exhibiting firms at Milan, Italy, follow: 


1. Adrema, addressing machines. 

2. Burroughs Corporation, Burroughs machines and Bell and 
Howell microfilms. 

3. Ferraris Carlo, comptometers, adding and non-writing ma 
chines. 

4. Gallo, Pomi and Company, Monroe multilith machines, filing 
cabinets, furniture and metal safes. 

5. Kardex Italiano, metal filing cabinets and chairs 
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6. E. Levi and Company, Dictaphones and Siemag typewriters 

7. Lips Vago, filing cabinets, furniture and metal safes. 

8. Luciano Luigi Hugnot, Rheinmetall equipment; featuring filing, 
bookkeeping, adding and calculating machines and type 
writers. 

9. Norex, stationers products 

10. Parma Antonio and Figli, filing cabinets and metal safes. 

11. Remington Rand Italia, Powers punch card machines, along 
with bookkeeping, calculating and adding machines 

12. Rotaprint spa, offset machines for the office 

13. Samas, punch card machines, adding and calculating ma 
chines and typewriters. 

14. Senti and Company, Gestetner duplicating machines 

15. Trau, Gelosa, filing cabinets and metal furniture 
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NOW! THE MOST EFFICIENT...ECONOMICAL WRITING 
~~ TOOL EVER MADE FOR BUSINESS AND INDUSTRY 











NOTHING TO PRESS, 
TURN OR FILL IN NEW 
VELVET BALL PEN-CIL 


Here’s the simplest writing instru- 
ment you’ve ever seen. No filling 
mechanism, no ink bladder, nothing 
to push or click. You never have to 
sipp to fill the Velvet Ball Pen-cil. 
It’s already filled with a remarkably 
long-lasting ink supply. 
PRECISION INK-CONTROL 

The Velvet Ball Pen-cil has a brand 


VELVET BALL PEN-CIL WRITES 2000 WORDS A DAY FOR 
SIX MONTHS—NEVER NEEDS SHARPENING OR FILLING! 


' 


i 
patio” 


Mr 


Get big volum 
sales and profits with 
the Velvet Ball Pen-cil 


new kind of precision ink-control so -nationally advertised! 
it will never leak, blot, flood or Be first to sell 
smear. There’s no chance of ink- 


stained clothes or fingers. 

BETTER RECORDS...LOWER COSTS 
It’s so light, so perfectly balanced, 
that it offers new writing ease and 
comfort. Secretaries find it faster, 
smoother for dictation. It gives 
more legible carbon copies. It’s ideal 


for quick memos and clear figure | 


work in accounting and bookkeeping 
departments. Everybody writes 
better with the Velvet Ball Pen-cil. 





No more time wasted 
sharpening p« 


More legible records 
with permanent ink 


BANKER-APPROVED INK IN 
NEW VELVET BALL PEN-CIL 
WON'T SMEAR, BLOT OR FADE 


Only the finest quality permanent 





your customers 


Here’s a whole new concept in writ- 
ing that promises every department 
in business and industry greater 
efficiency, better and longer-lasting 
records, lower costs. 

The new Velvet Ball Pen-cil com- 
bines the best features of both a 
wood pencil and a non-smear ball- 
point pen! 


WRITES ANYWHERE... ANYTIME 
The Velvet Ball Pen-cil saves time 





mileage per penny. Actual tests have 
proved it writes an unbroken line 
over 2 miles long—without stopping. 
Every Velvet Ball Pen-cil will write 
over \% million words—up to six 
months writing 2000 words every 
working day. 


FOR EVERY DEPARTMENT 


Here’s a single writing tool that lets 
you give secretaries, bookkeepers— 
everyone from the office boy to top 


ink—approved by bankers and | because it’s always ready to write executives—the handiest and best 
lawyers—is used in the Velvet Ball | perfectly. There’s no point to break, instrument for his individual writ- 
Pen-cil. This miraculous ink won’t | 80 it never needs sharpening, never ing needs. 


smear, won’t blot, won’t fade. It 
lasts longer than the paper itself. 





Permanent ink never 
smears or blots 


i 
Approved for checks | 


all legal writing 





GUARANTEED BY 
MAKERS OF VENUS AND VELVET 
PENS AND PENCILS 





grows shorter. You never have to 
stop to fill it. There’s nothing to 
press, turn or click, not a single 
moving part to get out of order. 

It does better work. . . writes 
faster, easier and smoother. It comes 
already filled with a long lasting sup- 
ply of permanent, 
banker - approved 
ink that can’t 
smear, leak, blot 
or fade ever. 


MORE WRITING 
MILEAGE 


The new Velvet 
Ball Pen-cil prom- 
ises more writing 


Roll-test proves 
it writes longer 








Economize and buy 
Velvet Ball Pen-cils by 
the dozen in -to-store 
Seaueaedin. 7 ecially 
designed model for busi- 
ness use has no clip or 
protector so employees 
won’t carry it away. Itis 
available with either 
blue or red ink. Order 
from your commercial 
stationer today. 








TRY THE VELVET BALL PEN-CIL YOURSELF. 


Write on your office letterhead for a free sample 
of the Velvet Ball Pen-cil to: 


American Pencil Company, Hoboken, N.J. 








YOUR AMERICAN PENCIL CO. REPRESENTATIVE IS READY TO HELP YOU WITH A POWERFUL SALES PROMOTION PROGRAM. 
1953 
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Bank of Mexico Uses 
Modern-Type Fixtures 


by Mabel F. Knight 

With its business tentacles stretching all over Mexico 
and beyond, the Banco (Bank) of Mexico has met the 
n2ed for the latest type of installations in its offices, 
both for the convenience of its clients and clerks. 

Go into the bank, right in the center of the city on 
Cinco de Mayo, and one is not conscious of the crowds 
for it is so spacious. 

Housed within are the departments for economics, 
legal and industrial investigation. The latter depart- 
ment was back of Amours’ efforts to get a tortilla flour 
that would last months instead of 24 hours, and was 
successful, too. The bank saw that the factory in 
another part of the city had the correct type of 
machinery. 

These are impressions regarding just how important 
the Bank of Mexico is and they set the stage for a dis- 
cussion of the unique furnishings. 

So, now we are in the grandiose lobby of the bank 
and find it really overwhelming in its magnificence 
We go behind the tall counters and find there are 
drawers for reference papers so that the customers do 
not have to wait while the clerk proceeds to some 
other department for information wanted. Instead, 
she can pull out one of these many drawers and in a 
moment give the perhaps-impatient clients just the 
figures needed. 

Then, it is noted that besides some of these many 
drawers are sliding doors where cumbersome objects 
that will not go into those small drawers may be kept, 
articles such as reference books. Interesting, too, is 
the fact that the chief officers in charge of each de- 
partment have a room with glass installed part way 
up. This does not shut off the air but affords privacy 
as one can not see through the glass 

When the typist is hard at work and has a letter 
to put aside there are those charolas or trays right at 
hand on her desk. Sometimes there are three sections 
which may be shut up tight when the closing hour 

Turn to page 142, Please 


Their Plant Furnished Bank The father and 
sons triumvirate of managership of D. M. Nacional stands in 
front of the plant entrance. It was this firm which furnished 
the equipment for the Bank of Mexico. From left are Armando 
Galindo; Antonio Ruiz Galindo, Sr., originator and president of 
D. M.; and Antonio Ruiz Galindo, Jr., vice-president. 
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Counter Convenience Furnishings in the Bank of 
Mexico which provide a handsome and utilitarian service in 
meeting the needs of customers. 


Equipped by D. M... . More of the Distribuidora Mexicana, 
S. A. equipment installed in the Bank of Mexico. The steel files, 
finished to resemble wood, have a sliding door and lock feature. 


. 
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For Filing Documents ... All of these drawers in the 
Bank of Mexico contain important documents. The installation 
was made by the Distribuidora Mexicana, S. A 
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‘Columbus discovered. America-— its time YOU discovered Oxford PENDAFLEX” 








Set SAIL with COLUMBUS 
for BIGGER SALES — 


OCTOBER-Oxford | 
PENDAFLEX MON 


HERES HOW YOU CAN CASH IN: 


1~~ Oxford will pay your salesmen up to a 2% Commission 
on Pendaflex sales during the month of October. 


2~—~ Put in our special “Columbus window display and attract 
Street traffic to your store. 


B—~Send our ‘Columbus and the Egg" sales letter to your 
mailing list-- a sure-fire lead-getter / 


4u~~ Runa Columbus Sales Contest in your organization during 


OCTOBER 
PENDAFLEX MONTH 


—eer ORD FILING SUPPLY COMPANY, INC 
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B.C. Allen presen 


Here’s the typewriter news of the year —the ALL-NEW R. C. Allen 
Visomatic with exclusive Visomatic Margin! Now you can own a 
DeLuxe typewriter embodying more advanced features than any type- 
writer on the market today — and yet the price is that of ordinary 


standard typewriters! 


Try this All-New R. C. Allen Visomatic Typewriter first. The typist 
whose work demands the ultimate in distinctive appearance will dis- 


cover typing at its very best. 


What ‘‘Visomatic Margin’’ Means to YOU. 


Now, with the New Visomatic Typewriter, the one- 
hand margin mechanism is completely automatic. 
Simply touch margin set keys located near carriage 
release keys on either side of carriage and move 
carriage to desired location. Stop indicators show 
exact location on margin scale. Your typing flows 
smoothly, swiftly. 


_ 








New, One-Hand Platen Removal 
— Touch one lever on the new Viso- 
matic Typewriter——and out comes 
the platen. Ends ribbon smudge, 
permits fast, easy change of platen. 


Dust-Free Streamlined Housing 
—The vital mechanism at the rear 
of the typewriter is shielded from 
dust and grime with this new stream- 
lined housing. 


Full-View Tab Control Panel 
— Easy-to-reach tab set and tab 
clear keys are at your fingertips. 
You can clear all or any selected tabs 
at a touch. 


New Line Space Mechanism—tine 
spacing as simple as 1-2-3. Change 
from single to double to triple space 
with instant adjustment. 


Finger-Formed Key Tops—sroader, 
concave key tops with lifetime let- 
tering insure more accurate, faster 
typing. Note larger tab and back 
space key design. 


Perfect Key Alignment — Every 
scientific means used to insure per- 
fect alignment, uniform key pressure, 
even and uniform impressions. 








the all-new Visomeatre. typewriter 


with the sensational, exclusive **Visomatic Margin” 





rAelemme 4S), |: 





Finished in Smart New Colors! The Typewriter Value of the Year! 

The new Visomatic Typewriter is finished in the new Feature for feature, the R. C. Allen Visomatic type- 

eye-easy Mist Gray shade to blend perfectly with your writer gives you more for your money . . . more daily 

office de ation. Also available in distinctive Cocoa typing output ... more typing accuracy . .. more 

Velvet or traditional Cool Green when specified. speed . . . more typing ease. Let the Visomatic prove 
itself in your office. 


Write for full details in colorful FREE literature today! 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N. W., Grand Rapids, Mich. 





New Appointments 


Heads Macey-Fowler, Inc.... 


Macey-Fowler, Inc., with showrooms at 305 
E. 63rd St., New York, N. Y., and 150 Cause 
way St., Boston, Mass., distributors of fine 
executive office furniture, have announced 
the choice of Robert A. Berger as president. 
Mr. Berger, formerly vice-president in charge 
of sales at Stow & Davis Furniture Co., had 
risen rapidly in executive ranks of that 
company, becoming purchasing agent, assist 
ant sales manager, sales manager and finally 
vice-president in 1945. 





New Sales Manager... 


Wallace G. Jones has been appointed as sales 
manager of the Office Accessories Corp 
Encino, Calif. In his new capacity he plans 
a national sales campaign of the Jiffy Mailer 
Genie Letter Opener, Oasis moistener, Mecca 
stamp holder and the other products of Of 
fice Accessories Corp. For the past five years 
Mr. Jones has held a similar position with the 
Bert Morris Co. Mr. Jones will be in his new 
firm's booth No. 234 at the NSOEA convention 
to greet his friends 





R. C. Allen Administrator... 


R. C. Allen Business Machines, Inc., an 
nounces the assignment of vice-president 
Roy A. Buchoz to the newly created West 
coast administrative territory. Mr. Buchoz 
will have direct supervision of sales and 
company policies in the eight-state region 
This assignment follows his service as 
executive vice-president and vice-president 
in charge of sales promotion. In this posi 
tion he will devote his full attention to 
sales and dealer relationships. This wil 
place a company official closer to the 
dealer in this important market 





Burroughs New Trenton 
Manager... 


Don E. Large, who has been assistant export 
manager of Burroughs Corp. for the past 
seven years, has been appointed manager of 
the branch in Trenton, N.J., effective August | 
Mr. Large replaces Harry D. Fritts, who has 
been promoted to assistant manager of the 
corporation's Great Lakes region Joining 
Burroughs in 1937 as a junior’salesman, Mr 
Large has wide experience with the organiza 
tion. 





Royal Metal Sales Manager... 


J. R. Middleton has been appointed sales 
manager of the office-school-industrial di 
vision of Royal Metal Manufacturing Com 
pany, it has been announced by H. A 
Green, president of the Chicago metal 
furniture firm. Mr. Middleton's appointment 
is part of the decentralization of Royal's 
executive sales organization. Mr. Middleton 
owned a Chicago dealer and distributor 
ship in mechanical typing equipment and 
kindred products before joining the Royal 
organization. He also has been vice-presi 
dent in charge of sales, promotion, and ad 
vertising for Commercial Furniture Com 
pany, Chicago. 





Named on Committee... 


R. H. Potter, vice-president in charge of sales 
of the Autopoint Co., recently was appointed 
to the executive committee of the Fountain 
Pen & Mechanical Pencil Manufacturers Assn 

Inc. A pioneer in the automatic pencil in 
dustry, Mr. Potter joined Autopoint in 1935 
Prior to that time, he was associated with two 
other leading automatic pen and pencil manu 
facturers 





Serves B. L. Marble Chair Co.... 


Recently appointed by the B. L. Marble Chair 
Company as sales co-ordinator is Clem B 
Cosgrove, who has had wide sales experience 
both in and out of the industry. Prior to his 
affiliation with B. L. Marble, Mr. Cosgrove 
was field sales manager of the Clarin Mig 
Co. of Chicago and prior to that was a sen 
ior sales supervisor for the Ansco Film Co 
serving in many sections of the United States 
During the war he was with the U.S. Air 
Forces. He was educated at Boston College 
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Guest BOOR . 





Bob Silvers of Frederick-Sherry Office Supply Com- 
pany, Minneapolis, called at this journal’s offices on 
July 14, accompanied by his children, Frederick and 
Sherry, whom he calls his managers. As a means of 
solving the vacation problem to best satisfaction, the 
store was closed for one week. A letter to customers 
telling of the plan and suggesting that their require- 
ments be anticipated resulted in a substantial increase 
in business before the store went on a holiday. It also 
created good will among customers. 


Fred C. Schaefer, vice-president of Sanford Ink 
Company, favored Orrice APPLIANCES with a brief visit 
on July 16. Fred maintains his interest in the North- 
west and continues to make his home in St. Paul. A 
charter member of the Northwest Travelers Club and 
of the field division of NSOEA, he has a host of friends 
in the Seventh District and is most happy when he can 
render someone a favor. 


E. A. Ferris of Edmar, Inc., Eau Claire, Wis., dropped 
in at Orrice AppLIANCEs for a brief visit on August 3 
He reported an improvement in manufacturing ar- 
rangements and showed a new set of marking stamps 
in an attractive plastic container. He reported that a 
large quantity of the new unit was in the process of 
manufacture to meet dealer requirements 

















DATES TO REMEMBER 























September 23-26 Marking Devices As 
Edgewater Beach Hotel, Chicago. 
September 26-30. Nationa! Stationery & A 47 
annual convention. Conrad Hilton Hotel hicag | Pa Burbank, gen 
eral manager, 740 Investment Building, Washington 5, D 
October 5-7. T Business Show, Secor Hotel, Toledc sck Senr 
nanager 
October 19-24. The 953 National Bus “ and slace 
New York, N. Y. Rudolph Lang, managing director, 33 W. 42nd St., New 
rk 18, N, 
1954 CONVENTIONS 
March !-4. Wholesale Stationers Ass st 38+ 
t je how Hote New Yorker New : 
March 31-April 1-2. District 4, NSOEA, V Park, St. Peterst 3, Fla. 
April 9-10. Dist 3 NSOEA, Commodore Hot New York t 
April 20-22. Nat 3! Association of College Stores, Hote ; hicag 
April 22-23. District 8, NSOEA, Hote! T s Tulsa kla 
April 29-30. District 9, NSOEA, Buena V 4 B 
May 6-7. District 6. NSOEA, Hotel Mora 
May 8-11 Nat 3 Dice Furniture As 
hn R. Gray, executive director, 327 S. LaSalle St., Chicago 4 
May 13-14. Distr NSOEA. Site 
May 16-19. Stationers’ Guild of Canada 
King Edward Hote Toronto, Canada. Fre R. Smart 
+e 306 ig R nw na St WwW Tore n+ tar 
May 17-18. District 14, NSOEA, Westward H Phoenix, A 
May 20-2! 2, NSOEA, The Ahwahne Yosemite Nat s| Park 
May 24-25 NSOEA. The Broadr 
May 27-28. NSOEA, Sun Valley Idat 
June 4-5. Dist NSOEA, Poland Springs H e, Pola prings, Me 
June 7-8. District 5, NSOEA, site not yet a unced 
June 10-11. District 3, NSOEA te not yet a ince 
June 17-18. District 2, NSOEA, Whitefac« ske P 
June 21-23 Nati 3 Office Machine Deale A af ) ; ven? 
wind exhibit Chase-Park Plaza Hote t. Lou Mo He i Mann ex 
utive secretary 267 N Wilton Place l Angele 38 
September 18-22. Nationa! Stationery & Office Equipment Association's 
48th annua vention. Conrad Hilt Hot Chicag Paul Burbank 
740 Investment Build W ast gto [ 
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Corrugated Fibre Board 


, TRANSPER rts | 
| & 


SUPER) WICTORY 
7 W l { R ) TRUNK TYPE, METAL STITCHED Wiza' D 











| STEEL FRONT * 
| Carefully, Desiqued Attractive Features hb & i 
| Thoroughly Tested «0 tu Coat Easy to Stack | 
Wes 

sae 
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~~ : 

SLIDES EASILY—Entire UMMED TAPES—All 
surface of top and bottom nts are metal stitched oat 
is smooth and undivided the factory—can't come 
Easy to slide filled cases on apart. No clips or tools 


or off stacks ever needed 


— 


a 


COVER ATTACHED—Ex- 
tends clear across. No 
obstructing fiaps to hold 
bock while filling case or 
referring to contents 


= 


— 


ONLY ONE FASTENER— 
Holds cover down fightly 
Located on the side—ouvut 
of the way for firm stack- 
ing. Quickly tied or untied 


VICTORY 


TRUNK TYPE—METAL STITCHED 
TRANSFER STORAGE CASE 


This popular case meets all demands for service- 


ability and convenience at an economical price. 


An important feature of The 
Victory Case is the exclusive 
strengthening insert which 
gives added reinforcement to 
the ends and bottom where 
ordinary cases fail. It slips 
easily into place during as- 
sembly. 


record storage requirement. 


Unique construction features give it more than 
ample durability. It's neat appearing and can be 
set up for use in less than a minute without the use 


of tools or gummed tape. Made in sizes for every 
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Super Wizerd Coses con be safely 
stacked high and wide. Exceptiona! 
strength for the weight of the contents 
is provided by the steel frame around 
the front edge. A simple but positive 


ocking device joins the units securely, 
yet it is easy to disjoin and restock 


the cases if necessary 
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Extra strong corrugated fibre board 





The back is supported by a special 


panel held firmly in place by a shell is further reinforced at the front 


dependable fastener edges by a rigid steel! frame. 


SUPER 


WAAR 


STEEL FRONT TRANSFER STORAGE CASE 


A thoroughly tested combination of all the desirable 
features wanted in a transfer case are found in the Super 
Wizard. The shell has an attractive stippled gray surface 
which matches the gray baked enamel finish on the steel 
drawer front. Assembly is quick and easy — no tools or 
tape are needed. Available in four popular sizes. 











Steel frames made especially for 
Wizard Cases provide exceptional 
strength for stacking. Slips on easily 
during assembly. Becomes a per- 
manent part of the case, keeps it 
square and assures free movement 
of drawers. Finished in durable 
gray baked enamel. Locking pins 


hold stacks in perfect alignment 





WiiZARD 


PULL-OUT-DRAWER 
TRANSFER STORAGE CASE 


Lasting endurance is built into this dependable 
case. Both the outside shell and the drawer are 
made of strong corrugated fibre board. Four flaps 
turned in along the front edges strengthen the 
shell and hold it in alignment. A special panel 
and fastener give added strength to the back. 
Drawers operate freely. They are metal stitched 
and double thick along the sides and at both ends. 
Made in Letter, Legal, Invoice and Check sizes. 
Can be set up in a jiffy. 





The Weis Manufacturing Company 
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Now! each key 4 


.».saves 
up to 50% 
hand motion 


[WE ‘KEYBOARD 
Sational adding machine § 


Now, you can add and list without depressing a motor 
bar! On tl vy National every amount key is electri- 
fied! Simp ss the keys you want to add—the ma- 
chine dose nstantly! You save up to 50% hand 
motion 

National's “feather-touch” action makes it easier than 
ever to pl two or more keys at once—more time- 
saving! A phers print automatically—still more time 
saved! Operators like it—they do their work with so 

ch | nd effort. 

Printed words cannot explain all the advantages of 
this “Li Keyboard. See it today! 
Contact D Office, Adding Machine Division, now, for 


the complete adding machine line dealer- 


THE NATIONAL CASH REGISTER COMPANY, varron 9,on10 
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“Live” Keyboard plus 8 
other time-saving fea- 


tures combined only on 
National: Automatic Clear 
Signal * Subtractions in red 
* Automatic Credit Balance 
* Automatic space-up of tape 
when total prints * Large 
Answer Dials * Easy-touch 
Key Action °¢ Full-Visible 
Keyboard, Automatic Ciphers 
* Rugged-Duty Construction. 


its own motor bar... 





now you 
can forget 
the motor bar! 
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Fifth District Motor City Group 
Enjoys Golf Outing in Detroit 
Reported by Robert M. Lamson 


The Motor City groups of the Fifth District Travelers 
Club met on July 15 for golf, friendship, softball and 
a rousing banquet at Glen Oaks Club just outside 
Detroit. Gene Grenon, Leonard Office Supply, was at 
the helm for a party which progressed from morning 
until late at night. 

With perfect weather, many partook of the golf 
and by late afternoon still had enough stamina to 
endure the traditional dealers-travelers softball game. 

The travelers were again far too good for the 
dealers and the game wound up with a lopsided score 
despite the fact that for the spectators it looked like 
a good contest. 

The banquet itself was a masterpiece in respect 
to the good steaks and was handsomely aided and 
abetted by the awarding of some $350 worth of useful 
and handsome prizes. 

Harry Balch, Quality Park Envelope Company, and 
Gordon Kickels, C. L. Barkley & Company, continued 
their winning ways. 


Lens Views of Detroit Stationers Party in District No. 5 NSOEA... 


1. Mr. & Mrs. Martin Rott, Shelby Office Supply Co.; Jack Sayers 
Moore Business Forms; Mr. & Mrs. Tem Riendl. Peerless-Imperial. 

2. Jerry Silver, Silver Office Supply Co.; Ernie Thacker, Corry-James 
town Mfg. Corp.; Ira Silver, Silver Office Supply Co. 

3. Mrs. Scott Purvis, Tom Mahoney, Scott Purvis, Ernie Raasch, Mrs 
Foran, Hal Foran (front), all of Joseph Dixon Crucible Co. 

4. Joe Rabaut, Beecher, Pek & Lewis; Gordon Kickels, C. L. Barkley 
Nae Dean Linson, Eversharp, Inc.; John Rabaut, Plymouth Rubber 
0. 


5. C. Watson, Fisher Body Co.; Joe Magyari, Ryan, Inc.; Hugh Green 
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NOFA Chapter Holds Golf Outing 


The yearly summer outing and golf tournament of 
the Philadelphia chapter of the National Office Furn- 
iture Association was held on June 24 at the Manu- 
facturers’ Golf & Country Club, Oreland, Pa. 

Of the 36 attending, seven were manufacturers’ rep- 
resentatives, 11 were from member firms and 10 were 
guests. Among the latter were Ralph Hersh, Claude 
Kurshner, Lester Barish, William Harper, Albert Sat- 
mary, Henry Lobel, Len Stevens, Frank Lazzard and 
Leslie Golden. 

Winners of the day’s prizes were Jack Emhart, 
Claude Kurshner, Joe Mazer, Ed Keeling, Horace Laur- 
ence, Henry Lobel, Len Stevens, Frank Lazzard and Her- 
man Marx. The prizes were donated by Neiman Steel 
Equipment Company, Dorset Steel Equipment Com- 
pany, Columbia Steel Equipment Company, Corry- 
Jamestown Manufacturing Company, Peerless Steel 
Equipment Company, Perfect Rubber Seat Cushion 
Company, Polar Manufacturing Company, Young Chair 
Company, Harper Manufacturing Company and Sid 
Lichtenstein 





(More Pictures on Page 84 
berg, Detroit Office Equipment Co.; Morey Wasserman, Home Of 
fice Supply Co. Inc.; W. H. Bretzlaff, Jr., Detroit Office Equipment 
Co.; H. E. Scheu, Invincible Metal Furniture Co 

6. Mrs. & Mr. H. Stingel, Macdonald & Stingel, Saginaw, Mich. 

7. Mrs. & Mr. Scott Purvis, Joseph Dixon Crucible C Joe Miney 
Service Office Supply Co. 

8. Mrs. Scott Purvis, Marge Grenon, Mrs i. Thompson, Mrs. | 
Thompson, Mrs. Roscoe Benge; Mrs. A. Riendl, Mrs. Bonnie Spurt 
Mary Lou Hopkins, Mrs. F. Rott 

9. Mrs. H. Jessee, Mrs. Jessee, Jr., Miss Moore. 
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cement 


Act 


ow we've got a -forwulla that 
& paying off big! 


VAAN 


/ 


nd “100” 


saies 40 


, now 


says Mr. Melvin Cooper, Secretary-Treasurer of the 


ffice Equipment Co., Inc., 97 S. Second St., Memphis, Tenn. 


Y~A 
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iy this idea grew out of the big promotion 
in February. The one that introduced the 
Series .Mosler Safes. We were in it 


} 


every promotional tool Mosler put out. 


rsonal sales calls than usual, too. And we 


to the tune of a 140% sales increase! 


And Mosler gave us something that reall, 


nal selling. It’s a brand “27a 


terrific! We're 


new 
using it right along—and 
“ above the February level. The 


. The selling’s easy. And we’re making 


IF IT’S MOSLER ... IT’S SAFE 
* Mosler Safe “: 
» r Since 1848 
bank vaults Mosler built the U.S. Gold Storage Vaults 
1k vau hat withstood the Atomic Bomb at Hiroshima 


1953 


weed sus 
—. ? |. .o ) >. hah 











say this new Mosler 


HAVE YOU SEEN IT? Dealers who have, 
**2-Call” system is the finest and simplest piece of sales 
strategy they’ve ever used. And the most effective, too, 
for the prospect literally has no answer to the logic it 


presents—except to buy! Details of the system and full 
instructions covering the powerful new saies tools you use 
are given to Mosler Dealers in the brochure shown above. 
Want to see it? Want more facts? Write, phone or wire 


The Mosler Safe Company, Dept. OA9, Hamilton, Ohio 
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More Pictures from Detroit Stationers Golf Outing... 


1. John Wakeland, Esterbrook Pen Co Don LaVigne, Rockwell- 
Barnes Co.; R. Cairns and J. Voelkner, Lynn B. Emery Co. 

2. George Watts, Beecher, Peck & Lewis; Charlie Rabout, Charles 
P. Rabaut & Assoc.; Tom Lowe, Minnesota Mining & Mfg. Co 

3. Scott Purvis, Joseph Dixon Crucible Co.; Gene Grenon, Leonard's 
Office Supply; Howard Denomee, Bussing’s 

. Austin Waterbury and Joe Stuckert, The Carter's Ink Co Bob 
Auld, Charles P. Rabaut & Assoc.; J. Jameson, The Carter's Ink 
Co. 

. Jim Barrett and Tom Lowe, Minnesota Mining & Mig. Co.; Andy 
Miller, Wilson Jones Co. 


Story on Page 82) 


6. Cal Long, Cramer Posture Chair Co., Inc.; Pat Patterson, Vail 
Mig. Co.; Jack Luke, Sengbusch Self-Closing Inkstand Co.; M. 
Flagenhamer 
Don LaVigne, Rockwell-Barnes Co. and Al Close, Service Office 
Supply Co. 

Doug Allen, American Pad & Paper Herb Wilking, Wilking 
Office Supply Co.; Tom Lowe, Minnesota Mining & Mfg. Co. 
Bob Lamson, Yawman 6&6 Erbe Mig. Co.; Mrs. Ron Douglass. 
Harry Valentine, Tom Lowe and Charles Smith, all Minnesota 
Mining & Mfg. Co. 

M. Flagenhamer, Ted Hale, Ted Hale Co.; Henry Teneau, Service 
Office Supply Co. 





AMA Conference Schedule for 1953-54 


Close to 50,000 business executives from the United 
States and many foreign countries are expected to 
participate in meetings sponsored by the American 
Management Association 

For 1953-54, the association has scheduled 12 large- 
scale national conferences in eight fields of business 
management and a number of one-day briefing ses- 
sions on specific topics. Two conferences will be held 
during the year on personnel, manufacturing, insur- 
ance and general management with one each on 


finance, marketing, office management and packaging. 


New York, Chicago, Philadelphia, Cleveland, San Fran- 
cisco and Atlantic City will play host to these sessions 
Concurrent with the packaging conference will be the 
association’s 23rd National Packaging Exposition, 
scheduled for April 5-8 at the Atlantic City Auditorium. 
Attendance is likely to surpass the 27,000 mark set in 
1953. 

Approximately 4,000 executives will take part in 280 
seminars on specific business problems meeting at the 
AMA Management Center in New York, Chicago and 
Detroit. The five-week management course in the basic 
principles, skills and tools of management will be in 
session for 39 weeks. The conference schedule includes 
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personnel, office management, manufacturing, insur- 
ance, finance, marketing, general management and 
packaging. 

The complete program of workshop and orientation 
seminars may be obtained from the director of this 
activity, AMA Management Center, 330 W. 42nd St. 
New York 36, N. Y. Brochures describing the manage- 
ment course are available from the director, AMA 
Management Course, 10th Floor, Hotel Astor, Times 
Square, New York 19, N. Y. 





Facit & Odhner Dealers Convene 


Facit, Inc., sole American distributor of the Swedish- 
manufactured Facit calculators and Odhner adding 
machines, now has established distribution and serv- 
icing centers on a coast-to-coast basis, according to 
Erik A Ohlsson, Facit president 

Mr. Ohlsson’s announcement was made at Facit’s 
first convention of New York distributors, held at the 
Stockholm Restaurant, New York, N.Y. Mr. Ohlsson 
declared that 70 dealers throughout the country aré 
today distributing both the calculator and the adding 
machine. 

National service facilities for both machines includé 
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your customers will appreciate 
the beauty and quality of 


ASE’s complete line 


of steel office furniture 





The 6000 line ASE steel desks 
and tables... along with the new ASE 

steel office chairs ... make the 
perfect picture of the modern office 


ro) ME elute) aceh a 


re lechiliels) (Mice lent 
dealership may be open in 
your area. Write Dept. C today 


for complete information. 


ALL-STEEL EQUIPMENT INC. 


44 GRIFFITH AVENUE, AURORA, ILLINOIS 
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a 10-year supply of spare parts, the president noted 
Quotas of machines from Sweden have been progres- 
sively increased by Aktiebolaget Atvidabergs Industrier, 
Stockholm parent organization of Facit, Inc., as the 
Swedish office equipment has gained acceptance with 
American customers, he said 

“Both the Facit and the Odhner also are distributed 
in 104 countries.” 

Bengt Ljungquist, veteran Facit service manager who 
has supervised maintenance operations for the Facit 
and the Odhner in many countries, discussed mainten- 
ance and replacement techniques. He pointed out that 
the machines are highly durable and require little 
maintenance under normal! conditions, being rustproof 
and resistant to extremes of weather. The Swedish- 
designed machines have been made “as near fool- 
proof as engineers could make them,” he said. The 
company’s dealer training system has been “highly 
satisfactory” and maintenance needs of the machines 
are being met rapidly, Mr. Ljungquist added. 

Ernst Harboe, Eastern district manager, and Sender 
Jaari, Central district manager, reported sales tech- 
niques used effectively by dealers in their territories. 
Louis Merlano, Greater New York district manager, 
acted as toastmaster at the dealer meeting. 





Office Equipment Firms to Exhibit 


Leading manufacturers in the office equipment and 
stationery field plan to exhibit at the 124th national 
meeting of the American Chemical Society, Division of 
Chemical Literature, to be held at the Palmer House, 
Chicago, September 9-11. The subject for the sym- 
posium is “Equipment for the Preparation, Reproduc- 
tion and Utilization of Technical Information.” 

The following are among the leading manufacturers 
who will demonstrate: 


Addressograph-Multigraph ndust il Photography 
Corp. rchant Calculators, Inc 
American Photocopy Equip- McBee Co., The 
ment Merritt Lacey Corp., The 
Atlas Stencil Files Corp Microtext Publishing Corp 
Benson-Lehner Corp Monroe Calculating Machin 
Charles Beseler Co or In 
Charles Bruning Co. In« Nu-Plan Record Co 
Business Efficiency Aid Old Town Corp 
Copease Company Olivetti Corp. of America 
Copy-Craft, Inc Ozalid Division of General 
Ralph C. Coxhead Corp Aniline & Film Corp 


Curta Sales, Inc. iblishers Authorized 

A. B. Dick Co. Binding Service 
Dictaphone Corp temington Rand Inc 
Ditto, Ine tobertson Photo-Mechanix, 
Eastman Kodak Co Ine 


Ferris Business Equipment Shaw-Walker Co 
Inc Times Facsimile Corp 
Filmsort, Inc Varigraph Co., Inc., The 
General Binding Corp estern Union Telegraph Ce 
Haloid Co., The nchester Industries, Inc 
Almost $300,000,000 a year is said to be spent by 
chemical firms in research—20% of money paid out 
for this purpose by all industry. In addition, almost 16,- 
000 scientists and engineers work to find new products 


and ideas for the chemical companies 





Connecticut Valley OMDA Installs Officers 
The newly organized Connecticut Valley Office 
Machine Dealers Association recently installed officers 
and received its charter in the.national organization. 
Officers installed were: president, R. A. Testa, Con- 
necticut Typewriter Company, Hartford; vice-presi- 





dent, James Fletche, Reliance Typewriters Company, 
New Haven; and secretary-treasurer, John A. Orfitelli, 
Sr., Hartford Typewriter Company. Also installed at 
the meeting was the board of directors. 





NCOMDA Enjoys Yosemite Meeting 

Northern California Office Machine Dealers were 
hosts for a three-day meeting, May 22-23-24, to the 
Office Machine Dealers Associations of San Diego and 





In Attendance at NCOMDA Meeting... 

1. Gordon Miller, past president NOMDA; C. Elmer Anderson, past 
president NOMDA: Ed Peck, president of NCOMDA; Dr. Paul 
Lofgren, banquet speaker; Dick Buzzel, president of SDOMDA 
David Hendler, president of SCOMDA. President Peck receives 
the gavel from C. Elmer Anderson by tendering a $5 bill as fine 
for supposedly “‘lost’’ gavel. 
The “‘brass’’—Dick Buzzel, president of SDOMDA: Dave Hendler 
president of SCOMDA: Ed Peck, president of NCOMDA; Ralph 
Archinal, vice-president of NCOMDA; Johnny Romano (rear) presi- 
dent of California State OMDA and recently elected president of 
NOMDA 

3. Nick Fucci and Irving R. Ritchie, past presidents of NOMDA,. with 
Ann Fucci. The easterners were guests of the California dealers. 
The Fuccis were headed east after a honeymoon in Hawaii and 
enjoyed this introduction to Yosemite Valley 

Southern California, with officers and members of 

Pacific Northwest Office Machine Dealers joining in 
This meeting, held at the beautiful Ahwahnee Hotel 





Display Rockwell-Barnes Furni- 
ture ...A feature of the National Secre 
taries Assn., national convention in Dallas 
Tex., recently was the exhibition of Rock- 
well-Barnes modular furniture by Mabe 
Office Supply, 506 Main St., Fort Worth 
Tex. Pictured are: 1. Lloyd Mabe stands in 
his booth while Mrs. Mary Blackburn, new 
president of the National Secretaries Assn. 
is seated at a Rockwell-Barnes steel! 
modular unit. 2. Mrs. George Fay Mabe 
wife of dealer. 3. Jim Mabe and his wife 
Rosemary, in the booth. Jim is the firm 
proprietor’s son and works in the store 
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va af SULCESD Mr. Dealer: Sell the Line That 
think of Sells for You—Stock SUCCESS ! 


ENIIAR Your selling job is easier... your profits 
are greater...and your stock is complete 


when you sell SUCCESS. Here is a truly 
















and 


distinctive, modern line of desk and wall 


When YOU think calendars—designed to keep pace with 


your needs and sold with a policy that 

af CALENDARS protects your profits. Your customers can 
: rely on SUCCESS quality...and you can 

bee think of depend upon SUCCESS sales . . . because the 


| loyalty of our dealers is as important to us 

. as the perfection of every SUCCESS calendar. 
“ ee . Write for Your Copy of the New 1954 
SUCCESS Catalog Now ! 


COLUMBIAN Att WORKS, INC, 


2300 West Cornell St. * Milwaukee 9, Wis. 
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in famed Yosemite Valley, proved to be a huge success, 
with 175 persons in attendance. 

Panel discussions were well attended and thought to 
be the best ever held. Subjects dealt with were adver- 
tising, service, sales, management and the various 
phases of our business. 

The meeting drew national figures. Among the past 
presidents of NOMDA who attended were Nicholas 
Fucci, and his wife, of New Jersey; I. R. Ritchie, of 
Typewriter Distributors, Inc., of New York; C. Elmer 
Anderson of Pasadena, Calif., and Gordon Miller of Los 
Angeles. Harold Mann, executive secretary of the Na- 
tional Association, was in attendance, and the presi- 
dents and officers of all the local associations along the 
Pacific Coast. 

It was the hope of the Northern California president 
that this would be an annual event 





Wholesale Stationers Confer 

An Upstate New York group conference of the 
Wholesale Stationers’ Association of America met at 
Hotel Sheraton, Rochester, N. Y. 

Max A. Goldstein and Louis Oelwang of Scrantom’s 
Book & Stationery Company, and William Shore of the 
Rochester News Company, assisted H. C. Whittemore, 
general manager of the association, in directing the 
conference.—GET 





OMDA Chapter Elects Officers 


The Indiana-Kentucky chapter of OMDA held their 
late-July meeting at the French Lick Hotel, Blooming- 
ton, Ind. Discussions at the meeting centered around 
typewriters, specifically rental rates, service charges, 
used machine prices, diversification and electrics. 

Highlighting the meeting was the election of officers. 
On recommendation of the nominating committee the 
following officers were elected for the ensuing year: 

President, Paul E. Cockrill, Indianapolis; vice-presi- 
dent, Howard Bland, Indianapolis, and secretary-treas- 
urer, H. H. Marlin, Bloomington. The new directors are 
L. A. Bland, Indianapolis; A. B. Connelly, Evansville 
and R. W. Yelton, Anderson 





Sales Training School Conducted by Victor 


Pictured here are those who attended the final ses- 
sion of the sales training school, conducted by Reming- 
ton Rand Inc. and the Victory Safe & Equipment Com- 
pany, which was held in Boston at the Hotel Sheraton- 
Plaza, June 18 through June 25 

The school, which conducted eight such sessions dur- 
ing the past year, has been met with enthusiastic re- 
sponse throughout the country. An impressive attend- 
ance of over 1200 salesmen represented close to 300 
dealers. The eight cities visited were Garden City, New 
York, San Francisco, Los Angeles, Chicago, Pittsburgh, 
Philadelphia, and Boston 

After a summer recess, the school will resume its 
activities on September 9 with the first meeting at the 
Curtis Hotel in Minneapolis. Four other sessions are 
planned, which will bring the sales training school to 
Kansas City, St. Louis, Detroit and Cleveland. The final 
meeting in Cleveland will close November 24 


Sales School ... Group at Victor Safe 
& Equipment Co. and Remington Rand 
Inc. sales training school in Boston. 


Philadelphia NOFA Chapter Meets 


The July meeting of the Philadelphia chapter of) 
NOFA was held recently at Kelly’s. Seven member) 
firms were represented and 8 manufacturers’ rep4 
resentatives attended. George Wray was welcomed to 
the meeting and discussions were held on a future 
meeting place and the possibility of an outing in the) 
near future 





Schlanger, Kreps Lead Stationer “Golfers 

With the season progressing well into the summer, 
J. Schlanger leads Class A and M. Kreps tops Class 8 
of the Stationers Golf Association of New York. These} 
men have piled up so many points that it will be 
difficult for them to be headed. : 

The eighth tournament was played on August 4 af 
Tamarack Country Club, Greenwich, Conn., with How- 
ard S. Sanders, Stationers Board of Trade, as the host% 





Dallas Firm Remodels 

The Stewart Office Supply Company, 1523 Commerce 
St., Dallas, Tex., recently opened its remodeled and 
enlarged display section with a special display of 
functional office furniture as a feature of the occasion, 

The firm has consolidated its general and city salegy 
offices, delivery department and warehouse in the sam@ 
building, at 400 S. Austin St. leaving its quarters on 
Commerce street devoted completely to office furniture 
and equipment displays.—JHR 








Filing Urged for Promptness 

“You Can Find It if You File It” is the theme of 
recent advertising campaign of Pacific Stationery Com- 
pany, Portland, Ore. Well-stocked with files, the firm 
displays them on the right and left of the store as well 
as down a center aisle. i 

Magazine readers are familiar with the humorous 
side of filing. This business of eternal harassment ove 
inability to find an important letter is almost a stock) 
joke in general publications as well as business maga 
zines. A tie-in with such cartoons is sometimes an effec4 
tive way to reach the businessman who feels the dire 
need of a fool-proof file. 

There are so many highly specialized files being 
made these days that regardless of the filing task af 
hand there’s a file to answer the baffling question 
“How Best to File It?” It’s the particular file for @ 
specialized filing job that brings out the important 
paper promptly when needed. Having the right file in 
stock at the right time will do any businessman @ 
mighty good turn. 

Pacific Stationery slants its advertising to the execu- 
tive who is determined to have as fine a filing system} 
as possible in appropriate files. Copy reads, “You can 
always find the file you need—in sizes for any job—any 
purpose—in a variety of units for light or heavy duty 
by calling Pacific Stationery.” 

Files themselves, alphabetically and numerically, are 
maintained for the most efficient job in the current 
business world. Good filing means rapid finding—and 
no wasted time or lost motions, the “little foxes’ that 
nibble at the vines of profit in any business—CML_ } 
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Sell BATES and you sell the best 


BATES 
MODEL C STAPLER 


Makes its own staples from a roll 
of rust-proof brass wire. One loading 


5000 staples. Can't jam or clog. 


Bates List 
Finders 
Press 
presto! 
There's the 
oddress, Bates 
we o-mens Mercury Staplers 
; rs \ = pee e Bates Refill Wide range of models for 
Yin . : 5000 rustless Brass every requirement. 
staples each loading. 


Silent Stamp Pads 
Reversible, renewable filler 
for long life, clear 
impressions 


Botes 

Perforator 

Easiest action, large waste 
container. Compact, 
economical. 


Bates 
Automatic 
Eyeleter 
Bates Feeds, ineeste and 
: crimps eyelets 
menarine mn one automatic 
The world’s action 


Standard for excellence. 


Bates 

Samson 

Hand Punch 

Powerful, easy to vse— 
rforates up to 

Me" of paper 


Bates Staple 

Remover ond Punch 

Instantly removes any staple. 
Punches a hole up to 

a thickness of 

eight pieces of paper. 
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Underwood Announces Appointments 


Several new appointments and promotions have been 
announced by Underwood Corporation as follows: 

Harry C. Edgerton, has been named works manager 
of the Burlington, N. J., plant where he will devote his 
time to the management and development of the plant 
which manufactures carbon papers and ribbons. 

R. E. Stewart becomes manager of the sales personnel 
division where he will handle all personnel matters 
pertaining to sales of typewriters, accounting machines, 
adding machines and supplies 





H. C. Edgerton R. E. Stewart 





F. G. Smith L. H. Hilliard 

Fred G. Smith has been appointed national sales 
manager of the adding machine division with head- 
quarters at 1 Park Ave. He has been associated with 
the company since 1920 

Lawson H. Hilliard has been named national sales 
manager of Underwood’s supply division. W. F. Arnold, 
vice-president, also announced that the division has 
been transferred from Burlington, N. J., to the com- 
pany’s home office. 





M. E. Meek R. C. Gilchrist 


H. Heaps 


Matthew E. Meek becomes regional manager of the 
Baltimore, Md. office. His most recent positions have 
been as Philadelphia service supervisor and branch 
manager of the Youngstown, Ohio, office 

Harry D. Heaps and R. Creagh Gilchrist have been 
named branch managers of the newly opened Philadel- 
phia and Boston offices respectively, of Underwood’s 
Samas punched card division 
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Donald C. Swan Fills New Executive 


Post with Yawman and Erbe 

Appointment of Donald C. Swan as manager @ 
agency dealer sales of the wholesale division of Yay. 
man and Erbe Manufacturing Company has been an. 
nounced by Charles W. Schreiber, vice-president { 


f 






Donald C. Swan 


charge of sales. Mr. Swan, who will make his head 
quarters at the home office in Rochester, N. Y., will ae 
as direct assistant to Harvey P. Rockwell, vice-presi. 
dent in charge of wholesale division. 

The promotion, which became effective August 1, wa 
made to take care of increased activity among the com. 
pany’s agency and dealer representatives, Mr. Schreibe 
said. The post is of executive rank and is a new one i 
the company. 

Mr. Swan has been district manager of six southen 
states since February last, in which capacity he was it —= 
direct contact with all Y and E agencies and dealer 
in Georgia, Florida, Alabama, Mississippi, Louisian 
and Tennessee. Prior to that he had served as distri¢ 
manager for about seven years throughout the Mich 
igan, Ohio and West Virginia territory. 

In both capacities he acted as sales liaison betweet 
Yawman and Erbe’s home office and its agents an 
dealers. Widely experienced in handling agency prob 
lems and in creating sales opportunities, his contribu r.) 





tions to the Y and E agency dealer division, Mr. Schreb 
ber said, are expected to be extensive. ; 
Before his association with Y and E, Mr. Swan serve J 
as a salesman for one of the company’s exclusiv 
agencies in Illinois, gaining a comprehensive knowledg 
of the office equipment and stationery business which p | 
together with experience gained over several years @ pt 
Y and E district manager of many of the country 
leading industrial states, makes him well fitted to as 
sume new duties at the home office. t 





Chicago Firm Acquires Larger Quarters 

Franklin Metal Products Company of Chicago re 
cently moved to new and larger quarters at 16 W 
Kinzie St. Larger warehousing facilities will be pro 
vided at this address. 


Excuse Uh, Pi ones ee r 


On page 88 in the August issue, the portrait picture 
of F. D. Lehn and W. E. Long, of the Underwood Cor 
poration, were transposed. We sincerely regret th 
error. 





Old Town Corporation’s Copymaker cabinet, de 
scribed on page 68 of the August issue, was listed 2 
selling for $3.00 rather than the correct price ¢ ==" 
$30.00. The error is sincerely regretted 
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PP ec | 
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bn nouncing the 


News 


{ 
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- 
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oe 


“SEE AT 
NSOEA CONVENTION , 
BOOTHS 34-35” & 


“Model No. L-54 


x, | 3 8>°° 


Pius Fed. Excise Tax 
F.O.B. Chicago 


Yes, here’s another of the long-famous Copy-rite 
Duplicators that have been money-makers for dealers 


year after year...now with more sales appeal than ever! 





COMPLETE 
ROLLER RELEASE... 


pressure on oll rollers 





Lever releases 
_ prevents “flat spots” and 
frequent roller replacement. 










- 











Ke 
\ me 
ont NEW FLUID 
ar S art ee \ CONTAINER... 
r eewo Cc > n . . 
yysiv® ‘ 9 ne te ext’ ne" 4. ancl N All aluminum design that 
Endo ig te OP este at she TIVE M fol tour of machi 
ger oti , tre Pr. not .* @e “ P os ° owe contour of machine 
° one" Pr) oitet w ea ¥ aDJU st ME NT cising .. indicator permits easy 
c 4 mot SN aeons OS we: | 4 simple means off - measurement of fivid level 
be Tgure Fg ee ane (OM we, |g new ond SImPIS Es for Om . faster flow for quicker 
ore e* a age?’ ye j d lowering t ch sheet k ° . 
ceect® \ cho ent? " ved / on of copy o” eo work... retains economical 
ger? e con® nen" : gio” / postionie® ter, neater work. draining feoture. 
,es pet ats assures os 
MS me $ es 
ree) \e 
ro" ores" yer FP A 
h ey 
ane cone P ah NEW BEAUTY 


Striking neutral hammerloid finish with embossed name, directional 
“arrows and pressure indicator. Polished aluminum handle 
~ with red plastic knob for sure, easy grip. 


WOLBER DUPLICATOR & SUPPLY CO. 








| F v2 
C | Ys 1203 CORTLAND STREET, CHICAGO 14, ILLINOIS 
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Attractive Home-O-Nize Bookcase: 
have quality appeal at moderate cost 








GRrowING SALES VOLUME hanks ~ inctitutlens end homes. 








is reported by dealers—to busi- Certainly a real sales opportunity 
nesses, institutions, and homes. for you. 

These attractive, practical, Efficient groupings can be 
sturdy bookcases are not limited made of these single units as 


Be- they are of modular construc- 
tion, designed to fit in series. 
Now ready in two sizes: 30 inch 


to a specialized market. 
cause they’re good looking—be- 























h = ; 
rosea ; ads A et because and 48 inch heights — with or 
ey ve moderately priced—they without sliding “4” thick glass \ 
find a wide, ready market doors. See below for description 
among professional offices—pri- of these handsome, practical 
vate and general business of- bookcases. Ask for complete a 
4 fices — schools — libraries - details. & 
‘ — 
ot & 2 
Sle Hime 9} Age Bo 
e. bp ( OICE -\F Av Ge ; Bon 
MUSCATINE, IOWA is 





























Illustration shows Home-O-Nize Bookcases Model 30-B installed in series along an office 

a wall. These well-designed and beautifully finished units add to the appearance and to 

& the efficiency of business and professional offices. The 30 series is available with or with- 

|\ ome PK lige out the sliding glass doors. Baked enamel finish in grey or green over rust-resistant 

MUSCATINE. 1OWA bonderized coat. Size is 30H by 344%W by 11%D. The 48 series is 48 high, other dimen- 
sions the same as 30 series. The 30 series is also available in 16” depth. 
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38 AU with Unilock... $58.95 
38H x 29W x 16D 








™ 
J 
32 AU with Unilock $49.95 
32H x 29W x 16D 
~— << 1 
i 
~~ | 
= 
| 
ie 
7. 
\ c 
“ 
38 DU with Unilock.. $53.25 
38H x 29W x 16D 


o 
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with the NEW 





UNILOCK MECHANISM 


in H-O-N UNIFILE CABINETS 


The Unilock is a new central locking 
mechanism that locks all drawers and 
doors on combination cabinets with 
one lock. Now you get plunger lock 
performance — at lower cost than 
plunger lock prices. This better, im- 
proved locking method called Unilock 
is an important selling feature. 


Thus the new Unilock plus recent con- 
struction improvements make Unifiles 
top choice for the store who seeks to 
give customers.a better value. These 


Prices shown are list. 


— eee 


Slightly higher in mountain and Unifiles 
Pacific States. 
90M THE 
a ; ; & 


September, 1953 


WILL SEE YOU AT THE NSOEA SHOW 
CHICAGO e SEPT. 26 - 30 « BOOTH 301 & 302 


with the complete H-O-N Line of 


other H-O-N features also add to user 
satisfaction: Ball bearing rollers on all 
drawers. Adjustable shelves on 2” 
centers. Guide rods in letter drawers. 
Z-bar support members. Welded-to- 
base torque plates. Handsome baked 
enamel finish in grey or green. 


Fifteen models offer a complete choice 
of any combinations desired. With 
coupon below you can order the 
models shown here. The Home-O-Nize 
Co., Muscatine, lowa. 


e Bookcases and Card Files 


6 an awa an anasananabemanaibals 


HEART OF AMERICA 
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Exterior View .. 
tanburg, S. C. 


. Calhoun’s at Spar 





Julian Calhoun Alan T. Calhoun 


Spartanburg Firm Remodeled by Calhoun’s 

The remodeled store of Calhoun’s of Spartanburg, 
S. C., owned and operated by Julian Calhoun and Alan 
T. Calhoun, was opened for business recently. Handled 
in the attractive new quarters are a full line of office 
furniture and supplies including also office machines 
such as typewriters, adding machines and cash regis- 
ters. 

Location of this enterprising concern is at 175 N 
Church St., just across the street from the Montgomery 
Building, largest in the city 

Before opening the 50 x 140-foot building the Cal- 
houns thoroughly renovated the three stories. The first 
floor consisting of two show rooms was refurnished 
New heating and air-conditioning units were installed 
and the owners claim they now have the best repair 
shop in the south. 

Julian Calhoun, who has been selling typewriters and 
supplies continuously since 1904 in Spartanburg, is 
justly proud of the new facilities for his business 





Aust Named Manager 

Fred W. Aust recently was named manager of the 
wholesale stationery division of Pacific Stationery, 415 
E. W. Second Ave., Portland, Ore., according to an an- 
nouncement by Lester Hunter, president 


Fred W. Aust 





Mr. Aust is a vice-president of the 64-year-old Port- 
land firm, which deals in stationery, printing, office 
supplies and wholesale radio. He joined Pacific in 1927 
in an executive capacity; in December, 1944, was 
named manager of the printing department; and in 
January, 1948, was made a vice-president 

H. G. (Steve) Holleran will be in charge of the print- 
ing department under Mr. Aust’s supervision. Mr. 
Holleran joined Pacific in 1946, and has held various 
positions in the printing, retail stationery, and office 
furniture departments. 
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New Appointments for Stow-Davis 

Robert A. Berger, who for 15 years has been vice- 
president and general sales manager for Stow and 
Davis Furniture Company, recently resigned to accept 
the presidency of Macey-Fowler retail office furniture 
company in New York City 





R. A. Stoll 


J. H. Millar Cc. W. Curtis 


Succeeding Mr. Berger as vice-president in charge 
of sales is John H. Millar, who first added a Stow- 
Davis line to his work in 1936. He was elected vice- 
president of the furniture firm in 1940 and assumed 
the position of vice-president and general salesman- 
ager in June, 1953. 

Two other appointments were also announced from 
this firm. Charles W. Curtis has been named assistant 
sales manager. Mr. Curtis joined the firm in 1952 as 
production planning aid, and was promoted to assistant 
sales manager, in July, 1953. Joining the company 
as sales promotion manager is Robert A. Stoll, who 
was formerly production manager and general super- 
intendent of Robert W. Irwin Company, Grand Rapids 





NOMDA Names ‘53-54 Executive Committee 


Five of the National Office Machine Dealers Asso- 
ciation’s most ardent supporters and hardest workett 
have been selected to serve on the executive committeé 
for the year 1953-54. 

Those nominated by President John Romano ané 
approved by the board of directors are C. Elmer Am 
derson. Pasadena, Calif.: William AA. Johnston, Knox 
ville, Tenn.; Ed McHale, Cincinnati, Ohio: Harolé 
Steinke, Upper Darby, Pa.; and John Stifter, Detroiff 
Mich. 

These five will serve with the 
NOMDA’s top committee. 


elected officers of 
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Sources of 


T HE exclusive Shaw-Walker dealer leads the 
field with products available from no other 
source, exclusive items that buyers want. 


You can’t sell a Shaw-Walker Fire-File, Cor- 
rect Seating Chair, desk, filing cabinet or filing 
system—aunless you first become an exclusive 


Shaw-Walker dealer. 


Shaw-Walker’s 4.000 
dealer salesmen to sell because they are 
matched in appearance and “time-engineered” 


items are easier for 


to help any user get more done, more easily, 
more quickly. 


loday. the 300-page Golden Anniversary 
Shaw-Walker Orrice Guwe simplifies selling 
and is the biggest single source of dealer orders 
in this business. 





Profit 


Perhaps you qualify for this desirable fran- 
chise. Right now there are a few cities in which 
we are willing to establish new dealers or make 
a change. Yours may be one of the cities. 


, Built Like a 
& Skyscraper’ 





GHAW-WALKER 


Factories and Home Office—Muskegon, Michigan 








P Prorir Features or SW 8000-I1em FRANCHISE 


© Best Known Trademark 
* Extra Profits 


* 8000 Items 
¢ A Flow of Sales Helps 
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*A Single Source of Supply 
* Simplified Selling 
¢ The New Low Desk 
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Clary Multiplier Makes Appointments 

Rollo F. Asmussen, Elmer L. Harrison and Robert 
C. Geffs, Clary Multiplier Corporation production ex- 
ecutives, have been appointed to three newly-created 
manufacturing posts and will head the company’s 
expanding factory operations, Hugh L. Clary, presi- 
dent, announced. 

With the consolidation of Clary’s main factory opera- 
tions at San Gabriel into three major manufacturing 
divisions, Rollo Asmussen becomes production manager 
for business machines and general manufacturing 
He will also continue as general manager of Clary’s 
Aircraft Hardware Division in Los Angeles until ap- 
pointment of a successor there. 

Elmer Harrison, factory tooling chief, is the produc- 
tion manager of the new tool and instrument manu- 
facturing division, which includes gyroscopes and other 
guided missile components. 

Robert Geffs, government contracts head, takes the 
new title and duties of production manager of ammu- 
nition manufacturing. 

Albert J. Hall, vice-president in charge of manufac- 
turing and one of the original associates of Hugh 
Clary 13 years ago, died last July 20 


John Clary 





John Clary, director of personnel, was made an 
assistant to Hugh L. Clary in a move to strengthen and 
widen executive department functions, it was also 
announced. 

James Reed, wage and salary administrator, has been 
named new personnel director of the company, which 
he joined three years ago 

In his new administrative position, John Clary will 
be one of the two assistants to the president, joining 
Joseph M. Klein, former branch manager and sales 
training director, who was promoted to the post a 
year ago. 

A graduate of Stanford University, he began his 
career with the company as an industrial engineer 
in 1948 and has been personnel head for two years 














CONCERNING THESE INDIOUALS SHOVLD 
TE NEAREST PBI OPRICE 





Fugitives on Fifth Avenue With the approval of 
the F. B. I., the nation’s ten most wanted fugitives are stopping 
shoppers at the Mosler Safe Co.'s Fifth Ave. showroom window 
The exhibit, said to be the first of its kind designed and built 
by the F.B.I. for use by a business firm, will eventually reach 
Mosler showrooms in Boston, Chicago, Philadelphia, Buffalo, Balti 
more and Washington. 
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R. C. Clarke of Webster Retires 


The F. S. Webster Company recently announced the 
retirement of Roy C. Clarke, senior sales representative 
from Minneapolis, after 40 years’ service as one of the 
company’s leading producers 

Roy, as one of his many friends affectionately know 
him, started his sales career with the Webster firm ip 
June, 1913, just prior to the first world war. Minneapolis 
has been his home throughout his eminently success- 
ful business life. 

Most recently, Roy’s work was concentrated in the 
states of Minnesota, Wisconsin and the Upper Mich- 
igan Peninsula, but his Webster duties have also taken 
him into Iowa and the Dakotas at varied times. Roy was 
a familiar figure through the years at the registration 
desk of the National Stationers Association conventions 


Roy C. Clarke 





and he was very active in the District 7 Northwest 
Travelers Club which he served as president in 193f 
and also as secretary and treasurer for 16 years. 

Roy plans to devote most of his time to the pursuit of 
his favorite hobbies, duck hunting and fishing in the 
wonderful lake country of the “Sky Blue Waters,” so 
ideally suited for this recreation 

The F. S. Webster Company knows that Roy’s many 
friends will join in wishing him good health and hap- 
piness in his new ventures and will long remember his 
kind, gentlemanly conduct that has endeared him t 
all who ever met him. 





M. D. Gains Sole Proprietor of 


Frontier Sales Company 


One of Nashville, Tenn.’s most recently estab- 
lished business concerns is the Frontier Sales Com- 
pany, organized December 1, 1952, by C. W. Plumer 
and M. D. Gains. Mr. Plumer and Mr. Gains left the 
Anderson-Hickey Company to organize Frontier Sales 
as southern distributors for Anderson-Hickey products 
and allied lines. This will include distribution of the 
Frontier line of filing and storage cabinets manufac- 
tured by Anderson-Hickey and Frontier filing supplies 
guides and folders manufactured by the Southem 
Folder and Index Company of El Dorado, Ark. A 
12-page catalog showing all Frontier products has 
been distributed recently. 


M. D. Gains 





On July 1, 1953, Mr. Gains purchased Mr. Plumer’ 
share of the business which is now operated as a sole 
proprietorship. The present sales force includes A. C 
Lampkin of Atlanta, who works Georgia, Alabama 
Florida, Mississippi, North and South Carolina and 
Virginia; and Ray S. Froeba of New Orleans, who 
covers Louisiana, Arkansas, Texas, Oklahoma and New 
Mexico. Frontier’s home office is covering Kentucky, 
Tennessee and West Virginia 

On October 1, Frontier will start shipping its new 
storage cabinets, and later this fall will complete @ 
line of metal chairs and desks 
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FILE CABINETS STEEL TABLES STEEL OFFICE DESKS TRANSFER CASES 


N rW SENSATIONAL HARRISON 


me — “CONTINENTAL” / 


-+.means more profit for the dealex ! 











...and SO easy 


OY) | 





@ ISLAND BASE 
HEIGHT IS ADJUSTABLE 


@ CENTER DRAWER 
WITH CONVENIENCE TRAY 


@ FULL CRADLE SUSPENSION 
FILE DRAWER 


@ FULL 60” x 30” 
WORKING SURFACE 


@ NYLON ROLLER DRAWERS 








REPRESENTATIVES ATTENTION ! 


See CUT di slay Booth 604A 


N.S.&0O.E.A. 
September 26 through 30 


Sdviyson Steel Cabinet Company 


There are still a few territories open 
.. write TODAY for details. 





47th Annual Convention 














4718 W. Fifth Avenue Chicago 44, Illinois Telephone EStebrook 8-6400 
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Name Three in Royal Managerial Posts 

Announcement that, on August 1, three new man- 
agerial appointments will take effect within Royal 
Typewriter’s branch organization has been made by 
J. D. Farr, office machine sales manager 





W. A. Naeseth 


T. P. Kelly 


R. H. Smith 


R. H. Smith, who formerly headed Royal’s South 
Bend office, has been named to manage the company’s 
Wichita branch. Mr. Smith has been with Royal since 
1947 when he became a typewriter salesman at Minne- 
apolis. He took over a distributorship in 1948 but went 
to the South Bend office as a salesman the following 
year. He was named South Bend district manager in 
1950. 

Succeeding to the South Bend post is T. P. Kelly, 
formerly district manager at Cedar Rapids. Mr. Kelly 
also began his career with Royal as a typewriter sales- 
man, joining the organization at Chicago in 1947. He 
was awarded the Cedar Rapids managership in 1949. 

A former St. Paul typewriter salesman, W. A. Naeseth, 
has been promoted to the Cedar Rapids post vacated 
by Mr. Kelly’s new appointment. Mr. Naeseth has held 
a selling position with the company in St. Paul since 
1948. 





National Brief Case Marks 25th Year 

Born during the boom days in 1928 and only a one- 
year-old infant when the crash came in 1929, a few 
courageous leather goods workers started the National 
Brief Case Manufacturing Company. In fact, the com- 
pany was only four years old when it had to weather 
the depression of 1932 and since has come through wars 
and depressions—another one of the thousands of 
American success stories. While $1,000,000 a year is 
small in comparison with many other industries, it is 
not small in the brief case and portfolio industry. Na- 
tional Brief Cases are distributed in the 48 states and 
overseas as well. 

The new 25th anniversary catalog shows over 150 
styles and sizes for every purse and purpose. 

Hand-turned edge construction, harness lock stitch- 
ing, and the finest of top grain cowhide are standard 
features in the construction of the National line. 

In fact, Ed Manning, sales manager of the company, 
has figured out that in the quarter of a century of Na- 
tional’s existence, 2,500,000 fine leather brief cases in 
their various styles, is a conservative estimate of pro- 
duction—and probably another 1,000,000 special cases 
of various sorts. 

This represents roughly the hides from 150,000 head 
of cattle. 

In 1949 Ed Manning redesigned the National Brief 
Case line in order to simplify it from the standpoint of 
purchasing, selling, and stock keeping. Prior to that 
time, most dealers selected brief cases on a hit or miss 
basis. The new 25th anniversary catalog is an interest- 
ing and informative leather goods treatise 

The plant at 512 S. Peoria Street, Chicago, is being 
enlarged, modernized, and equipped with some new 
developments in leather working equipment. 

In addition to the regular National Brief Case plant, 
special facilities are being set up for “special orders” 
and for thousands of cases made annually for the Gov- 
ernment. 
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Esterbrook Pen Sponsors Display Contest 

The Esterbrook Pen Company is sponsoring a window 
display contest, offering retailers 34 grand prizes. There 
are three first prizes of $250, three second prizes of $100, 
three third prizes of $50 each and 25 fourth prizes of 
$10. 

Open to all retailers of Esterbrook fountain pens, 
push-pencils and desk pen sets in the continental 
United States, the contest is broken down into three 
classifications, with first, second and third prizes being 
awarded in each group. Group I is composed of depart- 
ment stores; group II, stationery and pen stores and 
group III, book stores, drug stores, jewelry stores, gift 
shops and others. 

To enter the competition, the retailer must promote 
Esterbrook products in a store window display for a 
minimum of two weeks during contest time, running 
from August 15 to October 22, and submit a photograph 
of the window as evidence. The window may include 
Esterbrook display material or his own original devices. 

As an added incentive, the Esterbrook company will 
pay for photographs of the displays. 

Entries must be sent to Window Display Contest, 
care of the company, Camden, N. J. and postmarked 
not later than midnight, October 22, 1953. A folder giv- 
ing complete rules and instructions for the contest is 
available from Esterbrook. 





New York Firm Observes 30th Year 


The expanding firm of Circle Desk Company, Inc., 


629 Third Ave., New York City, is observing its 30th year 
in business this year. 











30-Year-Old Firm .. . Exterior of the Circle Desk Co., Inc 
store at 629 Third Ave., New York, N. Y., showing modernized 
front 


Starting in business in 1923, Circle Desk was first 
located at 304 W. 58th St. In 1930 it was moved to 686 
Third Ave., and had about 1,200 square feet of space 
As business increased it was moved in 1934 across the 
street and occupied 3,000 square feet. In 1941 the pro- 
prietors purchased their own building at 629 Third 
Ave., where they utilize the six floors of the entire 
structure in 20,000 square feet of space. 

Recently, the store front was modernized. Harry 
Flaster is president of the firm and Seymour Flaster 
is general manager. 

1953 
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S cu Saleomen 


... that move “Buddy” Staplers, Memo Books and 








Pocket Reminders in money-making volume. 


All in bright, commanding colors. Self-storing dis- 
plays that invite product inspection . . . and 


convert the impulse to try and to feel into 


buying action. 


e“BUDDY” STAPLER AND “GOLDEN 
TONE” STAPLES NO. T12-1155G 


12 transparent-top 3 color gift boxes each containing 
Tatum Stapler and 2500 Staples. Display features 
tacker, fastener and plier uses that are making thou- 
sands of new stapler and staple customers all over U.S.A. 









e “BUDDY” 
8 POCKET OR PURSE 
REMINDERS NO. O64PR 





Electronically sealed vinyl in 6 embossed and smooth 
grains, 10 colors, 2 wallet styles. Display sells most custom- 
ers matching sets of 2, 1 of each size. Replacement covers, as- 


sorted or unassorted, and 50 page fillers available separately. 





e “BUDDY” MEMO BOOKS NO. 0308-48 


48 box grain imitation leather flexible covers and fillers; 4 sizes and 


ron 4 colors. Red, green, brown, black. Replacements and filler pads avail- 
"gil . i able separately. 
. i 
he $ If all 3 ““Buddy’s”’ are not already on your counters. . . selling for you when every 
fr) 4 = © other salesman is busy . . . we suggest you order today. 


~ cmctndee. They all make attractive inexpensive gift items. Order now 


in quantities that will meet your Christmas demand. 





General Offices: 209 South Jefferson Street, Chicago 6 


NEW YORK 1 - ATLANTA 3 . KANSAS ciTty 8 ° SAN FRANCISCO 5 . TOROWTO 1 
122 E. 23rd § 400 William St., N.W 1520 Cherry St 246 First St. 107 Front Street, East 
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ENVELOPES 


I 


A. FLAT FILING JACKETS AND EN- 
VELOPES . ideal for filing or 
carrying non-bulky papers. Both are 
available in 4 sizes in No. 1 tag stock 
or 90 Ib. Cameo. Sizes: 9¥2 x 11% or 
14% and 10 x 14% or 15. 


B. FLAT MAILING ENVELOPES 
with maximum protection and service 
provided by heavy durable stock, large 
double gummed flaps and wide seams. 
Available in 9 sizes . . . boxed in 100’s. 


C. VERTICAL FILE JACKETS 
combine wearability with economy .. . 
made from durable Quality Tag stock, 
one piece construction. Available in 
letter or legal size with 1% or 2” ex- 
pansion and 10 x 15 inch size with 2” 
expansion. 


SOLD THROUGH DEALERS ONLY 
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Yes . .. envelopes for ALL . . 
ALL QUALITY envelopes from Quality Park’s 

selection of over 400 styles, sizes, stocks and weights. 
Quality Park envelopes with Quality service and 
Quality packaging mean customer satisfaction and 


repeat business for you. Check fall stocks NOW. 





SEE YOU AT THE CONVENTION 
Sept. 26-30 Conrad Hilton Hotel, Chicago 


Visit Quality Park’s Display in 


BOOTH 9 
a i 

















QUATIIYGEARTSEN 


General Office and Factory, Quality Park, St. Paul 4, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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In New Suburban Offices, too... 





Installed by Weber, Hilmer & Johnson, Chicago 

Powers Regulator Company moved into its modern new 
fice and factory in Skokie, Ill., management specified desks 
ld harmonize with the attractive, functional lines of the new 
nd still provide the same work-ease comfort and “‘livable’’ 

s of the attractive suburban setting. The choice was the 
4000"" Line—the quality steel desks that promote better 
ices and better office living in companies everywhere in 
[hese same considerations have created an enviable record 
Age Dealers, too. Supported by aggressive national advertising 


romotional aids, they continue to report increased sales and ‘ , 7 
th after month. Why not write for more dealership informa- The Quality Choice 


f pay us a visit at of Modern Offices 
Rooms 520-521, Conrad Hilton Hotel, Chicago 
NSOEA Convention, September 26-30 


CORRY-JAMESTOWN MFG. CORP., CORRY, PA. 


Branch Offices: Boston + New York + Philadelphia + Atlanta + Detroit » Chicago + Los Angeles + San Francisco 


OFFICE APPLIANCES, September, 1953 101 











New Firm Serves Washington 


Handsome quarters and the acquisition of three ex- 
clusive lines are factors which Haas-Dodson Company, 
Inc., a newly-formed company, hopes will figure in its 
expansion in retail office furniture distribution. The 
Washington, D. C., firm is located at 1615 Eye St., N.W. 

Haas-Dodson is exclusive Washington, D. C., dis- 
tributor for Standard Furniture Company, Milwaukee 
Chair Company and Invincible Metal Furniture Com- 
pany. 

The showroom is located on the ground floor of the 
Cafritz Building which is the newest and largest office 
building in Washington, D. C 

The quarters are completely air-conditioned and in- 
clude modern indirect lighting. They are completely 
carpeted and decorated in beautiful decorator colors. 
The showroom is on three levels—main floor and mez- 
zanine, all of which are used for display purposes, and 
a lower level from the main floor utilized as sales of- 
fices and doubling for display because of its location. 

Accompanying pictures reveal how the entire front 
of the store is a show window as viewed from the street. 


One of the advantages of the new Cafritz Building 
is that it contains its own 500-auto parking garage, 
entrance being only a few steps from the Haas-Dodson 
Company, Inc. 

The organizers and officers of this company are the 
following: 

William M. Haas, president. His entire business 
career has been devoted to retail office furniture sales 
at the W. D. Campbell Company, from which he re- 
signed as sales manager to organize his own firm. 

J. Cliff Dodson, vice-president. Mr. Dodson was also 
employed at the W. D. Campbell Company as a sales 
representative since graduation from Southern Metho- 
dist University with a degree in marketing and business 
administration. 

Harry E. Whalen, secretary-treasurer. Mr. Whalen 
has been a practicing certified public accountant in 
Washington, D. C., for the past eight years and discon- 
tinued this activity to join in the organization of Haas- 
Dodson Company, Inc. For the previous 10 years he 
was employed in various capacities by retail distribu- 
tors in Washington, D. C., of office and business equip- 
ment and specialty products. 

With respective ages of 33, 27 and 35, the executives 
of the firm form a young organization but they have 
a combined number of years of proven accomplishment 
and experience in the retail office furniture distribu- 
tion. 

The firm offers a complete service in the furnishing 
of offices, including interior decorating. With the ad- 
vantage of beautiful display facilities the business has 
expanded to the satisfaction of its executives. 
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Views from Haas-Dodson Co., Inc.... 

ABOVE .. The attractive display windows are pictured at left. 
Conference room at right contains Standard’s No. 2803 conference 
table with Milwaukee No. 548UL arm chairs. BELOW .. . Invincible 
Metal Furniture Co.’s Modernaire executive flat top desk and com- 
partment typewriter desk are complemented by Milwaukee Metal-Lux 
office chairs (top picture). In center picture the executive office is 
furnished with Standard’s No. 4627 Queen Anne base desk. The 


revolving chairs are Milwaukee No. 992!12UL judge’s chair and side 
arm chair is Milwaukee No. 486UEL model. Bottom picture is of 
model office equipped with Standard’s Constellation desk and 
credenza in sandalwood finish. Chairs are from Milwaukee Chair Co. 
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Enter this Lyon Den 
with Confidence 


There are two big reasons why your Lyon Steel Equip- 
ment Dealer is a good man to know. 

First, a highly diversified line of more than 1500 stand- 
ard Lyon items enables him to meet the varying needs of 
business, industry and institutions — better. (A very few 
typical Lyon products are shown below.) 

Second, he’s a source of sound counsel in getting the most 
out of steel equipment in terms of savings in time, labor 
and money. 
























This and similar ads appear each month in News- 
week, Business Week and leading trade publica- 
tions. Many products, plus many markets, plus 
consistent advertising support, equals volume steel 
equipment sales every month of the year. 


FACTORIES IN... AURORA, ILL, AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 928 Monroe Avenve, Aurora, Illinois 




















A PARTIAL LIST OF LYON STANDARD PRODUCTS 
“ Shelving Kitchen Cabinets eo 7 Tater F k . k os f , e Ff ’ . J 
* Lockers Cabinet Benches ©: Bor R 

® Stools Storage Cabinets * 7 Box 
® Bin Units Drawing Tobles © Part 
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the choice 3%01 


over all other 
ts | é 4 H <e Honeycombed with millions of 


tiny air holes the C-Foam 
‘a ; literally breathes fresh cooling 
€ a rs | : r<¢ew s h ions air with every movement to 
provide long lasting, restful 
comfort. Made with pure, molded 


C-Foam, and C-Foam Moltex are * 
latex foam rubber 


the largest volume, fastest selling 
cushions in the world today. 
And for one good reason—they’re the best. Office workers 
find that in C-Foam they get the longer lasting comfort 2" thickness 14x15’ $5 95 
sO important to peak efficiency. They like the wide 
range of style too. For C-Foam and C-Foam. Moltex are 2" thickness 16x18" 2 O95 
available in many different sizes with a choice of 


color and cover. Special 17x19’x2” $795 


Beautiful Woven Saran in brown or green; Smart 
corduroy in dark wine; brown or green fabric; 

brown, red, grey or green plastic or fibre; some 
with removable covers, some reversible. 





VISIT OUR BOOTH No. 203 AT CHICAGO NSOEA CONVENTION 





SPECIAL! 


Handsome, durat 
covers now ava 
brown or gree 
C-Foam and M 
cush ons | 


ost 


See our new dark wine corduroy covers! 


AMERICAN LATEX PRODUCTS CORP 
3341 W. El Segundo Bivd., Hawthorne, Calif. 


1 want more information about C-Foam cushions. 
Name 

Firm 

Address 


eS 
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New Home of Winston County Journal, Louisville, Miss... . 


Build New Quarters in Mississippi 


Reported by Art Carrow 

The Winston County Journal has just completed its 
new home in Louisville, Miss. The new modern plant 
is the culmination of 61 years under the management 
of one family. Framed and hung on the wall of the of- 
fice supply department is a copy of the first paper pub- 
lished on September 23, 1892. 

Founded by Will C. Hight, the firm specialized in job 
printing and the newspaper until 1930. At that time an 
office supply department was added. Since then busi- 
ness in this department has so increased that it was 
necessary to erect a new building. 

The new quarters are on a corner lot, 31 x 105 feet, 
with a plate glass front. In addition to shelves made of 
local gum, the department features a show case which 
is 4 x 8 feet and contains 55 individual display sections. 
The display case has been in the family for 75 years 

Since his father’s death in 1943, William H. Hight has 
assumed the editorship of the paper. He and his 
mother are owners and publishers. Ten employees are 
on the payroll, including Miss Frieda Earhart, buyer 
and manager of the office supply department, and Mrs. 
Carolyn Jones Taylor, outside representative. 

Mr. Hight is the 1952-53 president of the Mississippi 
Press. 





California Firms Consolidate 


An announcement has just been made of the or- 
ganization of West Coast Carbon & Ribbon Company, 
Inc., as a consolidation of Efficiency Carbon & Ribbon 
Company; Red Feather Products, San Francisco dis- 
tributors; and Redwood Carbon & Ribbon Company. 

Associated in the new enterprise will be Richard At- 
wood, Chester Forrest, Bert Marr, Fred H. Smith, IV, 
Sam D. Squire, and Fred Tremayne, all of whom have 
been connected with the constituent companies. Offices 
will be maintained at 431 Bush St., San Francisco, 
Calif., with a branch office at 431 Wall St., Los Angeles. 
Purpose of the consolidation, according to the an- 
nouncement, is to offer a wider range of products in 
the carbon and ribbon field to the rapidly growing 
business community of the West Coast. All present 
lines will be maintained and new lines added 
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Top left: Exterior of new building. Bottom left: 
75 year-old display case with 55 compartments 
Right: A section of the office supply department 


J. H. Elder Plans Retirement After 
51 Consecutive Years in Business 

After more than 51 years of continuous business i 
Elkins, W. Va., J. H. Elder has planned to retire. The 
date of retirement has been continent upon the sale o 
the book, stationery and office supply store he has beer 
operating at the same Third St. location since comin 
to Elkins. 

The Elder Book Store is the oldest business in Elkin 
still operated under the original ownership and manb- 
agement. Mr. Elder recalls that some of the firm’s firs 
customers are still patrons. 

Mr. Elder has seen the transition of Elkins from: 
village with muddy streets to the modern mountai 
city that it now is. He began business on Thanksgivins 
Day, 1901. 





Survey Cites Annual Reports 

A total of 1,923 industrial corporations and financia 
institutions were honored recently by Financial Worl 
for producing informative annual reports for 1952. Thi 
number compares with 1,658 cited a year ago an 
qualified for the final judging for the bronze “Oscar 
of-Industry” trophies. In its 13th international compe 
tion, the national weekly magazine rated a total 0 
5,000 annual reports entered from all over the Wester 
Hemisphere 

“Progress in making corporate annual reports mor 
understandable and interesting to the small invest 
continues,” announced Weston Smith, originator an 
director of the annual report surveys. “A new pea 
was registered in the number of reports receiviii 
awards. 

“For the first time in the history of the survey 
the companies cited with merit awards and honorabk 
mentions totalled 2,942, or almost 60% of those rated 
Mr. Smith pointed out. “But this also indicates thé 
more than 2,000 annual reports still are published 2 
an inadequate or backward form.” 

Winners of the bronze “Oscar-of-Industry” trophié 
in one hundred industries, as well as for the bes 
annual report advertisements and post-meeting fr 
ports, will be announced in early October 
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e ee e ol T’S THERE The quality is visible — but what 
lkin . , ‘ . 
— you can’t see is the work behind it. It takes expert designers .. . 
firs skilled craftsmen .. . finest grade heavy gauge steel... a large 
- modern plant PLUS years of experience to produce superior 
tall steel equipment. That’s why you’re so safe with Supreme. No 
1V1n . . . 
manufacturing detail has been overlooked to give your custom- 
ers the very finest equipment. Build a reputation and increase 
your re-orders with Supreme — the first name in steel equip- 
ncla ment. 
V or! 
Thi MT. 


- every steel need withSUPREME. Delivery is excellent. 
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ve t net FREE! New price list and catalogue of complete SUPREME line. 
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“a 1 L Write today 
1ed i 1 | SUPREME STEEL PRODUCTS,. INC. 
- 52-85 74th Street, Maspeth 78, Long Island, N. Y. 
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The Story of a Chair .._ . The win 
dow scene at the Blade Printing and Paper 
Company centers on Toledo products used 
in S.utgis posture chairs. 


Toledo Display Features 
Sturgis Chairs 


A unique window display by the 
Blade Printing and Paper Company, 
232 Superior St., Toledo, Ohio, has 
attracted wide attention. Captioned 
“A Toledo Story in Seven Chapters” 
it centers around the success of the 
Sturgis office chairs with fiber glass 
bases. 

Chapter one begins with Versilan 
upholstery, one of the standard ma- 
terials available on Sturgis chairs 
and made by the Landers Corpora- 
tion of Toledo. Subsequent chap- 
ters follow, with descriptions on 
fiber glass Roving, made by Owens- 
Corning Fiberglass Corporation; 
polyester resin used in molding the 
base; and the actual molding of the bases by the City 
Auto Stamping Company. Chapter five describes na- 
tional advertising, promoting the bases to the trade and 
public; six is devoted to folders, brochures, tags and 
other sales literature and the story ends with the actual 
selling of the chairs by the office supply and equip- 
ment division of the Blade Printing and Paper Com- 
pany. 

Past NSOEA president, Lester S. Crowl, is president 
of the printing firm and active in serving the advertis- 
ing account of the Sturgis firm 





Welshofer Returns to Watson Sales Force 

The Watson Manufacturing Company, Inc., which 
operates four plants in Jamestown, N. Y., has an- 
nounced that Howard L. Welshofer has returned to the 
sales department from another division of the com- 


pany. 


F. A. Chindgren 





Fred Chindgren will continue as sales manager with 
complete charge of all metal furniture sales. 
In addition to Mr. Welshofer, he will be assisted by 


Jack Lagerquist, Bernhard Lind and Virginia Berg, 


who have been associated with the sales department 
for several years. 





Ditto Elects Board Members 

Theodore W. Robinson, Jr., chairman of the board of 
Ditto, Inc., announced the election of two new mem- 
bers of the company’s board of directors. They are: 
W. Norman Mitchell, partner, A. T. Kearney and Com- 
pany, management engineers, and Dwight P. Robinson 
Jr., vice-chairman of Massachusetts Investors Trust 
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Move Marking Device Association Offices 

The Marking Device Association on August 1 move¢ 
its offices from 134 N. LaSalle St., Chicago, to 91! 
Chicago Ave., Evanston, Ill. The organization is nov 
located on the second floor in Suite 103-104 

Elmer F. Way, secretary and general manager, says 
“This move is designed primarily to give us more spat 
which we sorely needed, but we anticipate a numbe 
of other advantages.” The telephone number is Davi 
8-3540. 

This location is readily accessible from the Chicag 
Loop. It can be reached by a number of transportatior 
services, and is just a few doors from Main St., les 
than half a block from the Northwestern and the “L 
stations 





Sam Hanna Revises Greencastle Operation | 


Sam Hanna of Greencastle, Ind., has advised thi 
he has entered into a sales agreement with DePauw 
University, as a result of which part of the inventon 
and fixtures of Sam Hanna’s Book Store is to be sok 
to the University following the completion of detaile 
inventory late this summer 

The part of the present inventory of the firm no 
sold to the university will be retained in one roo 
of the present location of the store and a revisé 
operation under the same ownership, but by a ne 
name, will be continued. This downtown operation wi 
be under the general management of George F. Long 
Jr.. who has been Hanna’s assistant manager. Th 
business will be conducted at 26 E. Washington St., an 
for the present, correspondence concerning it wi 
continue to use the name Sam Hanna’s Book Stor 

The new book store on the University campus wi 
be known as the DePauw Book Store and will be undé 
Mr. Hanna’s management. It will carry college text 
books, school and art supplies, stationery, greetin 
cards, books and magazines, gifts, and so forth. 

The downtown store will emphasize office furnitw 
and office supplies to a greater extent than is dom 
in the present operation and will also carry textbook 
stationery, greeting cards and a general line of gift 
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Here is your 
opportunity to 
cash in! 











Every day new enthusiastic 


- dealers are accepting the 
- REGNA Cash Register — revolu- 
"id tionary in design, beautiful in ap- 
4 


pearance, easy and fast to sell! 







Smart Styling - Superior Construction 


The REGNA handles all retail transactions: cash sales—paid 
outs—charge sales—no sales—received on account, and it 


gives a printed, double cash receipt. 


If you are not a REGNA dealer, you can become one—write 


for illustrated brochure and further information, to 





= REGNA CASH REGISTERS, INC. 


‘aa 175 FIFTH AVE., NEW YORK 10, N. Y. 
OOK 
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Given New Burroughs Post... 


Edward G. Welch, who has been sales promo 
tion manager of the Burroughs Corp., at the 
Detroit home office, recently was named 
branch manager of the co:porauon’s San 
Francisco, Calif., branch at 55 New Mont 
gomery St. He succeeds J. L. Stewart, who 
is taking a personal leave. Joining Bur- 


roughs in Salt Lake City as a sales trainee in 
steadily in 


1936, Mr. Welch has advanced 
the company’s ranks 





Green Bay Manager... 


Appointment of A. T. Wakelyn as manager of 
the Green Bay, Wis., branch of Underwood 
Corp. has been announced by J. D. Donovan, 
geoneral sales manager. Mr. Waklyn, who 
joined Underwood in 1934 as a serviceman 
in Cleveland, was promoted to branch man 
ager of the Akron office in 1940. Successive 
advancements took him to Columbus, Ohio 
and Charlotte, N.C. His headquarters in 
Green Bay are at 107 Dousman St. 








Offer Course in Office Electronics 


The Management Institute of New York University’s 
division of general education will offer in the fall term 
a new course in “The Application of Electronics to 
Office Operations” for management personnel. 

The importance of procedure development, card 
design, coding, scheduling, and accuracy control will 
be emphasized in lectures which show the principles in- 
volved in converting clerical procedure to a punch- 
card basis. A brief history of electronic development 
and an introduction to the planning of electronic ac- 
counting will be included. 

Eugene F. Murphy of the Metropolitan Life Insur- 
ance Company, director of education for the National 
Machine Accountants Association, will instruct the 
class which is to meet from 8:10 to 9:55 p.m. on 
Wednesdays, September 23 to January 20 

Guest lecturers will include Edmund C. Berkeley, 
author of “Giant Brains;”’ Dr. Cuthbert C. Hurd, direc- 
tor of applied science, International Business Machines 
Corporation; Dr. Herbert F. Mitchell, director of the 
applications department, UNIVAC, Remington Rand 
Inc.; and Kenneth P. Morse, executive vice president, 
Standard Register Company 

The office system and procedures section of The 
Management Institute also will offer fall courses in 
principles of office systems and procedures, economics 
through forms analysis and control, graphic presenta- 
tion of statistical data, increasing administrative and 
clerical productivity, advanced problems in systems 
and procedures, management and planning of punch- 
card accounting systems, and organization planning 
and analysis. 


Los Angeles Firm Distributes Duplicarbo Line 


Du Prints, Inc., 1225 S. Main St., Los Angeles 15, 
Calif., is now national distributor for the Duplicarbe 
spirit duplicator. This machine was described in the 





Spirit Duplicator ... One of the Duplicarbo med- 
els now being nationally distributed by Du Prints, Inc. 


New Equipment section, October, 1952, issue of OFFICE 
APPLIANCES. Besides handling machines, Du Prints 
carries a stock of Duplicarbo accessories, including 
cabinets and stands. 





Victor Safe & Equipment Appoints Two 

Two additions to the sales staff were announced 
recently by the Victory Safe & Equipment Company. 
Robert Webb is the new sales representative in the 


Detroit area and Stewart P. Biehl! will cover the Harris- | 


burg-Scranton, Pa. region. 





R. Webb S. P. Biehl 


Mr. Webb, a resident of Detroit, has been employed 
in that area for the past 16 years as a purchasing agent 
and retail salesman. He was associated with the Budd 
Company for 14 years. Mr. Biehl, having an extensive 
background in sales, sales management and sales pro- 
motion, will work under E. A. LaGasse, who will con- 
centrate on the Philadephia district. 








Personalized Display 
Sheaffer Pen Co.'s new personalized wit 
dow display emphasizes the range o 
Snorkel fountain pens which are designed 
to fit the ‘pen for you” theme. This ided 
is carried throughout the display by the 
use of four side cards which represent foul 
broad categories of pen customers—serv 
icemen, secretaries, businessmen and stv 
dents: A window disk imprinted with the 
store’s name ties in the store's pen depart 
ment with the display. 

1953 
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Business! 


Through the years the Boling 
name has merited the confidence 
of dealers . . . and the prefer- i 
ence of buyers, because it means 
greater value in comfort, styl- 
ing, and durability. If you want gi 
to sell more chairs, join thou- 

sands of dealers all over the 

country . . . and sell Boling! 


Preview next year’s best-sellers 
in office seating. Visit us at the 
National Stationers’ Convention, 
Exhibit Spaces 504-A, 505-A, s 
507-A, Conrad Hilton Hotel, Chi- 


cago, September 26-30. 








No. 48538 


vm 


POINT BENDING & CHAIR COMPANY 


“SILER CITY Trimet tity 
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Reliable Stationery Co., Inc., Purchases 
Building for New Location in Chicago 


The Reliable Stationery Company, Inc., of Chicago, 


commercial stationers serving business and industry 
since 1918, has purchased a corner building at 847 W. 
Harrison St. and expects to be in this location offering 
considerably augmented space by October 1 or 15. 
When the move is completed the present location at 
303 W. Monroe St. will not be retained. 

Located one block from the Congress St. super- 
highway, at the corner of Harrison and Peoria Sts., 
Reliable’s new building is six stores and full basement 
in design, providing approximately 42,000 square feet 
of space overall. Other advantages include passenger 
and freight elevators, two truck loading docks in the 
rear and the spacious 15,000 square feet parking lot 
adjoining for convenience of customers. 


HR 


LPP PP Rb 
Aiton. 


| Ee | mo 8 8 oh a. ; 
New Home... This building is soon to be occupied by 
Reliable Staty. Co., Inc., of Chicago 

The building will be used for Reliable’s entire opera- 
tion—warehousing, offices, sales and storage. 

With the purchase of these quarters the needs 
for additional space to handle increasing business 
will be met and in addition it will be possible to 
expand the furniture division. Large quantities of 
steel and wood office furniture and equipment can be 
stored. 

Reliable Stationery Company, Inc., handles Bentson 
and Western steel office equipment. Other leading 
lines include Indiana desks and chairs in wood and 
Riteform chairs in steel. 

After 35 years in business at the same location, 
Reliable’s executives are happy at the opportunity to 
better serve their customers. City and suburbs are 
covered by salesmen and in addition the firm sells 
throughout the nation by mail order circulars and 
catalogs. 

Officers are S. M. Zenner, 
secretary-treasurer, and Earl Meltzer, 
in charge of sales and advertising 


president; J. Zenner, 
vice-president 





Open New Showrooms 


C. Fred Hoffman & Son, office equipment firm, has 
opened new showrooms at 67 Watervliet Ave., Albany, 
N. Y. The firm was established in 1915—-GET 
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“Y and E”’ Employs New Display Cabinet 


The Yawman and Erbe 
Manufacturing Com- 
pany, Rochester, N. Y., 
has brought out a dis- 
play filing cabinet of 
regular counter height 
three - drawer capacity, 
as a demonstration unit. 
What makes the cabinet 
unique is the insertion 
of a glass panel in the 
front half of the top 
through which can be 
seen indexing systems on 
display in the top drawer. 

Called the “Y and E” 
Systems Selling Outfit, 
the new unit will offer 
sales personnel an effec- 
tive method of demon- 
Strating and explaining 
the intracacies of index- 
ing systems from the 
Simplest to the most 
complex. 

“The Systems Selling 
Outfit is an aid in selling 
office systems and at the 
Same time provides a 
means of permanently 
displaying them,” E. W. 
Murphy, manager of the 
company’s supplies divi- 
sion, said in describing 
the new device. “It pro- 
vides the systems sales- 
man with a demonstra- 
tion unit which is always 
on view and which, inci- 
dentally, facilitates dem- 
onstration of the Empire filing cabinet in which thé 
systems are housed. Loaded cabinets, of course, arg 
always much more satisfactory for demonstration pur 
poses than are empty ones.” 

Both the special cabinet and the indexing system 
seven in number—have been supplied to all Yawmal 
and Erbe branches and to the company’s exclusiv 
distributors. 


New Selling Aid 
Yawman and Erbe Mfg. Co, 
introduces systems selling 
outfit. 


Monthly Letter 


Since these installations were made some time agé 
Mr. Murphy has circularized all participating store 
and offices each month with a letter explaining which 
system should be displayed and the most effectiv 
means of exhibiting it. Results and comments to da 
have been most favorable. 

The various systems which have been displayed with 
the outfit are: Direct Name Alphabetic filing by in 
dividual or company name in alphabetic sequence 
Direct Alphabetic Geographic, where material is dé 
sired from a territorial standpoint—country, state 
country and city; Direct Alphabetic Subject, keepi 
correspondence and records by name of product and 
service; Direct Number, where it is desired to classify 
material on a numerical basis; Expanding Index Card 
Record, allowing for break-down under sub-divisions 
as more material accumulates than can be located 
readily under one specific filing classification; Follow- 
up card system, and State and town card system. 

The featured system—a different one is demon- 
strated each month—is placed in the top drawer di- 
rectly under the glass plate so that it can be examined 
without opening the drawer. 

All systems are supplied with necessary cards, folders, 
index guides, and fillers and can readily be installed 
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COLE’S 10 DRAWER 
STATIONERS’ CABINET 


STORE YOUR: Glue Rulers 
Pencils Blotters 
Pen nibs Crepe paper 
2 oz. inks Clips, etc. 


Will pay for itself by preventing “shop worn” losses. In- 
creases sales. Ideal for housing many stationery items on 
your sales floor. Entire drawer’s contents visible at one 
time. Heavy gauge steel; electrically welded construction; 
smooth gliding drawers. Olive green or Cole gray baked 
enamel finish. 


No, 1722 $5 9% 


INSIDE DRAWER CABINET SIZE 

No. Wide High Deep Wide High Deep Price 
1722 10 DRAWERS 22%” 3” 17%" | 25%" 37%” 18” | $59.95 
1924 11 DRAWERS 24%” 2%” 19%” | 27%" 37%” 20%") 74.50 
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“SLIDING SHELF” CABINET 


The most ingenious, time saving cabinet de- 
signed. Gliding shelves enable you to view 
the entire contents of a shelf without stoop- 
ing or squatting. Just slide out the shelf and 
its entire contents are out in the open. 





In small offices or homes the upper shelf is 
valuable as a typewriter table. After use, 
simply push back the shelf and your type- 
writer is ready to be locked away safely. 


Built of heavy gauge steel, will last a lifetime, 
equipped with a paracentric lock and 2 keys. 
Finished in both oiive green and Cole gray 
baked enamel finish. 40%” high, 20%” 
wide, 24%’ deep. 


No. 401 


$4950 


SLIDING SHELVES 
for easy access 


COL STEEL EQUIPMENT COMPANY 
285 Madison Avenue, New York 17, New York 


’ +’ fe £2 “SG £2 OQ .” 
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The “MERCHANT’S” File 


Just right for your office. A file cabi 
storage cabinet and a concealed secret 
all in one. Made of heavy gauge steel. G 





tains: two ball-bearing letter files; a dr 
for cancelled checks, or 3x5 or 4x6 index 
(3200 capacity); two adjustable compa 
under lock and key; a steel safety vault d 
protected by Dial-lock plus an extra 
door under lock and key (only YOU know 


No. 1370 49 vault’s combination). 3242” high, 30%” 


With plunger-type lock that automatically locks 17” deep. Cole gray or olive green 
all drawers No. 1370PL $57.45 enamel finish. 





: 
The “EXEC 


instead of 


BNo, 1878 


Cabinets listed on this and opposite page available in grained Mahogany, Walnut or Knotty Pine finish at $12.50 ade 


SEND FOR COLE’S LATEST 1953 CATALO( 


oe) i - STEEL EQUIPMENT COMPAN Y 
285 Madison Avenue, New York 17, N. Y 
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OF LOCK 
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ll The “EXECUTIVE” File 


We Contains: Two ball-bearing letter files; two storage compart- 


F led ments under lock and key; two drawers for 3x5 or 4x6 cards 

de 6400 capacity), also used for cancelled checks; plus a secret 
vault. 37'2" high, 36 wide, 17” deep. Cole gray or olive 
green 


=~ No. 1478 *hQ% 


With plunger lock that automatically locks all drawers, No. 1478PL $67.45 


The “DIRECTOR” File 


These files will pay for themselves by preventing petty pilfer- 
age. Contains: three ball-bearing letter files; two adjustable 
storage compartments under lock and key; plus the secret vault. 
372" high, 30%” wide, 17” deep. Cole gray or olive green 


No. 1473 +5 3° 


With plunger lock that automatically locks all drawers, No. 1473PL $61.45 





The “DIRECTOR” File with legal size instead of letter size drawers, 


The “EXECUTIVE” File with | si 
id E e egal! size No. 1873 $56.95 


imsiead of letter size dr 


No. 1878 $69.95 No. 1878 and 1873 available with plunger locks at $7.50 additional 


»( 


owers 


CUTS OR PHOTOGRAPHS OF ALL COLE PRODUCTS AVAILABLE ON REQUEST 


@) & - STEEL EQUIPMENT COMPANY 
285 Madison Avenue, New York 17, N. Y 


















wrong way right way transfer to pronto 


Records thrown on shelves are Records in Prontos can be located Save money, transfer into low cost Prontos 
hard to find, collect dust and ina jiffy . .. Stay neat and orderly and use your expensive cabinets over again. 
take up 50% more room. Doubles your filing space. 





SANITARY BASES 
for all size files $360 








There is a size made for every office record. These Pronto files 
are sturdily built of 275-lb. test fibre board, reinforced with 
steel on the shell and the four corners of the drawers as well. 







FOLLOW 
BLOCKS 
90¢ ADDITIONAL 

Made for any size file 


They cost no more than ordinary files! Can be interlocked into 
solid units and stacked to the ceiling. Beautiful in appearance, 
finished in olive green to match your regular office files. Will 


LETTER size $355 asta lifetime. 


CHECK size $240 | a i oO a tT re) 


Prices slightly higher in T 
Colorado ond West of he Rockies y T °o eR A G £ F i L £ = 







LecaL size $435 

















200 PRONTO FILE CORPORATION 285 Madison Ave., N. Y. 17, N. Y. 











Cé 
si 
Sz 
n¢ 


6é 


Cat 


OFFI 















make TWO progits with 
PEERLESS-IMPERIAL 


NOCURL NOSMUDGE, 


dl 


axhi — 


AND 


ADDISON 
4 ypewreler V2 Nos 


her. is a double-header for every office . . . they’re even 
packaged with the same pictorial theme. 





OUTSTANDING VALUE IN CARBONS 
No Curt No SMupDGE is ciean, lies flat, won’t 
curl, writes sharp and lasts longer. Uncoated 
extension end makes it easy to remove without 
soiling fing¢ 


OUTSTANDING VALUE IN RIBBONS 





ADDISON is inked by our own superior formula, 
with uniform dispersion, to produce sharp, attractive i 
executive correspondence. 

Save legwork, increase dollar-income per 

call by selling ‘wo products instead of one. Don’t 
sit on your hands. Ask us for No CURL No SMUDGE 
Samples and the Appison Ribbon in its handsome 
new metal box. Today, please? 


PEERLESS-IMPERIAL CO., INC. 


28 Peerless Place, Newark 5, New Jersey 





. — & 99 
od ( Jceal ame itu yey OY Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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in the drawers of the display unit without the neces- 
sity of assembling. 

A placard, made in the form of an arrow, is pro- 
vided, this to be placed on top of the case, pointing to 
the system on display beneath the glass. A card for 
each system can be slid into a receptacle proclaiming 
this particular set-up as the “System of the Month.” 
The seven systems supplied with the outfit are made 
up to represent complete indexes and arranged to show 
all component parts and the manner in which each 
system is installed and operated. 

The cabinet is supplied with two letter and two card 
drawers, one card drawer for 5 x 3 inch cards and the 
other for 6 x 4 inch cards. When the card record sys- 
tems are featured, the card drawers are inserted in 
the top position in the cabinet and the letter drawer 
transferred to the space beneath. Drawers are easily 
relocated because all “Y and E” Empire Line cabinets 
are so designed that drawer changes can be made in 
the field whenever necessary. 

The unit’s effectiveness as a selling aid has already 
been proven, as many letters telling of its profitable 
use throughout the country testify. Such letters reflect 
a feeling, says Mr. Murphy, that a unit of this type 
has long been needed. Distributors have shown ex- 
cellent co-operation with the home office in displaying 
the “System of the Month” as suggested in letters sent 
out by the sales department 





W. AA. Johnston Establishes New Venture 


As Business Broker for the Industry 


One of the office machines industry’s real veterans, 
W. AA. Johnston of Knoxville, Tenn., is giving up part 
of his active role in the W. AA. Johnston Sales & 
Service Company, Knoxville. At the same time, how- 
ever, this well-known figure in the National Office 
Machines Association isn’t content to remain idle. 

W. AA., as he is often referred to, is entering the 
business brokerage business of selling and locating 
firms for the trade. He is holding out to young men 
especially this incentive, “Don’t be a salesman or 
mechanic always—own your own business.” 

The affable Tennessean feels he is well qualified to 
sell or locate a good, going business for he knows 
many of the dealers’ problems from his own more 
than 40 years experience in the retail end. He was 
once a bench man and recalls that when he started 
for himself in sales he had one typewriter and a few 
tools. Today, the firm is operating with more than 
300 machines and does a flourishing sales, rental and 
repair business. 

The brokerage business has been made possible by 
incorporation of the firm’s trade name, W. AA. John- 
ston Sales & Service Company, and taking in a younger 
man, R. H. Bowen, who holds controlling stock. 
With more leisure time W. AA. can devote energy 
to the brokerage idea. He does not want to infer, 
however, that he is not in the office machine industry 
any more. On the contrary, he is still vice-president 
of the retail firm and will remain a salesman, as 
always. An office set-up at home, 1718 St. Mary St., 
Knoxville 17, Tenn., is of assistance and along with 
brokerage activity he will remain a director of NOMDA 
and give that organization, always dear to his heart, 
as much counsel as possible 





Elect Siekert President of Siekert & Baum 


The board of directors of Siekert & Baum Stationery 
Company, Milwaukee, Wis., in the 49th annual meeting 
elected Arthur J. Baum chairman of the board. He had 
been serving as president of the company since the 
death of Fred J. Siekert, Sr. in 1922. 

Fred J. Siekert, who has been with the company since 
the end of World War I and has served the past several 
years as vice-president and secretary, was elected 
president of the company. 
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Monroe Markets German-Made Machine 


A contract has been signed through which the Mons 
roe Calculating Machine Company, Inc. will market 102 
key adding machines manufactured by Olympig 
Werke-West GMBH of Wilhelmshaven, Germany. The 
announcement was made by company president Wik 
liam G. Zaenglein, who said: “We need a 10-key adding 
machine to round out our line of adding, calculating 
and bookkeeping machines. And the Olympia is by far 
the best we have ever seen.” 





. John M 


Signing of the Contract with Olympic .. 
McEvoy, secretary of Monroe Calculating Machine Co.; Joachim 
Wussow, director of Olympia Works West GMBH; Fred R. Sullivan, 
executive vice-president of Monroe; George H. Zabriskie, export 
manager of Monroe, and William W. Fisher, assistant works 
manager of Monroe. 


The contract provides initially for imports as finished 
machines, but also authorizes Monroe to make and as- 
semble parts in the United States. “Ten-key machines 
have been in mounting demand since the war,” con- 
tinued Mr. Zaenglein, ‘and we were fortunate to dis- 
cover one with so many exclusive features.” 

Known as the Monroe 611-11-011, the 10-key ma- 
chine features an open keyboard. 

For the Olympia company, the contract with Monroe 
represents an impressive triumph over despair. Until 
the Russian occupation, the firm was a top manu- 
facturer of typewriters in the eastern zone of Germany, 
But under the threatening shadow of Communism, 
Olympia’s director, Joachim Wussow, gathered up his 
family, his blueprints, a few key people and fled across 
the border, narrowly escaping the liquidation that 
snuffed out countless German industrialists. In the 
western zone, the tiny group wandered for many 
months as DP’s, searching for a place to set up business 
again. 

The spot they finally chose was Wilhelmshaven, war- 
time center of German naval industry. There they 
found factory space in abandoned naval storehouses 
and a nucleus of former naval toolmakers. With in- 
credible resourcefulness in obtaining capital and peo 
ple, they started a primitive kind of production. 

To the ears of Joachim Wussow there came word of& 
group of east-zone refugees who had camped in the 
Black Forest. Former employees of an adding machine 
company, they were busy perfecting a new 10-key ma- 
chine. Wussow went down for a look, was so impressed 
that he bought the rights to the machine and hired the 
inventors. Unwilling to leave their new settlement if 
the Forest, the inventors were given research facilitié 
there for developing adding machines for Olympia. 

In Wilhelmshaven today, production of typewriter 
and adding machines has mushroomed into a flourish 
ing manufacturing community of 5400 employees 
many of them refugees from the Soviet sector screened 
for their jobs by border agencies. 





Hartford Firm Opens Branch Store 


George Nelken of George J. Nelken & Company, 481 
Broadview Terrace, Hartford, Conn., announces thé 
recent opening of a store at 11 Chapel St., Hartford 
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Colorful Display ... 


Schwabacher-Frey Co., Los Angeles, recently 
called attention to its desk pads and organ 
izers by this attractive display. On the wall 
was a large picture frame backed with deep 
blue in which was a linoleum desk pad and 
organizer with cutouts of three grotesque 
figures in deep blue. A large card advised 
“The whole town's talking about this value” 
LINOLEUM DESK PAD Armstrong linoleum desk pad and organ- 

ORGANIZER . izer. A strip card down the front also called 
attention to these items, which were offered 
in combination...WBS 





S56 INCH OR 24% 38 
M PAD 
OF 6 OR IO POCKET ORGANIZER O18 108 
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“Seeing Eye” Screwdriver . 


Devised as part of International Busi 
ness Machines Corporation's continu 
ing research program is this semi-auto- 
matic screwdriver with ‘seeing-eye” 
abilities. Speeding final adjustments on 
the IBM electric typewriter, it adjusts 
individual bar impressions to obtain 
uniform printing quality. The new in 
vention eliminates the necessity of rais 
ing the typewriter from its normal posi 
tion and placing a hand screwdriver in 
the slot of each screw, thereby saving 
considerable time and effort. 


» 





Sitting Pretty For Display .. . Not the doggie, but lovely Phoebe Peters in the 
window, stopped traffic for an entire week at the Commercial Staty. Co., New York 
City. The display was sufficiently fetching to cause a traffic tie-up and move a sizeable 
order of All-Rite pens for the firm. The comely lass utilized a series of show cards 
with a running sales message to move customers into the store. Wanted merchandise 
plus cheese cake still sells 
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Pe vitigeli— 
Tz -ve Msslelaalial- 
Staples and pins 


ACELINER 


“World's finest staple: 
pins, tacks and hand fasten: 





ACE STAPLES & 


Light weight, easy action, plier 
type Stapler. Specially designed 
for Florists, Dyers and Cleaners 





For greater satisfaction to your Customers... greater profit to yourself... stock and feature 
the complete line of ACE Stapling Equipment. Thousands of aggressive dealers the world 
over consider the ACE line one of the most valuable assets to their business. ACE products 
are sold through dealers exclusively. 


SEE THE COMPLETE LINE OF ACE STAPLING EQUIPMENT AT THE N.S. 0. E. A. CONVENTION, CHICAGO, SEPT. 26th THRU 30th 











IN CANADA e ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST, MONTREAL 
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PROTECT FLOORS 


Roll smoothly, easily, quietly 


“Diamond-Arrow”’ Casters 
Most efficient ball-bearing 
swivel casters you can sell 








For wood-base chairs For tubular-base chairs For metal-base chairs 





These nationally advertised Bassick casters with 
soft rubber or hard composition tread are easy on 
your customers’ floors, easy on their budgets— 
and easy to sell. THE BAssicK COMPANY, Bridge- 
port 2, Conn. Jn Canada: Belleville, Ont. 


Bassick 


A DIVISION OF 





MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 
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The Ad-Viser 


(Continued from page 50) 
I LIKE TO SHOP IN BLANK'S OFFICE APPLIANCE 
STORE BECAUSE ... 

This gives the advertiser the opportunity to judge 
the results for originality, sincerity, and so forth, with- 
out fear of having to make a duplicate award. 

So, if you want to run a contest of any kind, be sure 
you follow the rules, make it attractive, promote it 
properly. You'll find that it can do an excellent job 
of promoting interest and actually increasing store 
traffic. 





Speed Gets ‘Em for Trick & Murray 

In an age of jet-plane speed, most popular with 
customers is prompt delivery service. Speed and more 
speed is the watchword. To the slogan “Speed Gets ’Em” 
may be added “and Retains ’Em,”—orders keep coming 
when they have been speeded on the wheels of a fast 
sidecar and motorcycle service. Trick & Murray, pioneer 
stationers of Seattle, get that speed right into their 
headlines and service with their fast-flying motto 
“Trick & Murray—In a Hurry.” 

Adequacy of such delivery service is maintained most 
conveniently in many of the speedier stationery estab- 
lishments by means of the swiftly maneuverable side- 
car that putt-putts throughout the day to busy offices. 
In many progressive West Coast communities, a num- 
ber of places literally “burn the wind” to the customer’s 
home or office with special messengers entrusted with 
important articles 

“Here Comes Lloyd” 

In one case in Seattle, on the windshield of a motor- 
cycle with a sidecar there is the breezy legend “Here 
Comes Lloyd.” Briskly turning corners and speeding 
through traffic on the outskirts of jams, he epitomizes 
Mercury with winged heels on his way to customers 
with fulfillment of their orders. 

In numerous instances in diverse retail businesses, 
“speed and more speed” of delivery is nine points of 
$uccess,—not only measured in dollars and cents but 
in genuine satisfaction to customers. 

Quicker deliveries are an added means quite often of 
overcoming the lead of a rival house, a way to be one 
up on competition. Quick delivery methods advertise 
the store by word of mouth, and have the power to 
bring customers back again and again, even some who 
may have left. It’s a good way to get new customers, 
also. 

Motorcycle delivery service has widened zones of 
service so that merchandising scope can be extended 
and new trade territory taken in. Rapid delivery often 
is actively safeguarded and zealously maintained as a 
secret of success. It is not only giving the customer 
what he wants, but giving it pronto, when he wants it, 
in advance of other services, which counts highly in 
this atomic age. 

Can’‘t Be Too Soon 

Inasmuch as most people do not like to wait for 
orders the average stationer cannot send them too 
soon. To neglect swift delivery is to lose patrons. When 
a customer places an order he usually wants the goods 
delivered as soon as possible—if not sooner. The store 
with the swiftest dispatch is better patronized than one 
afflicted with indifference or creeping paralysis in its 
delivery setup. 

Some of the most efficient businesses have developed 
whole fleets of streamlined motor-sidecars and delivery 
messengers, often in smart uniforms, who take care of 
expanding orders to expanding stores. 

Regarded as ever more vital in service, speedy deliv- 
ery vehicles are vital too as a sales factor. They should 
be well advertised to attract and retain business —CML 
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IF YOU WANT A LINE THAT’S COMPLETE, 


SELL “IN-DEMAND” OFFICE FURNITURE BY ALL-STEEL 


















- 


Why not place yourself in a position to supply all customer qui 
top-quality office furniture and equipment? The ASE line is broad. | 
smartness of design and integrity of construction. It is popular and f 


to handle. Write us for details. 


g 

s 
7 ae > 
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Better Built for 


A BROAD GROUP 
OF FINE QUALITY 
STEEL OFFICE CHAIRS 


Swivel and side chairs both with 
and without arms . . . posture chairs 
with Contour Seat and Orthoform 
Back. ASE Green, Dawn Gray, ' 
Stylite Tan, Mist Green and Brown Bit a ! send in 
finishes. Elastic Naugahyde, Good- Ser ealnanedl 
all Claremont and Gros Point ail information, 
fabrics in a fine selection of go. Ee 
colors. A splendid chair line for | - ae may be epen 
every purpose. in your 


community. 









All-St 

Dept, “Sat tipment Inc. 

a Minots 
entlomen: j'm ; 

On All-Stee; offic sratted. $ 


‘ end com 
furniture and equipmens "rmation 








ALL-STERL EQUIPMENT INC. 


Aurora, Illinois 


Unit Robes © Key Cabinets © Storage Cabinets © 
Bookeases * Clothes Lockers *® Counter Sections 









hin 
























| _E = 
i ane el 
Cabinets Desks Blueprint Files Chelrs 
See us at N.S.0.E.A. Exhibit Sept. 26-30 at Rooms 512A-513A at Conrad Hilton in Chicago 
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FULTON 


OFFERING YOU 
QUALITY AND VALUE 
RESULTING IN PROFIT 
AND REPEAT BUSINESS 













High quality at low prices assures you of 
customer satisfaction . . . A unique kit consist- 
ing of holders, stamp pad, tweezer and rubber 
type .. . Made of super-duty red para rubber, 
even in thickness, height, and alignment — 
and deep-cut for clear impressions — the type 
used in the FULTON outfit is of the finest 
quality. Can be used for notices, prices, addres- 
ses, labels... The sets are presented in 
attractively designed, durable cardboard 
boxes... having both beauty and utility. 


A BETTER LINE OF STAMP PADS AND DATERS' 
DRI-KWIK Stamp Pads are excellent repeat-business 
deluxe items. The FULTON fine-line Stamp Pad is 
outstandingly useful and economically priced .. . 
SERVICE fine quality precision made Daters are indi- 
vidually boxed and guaranteed to give satisfactory 

















service. 





ORDER NOW! PROMPT SHIPMENTS! 
WRITE FOR OUR NEW CATALOG #52 


FULTON MARKING 
EQUIPMENT COMPANY 


82 Fulton Street _ Elizabeth 1, N. J. 
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News Notes from the British Isles 
(Continued from page 70) 


been available on a typewriter with a normal keyboard, 

The dual unit machine gives a range of 180 charac- 
ters instead of the normal 90 and is now extensively 
used for the typing of mathematical formulae in con- 
nection with atomic, aeronautical, electrical, radar 
research and other specialized work. 


With this machine it is possible to include a range¥ 


of mathematical symbols covering most requirements 


and in actual fact a further machine is being devel-§ 
oped with three units instead of two, which will give® 


a range of 270 characters on one machine 


The machine can, of course, perform all the usual} 
functions of an ordinary typewriter, including mani-§ 


folding and stencil cutting. 


* * * 


The May, 1953, catalog of D. Matthews and Son Ltd,J 
office furnishers of Liverpool who were established in 


the year 1848, is, as usual, full of good things for the 
prospective purchaser and one item of equipment 
which is of interest is the card index equipment which, 
of good quality wood, may be built up in the same 


way as a sectional bookcase with a general finish andj 


quality as that of a first-class cabinet-made article 


of furniture, rather than a collection of loose filing§ 


drawers. 
* * ” 

I like the reference to “Difficult Street” in the cur- 
rent issue of Twinlock News, the official house organ 
of Percy Jones (Twinlock), Ltd., of Beckenham. It is 
a thoroughly realistic approach to the present-day 
position. 

“Our balance sheet for the past 12 months is mod- 
erately pleasant reading. The profit is smaller than 
it was in 1951 but we are not worried about that, 
because 1951 was Easy Street and Easy Street is one 
of those pleasant paths that slopes gently into Carey 
Street if you follow it too far. 

“We like things better as they are today with 
orders to be fought for and a public that studies the 
cost of things and only buys the good ones. People 


who live on Difficult Street have to work hard and} 
do a good job, and that makes for long life and mod-} 


erate satisfaction.” 
e * « 


A new Swedish-made adding and listing machine, 


the Odhner, is being distributed in Britain by British} 
appointed sole} 


Typewriters, Ltd., who have been 
British agents. 

The new Odhner, which has been designed spe- 
cifically for electric drive, works in units of sterling 
instead of in decimals, and has a sterling capacity 


of £9,999,999, 19s. 11d. 


+ * ” 


Electronic experts say that eight out of every 10 
girls who are now adding machine operators, typists, 
filing clerks, and secretaries in London’s big offices 
will not be needed in 10 years’ time. Their work will 
be done by robots. The odd two girls will be the girls 
to “program” work for the robots to tackle 


In London’s biggest office-block, the 15-story Shell-} 


B.P. headquarters, the typists work with robots at their 
elbow. The robot records on magnetic tape the letters 
and memos of two managers. The girl types them. 

At the Hammersmith headquarters of the vast Lyons 
catering empire, another robot called LEO 
stand for Lyons Electronic Office—has some 6,000 valves 
and an electronic “memory” that can store thousands 
of 32-digit figures and that would take a team of 
skilled mathematicians months to solve, can be worked 
out in a matter of hours. 


* * * 


Bradma, Ltd., has moved into a new building, Telford 
Way, London. A feature is the provision which has 
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make fast, easy sales—you 
e Profit Line. Sales are fast 
Rite consistently comes 


up with the really new ideas in duplicating sup- 


plies! These new ideas give you the necessary 
sales ammunition for fast, profitable sales. 
In addition, Sure-Rite advertises their new 


ideas in magazines like Colliers, The Secretary 
and Today’s Secretary. Telling the Sure-Rite 
story to your customers makes Sure-Rite prod- 
ucts even easier to sell. 
: So you see, the combination of new merchan- 
mS dising ideas and consistent advertising makes 
¥ it possible to make easy profits with the Sure- 
Rite Line...to literally wade through new prof- 
sec kt kg rap ” its! A few franchised dealerships are available. 
, Write today, to see if a dealership is available 


pypuicaTiNg Me 
rT > . 
ee Be in your area. 3 


‘ AMERICAN STENCIL MANUFACTURING co. 
2714 WALNUT STREET 
DENVER 5, COLORADO 


If you want to 
rs want the Sure-Rit 
<e and easy because Sure- 














i‘. Sure-Rite First: 
Sure-Rite SMUDGE-A-WAY 
—the only solution which 
prevents grease and 

* finger smudges on 
offset plates from 

reproducing. 





Sure-Rite First 
Sure-Rite 999 MIMEO INK 


—the first fast drying 














° bose ink 
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Sure-Rite First 
Sure-Rite RED-DOT 
SEAL-TAB Green Film 
Sten $ the first film 
sten which eliminated 
messy film glue, 

and used easy-on-the-eyes 





Sure-Rite First: 

Sure-Rite PLASTIC 

a ye gg first 
astic back, | j 

we we ae wearing 


















Sure-Rite First: 


Sure-Rite STENCIL NEG — 
the first highly ” 

merchandised mechanical 
negotive. (Size: 10°'x15 


OF 
FICE APPLIANCES, September, 1953 
125 



















Presentitgy —lt<—p TIC 





°*,..0t always returns to shape!*°’ 







NG 
BACK! 
+ THE \" 
LOE says quality 
_s - . 
ee) q 


YU 


a 





SALES FACTS 
about 
ELASTIC 
BOLTAFLEX 














1 It won't sag... 
always returns to 
shape! 











2 Greater stretch- 
ability .. . tailors 






beautifully. 







3 Priced for your 
volume business! 









4 Knit-backed with 
tough, high-tenacity 





rayon. 










5 Superior stitch-tear 


resistance. 












6 Less strike-through. 







7 Carries the 
nationally advertised 







Boltaflex name! 






Elastic Boltoflex shown 
here is Burnished Antique 
Finish 
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BOLTA BRINGS YOU THE FIRST POPULAR- 


PRICED BACKED PLASTIC THAT STRETCHES, 


RETURNS TO SHAPE AND WILL NOT SAG 


Two years in the making, Elastic Boltaflex 
has unusual strength, stretch and dura- 
bility. It tailors beautifully without sags or 
wrinkles and has a soft, pleasant ‘“‘hand.”’ 


KNITTED MAN-MADE FIBERS GIVE 
BACKING UNIFORM QUALITY 


Knit ba of high-tenacity rayon in- 
sures | even on deep-spring con- 
struc than any comparable material 
on th Look at the backing — it 


y/ It’s tough... and i always 
reluTn ( hape! 

Tests show stitch-tear resistance beyond 
conventional backed plastics in its price 
t’s more, Elastic Boltaflex re- 

scuffing, fading and wearing; 
p or peel; has practically no 


strike-Lhnrougn., 


PROVEN COLORS, 
POPULAR PATTERNS 


Eleve rator colors are already avail- 
able in handsome Burnished Antique 
Finis verything from Brazilian Green 


and Mohawk Red to Rodeo Tan and @x- 
blood. Choice of 12 colors in popular, deep- 
molded Poinsettia pattern. Additional 
colors and patterns on the way! Send in 
the coupon for swatches of Elastic Bolta- 
flex and order sample yardages to be ready 
for a booming business this fall. 





NOW YOU CAN PLEASE EVERYBODY! 


ONLY BOLTA GIVES YOU ALL 5 
FOR GREATER SALES! 


1. ALL-PLASTIC BOLTAFLEX, the durable 


all-time favorite. 


2. NYLONIZED BOLTAFLEX, the rug- 
ged-est, most stretchable supported 
plastic available today. 


3. WOVEN SARAN, the plastic that 
“breathes.” 

4. SPUN SARAN — looks and feels 
like wool —is virtually stain-proof 
— wears for years and years. 

5. ELASTIC BOLTAFLEX, the top-quality 
backed plastic designed and priced 
for your volume business! 











BOLTA, Lawrence, Massachusetts 


* 


' 
ae 
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This is what I’ve been waiting for! Please 
send sample swatches of Elastic Boltaflex 
right away. 


A ins odie oe ae eee Pedi <de te 
NE 5k. cca cdeeenedan nee 
Pe dacs cdaccecucestesnee , ee 


BOLTA, Box 526, Lawrence, Massachusetts 
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SURE-FIRE 
SELLER 





5-Drawer Filing Cabinets 
qe 
20% FLOOR SPACE 





Here is the answer for harried office managers : 
and others faced with the problem of conserving Sie 
costly office floor space. The 5-drawer filing 4 
cabinets, one of the popular Peerless series 6600 
models afford 25% more filing capacity than the 
standard 4-drawer models, allowing a_ given 
quantity of paper to be filed in 20% less space. 

In addition, these cabinets contain the same 
degree of high workmanship and durability which 
have made Peerless equipment a steady seller for 
25 years. Smart modern styling . . . solid weld 
construction . . . distinctive functional features 
are all built into the 5-drawer model to make 
your selling job easier. They’re available in a 
wide range of colors in both letter and legal 
size widths. 

For larger profits, promote and sell this sure- 
fire line. 





Peerless offers dealers a high quality line of 
metal business equipment that can be sold with 
confidence. Sales and planning assistance are 
gladly given. Some valuable sales territories are 
still open. Write today. 

















PEERLESS steex EquipMeENT Co. 


6602 Hasbrook Avenue, Philadelphia 11, Pa. New York Chicago Dallas Los Angeles 





OFFIC 
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KOS 


makes a world of If 
ga ie 





Really scientific achievement is considered 
accomplished only after timeless research . . . 
and indefatigable testing. ROSE Products 
are produced that way! Laboratory tested 

. proven ... dependable. Rose Products 
are dependable because they rank highest in 


performance and satisfaction. 


Specialists in the manufacture of: 


MASTER UNITS (Plain and Printed) 
SPIRIT CARBONS 
HECTOGRAPH CARBONS 

¢ Hektowriter Rolls 


PNET Olt ditches Malte Melle Malelire 
Cream 
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QUALITY! 


© Cigarette Burn-Proof 
@ Alcohol and Water-Proof 
© Highly Scratch Resistant 








] 


= 


The MYRTLE CHAMPION 


(SERIES 5300) with 


Matched 
FORMICA TOPS* 


*OPTIONAL AT EXTRA COST 


It’s hard to tell where wood and plastic 


meet, because these FORMICA tops are 
perfectly matched with the Genuine 
Walnut exterior or Rift Oak used in the 
Champion series. 

Add the extra sales appeal of these tough, 
durable tops to these special features: 


Nylon Roller Guide on 
Double Drawer 


Two-Coat Lacquer Drawer 
Interiors 


Tamper-Proof Locks 


Knee Drawer Kick Out 


.. and you will find the Champion win- 
ning new friends—and profits- 


for you 


and your company. 

















BETTER DESKS 
ARE MADE OF WOOD 


MYRTLE DESK COMPANY 








HIGH POINT, NORTH CAROLINA 


been made for floral beds in front of the building) 
* * * 


D. A. C. Butlin, Director of Public Relations of the 
National Cash Register Company, broke “new ground™ 
recently when, at Buxton in Derbyshire, he addressed @ 
Convention of Hatters, who were discussing ways ang 
means of boosting the sale of men’s hats. 

Mr. Butlin took as his theme “Creative Selling” 
and he summarized it by saying that the art of al 
creative selling was to make the customer feel that 
it was a pleasure to buy a product. If one did that 
then the ultimate transaction gave satisfaction to the 
buyer and he seller. 

* « ” 

I hear that Ditchburn Office Equipment of Terminal] 
House, Victoria, London, S. W. 1 has just moved intg 
new premises at 17, Moorfields, Liverpool. 

The premises in Liverpool comprise a four-storied 
building with a comfortable, pleasant showroom og 
the ground floor with a further showroom above 
devoted to steel and wood office equipment and theif 
administrative offices are on the top floor. The front 
of the building is in line with modern trends; and the 
front of the showroom is being faced in gray Portland 
stone. 

The opening of the London Office (because of coursé 
this company is the large Liverpool concern of office 
equipment retailers) is in line with the company’s ex- 
pansion policy. The main emphasis from the London 
office will be the supply of metal partitioning in which 
the company specializes and the maintenance as @ 
separate organization of a trade division for supplying 
office equipment and machines to the retail trade 
throughout the country. 

After some years with Office Machinery, Ltd, 
A. Walker recently resigned to become sales manager 
of the London Office of Ditchburn Equipment (Sales), 
Ltd., under the control of G. N. Ditchburn, the man- 
aging director. 

~ - + 

A new development reaches me from Planomatic, 
(Dacron Limited Business Systems, 32, Fitzroy Square, 
London. W. 1.) 

In addition to the multi-colored revolving discs, 
A. R. Jackson, managing director of the company, 





Planomatic Is Demonstrated ... 


A. R. Jackson (right), managing director of Dacron, Ltd., demonstrates 
to H.R.H., the Duke of Gloucester, an application of Planomatic show- 


ing the disposition of ogy | personnel indicating establishments, 
active strength and reserves. There are many industrial applications 
for this new development which has been called the Numadisc. Look 
ing on at the left in this picture taken at the Business Efficiency Ex 
hibition is W. J. Arris, president of the OABETA. 


tells me that the firm has recently developed nar- 
rower discs bearing numerals, 0-9 which house 16 up 
in each case unit. 

“Each case unit contains 16 discs 44-inch wide which 
can be separated into any desired groupings,” Mr. 
Jackson added. “Numeral discs can be used alone or 
combined with multi-color discs.” 

Numeral discs are available in five basic colors— 
white and yellow discs have black numbers; black, red 
1953 
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FURNITURE COMPANY 


High Point, N.C 


A nation-wide standard for distinctive. 


pace-setting, sales-making styling — 
plus superb tailoring and 


craftsmanship Altogether, 
Thomas means furniture that 
increases your dollar 


volume and your profit, 
makes friends for 

your store and builds up 
your reputation 





MEMBER 


KALISTRON INC. (DECO 
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Thomas’ style and quality 
leaders are covered 

by Kalistron, the 
ultimate in beauty, 

wear and cleanability. 


pure, transparent 
/Vinylite on top 
ff Unequalled for scratch 
7 and stain resistance 
/ because no scuffing or 
scraping can reach 





\ y.. 
'STTON. 


44th 


STREET, 





the color 
__-underneath 


3-dimension 
beauty. You see the colors 
through the Vinylite. 


the fabric back 


stretches 3 ways 
—flexibility for perfect 
Thomas tailoring 

and craftsmanship, plus 
the utmost in seating 
comfort and luxury. 


NEW YORK 36, N. Y. 
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@ You'll 


better chairs, if you feature pos- 


sell more chairs, 


ture-fitting styles with Seng Syncro- 
Tilt Office Chairs 
which are Seng Equipped promise dol- 


Action Control. 


lars-and-cents benefits in improved 
working comfort and efficiency. 

Progress in seating comfort starts with SENG Precision Built 
Syncro = Tile Controls — designed for the right combination of 
smooth-operating swivel-tilt-reclining, and body-fitting chair ac- 
tion. That's why SENG is an important sales-builder in executive 
chairs. USE this advantage on every sale. 

SPECIFY SENG CHAIR ACTION CONTROLS on the new 


executive chairs you buy — for easier selling, higher unit sale, 


greater customer satisfaction. 







The SEM Comaany 


1450 nORTH DAYTON ST + CHICAGO - 22- ILL. 


74 WORLD'S LARGEST SPECIALISTS 
HARDWARE 


IN 


FURNITURE 






and green have white numbers. Groupings, or sub 
totals can thus be clearly defined. Multi-color dis¢ 
bear the same colors on five segments. 


* * * 


When the Bleachers’ Association of Mancheste 
wished to test the absorbency of typewriter ribbo 
fabric it devised a special absorbency meter for whic} 
patents are pending. 























On Trial . .. The absorbency meter is demonstrated. 


The instrument was demonstrated recently. A dro 
of moisture on a fabric is al! that is necessary 
ascertain what is the degree of absorbency of thi 
particular fabric concerned. Obviously with typewrite 
ribbons, uniformity of absorbency is to be desired 


* * + 


Having looked at the Coronation issue of ‘Londor 
Pride” I feel congratulations are due to all concerned 
“London Pride” is, of course, the official journal of t 
London Branch of the Typewriter (and Allied) Trade 
Federation of Great Britain and Ireland. 

* * + 

Harry C. Langrick, who has served on the editoria 
committee of “London Pride” as secretary and treas 
urer since its inception, formerly general manages 
of Office Machinery, Ltd., has been appointed com 
mercial general manager of Bar-Lock Typewriter Com 
pany, Nottingham. 

on” * * 

I am advised that a new add-listing machine w 
b: available for the trade in the near future. It wi 
be the lowest priced add-lister on the British marke 


* oo ” 
It is reported that Ernest Zucker, late of L. @ 
Smith & Corona Typewriters, has joined the Boaré 


of the Joeli Safe Co., Ltd. 





News Notes from Australia 


W. BEECHAM, CORRESPONDENT 
BOX E256, G.P.O., PERTH, W.A. 

An exhibition of office equipment was recently held 
in the Sydney Town Hall in conjunction with a specis 
conference on office management. This was arranged 
by the Sydney Division of the Australian Institute of 
Management together with several accountants ang 
secretaries’ organizations. There were 26 exhibitors 6 
all types of office equipment and appliances 


* & * 


Australian banks, lawyers, land and estate agen 
and others dealing with mortgages and land transfe 
have been officially informed by the Titles Office thal 
ball point pens are now barred for the signing of docu 
ments which have to be registered there. Banks, if 
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TOP DOLLAR 
VOLUME SALES 
PRODUCER! 


LITERATURE AVAILABLE 
ALL PRICES HIGHER ON WEST COAST 


AA3X 











AVAILABLE IN GREY OR GREEN 















































INDICATE COLOR 
NO. DESCRIPTION DIMENSIONS wt PRICE 
HK. w. do. WN. Y. 
AA1 | DO-ALL-IN-ONE (Letter) | 34” | 30” | 16” | 100lbs. [$60.50 
IAA2 | DO-ALL-IN-ONE (Legal) | 34” | 33°] 16” | 110lbs. | 68.75 
AA3X| COMBO DO-ALL (Letter) 34”| 30°] 16”| 100tbs. | 65.45 
AA4X! COMBO DO-ALl (Legal) | 34”| 33°] 16”| 110s. | 71.50 
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UNIVERSAL COUNTER 
INSTALLATION 


add-a-unit 


Hi 


a" 
te 
: “F 

Be 
? 


PLANNED-SPACE iG 
ENGINEERING 


if’s more ve 
than you t 


Everything organized faste 
available quicker. Complete 
storage problems at your 
derful for universal counte 
meet expanding needs. 
Top grade steel, each unit 
..- designed to meet all 


BASIC DIMENSI 
36/2” High, 16” | 


LITERATURE AVAILABLE © ALL PRICES 


Ths STeclmaserd * Wyo w. 233ed stn. y. 83, 





















valuable 


think! 


i faster, saved better, 
mplete control of your 
your fingertips. Won- 
tounter installations to 


ds. 


th unit precision made 


it all storage needs. 


MENSIONS 
h, 16” Deep 





, PRICES HIGHER ON WEST COAST 


€. 
i a a 2 





LINOLEUM TOP 


TCH! 


y 


St 
“$10 


per linear foot 
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AVAILABLE IN GREY 






OR GREEN 
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: 2 : a DIMENSIONS 
" sd NO. | DESCRIPTION " we sar. we. | 
tien" 3 30 Drawer | o> loc) lens Ian 
~ oe ‘AvAnABLE tw ney om orem | ' 22° |storacer” | 26'/2" | 297% hi2 100 Ibs. | 35. 
Draw Dim. 3” | 9,” 114," 
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fon NATIONAL LOCK 


quality items for every possible use 


NATIONAL LOCK COMPANY has made a 
broad line of high-quality locks for more than 48 
years. Shown below are typical examples of com- 
bination shackle locks, surface mounted and built- 


in locker locks, filing cabinet drawer locks, cash 


No. 68-6703B 


“4 7 
. ‘, 
om : 


No. 68-095 


No. 68-4847 





If you are an original 
equipment mMantu- 
facture } r jobber, 
write us. If you are a 
deale Yr, S€@ YOu jobber. ; 
4 
; 
V) \ 
iL... 


September, 1953 





box locks, combination safe cabinet locks, drawer 
and door locks and still other locks. Available 
are lever tumbler, plate tumbler and pin tumbler 
types, designed for specific applications. Write 


for complete information and installation data, 


No. 68-2676 


a7 





No. 68-080 


No. 68-3700 





Distinctive Hardware... All From } Source 


HANDLES, LOCKS, LABEL HOLDERS, CASTERS, LOCKER HOOKS, 
HINGES, LIFT HANDLES... EVERYTHING FOR OFFICE APPLIANCES 


NATIONAL LOCK COMPANY 
ROCKFORD . 


ILLINOIS 


137 








We've said it before: “It pays to sell equipment 
that invites good workmanship.” Better work- 
ing atmosphere means better work ... more 
output... greater benefit to management. 


ALMA Desk: inherently help create the proper 
setting for good workmanship. With the addi 
tion of the new ALMA 1800 Series to the ever 
popular 900 DEBONAIR, the 1100 ECONO 
MIZER, and the 1600 STANDARDIZER, you 
can profit from even more sales appeal. And 
dealers have learned that Wise Economy is 


always popular 





Be sure you're getting top return for your selling 
effort. Stock these four ALMA Keys to greater 


sales. 








1800 SERIES 1600 SERIES 110 


1866-86F4 86 x 45 es 1666-86F4 86 
1663-78F4 78 x 42 | NEP 1666-84 


1830-BC D ) 14 x 29H 
1840-BC/D 14 x 54H 
1830-BC (Open x 14 x 29H 
1658-STW 58x 3 


No. 18 Costumer 1642-STW 42 x 30 


a 
NET) 


1866-F4 66 x 36 J ja 
1863-F4 60 x 34 a ed = = 
1666-PT 66 « ike 


No. 18 Wastebasket 1674-PT 74 
x 1658-PT 58 


1650-PT 50 


~ =] | ' ‘ 
T No. 16 Costumer 


= q j b 
z 1621-TS 16 x 20 


1860-C 60 1660-C 60 x 34 
1858-C 58 1658-C 58 x 30 
1850-C 50 : 1650-C 50 x 30 
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BE F toe 





D 


See Them tn Chicago 


Make sure Exhibit Spaces 504-A, 505-A, and 507-A 


, 


are on your ‘must’ list for the National Stationers’ 
Convention, September 26-30, at the Conrad Hilton 
in Chicago. 


1100 SERIES 


1160-D 60 x 48 
For two people 


“4 1155-STW 55x 32 
1142-STW 42 x 32 


1120-TS 20 x 16 


+ ‘ 


115STW 55x 32 
1142-TW 42 x 32 


1142-—F 42 x 32 
1136-F 36 x 26 


26 


SS Ro 


HIGH POINT, N. C. 





900 SERIES 


ee 


954-STW 54 x W 
942-STW 42 x W 


954-TW 54x W 
942-TW 42 x 30 


942-F 42 x W 
936-F 36 x 26 


921-TS 20 x 16 
No. 11 Costumer 


























PARKER'S SPARK LERS! ! 


Price+ Qualiy= 
VALUE GEMS in 9 <S\ 
STEEL OFFICE ‘ 
EQUIPMENT 





STEEL 
BOOKCASE 


The Bookcase is of 
standard size with disap- 
pearing glass front panel 
for clear visibility. Avail- 
able in three different 


sectional sizes: 


H WwW D 


12" x 353%" x IY" 
15" x 353%" x IIa" 
18" x 3534" x iA" 











STEEL 
TRANSFER FILES 
FOR YOUR FILING NEEDS 
Visit 

Our Booth 

No. 346 

at NSOEA LEGAL AND LETTER SIZE 
convention oS stouEsT 











THESE STURDY 
STEEL 
TRANSFER 
FILES CAN BE 
STACKED 
TO ANY 
DESIRABLE 
HEIGHT 


ALSO STORAGE e WARDROBE and COMBINATION 
CABINETS e COUNTER HIGH and DESK HIGH 
CABINETS e SECTIONAL BOOKCASES 


Made of heavy Gauge Steel Electrically welded 
construction and completely reinforced throughout. . . 
Baked-on enamel finish in Green or Grey. 


Write for Catalog and NEW price list 


PARKER STEEL PRODUCTS INC. 


56 COLUMBIA STREET ° BROOKLYN 2, NEW YORK 


GQ 
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general, are also doing their best to discourage the use 
of ball point pens, particularly in the writing of checks. 


* * * 


A leading Melbourne trade publication circulating 
among sellers of office equipment, says that the most 
neglected appliance in the average office is undoubt- 
edly the typewriter. “In most big businesses where 
typists are trained they keep their machines systema- 
tically oiled and cleaned, but there are thousands of 
small offices, generally in shops or belonging to one- 
man businesses, where the one solitary typewriter 
never gets any attention at all from one year’s end to 
the other,” it adds, and stresses that this type of thing 
is very wrong and expensive 

* 

Mason-Kolok Manufacturing Company, Ltd., manu- 
facturers of carbon paper and typewriter ribbons, will 
not pay an interim dividend for the half year ended 
March 31, 1953. (Last year the company paid a 5% in- 
terim but passed the final divided.) Consolidated 
profit for the financial year was down £3,407, while the 
dividend charge was £4,750. 


* * 


Shareholders of G. H. Horton & Co., Ltd., pencil 
manufacturers, will be asked at an extraordinary meet- 
ing shortly to increase nominal capital from £150,000 
to £250,000 by creating 100,000 additional ordinary 
shares of £1 each. 

x * * 

Sebels (Austrialia) Ltd., manufacturers of steel office 
furniture, Sydney, incurred a loss of £15,627 for the year 
ended December 31, 1952, its first full year as a com- 
pany. (From August to December in the previous year 
a loss of £1,122 was shown after a depreciation allow- 
ance of £90). Directors state that no goods were manu- 
factured in 1952, trading being confined to a limited 
range of stock imported from its associated company, 
D. Sebel & Co. Ltd., England, before import restrictions. 
Since December the company has obtained a loan of 
£60,000, and the factory at Bankstown commenced pro- 
duction in March. Paid capital is £200,000. 


* » * 


Negotiations are being conducted by Stott and Un- 
derwood, Ltd., Sydney office appliance suppliers, to re- 
linquish the sale of addressograph machines in New 
South Wales, and assume responsibility for the sale 
and service of the products of the Underwood Corpora- 
tion, Block and Anderson, Ltd., and Original-Odhner 
in Victoria and N. S. W. For the latter purpose, free- 
hold premises are being purchased in Melbourne, where 
the company will shortly open a branch. Directors con- 
sider that the change will be to the advantage of stock- 
holders. 

7 * 

An interesting patent for plastic maps, developed 
after two years’ research by a company in Western 
Australia, has been applied for. This is believed to be 
a result of the first successful attempt at printing maps 
on plastic, and it is understood that the inventors have 
received many inquiries for the maps from overseas 
automotive associations, airlines and fuel companies. 
Although difficulties have been experienced in obtain- 
ing sufficient supplies of the necessary plastic, one 
chemical firm has now undertaken to F sewer and 
supply sufficient for the new purpose. Laboratory 
tests are claimed to have shown the maps to be practi- 
mer indestructible when exposed to water, peroxides, 
acids, alkalis and severe nay weet tests. A new company 
is prsechere to be formed to handle these maps 


7. + . 

Australian population, as at December 31, 1952, 
totalled 8,752,819—3,421,768 in New South Wales; 2,- 
356,823 in Victoria; 1,247890 in Queensland; 751,535 in 
South Australia; 614,483 in Western Australia; 315,955 
in Tasmania; 28,481 in the Australian Capital Terri- 
tory; and 15,884 in the Northern Territory 
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president director vice president comptroller guest secretary receptionist 


it’s easy to sell this F a od 


" —< : 
“| 
J 


¥ - : a 
president € ¢ visitor 


a 

a ~S 
g zy 

deb i 

foam rubber arms = 
foam rubber back ( 
foam rubber seat C wid 4 
all-welded construction ine 

. 
satin aluminum base debonair 


hooded casters 





. . and don’t forget 
WELLS PAYS THE FREIGHT! 


in shipments of 100 Ibs. or more 


DEBONAIR POSTURE No. 272 


Illustrated in Newport Fabric 


$50.60 |ist Write TODAY for the 
Slightly higher in Zones 2 & 3 “Aristocrat Plan” for greater 
chair profits 


well.) ooul, 


WELLS SALESMAN OF THE MONTH <== 
Len Jacobs 


9970 West Picos Street 


Los Angeles, California 








WELLS CHAIR CORPORATION MICHIGAN CITY, INDIANA U. S.A. 
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SMASH PROMOTION! 





SPECIAL LIMITED OFFER FOR SHIPMENT 
FROM AUGUST 1 TO OCTOBER 31 ONLY 


$4.98 Reversible Plastic 


Quilted Cover 
$9.00* 


RETAIL* 
With the purchase of a 


FOLD-A-WAY 






THE ORIGINAL Table folds 
FOLD-A WAY fo carry 
like luggage 





Aluminum Table 
< Pat 2542394 


V.? 





BOTH TABLE 
AND COVER 


caret YY” P~ 


| 
THE TABLE__Sturdy polished alu- 
minum, reinforced with steel—holds 
over 20 times its own weight. Opens | 







to serve 8 persons; folds to fit in car 
or closet, or for carrying on its own 
handle. Legs lock open. 30°’ high 


<A 
> Guaranteed by © 
Model A-/9 Ibs. 
Ps" top $91 95 





” 





45 apveansee 1% 






d Housekeeping 
NX 2 y 
LIST PRICE ) 


West of Mississippi, $22.95 | 


Model B-27 Ibs. $99-95 \_ 
— 


2'/,'x6' top 
LIST PRICE 
West of Mississippi, $31.50 

REVERSIBLE COVER—Tough heavy 
gauge vinyl, heat-sealed quilted 
effect in modern design. Stain 
resisting, liquid-proof. Folds to fit 
inside table when closed for carry- 
ing. House & Garden colors: Red 
one side; Green ofher side 


SALE PRICE $7.00* 


New profit for you in this limited-time-only promotion! 
Just when dozens of indoor uses for the FOLD-A-WAY 
Table are in season, All-Luminum gives something special 
to hang your promotional hat on—a quality-made, 
handsomely styled FOLD-A-WAY Reversible Table 
Cover—priced below manufacturing cost! A promotion 
packed with punch, and backed with powerful national 
advertising! For extra profits, tie in NOW! 

* PACKAGING NOTE: Table comes packed with special coupon. customer 


sends coupon and $! plus 25< for postage and handling direct to 
factory; cover is sent by return mai! 


DOZENS OF INDOOR USES FOR THE FOLD-A-WAY TABLE! 


° Nationally advertised 
in Good Housekeep- 
ing, House & Garden 
and House Beautiful, 
to ever 20,000,000 
people. 


Cpmey  Agy BY £2 8 
Narre Geel! | Dey Stay 


Cards, Games Buffets Office Dining 


f obber or write to: 
Order from your J wri sapeamees, wane 


AND DISPLAY 
MATERIAL FREE 





Phila. 46, Pa. 
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Bank of Mexico 


(Continued from page 72) 

comes. Dime-x filing cabinets are used as most of 
the installations come from the plant of the Distribui- 
dora Mexicana, S. A. Bookcases and clothing lockers 
are equipped with locks. 

But before visiting any more departments of the 
Bank of Mexico, why not take a taxi and ride to the 
plant where all these articles are made? It is a city 
in itself not far from the Shrine of Guadalupe at 544 
San Juan de Aragon, Villa de Guadalupe. 

If it were 8:30 a.m. you could ride in one of the 
comfortable buses which are used for transporting 
workers and which take you right to the door of this 
unusual plant which set the pace for other firms in 
the city, especially that of the Ford Motor Company. 
At the entrance it is possible you may see the director, 
Antonio Ruiz Galindo, and his two sons, Antonio, Jr., 
assistant director, and Armando 

Wherever you wander everything is spick and span, 
so it is a pleasure to visit the different departments, 
There are seats where one can sit and watch the 
happy employees pass. There is the office of Antonio, 
Sr., where he has a single charola on his desk and an 
auxiliary small table nearby for the telephone. There 
are bookcases everywhere. 

Next, a visit to one of the shops is a must and there 
you will see in manufacture all the objects you have 
admired in the Bank of Mexico. If it is noon time you 
can have a good dinner as a guest of D. M 

After being fortified with what the director and his 
staff eat, return to the Bank of Mexico for a visit 
to the Department of Economics. Here, it is both a 
museum and a bank. There is a library with doors 
that lock 13,000 books behind them. The partitions are 
of steel covered with wood. Inventories and purchases 
are also catalogued here in the Dime-x files. 

One department which is very important but of 
which there are at present no photos is that of numis- 
matics. Coins are displayed in panels on all the walls 
and here the D. M. has outdone itself. An ingenious 
system of locked doors and panels protects these many 
coins and paper money displayed under glass. 

All these panels, as well as other office appliances, 
are made to last through the centuries because they 
are of steel. 

Yes, the very latest in office appliances are to be 
found in the Bank of Mexico. And it is interesting to 
note, too, that the institution provides scholarships 
for its employees. Although many take up economics 
in the National University of Mexico, at present three 
of the staff are studying in the United States. Before 
and after office hours there are classes for employees 
who desire to learn English and other languages. 





Writing Equipment Industry in 
Canada Seen on Way to New Record 

Canada’s writing equipment industry appears to be 
on the road to a new sales record this year, and the 
leaders in the industry express confidence that each of 
the next five years will produce increasing sales. 

One big reason for this optimism is the current ex- 
pansion in that huge market—the school age group 
for writing equipment, according to W. V. Saunders, 
president, W. A. Sheaffer Pen Company. 

Mr. Saunders calls the 1953-60 school-age population 
“an expanding market that gives writing equipment 
manufacturers and retailers their strongest potential 
for sales increases since 1946.” 

But the fast-growing school market is still just a 
potential, he said. He feels the writing equipment in- 
dustry has to do a harder selling job than in the past 
few years to realize the potential 

“The next few years, in which there may be a change 
from a semi-war economy, can be years in which con- 
sumer desires and whims are more important than in 
the past 15 years,” he pointed out.—GNS 
1953 
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OF FICE SEATING 





1400 Series 
“spring back" 





posture aids 






v 
1435 Jr. Executive 


fe 
"Brushed Satin" =~ 
f : 

1425 Sec'y 


1430 Mens Large Seat 


Fully adjustable, luxury resilient foam rubber seating. No other pos- 
ture chair in the world "gives as much" with the exclusive famous 
"Riteform Convertible" shift for either spring back, or rigid back. 














1345 “The Manager" is 
supreme in executive pos- 
ture seating. Only this 
great chair gives “spring 
back" follow through, 
conventional tilt 
rigid bock 
one choir price 
convinces 


No. 1345 


seot, 
swivel, ina 


A trial 


aa 


900 Paymaster series low priced line 
opens the door where others fail. 





Roomy seats, welded frames 
over baked enamel. Exception- 
ally attractive prices -they sell 
“with full profit" -a real friend 
to dealers. Get details on the 
) business builders, and Rite- 
form "freight allowed plan”. 


A Valuable Franchise Line to Feature. 
Get Catalog on Factory - Draftsmen 
chairs And New Type Stands and 
Office Tables. 








luminum 


for Office Beauty 


Built Right 
Priced Right 


fomerica’s Greatest Values! 










1600 series 
Deluxe 


Executive 


Silvery 
Brushed 
Satin 
Aluminum 





1616 Arm = 1621 Side 1646 Workmaster 


Outstanding for appearance and functional service, the “Workmaster" 
suite in beautiful aluminum satin frames, with deep foam rubber over 
spring seat, has grown amazingly in public favor. “Flo-tilt" floating 
comfort, with balanced posture control. 


"The President" 1686, 
offers superb comfort, 
with deep cushioning. 


There's nothing finer at 
much higher price. No. 
1696 “the Director" for 
conference room and re- 
ception office distinc- 
tion. 





(Ca 


1696 
The Director 





_— 
¢ . g 
No. 125 g 


or 


No. 125, No. 425 Aluminum Base. 
Seal frame “spring back" adjustable 
in typists size seat. 

No. 130, No. 430 for men's size 
No. 115 (non-tilt back) typists 

No. 118 same in Men's size. 





Riteform typist chairs set the 
pace, for outstanding values. 
Deep 2" foam rubber cushions, 
all welded frames, Extra posture 
features exclusive on Riteform 
typists, sell at lower prices, be- 
cause Riteform produces its own é 
mechanisms. 





\ 
$ No. 115 





2300 Ellis Avenue 
Paul 14, Minnesota 


RITEFORM CHAIR CO. sg 








Visit Booth "C11-12" Lower Lobby-NSA. 
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Newest Gift Idea 


4, Way | Motel 


DESK CLOCK RADIO 


A mark of distinction ...a handsome appointment 
for the desk of a Very Important Person—the smart 
new Motorola “\ Ip” Desk Clock Radio. In gold and 


silver plastic finish, it is as good looking as it is 
convenient. Here is a combination of an accurate, 






dependable clock . eae powerful GOLDEN vorce* radio 
ee ... and a beautiful Parker pen and pencil set. 
The perfect gift for an important business executive. 


-—ADD°° 












































Model 53D 


He esonaliyed 


the name plate may be engraved 

- ( simply with the name of the executive 
John PH. Smith to whom it is given, and the date, or it may bear also 
‘A ' 


the name of the individual or firm who presents it. 


| fr esented lo 





| f953 7 
; — 


2a Bott. Se, Motorola“: vt 
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FINE CARBON PAPERS 


For: TYPEWRITERS, 
TABULATING MA- 
CHINES, ADDRESSO- 
GRAPHS, TIME STAMPS, 
BOOKKEEPING MA- 
CHINES and ADDING 
MACHINES. 


We Invite Your Inquiries 


Cut. —" MANUFACTURING CORP. 


Factory: Coraopolis, Pa. 
401 Wood St. 564 W. Monroe St. 
Pittsburgh 22, Pa. Chicago 6, Ill. 


Aaldtes 
by Z 
OF fica 


Typewriter, Billing, Fan- 
Fold, Pencil, Carbon 
Jackets, Register Rolls. 


HECTOGRAPH SUPPLIES 


Carbons, Master Units, 
Ribbons, Duplicating 
Fluid, Correction Pencils, 
Hand-Cleanser Cream. 





40 E. 40th St. 
New York 16, N. Y. 





ttf ™ gee 
| hr 

é ocko- (Ja Oe 
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Old Town Names Sales Heads 


Edmund T. Waters has been appointed vice-presgj- 
dent for sales of the Old Town Corporation it was 
announced recently by James H. McGraw, Jr., presij- 
dent of the company. 

Mr. Waters’ appointment marks the first step in the 
reorganization in Old Town’s sales set-up, Mr. Me. 
Graw said. 

Mr. McGraw also named George S. Donaldson as 
national sales manager. Mr. Donaldson will function 
as Mr. Waters’ first assistant 








' 
' 
' 
' 


G. Donaldson 


Mr. Waters was the organizer of the Waters & Waters 
Manufacturing Company of St. Louis in 1914. He was} 
president of that Company until 1930, when it was sold 


E. T. Waters 


to the Underwood Corporation, and Mr. Waters went 
with that organization as general manager of the 
Waters & Waters Division. In 1948 he was called to 
the Underwood factory at Burlington, N. J., as na- 
tional sales manager, in which post he tripled the 
company’s sales within four years. In 1952 he was made 
general manager in charge of sales and manufacturing 

Mr. Donaldson has been associated with Mr. Waters 
in the marketing field for many years. He was orig- 
inally engaged by Mr. Waters back in 1920, became a 
zone sales manager, and in 1948, sales manager of the 
supply division for the Underwood Corporation. He 
has now resigned this post to join Old Town as na- 
tional sales manager for all carbon papers and ribbons 
In this capacity he will operate with his zone sales 
managers to checkerboard the country with the most 
complete service any dealer or distributor could hope 
for. 





Smith-Corona Builds New Canadian Plant 


The erection of a modern, one-story plant to house 
the Canadian executive offices and manufacturing oper- 
ations of L. C. Smith & Corona Typewriters of Canada 
Ltd., is now underway. Occupancy is expected in the 
late fall. Sales and service facilities will continue to be 
maintained at the present location, 35 Front St. E 
Toronto. The new building will be situated on a three-} 
acre lot, on the northeast corner of Crockford & Ber- 
trand, in Scarboro’s Golden Mile of Industry 





- 





Architect’s Sketch .. . Located on Scarboro’s Golden Mile 
the new building is planned for fall completion. 


Smith-Corona’s present operations call for approxi 
mately 50,000 square feet, and commensurate space has 
been provided for in the new building to meet expected 
increases in production. An assembly line is planned 
for the subsequent production of the firm’s first all 
electric typewriter. 

The erection of this building celebrates 
Corona’s 50th year in the typewriter industry. 


Smith- 
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from any angle... 
+e oe 

it’s fine 
upholstery 
for 


business 
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Lasfara! Duran PLASTIC 


with elastic fabric back 


Here’s Masland Duran with even greater stretch for 
greater comfort. It’s the same established quality 

. the same easy to clean plastic surfaces . . . now 
with elastic fabric back. In practical colors and 
patterns on furniture for reception room, board room, 
factory office. Whether you buy or sell office 
furniture, it’s good business to insist on Masland 
Duran as the upholstery covering. Send for samples. 


The Masland Duraleather Co., Dept. 64, Phila. 34, Pa. 





ONLY MASLAND MAKES DURAN 
THIS TAG IS YOUR PROTECTION 
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Qver-the-Counter Tests in 
36 Cities Prove the 


EVERSHARP C701 1000 


is the 
Most Saleable Pen in Years | 





; ce PP 
> EN i 


at 






Te 





MIE MAPLE EET 


THE ARRESTING, AMUSING ADVERTISING BRINGS THEM IN...THE EXTRAORDINA 
VALUE SELLS THEM ...PERFORMANCE KEEPS THEM SOLD. HERE’S WHAT DEALERS § 


BUFFALO... “People come in and ask to see the pen PORTLAND, OREGON... “We're finding that VEM J 


that ‘burps’. And they buy it on sight.” at $5.00 is a pen that sells regardless of season. Ba 4 


, ele , =" 1”? 
CLEVELAND... “Your promotion is different — daring this is for us! 


dramatic—and effective. We've re-ordered twice! ST. LOUIS... “Sincerely feel you've ‘filled the h 





MILWAUKEE ... “Pen is great! Promotion is great! — the-market’ for $5.00 Pen, $8.75 Set! Our cust 
Business is great !” are very pleased and so are we.” 
©1953, Eversharp, Inc., 350 Fifth Ave., N. Y. C. * All Taxes Included 
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VENTURA GOES NATIONAL 
BACKED BY THE GREATEST 
AD CAMPAIGN IN HISTORY 


In 423 newspapers—powerful, large 


space ads—timed to boost sales when 
you need sales most! Tie-in ads for your 


use available also. Use them! 

In America’s best read magazines— 
LIFE, LOOK, COLLIER’S, POST, TIME, 
NEWSWEEK & COUNTRY GENTLEMAN! 
Full pages—double spreads—full color 
... week after week... month after month! 
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WELDON ROBERTS 
— 


— MISTAKES 
IW AGY LANGUAGE 





: ay 
Its Always Smart 
To tea Your Art! 


The number of artists, architects and draftsmen is growing by 
leaps and bounds! So are schoolroom art and drafting classes. 
There’s a Weldon Roberts Eraser to correct mistakes in almost 
every art medium. Right now you can sell a number of the 
erasers illustrated in a single, over-the-counter sale—and big 
quantities to art studios and architectural and engineering firms. 
ART BUSINESS IS BIG BUSINESS. ORDER TODAY! 





1010 HEXO CLEANER. Handy 
hexagonal shape plus resili- 










idiom RoGerls Np es , : 
HEXO“I0 O1O-CLEANER ent pink rubber give splen- 
aca te ON Rey did working qualities for 
“ged erasing and cleaning. Broad 






sides clean paper—even the 
and tracing cloth, fabrics, painted surfaces. Edges and 
Medium and large sizes 


thinnest 
ends ‘pick out’ details and line work. 







smooth, . ¥ 
< AIRTEX 400 
PRACTICAL ORAWING 
libdon Rotel® Grahsr 


MADE  NEWARE, LSA 


400 ARTEX. Soft, 
white rubber eraser for pen- 
cil work, drawing, drafting. 
Handy, bias-beveled shape. 
Sharp edges and ends for 
erasing fine line work; broad 
sides for cleaning. Pomibkee es sew we 
666 DOUGH. Kneadable ‘plastic’ erasers jor 
charcoal, soft pencil and pastel drawings and 
sketches. Can be kneaded into any shape 
for ‘picking out’ lines or cleaning larger 
areas. Absorbs Leaves no crumbs. 
Medium and large 


mark Ss. 


Sizes. 





220 WIZARD GUM CLEANER. 
by artists and draftsmen 
having the market's finest quality in this type 
of eraser. Seven sizes. 


Widely preferred 


who insist upon 


Visit us at Booth 119 
Nat'l. Stationery & Office 
Hotel Conrad Hilton, 


Sept. 26 - 30 


Eqt. Ass'n. Convention 
Chicago 





WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue Newark 7, N. J. 
World's Foremost Eraser Specialists 














Hermes Division Appoints Shoenfeld 

David Sigler, sales manager of the Hermes typewriter 
and office machine division, Paillard Products, Ine, 
recently announced the appointment of Oscar Shoen- 
feld as representative for Greater New York. 


Oscar Shoenfeld 





With extensive experience in typewriter and office 
machine production and sales, Mr. Shoenfeld will bring 
to the New York dealers the cooperation and assistan2e 





instrumental in wider expansion of markets and sales, 
A graduate of New York University, he had been a 
special representative for the Typewriter Division of 
Remington Rand since 1946. 


eee 





Clary Promotes Wayland at Phoenix 


Robert F. Wayland has been promoted to manager 
of the Phoenix, Ariz., branch of the Clary Multiplier 
Corporation. Mr. Wayland, who has been with the 
Clary company only since the first of the year, succeeds 
L. J. Wood, who has been made branch manager at 
Dallas, Tex. 

Seven recent additions to its branch sales staff were 
announced by the Clary Multiplier Corporation. They 
are George William Leigh and Homer A. Grant at 
Kansas City, Mo.; Kenneth W. Titus, Cleveland; Oswald 
W. Zesch, St. Louis; Harvey E. Geivett, San Francisco; 
Edward DePlomb, Los Angeles, and Thomas Sirakos, 
Pittsburgh 





Parker Pen Appoints G. C. Butler 

Graham C. Butler was recently appointed assistant 
manager of the Parker Pen Company’s southern sales 
division, according to an announcement made recently 


by D. H. Gullett, the firm’s general sales manager. 
Mr. Butler will maintain his office in the Janesville, 
Wis., headquarters of the firm. 





First in 3-D... 


Royal Metal Mfg. Co. is the first 
metal furniture maker to use 3D 
advertising in a national maga 
zine. Royal presented an unusual 
“balancing act’’ as pictured at j 
the left in a special 3-D section j 
of Institutions Magazine's August 
issue to highlight the idea that 
Royal offers the best balanced 
line of institutional metal] furni- 
ture in the country. In the ad, ¢ 
chair, dresser, settee, and vanity 
or reception desk are delicately 
balanced atep each other by «a 
corner or leg and appear to lean 
out of the magazine when seen 
through 3-D viewers. The ad is 
equally effective in black and 
white, and Royal plans to use i 
in subsequent advertising. Royd 
plans a merchandising campaigs 
using the 3-D advertisement, i 
was announced by Stephen Tedor 
general merchandising manager 
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You'll find just the right note of welcome 


ws J at the Dennison Exhibit. 
ta Booths 3 and 4, Conrad Hilton Hotel 


i September 26-30. 
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t, a 
»dor 


Framingham, Massachusetts 
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r Mr. and Mrs. Walt Marsh In Europe 
A Walt Marsh, president of Marsh Stencil Machine 


Company, and Mrs. Marsh sailed recentiy on the Queen 
LERS Elizabeth for Cherbourg, France. Their trip will take 
them for a tour of 11 countries in Western Europe, 


and will include England and the Scandinavians. 


TS Combining business with the tour will enable Mr. 

MAKE "4 Marsh to visit a number of European accounts and 

renew friendships with his firm’s distributors. Eng- 

land, Norway, Sweden and other countries have all 

FITEMS sent Marsh distributors to the home factory for visits, 

ON but this is the first time a member of his company 

has returned the call. The Marsh’s expect to leave 

for home from Southampton, England, about the mid- 
dle of October 





Canadian Firm Announces Expansion Program 


Carbon Paper Service Bureau, 94 Adelaide St., W., 

Toronto, Canada, recently announced that in addition 

to the marketing of the new Old Town Copymaker, the 

bureau now has complete printing facilities for the 

FORMS printing of forms, printed master units and printed 





HIC REGISTERS AND 





sues most complete line . Ft copy paper for both offset or spirit and stencil dupli- 
can ‘Gust as good, sell the cating machines. This new program, combined with 
try to : the present line of Challenger products, now offers a 


. . sell Hano. - 
best . complete range of copy-making materials in Canada, 





Burroughs Appoints Branch Manager 

L. O. Browne, assistant to the president of Burroughs 
Corporation, for the past year, was recently appointed 
manager of the corporation’s Chattanooga, Tenn, 
branch. 

Shortly after he was graduated from the University 
of Alabama in 1940, he joined the firm as a clerk in 





From simple hand- 


SNAP-A-PARY Semplicated machine Birmingham. He subsequently was made a salesman, 
written to nae did special sales promotion work and served as ad- 
bookkeeping ministrative assistant in the marketing activity until 


1952 when appointed assistant to the president 








Tedor Returns to Royal Metal i, 

Stephen Tedor, advertising manager of Royal Metal : 
Manufacturing Company from 1938-41, has returned#i® i] 
to the firm as general merchandising manager. The ap- 3 
pointment, effective July 6, was announced by H. A. 
Green, Royal president. Mr. Tedor succeds Alfred E. 
TERLEAVED SETS Siegel, who recently was named sales manager of 
ntinuous Royal’s professional-contract division in a reorganiza- 





CARBON IN . as 
n with c : ; : . 
arbo typewriter or bill- tion of the executive sales staff. Wayne Ramsey con- 


peed for any : "A 
form spee tinues as Royal’s advertising manager 


CONTINUOUS 
One time ¢c 





ing machine. 
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CONTINUOUS Forms | 
efficiency an 
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Some Dealerships open. . . see us at 
Booth 65 NSOEA Convention in Chicago, 
September 26 through 30. 
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E. S. Howard Remodels Exterior view of the new 








front of the E W. Howard Co., 39 W. Bridge St., Oswego, N. ¥ 
The remodeling includes, also, the second floor, now used fof 






HOLYOKE, MASS. filing office and duplicating equipment display. 
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{in design . . . smooth, noiseless 
ba, comfort and efficiency. 
__ Fisst choice for those of good taste 
ey who have to budget their needs. 





















The Luxury of Modern Design at Budget Prices 


Haskell L-Line om the beam . . . ane 


beamed to reflect custom-quality at 


erate cost. So many features ae 
in higher-priced desks. Unusual beauty, 


quality, efficien¢y and comfort that invite 


comparison! 


Center drawer with full size pencil tray 

Center drawer hood—prevents papers falling out 
Strong dictation slide in each pedestal 

Personal locking drawer—tep right 

Positive compressor in file drawer 

Recessed back on double pedestal model 
Adjustable glides from 294," to 304,” 


—plus all PR-Line feotures shown below 





PR-230-C 
Single Pedestal 
CLERICAL DESK 














HASKELL TABLES 


ONLY MASKELL GIVES YOU at 


SO MUCH FOR SO LITTLE a, 1 | 
: JU H, 


Reception Room Table 





| 
: 


« 


¥ Check these FEATURES 
esl 4 s 
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helps you pull 
tor profit 


Ever need a hel ping hand on the other end? Ever lose chips 
because a manufacturer would not take hold? 


W ouldn’t hurry with stock you promised to a customer. 

W ouldn’t give you special packing, or an imprint, or 
information that might keep the wolves away. Once he sold you, 
you could go climb a tree till he wanted to sell you again. 


That doesn’t happen when you deal with WRITE. 


WE NEVER LEAVE OUR DEALERS OUT IN THE WOODS 


| write 
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incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. © Factory: 


We sell you stock ... but in addition we give you service. 
We’re growing big, but any dealer can reach our management 


and get service right away. 


Everybody knows we make excellent carbon papers, typewriter 









ribbons, Typ-Rol type cleaner. Ask around and 
you'll find out about our excellent service to dealers... 
and how hard we work to keep a dealer’s goodwill. 





Ask 
us today 
for 
more 
information. 





BRIDGEPORT 2, CONN, 
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MEYERCORD DECALS y 
FIRST PLACE AGAIN y 











Produced for Stork- if Ast \ M Produced for Eli Lilly M Pst 

line Furniture Cor v and Co,— oil paint re- 

—Fawn and Bear b \ 1953 ’ creation of Florence % 1952 7 

decoration in third 2 * Nightingale distribu- 

dimensional technique. ase’ ted in observance of ><" 
hospital week. 


Awards Made for Outstanding Merit and Distinction 
in Production of Decalcomania Lithography 


For the second straight year the decal industry has been 
invited to compete in the Lithographers National As- 
sociation Awards ...and for the second straight year 
we proudly acknowledge the winning of FIRST 
PLACE by The Meyercord Co. This award is made to 
recognize and honor those responsible for the design, 
creation and production of outstanding examples of 
decal lithography. Not content to rest on our laurels, 
Meyercord will continue, as in the past, to create even 
better new ideas and techniques to serve industry with 
decal transfers for every needed application... for 
every commercial surface and finish. 

It is important to you to know that The Meyercord 
Co. has been honored by expert judges recruited from 
top levels of the graphic arts. When you bring your 
decal transfer problem to Meyercord you are sure you 
will receive the counsel of carefully trained and ex- 
perienced people... backed by the finest and most com- 
plete laboratory and production facilities available. 


Your inquiry is invited... 


THE MEYERCORD oto B 


Wold Lt Cnget A Laecaleomania Manufacture uw) 


Dept. J-306 5323 WEST LAKE STREET - CHICAGO 44, ILLINOIS 





158 





Name New Royal Portable Man in Chicago 


Paul F. Coriden has been appointed a portabk 
district representative for Royal Typewriter Compag 
to cover part of the Chicago territory it has beg 


Paul F. Coriden 





announced by W. H. Beckwith, portable sales manager 
A newcomer to Royal, Mr. Coriden was previously 
engaged in selling and merchandising in the aute 
motive parts field. 

In his new position with Royal, his major dutig 
include the aiding of Royal portable dealers in hig 
territory with their merchandising of company prod- 
ucts. He will be headquartered at Royal’s Chicagg 
office at 427 W. Randolph St. 





Open Wholesale Showroom 

A collection of office interiors in steel, wood and 
leather was displayed in planned groups during 4 
two-day grand opening on August 12 and 13 for deco- 
rators, architects, designers and office furniture trade 
members at Office Interiors, 8751 Beverly Blvd., Los 
Angeles, Calif. 

Custom office furniture creations were grouped ac- 
cording to arrangements set by some of California's 
most advanced designers. These included a new line 
of modular desks, exciting fabrics for office decor and 
leather seats particularly tailored to fit an individual 
for his height and weight. 

The Los Angeles address will become an exclusive 
wholesale showroom for office interiors. A permanent 
professional admittance card was issued at the grand 
opening. 





Jon Simpson Joins Advertising Agency 

Jon W. Simpson recently resigned as advertising 
manager of the Emeco Corporation of Hanover, Pa., to 
join the William B. Kamp Company, Lancaster, Pa, 
advertising agency. 








Sindee Trip Winners .. . Enjoying the 
hospitality of Old Mexico as sales contest win- 
ners of the F. S. Webster Co. are these sales- 
men and their wives: Mr. and Mrs. Arthur 
Cavanagh, New York office; Mr. and Mrs. John 
Lathrop, Chicago office, and Mr. and Mrs. George 
Richmond from the San Francisco Office. The 
prize, an eight-day, all expense trip to Mexico 
City, included a stay at the beautiful Hotel Del 
Prado. 
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©GF Co. 1953 


GF raises her CF“ 


* COMFORT FACTOR 


For less than 2¢ a day, seat your #25,000 secretary on an 
individually adjustable GOODFORM ALUMINUM CHAIR 


When vour ry sits in comfort, 


her mind is ork... not on an 
ng ba k 


In a 10-year pet ou invest at least 


525.000 and general 
it worth two 
her sitting pretty 


form Aluminum 


iminum for a 


lifetime of wear, the Goodform adjusts 
to fit any individual for the utmost in 
correct, easy posture. She'll appreciate 
its graceful lines, too... and bless the 
fact that she'll never snag her nylons 


on its satiny surface. 


Try one in your office for 10 days at no 
obligation. Call your GF Distributor or 
write The General Fireproofing Com- 
pany, Dept. X-21, Youngstown 1, Ohio. 


Good metal business furniture is @.g00d investment 
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GENERAL 
FIREPROOFIN 


Foremost in Metal Business Furnit 


MODE-MAKER DESKS 
GOODFORM ALUMINUM CHAIRS 
METAL FILING EQUIPMENT 

GF STEEL SHELVING 
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EW QUALITY LINE 
AY YOU 10 SEE! 


602-A 


D HILTON, CHICAGO 
September 26-30 


“TRIMLINE” 


THAT 5-E-L-! 











@ UTILITY 
CABINET 


InGenuine 
Walnut or Rift 
White Oak. 29” 
high, 34” wide 
and 17” deep. 


No. UC-634. 







HONE STAND 
uine Walnut or Rift 
ak. 29” high, 20” wide 
6” deep. No. TS-620. 











@ COSTUMER 


In Genuine Walnut or Rift 
White Oak. 6 ft. high with a 
sturdy 20” base. No, C-672. 





The modern line of exceptional beauty and eraftemanship! 
flawless » orkmanship ... fine 


Clean, crisp styling 


triple-coat finishes for extra long life Higtmenious with any 
office 





modern or traditional. Sell Jasper “Trimiine” 


accessories and you sell the finest! 


WRITE FOR CATALOG! 


Del taste co, 


JASPER, INDIANA 
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Plan National Letter Writing Week 


Arthur E. Summerfield, Postmaster General of the 
United States, has called upon postmasters in 25,009 
communities to participate in the promotion of the 
16th annual National Letter Writing Week, October 
4-10. 

In Mr. Summerfield’s suggestions for co-operation in 
the letter writing project, he called upon postmasters 
to give talks before church societies, clubs and civie 
and other organizations; to prepare and display posters 
where they would be seen by the public; to advise and 


— NATIONAL 


LETTER WRITING 
WEEK 


OCTOBER 4 to lO 










commons 


. Letlers ; 
‘vated tee F Brung Mippiness 








guide postal patrons in the proper use of the wide 
variety of postal facilities; to assist in the preparation 
and release of newsworthy material to the press and to 
radio and television stations. 

People in the postal service, Mr. Summerfield wrote, 
“are very close to the hearts and everyday life of 
American people. Sometimes in the press of modern 
day activities there may be a disposition to pass off 
such relationship as a matter of course, and lose the 
personal touch.” 

Sixty-six thousand posters, designed around the 
theme, “Letters Bring Happiness,” will be distributed 
for display on post office property throughout the 
United States. During the period of National Letter 
Writing Week (October 4-10), rural mail carriers will 
display colored streamers on their vehicles 

Personal letters constitute the least expensive, the 
most intimate and the most socially sound medium of 
communication in the world. And these letters dis- 
patched for as little as 3¢, still pay their own way be- 
cause, standing uniquely alone among all postal serv- 
ices, First Class Mail brings into the government more 
money than it costs to handle it 

Retail merchants who market correspondence writ- 
ing paper will find that generally throughout the coun- 
try post offices will co-operate with them in bringing 
to the public interesting information about the postal 
system and its remarkable service to the American peo- 
ple. Thus, there is an element of public service in this 
promotion program that merchants can assist in de- 
veloping for their own as well as the public good 





Issue Office Machines Vocational Guide 
The B'Nai B’rith Vocational Service Bureau, 1424 
16th St., N.W., Washington 6, C.C., has issued a new 


booklet, “Careers in Office Machinery Repair,” which 
is part of the occupational brief series edited by Robert 
Shosteck 

These pamphlets provide information of importance 


in career planning and Sell for $.25 per copy 

Detailed in the office machinery repair 
data on outlook for success, qualifications and prepara- 
tion, advantages and disadvantages 


treatise 1S 
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Here are metal office chairs with 


unbelievable resistance to wear— 
thanks to STURLON. 


an extraordinary new finish 


You will be hearing a lot about this extraordi- 
nary new finish. As far as office chairs are 
concerned (Sturgis is the only maker of office 
chairs with the rights to use STURLON), it 
means that you may now buy steel chairs 
with unbelievable resistance to wear nor- 
mally resulting from scuffing and repeated 
bangings of chair against chair. 














STURLON is sprayed on and infra-red baked to a thickness 
about four times that of other finishes. Independent 

laboratory tests show STURLON has a resistance to abra- 
sion 10 to 20 times greater than that of other finishes. 
This means that the STURLON finish will 
endure and continue to protect 



















the metal indefinitely. 
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And that isn't all— 







STURLON is wonderfully warm 
and pleasant to your touch. 






STURLON is non-corrosive — 
is unaffected by moisture, salt air, 
humidity or temperature changes. 
















e Sturgis STURLON- finished chairs, 
both executive and stenographic, are 


——— 
now being shown by your Sturgis 5 2 Ss Y ts RE 
dealer in three popular colors: ¢ HAI RS 
metallic gray, green and walnut. 


THE STURGIS POSTURE CHAIR COMPANY «+ STURGIS, MICHIGAN 
For complete information and the name of your nearest dealer, 2 
Write to The Sturgis Posture Chair Company, General Sales Office, 154 East Erie Street, Chicago 11, Mlinois 
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ANOTHER IMPERIAL DEALER 


scores with 


Wiltshire Modern... 


@ This is the First National Bank of Lynchburg, Va., 
one of the most handsome buildings of its type ever 
designed. For furniture in keeping with the dignified, at- 


tractive appearance, bank officials naturally specified Wilt- 


shire Modern in Walnut. 


J. P. Bell Company, Lynchburg, installed the Imperial 


wood office furniture . . . another example of the tremen- 


dous success Imperial dealers are having in selling mass 
installations. 


You, too, can make your way to additional profits in 
this market—by stocking, offering and selling Wiltshire Mod- 
ern and other Imperial lines. Let us tell you our story. 
Write today. 


Visit our exhibit at Room 516 Conrad Hilton Hotel. 


desk company 


EVANSVILLE 7, INDIANA 
MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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Imperial wood office furniture is 


familiar to almost every buyer in 
the country. Attractive advertise- 
ments on a regular schedule in 
leading publications ‘‘pre-sell’’ 
Imperial to your prospects 

make your job easier. 








FOR GREATER BENEFITS, 
JOIN COPS TODAY! 
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Diebold Answers Microfilm Question 

What is believed to be a new technique in approach- 
ing the problem of inactive record retention has been 
developed by Diebold, Inc., Canton, Ohio, for use by 


the company’s specialists in the near future. 
Realizing that 
f retaining records—by 
ments, or by mi 


photographic images 


there are only two practical methods 
storing the original docu- 
rofilming the records and keeping the 
Diebold has approached the en- 





Survey Technique The three books pictured here form 
the basis of Diebold’s record retention survey technique, which 
approaches the problem from the standpoint that the method 
can be best determined by weighing microfilm and storage files 
against one another 


tire problem of record retention from the view that 
everyone who keeps records must at some point answer 
the question of which method to use. 

Diebold manufactures equipment used in both 
methods of record retention—storage files and micro- 
filming equipment. In all surveys of record retention 
problems, Diebold representatives will determine which 
method of record retention suits the specific case from 
an unbiased viewpoint, since they are in a position to 
recommend either type of equipment. The company be- 
lieves it is the first major manufacturer of record 
retention equipment to offer this service. 

Surveys by the trained record retention specialists 
f Diebold are built around two management studies 
developed by Diebold in recent months. These studies, 
A Guide to Indexing” which treats with microfilming 
procedures, and “How to Plan a Successful Record 
Retention and Destruction Program,” a study of the 
pros and cons of storage files versus microfilm, both 
have been acclaimed as outstanding works in their 


falAac 
; 1eicds 


| with kits of scaled 





Where storage 
record problem 


files appear to be the solution to a 
Diebold representatives are equipped 
floor plans and miniature stacks of 
user can actually see the arrange- 
ment and number of files any given space can best 
accommodate. Such a study can usually show quickly 
whether or not is practical to use storage files for 
retaining the actual records. 

Anyone desiring copies of the literature prepared by 
Diebold for this approach to record retention can ob- 
tain them by ing to the Advertising Department, 
Diebold, Inc., Canton 2, Ohio, or by contacting any 
Diebold branch office or dealer. Surveys of record re- 
tention problems will be made by any Diebold repre- 
sentative at ni or obligation. 


files, by which the 





NOFA Established in Chicago 

The National Office Furniture Association is. now 
well established 327 So. LaSalle St., offices in Chi- 
ago. John R. G1 executive director, has had many 
visitors at his n¢ ffices and received a floral greeting 
from the Chicago Office Furniture Association. Tele- 
phone numbers of the headquarters are Wabash 2-0108 
and Wabash 2-0109 
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$T. LOUIS 5, MO.8 
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Capillary-Action 
Handipen Desk Set 


attractive 


Capillary-Action 
Handipen Desk Set 





please your 
custea = 


re a EG GD 





Sanitouch 
Moistener 


These Sengbusch desk items 

. 7 “a. 
smarten the appearance of any 
office, save time and effort on 


any desk. 






® Capillary-action Handi-Pen 
desk sets end refilling nuisance. 
Tremendous fresh ink supply 
in base assures easy, effortless . 
writing. Ideal 

Moistener 





® Kleradesk organizes papers — 
keeps desk neat. 


® Cata-Rack keeps heavy catalogs 
and books filed, easily accessible. 


® Moisteners — a complete line 
for every need. 


Cata-Rack Pe 


Free circulars, blotters, dis- 
play cards, etc. help make 
your sales job a cinch. Stock 
up now on this fast-moving, 
profitable line. 





No-Over-Flo 
Sponge Cup 





353 Sengbusch Building 
Milwaukee 3, Wisconsin 


See us at the 47th National Sta- 
tionery and Office Equipment Show, 
Booth No. 85, September 26 thru 
30, Conrad Hilton Hotel, Chicago = 


Kleradesk 
(Steel and Steeless) 
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Century-Old Firm Elects Officers 


At a recent meeting of stockholders, The Hoskigg » 
Company, stationers and office equipment deale 
1208 Walnut St., Philadelphia, Pa., elected the following 
officers. President, Jack H. Pinkerton; vice-president 


— "ee : 


J. H. Pinkerton 








Mary T. Barker; secretary, Joseph A. Stuhl; treasurey 
Catherine E. Feighery and assistant treasurer, Josep 
W. Mack. The firm is 100 years old. 

For many generations the name of Hoskins has beg 
before the public locally, and even nationally, ap 
always recognized as one of the foremost names 
the stationery and office equipment industry. he 
Hoskins Company is also known as publishers of the 
Dr. Weir Mitchell Social Engagement Calendar. 

The firm has been located for the past 17 years 
1208 Walnut Street. It is a member of The Philadelp 
Stationers Association, The National Stationery 
Office Equipment Association, and the Philadelp 
Chapter of the National Office Furniture Associatiog 





Clary Executive Reports on Survey 


Demand and opportunity for capable business ma 
chine salesmen are the greatest ever, according 
K. A. Adams, dealer general manager of the Cla 
Multiplier Corporation, who recently returned from 
seven-week cross-country survey 

“Today about 80,000,000 people are engaged if 
business of some sort in this country, and by com 
parison, only approximately 10,000 persons are selling 
office machines,” declares Mr. Adams. The home offic 
sales executive from San Gabriel, Cal., has bee 
meeting with Clary dealer district managers and lead 
ing distributors on his swing around the nation. 


a 


W. H. Cravens G. F. Monnig N. Whitmore 


Pictured here three executives of the Charles C. Smith, Inc., Nebra 
corporation formed recently to take over the business of the ld 
Charles C. Smith of Exeter, Nebr. (Office Appliances, August, pag 
108 William H. Cravens is president, Glen F. Monnig is vice-pr 
dent and general manager, and Nesbit F. Whitmore is vice-preside 
in charge of production. Below are shown long-time Charles § 
Smith employees—-Nesbit F. Whitmore, Frank L. Lewis, John E. Baco 
Nina Chambers and Bruce Kochendarfer These five people he 
served a total of 231 years in the factory. 
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Here's why Invincible Modernaire desks mean 
for you! 


more profits 


ive big box channels lie underneath the - sur- 
ng sinews . . . combine with heavy channels and 
sides and edges, reinforcing desk top and sides. 


NVINCIBLE Modernaire desks combine smart, modern beauty 

with below-the-surface features to provide the utmost in com- 
fort, economy and durability. No other desk offers the strength, 
rigidity and freedom-from-trouble provided by Invincible’s unique 
method of reinforcing desk top and sides, Heavy box channels, 
welded throug! prevent bending, bowing, twisting and 
weakening 

Stock and display Invincible metal desks — and watch your 


sales go to tow! Write for details. 
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You can't twist, bend or deflect this desk slide — even un- 
der heavy loads. There's extra reinforcement at key points, 
assuring maximum strength and durability. 


OFFICE EQUIPMENT FOR BETTER BUSINESS LIVING 
Invincible Metal Furniture Co. © Manitowoc, Wisconsin 
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Store Modernization Show to Go on Tour 
For the first time, a trade exposition is preparing +s 


Fa ~_ ie wh to tour the country. 
MYfOee CC COR) . The Store Modernization Institute, sponsor of the 
= recent fourth national Store Modernization Show held 
N |. W BEAUT y / in June at Madison Square Garden of New York City 
| y d 2 announced that it is assembling a traveling edition of 
iA the show that will embark on an eight-month, 33-city 
tour starting the end of October. This Store Moderni- 


M derniz . ' 


Participating will be 30 manufacturers, with national 
Ei distribution, who will exhibit their newest equipment 
and developments for use in store and warehouse 


Pocket a ct pler modernization. In addition, at each three-day show 
“ <a i 





regional manufacturers, distributors, banks, builders 
and contractors will exhibit. Clinic sessions on related 
problems of store modernization and city planning will 
be held concurrently with the exhibits in each city. 

“Operation Modernize was organized because so 
many retail executives, architects, power companies 
and builders who visited the recent national show 
asked us to put on a similar exposition in their home 
cities—right on the scene where the $5 billion are 
being spent on store and warehouse modernization in 
llomemakers. 1953-54,” explained John W. H. Evans, director of the 


. Store Modernization Institute. 
a “Stores and their warehouses are proceeding with 
gies never-ending modernization and building programs at 


Only this PEN SIZE stapler has’ 
so many enthusiastic users— 
Salesmen + Insurance Men >: 
Office Workers + Teachers 
Lawyers + Doctors + Claim 
Agents « Auditors + Students - 
Shop Foremen + Nurses 


the highest rate in the history of the United States,” 
Mr. Evans pointed out. 

“Executives from key retail trading areas insisted 
that the competition of today’s buyers’ market has 
created an unprecedented demand for facts and know- 
how on modernization—and that a touring show could 
make a significant contribution to retailers’ moderni- 
zation and expansion programs,” he added. 

“They said that the traveling show could reach busy 
store owners and business property owners who haven’t 
time to travel to national shows and that it would 
provide an opportunity for all members of a store’s 
executive team to view new developments and equip- 
ment together.” 








Marchant Appoints Omaha Agency Manager 


GIFT BOXED 
soni De Bell The appointment of Charles J. Dupre as agency 
mth 1000 wepies manager of the Omaha, Nebr., district office has been 
announced by Edgar B. Jessup, president of Marchant r 
Calculators, Inc. ( 
Service for the Omaha district continues under the ~~ 


direction of Veto Agosta, service manager. The Mar- 
chant offices are at 506 S. 18th St., Omaha. 
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se. 
it's ready for i ya : ; 
a’ Burroughs Corporation, Detroit 32, Mich.—Earnings of Bur ghs Corpora 
F : t formerly Burroughs Adding Machine Company), for the six months 
Helpful Sales Aids— To help you with ended June 30, 1953, from the company perations in the U. S. and 
your job, we furnish diplay cards, node and iding : —— Rope if subsidiaries operating in 
ene eer mals. fightly below the $4,015,134 “or $80 per 3 m saad dalen ts ae 
| i during 1952. Total revenue from a w ji-wide of t s for the 
y half-year was $78,284,940, highest in the ¢ any s history and 7 above 
FASTENER CORPORATION the $73,174,460 reported for the first half of 1952. Estimated United States 
860 Fletcher Street, Chicago 14, Ill. - j ine 3n ne taxes for the period are $4,941,000 ninnend. se 
S59 000 e respondin eriod d Come ed et ncom 
Please send the following to company below— oak: Raniteaie -emendl tet tad mt Ss, ginal Gad en ak see iad 
Quantity stfer Taxe was $4 632,293 r 9! 2% below the $ 23,445 f the ame period 
__ Dozen DUO-FAST POCKET STAPLERS 1952. Revenue fr the sale of Burroug! nmercial products in both 
bun Cartons Refill Staples No. 154, 24 packs of 1000 ea. per lomestic and international fields, in the first six months, was roughly at 
display carton the same level a the first half of 1952. Tt verall rever ncrease was 
O Please send Additional Dealer Information jue to expanded production of defe products the S 
Store Name ee W. A. Sheaffer Pen Company, Ft. Madison, lowa Net earnings for 
Ei ETE A LET the first quarter ended May 31 were $412,387, or 50¢ a share nared will 
$214,190 or 26¢ a share for the same period last year, G. A. Beck. executive 
Address___ ——--- vice-president, © ed. Taxes amounted to $450,400 compared with $397,700 
SS a PS oe » year ago. “The continuing heavy demand for the new Sheaffer Snorkel 
fountain pen helped boost first quarter sales to $5,300,430, ¢ pered with 
$4.915.859 for the same quarter of 1952,"° Mr. Beck said. 





166 OFFICE APPLIANCES, September, 1953 | OFF! 








ring 


the 
1eld 
ity 
1 of 
city 
Pni- 
‘ion 


nal 
ent 
use 
LOW 
lers 


= 
© 
n 





on 
nt 


1€ 
[['- 


7—-OoOe a = 














rs 
Ca 





= ° ° 
& Millions 
3 
i) 
. h 
Cs) 
mean 4 
~ 
° if 
USUNEeSS 5 
| d | 
| rea s 
. § 
ixon s 
é y 7 § 
: f ; / 
Ke 
; @ 
ad Wy . 
2. 
! i 
ads: 
Think of any business or industry you wish—steel, textiles, chemical, insur- 
ance, banking, merchandising—or any of hundreds of others. Whatever field 
you pick, the people in it read the Saturday Evening Post and Collier’s. 
Advertising ese magazines is one sure way to reach those who use 
pene ils and v Duy pencils for others. They are the people who mean busi- 
ness for the people to whom the Dixon Ticonderoga story is told. j 
Through Dixon advertising, readers know the performance they can expect 
from Ticonderoga, the quality pencil. Its graphite is imported from the 
Indies and mixed with white clay from Bavaria—then forced through costly 3 — 
diamond dies to make the smoothest of writing leads. And California cedar, rr att Pen 
Cs ' ¢ ~ 
at least 500 vears old, is the wood selected for Dixon’s exclusive Lead fasten- / STR ‘ 
ng of lead—for exact centering, easy sharpening. Get with Ticonderoga... ‘ " Sennaens Gaeaaee ‘ 
’ " “os _¢ s - 
and giv customers full pencil satisfaction. “tte _——— 
= = -_——_— 
pheorerrm- = -—— qoas & 2 62 22 _— N ~ 
SE Re. a tes. ‘ vy 
- ~ 
/ 3,402,421 READERS PER ISSUE \ j 4,224,339 READERS PER ISSUES, 
f of whom 510,363 are executives 1 t (of whom 1,199,712 are executives 4 
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el and department heads) ail ee and department heads) ye / 
i — 
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LE COMPANY, 


oo 


. 98-J9, Jersey City 3, N. J. 


« 


JOSEPH DIXON CRUCIB Pencil Products 
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DUK-IT, z& 


Smokers Equipment for the 


Smart, Modern Office 


The consistently high quality of DUK-IT products 
enables you to sell with confidence and profit 
from new and repeat sales. 


Retail Prices Shown 
522 
Scissor-action ash 
receptacle encased in 
solid walnut base. 


Large open metal tray 
finished in burn-proof 
English Bronze with 
6” glass liner and 
bakelite rests....$1.50 


Duk-It Non-Tip Bean 
Bag Ash Tray with 
burn-proof bronze 
finished bowl. Base of 
rich, heavily-textured 
fabrics in red, green, 
chartreuse, beige and 
turquoise. Individually 
I pec ssuisecde 


Handsome electric 
clock on polished 
metal base. Recessed 
into walnut casing. 
Sweep second hand 


1328H Heavy duty 
tip- action smoker. 
Bronze finished 
with gold top. 21” 
high. Wgt. 9'% Ibs. 

$11.95 


1702T Open type 
floor smoker in 
Duk-It bronze finish 
for offices — red, 
green, black and 
ivory for the home 
or modern interiors. 
Convenient tray 
holds beverage 
glasses. Heavy 
glassliner 21" high 
$'0.95 

Build prestige with 

the DUK.-IT line. 


Write today for full information 
and descriptive literature 


McDONALD 
_PRODUCTS CORPORATION 
: Since 1930 








214 DUK-IT Building Buffalo 10, N. Y. 
Showrooms: NEW YORK—225 Fifth Ave.; CHICAGO—Merchandise Mart 
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$1,000.00 in Cash Awards for 
Letter Writing Week Windows 

Cash awards totalling $1,000.00 will be presented § 
retail merchants and display directors for the be 
windows exhibiting correspondence writing paper an 
allied products during the observance of the sixteen 
annual National Letter Writing Week, October 4 to ] 

This feature of the annual letter writing promotio 
project was expanded last year to include more store 
and the prize money was substantially increased } 
the Paper Stationery & Tablet Manufacturers Asse 
ciation, 527 Fifth Ave., New York, N. Y., which sponso 
National Letter Writing Week. 

The display window competition is open to fiy 
classifications of retailers with identical awards 
each group. Thus, there are five awards of $1004 
each, five of $50.00 and five of $25.00. In addition, the 
are five honorable mentions of $15.00 each. 

In a bid to encourage display directors and designe 
to put their skill and artistry to work on display win 
dows featuring correspondence writing paper, a spe 
cific award has been established. To the directo 
designer or displayman who designs and installs th 
window which best reflects knowledge of display tech 
nique, a cash award of $50.00 will be presented. This 
a cash prize to an individual, not to a store, ang 
the prize winning window will be determined withouw 
regard to store classification. 

To qualify for these awards, retailers must displa 
writing paper in one or more principal windows faq 
three or more days during National Letter Writi 
Week, October 4 to 10. Correspondence writing papem 
and envelopes should be the dominant items in th 
window display although pens, inks, desk sets ang 
related items may, of course, be included. 

An official National Letter Writing Week poste 
should be displayed in the window, or in the absence 
of such a poster some other means may be used t@ 
designate the week and dates—any means whic} 
specifically ties in the display with National Lette 
Writing Week 

A photograph of the window must be mailed to thé 
Paper Stationery & Tablet Manufacturers Association 
527 Fifth Ave., New York 17, New York. The photos 
graph must be in the Association’s office in New 
York before November 6, 1953, and those arriving after 
that date will not qualify. The five classifications in- 
clude department stores, stationers, variety chain 
stores, drug stores and gift shops. (Book stores and 
specialty shops are eligible to enter under the giff 
shop classification.) 

Competent and impartial judges will determine win- 
ning entries on the basis of the quality and effective- 
ness of the display. Checks will be mailed to winne 
by November 20, 1953. 
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Poster Winner Rewarded by Morris... 

The young man with the broad smile is Sam Hanson, Covina (Calif) 
high school winner of second prize in the American Cancer Society 
Poster Contest, being presented a complete set of Morris desk-top equip 
ment by Cecil B. DeMille, famous motion-picture producer. The othet 
gentleman is Sam's father. Marla English, one of Paramount Picture’s 
new contract players, displays the winning poster. 


OFFICE APPLIANCES, September, 1953 











Here’s 


COSCO Si. 


¥ 


VISIT THE COSCO EXHIBIT— 
NSOEA CONVENTION 
BEGINNING SEPTEMBER 26 

CONRAD HILTON HOTEL—Reom 352 
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“T PIChED UP*2540.00 


by a mere stroke of luck” 


says Walter H. Richter, president, 


1953 


John Plain & Company, large mail order house 


ELA fain 


Ps 
Model 15-F — Secretarial 
$ 299° * 


*$31.00 in Florida, Texas and 
11 Western States (Zone 2) 














“Something caught my eye in the 
wastebasket...a magazine I had flipped 
through and discarded. It was turned 
up to an ad which promised a substan- 
tial increase in work output of stenog- 
raphers and typists. When they talked 
about getting more work out of our 

irls, and giving them more com- 
ey well, I wanted to be shown. 

“They told how this gain could be 
accomplished simply by giving the 

irls posture-right Cosco chairs— 
istened by seating engineers to 
reduce fatigue, increase efficiency. 

“It said that fatigue-caused errors; 
work-lag and too-frequent pauses for 
rest and diversion would drop sharply, 
while work output would soar. It was 
an impressive story. 

“So I asked for a demonstration, 
We have 50 typists and stenographers 
on whose work output we keep a close 
check. To make a lous story short— 
after a convincing trial—we gave all 
50 of them Cosco secretarial chairs, 

“These girls average $50.00 a week 
and had been producing an average of 
20 letters a day. After installing 
Cosco chairs their output showed a 
10% increase—and has held to that 
ever since. This 10% increase repre- 
sents an annual saving to us of 
approximately $2340.00. ||. almost one 
extra girl’s salary. As a result, in our 
eight stories of offices, we now have 
an installation of over 300 Cosco 
chairs.”? Such results and savings are 
worth looking into. For full details on 
Cosco chairs, send coupon today, 
Hamilton Manufacturing Corporation, 
Columbus, Indiana. 


——= Please attach coupon to your letterhead ===" =] 


COSCO Office Chairs, Dept. OA-93 
Hamilton Manufacturing Corporation 
Columbus, Indiana 


Without obligation, please send me full details on 
COSCO office chairs and name of my nearest dealer. 
| am particularly interested in: 
© Secretarial chairs 

© Side Chairs 


© Executive chairs 
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St 
PENGUIN 
Bars sell 


a quality 


market 


Refrigerated Bars 

their rightful place 
side aL finest custom- 
fted furniture. Specially de- 
ed refrigeration units are 
tsman-fitted into splendid 
ets that are decorative 


as atialaileliiel preces 


Penguin for every 
riod Modern. Traditional 
abicdaalelolacia’ Rich. fine fin- 

n hardwoods and 
cted-qrain veneers in Ma- 
gany, Walnut and Limed 

Oak .(Softone hand-rubbed 

ong-lasting lustre 
Mirrored top opens into a 
spacious service bar. The left 
alelalé. mmpartment ts refrig- 
right-hand 


mpartment serves GS G@ 


rated while ale 


quor and glassware storage 
ompartment 


office, showroom 


club den ete 


MALLER CONSOLETTE AND CABINETTE MODELS AVAILABLE 


; 


& R! No E & INDUSTRIES, INC. 


48-01 28th Ave., Long Island City 3, N. Y. 
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News Notes from Maritime Provinces 
W. J. McNULTY, CORRESPONDENT 
116 PRINCE EDWARD ST., ST. JOHN, N. B., CANADA 

Kerr-Ellams Office Appliances, Ltd., Halifax, N.S, 4 
now offering a special service in duplicating work fg 
letters, price lists, and so forth. Free quotations apy 
available for this service which is offered throughoy 
the Atlantic provinces. 

* * + 

Fred Mark Company, Montreal, Que., is featuring 
the application of rent payments on Underwood, Roygj 
and Smith-Corona portables to purchases of them 
machines. Rent is charged at the rate of $5.00 pe 
month. 

* _ ~ 

Soulis Typewriter Company, Ltd., Halifax, NS. i 
now representing Todd Payroll Systems in the Atlant 
provinces. 

* + 7 

P. O. Soulis, Saint John, N.B., is enjoying his favorit 
pastime of golf and yachting. The Soulis home is jp 
Renforth, which adjoins the leading golf course jp 
the Saint John area. 

* 7 * 

George L. Dodds, office supply and appliance deale 

of Montreal, Que., died recently. 
ca * * 

Monroe calculating machines are being distributed 
through the Atlantic provinces from a branch in Sain 
John, operated by James A. Little. 

* - » 

S. B. Davis, Yarmouth, N:S., office equipment an 
supply dealer, recently headed a committee to arrange 
a special program in celebration of the coronation 
of her majesty Queen Elizabeth. 

- * * 

Harold Hopkins, Barnes-Hopkins, Ltd., Saint John 
represented the maritime provinces at the Stationen 
Guild of Canada’s recent 20th annual meeting. 

- * x 

National Cash Register Company of Canada, Ltd. 
is making a survey of reduced overhead costs by mech- 
anized office records. The surveys are being done hj 
the Saint John and Halifax sales branches and ar 
provided without obligation. 

* * x 

A. Lorne Colpitts, president of R. R. Colpitts & Sons 
Ltd., Moncton, N.B., was a recent entry to the grandpa 
stakes. The addition came in the form of a smal 
granddaughter. 





C. G. Ferrell Opens New Firm in Dallas 


C. G. Ferrell, a veteran of 32 years in the office 
furniture business and formerly associated with Clarke 
& Courts, Dallas, Tex., has opened his own company, 
The Ferrell Office Furniture Company, at 2401 Mai 
St. in Dallas. The new company will handle new ané 
used furniture and supplies as well as maintaining 4 
refinishing and repair service.—EEG 








Art Steel Sales Com 


Inaugurates Health Program... 
recently provided free chest x-rays for all workers and executive 
by the Bronx Tuberculosis and Health Committee. A total @ 
475 persons were x-rayed. 
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BOOKCASES AND STORAGE UNITS 
Sliding Shelves adjustable without bolting 





These units come with open or closed backs— 
single or double-face—are available in three 
heights (42", 78” and 84”)—two depths (12” 
and 18")—all units are 38” wide outside. Backs 
or end panels may be omitted as desired. 


There’s a NEED for 
BORROUGHS PRODUCTS 


in every business 


Everyone loves a winner, so it's no wonder Borroughs Products are ‘way out in front in 
customer demand. Start selling Borrowghs products now and you'll always be in the money. 


STORAGE CABINETS 
Sliding Doors e@ Sliding Shelves 








Another popular Borroughs product 
available in two heights (42” and 78”) 
—two depths (12” and 18”)—all units 
are 38” wide outside. Sliding doors 
have ball bearing rollers. End panels 
may be omitted when units are used 
in batteries. 





LIBRARY SHELVING 


Sliding Shelves @ %” vertical adjustment 


Practical, efficient and 
flexible. Available in sin- 
gle or double-face units 
with open or closed 
backs. Choice of three 
heights (42”, 84”, 90’). 
Shelves are 914" deep. 
Width of unit 36” out- 
side. Book stops on open 
back units. No unsightly 
cross sway braces. 





PRODUCTS 





Wrap RACKS 


Here's Borroughs newest 
winner..the “Wrap Rack.” 
Available in 3 sizes to hold 
6, 12 or 24 coats and hats. 
Double-face units and um- 
brella accessory also avail- 
able. Note clear hanging 
space for coats. Hats rest on 
non-dust collecting rods. 











BORROUGHS MANUFACTURING COMPANY 


PRODUCTS COMPANY OF DETROIT 


A SUBSIDIARY OF THE AMERICAN METAL 


3002 NORTH BURDICK ang KALAMAZOO, MICHIGAN 
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FOR MORE STRENGTH 
AT THE GREATEST POINTS 
OF WEAR 


~_ 


A 





SMEAD 


HAS ONE TOO 
With their TWO-PLI-TOP FOLDER 


Saves space and money 


rr The top edge and tab of 
‘ z Smead’s TWO -PLI-TOP 
a ee folders are reinforced by 


eer", 






turning over and glueing 
an extra inch of stock. 
‘2 ; \ This gives’ a smooth, 
F rolled non-cutting edge 

2 of double strength at 
4 the points of great- 
est wear. Made of 

e rigid, close knit manila 
S fiber. A medium-weight TWO- 
~~. PLI-TOP FOLDER of 9'2-point thick- 
ae ness actually provides 23 points of thick- 

ness at the tab— more than twice that 

of a standard single top heavy- 


nx weight 11-point folder. 


NOTE THIS CONSTRUCTION! 
92 points of paper folded over and glued— 
with 4-point thickness of glue gives 23 points 
of strength at the place of greater wear. 







Smead's TWO-PLI-TOP folders, medium 
heavy-weight9'/2 -point 2/s cut tabs(illustrated) 
cost approximately$.90 per thousand less 
than standard single top heavy-weight 11- 
point folders. j 
Smead's TWO-PLI-TOP folder with its round- 
ed corners is a better folder than the standard 
single top because it is double at the point 
of greatest wear (the tab). Tabs wil! weer 
longer and the rolled edge eliminates cuts 
and scratches of file clerks’ fingers. 


One thousand 9!/2-point TWO-PLI-TOP folders will take 
up 3 inches less space in a standard drawer file than will 
be taken up by one thousand 11-point standard single 
top folders because the TWO-PLI-TOP is above corre- 
spondence height. 


Writ d f f 
rite wt day rd ©. free THE Smeal 


PLI-TOP folder. Always use 





MANUFACTURING CO. 


system folder—"lt it 

growth es needed. HASTINGS, MINNESOTA LOGAN, OHIO 
eer ena oe en eran ama 
Send us a free sample of Smead's TWO-PLI-TOP | 

FOLDER 
Name l 
Address | 
City Zone State 









News Notes from NSOEA District No. 4 
R. E. HILBURN, CORRESPONDENT 
P.O. BOX 2835, GREENSBORO, N. C. 

Business sho must be humming down around Fay. 
etteville N. C., way Lamar Williams, salesman supreme 
with Fayetteville Office Supply, started in severa} 
months ago to build himself a show place in the way 
of a new home. He had hoped to have it finished ig 
time to welcome in his “first born” but the boy beat 
the contractor by a month. Congratulations Lamar— 
twice! 

* 7 

Hatcher’s, already sporting one of the most modery 
stores in the area, decided things could be improved 
even more and came out with air-conditioning and six 
of the new steel and glass “serve yourself” display 
islands. If its new—go by Hatcher’s—they got it. 

* « * 

Maybe I ought to call this month “hernia month,” 
Mr. Curtis, Alamance Book & Stationery Company, 
Burlington, N. C., was operated on for one on June 
and was coming along fine. Fact is, he was expected 
back at the store within a few days after my call... 
On July 13, Al Williams, Jr., was operated on for 4 
“re-do” of one he had done when about eight years old. 
You boys better stop trying to pick up those heavy 
safes and desks. 

* . * 

Guess you saw via Allen Cammack’s “Paper Clip” 
where the Fourth District won the governor’s member- 
ship contest for 1952-53. Of course that was almost 
wholly due to Allan’s untiring efforts in behalf of our 
thriving district. A few more like Allen and the Fourth 
would run away with any contest that came along. 

The award for winning this contest has formerly 
been the Morris Hansell trophy but due to it’s having 
been pretty heavily banked up in the past years some- 
thing new may be presented this year. The award will 
be made at the convention in Chicago. Congratulations 
once again Allen. 

While I was in Allen’s he showed me a nice letter he 
had just received from Jim Cooper. Jim is coming along 
rather slowly but expects to do some restricted travel- 
ing about September. He’s lost a lot of weight but he 
was carrying a bit of surplus around so that shouldnt 
hurt him too much. Will be looking for you come 
“school time,” Jim. 

” * * 

Joe Alverez, Florida’s lieutenant governor, has called 
a meeting of the Florida Office Equipment Dealer’s As- 
sociation to be held August 7-8 at the Colonnades Hotel 
in W. Palm Beach. That Florida association is a live 
wire bunch and will do much to keep things on an even 
keel down that way. 

While in Florida-bless ’em—lets welcome one of the 
newest members of the NSOEA, Mrs. Mack, owner of 
Mack’s Office Outfitters, Leesburg, Fla. Mrs. Mack had 
to take over operation of the store when Mr. Mack died 
last November. From all I hear she is doing an up-to- 
the-minute job, too, and her keen interest in keeping 
abreast of things is evidenced in promptly joining our 
association 

” . ” 

Tommy Tompkins (ole groceries) tells me that he 
noticed in the Atlanta Journal where Ivan Allen, Jr. 
is being groomed for the governor’s office. All Ivan has 
said on the subject is that he is “available” but if he 
decides to run he should give somebody a bang-up race 
I could sure “get hot” on the subject of Georgia politics 
but now that I am a “Tar Heel” I’ll just leave Georgia 
to Ivan and, should he run, wish him well. He has all 
the attributes required to make a fine governor. Will 
be very interested in developments, Ivan. 

. > 1 

Say, youse guys sent in that picture yet for the new 
Southern Travelers Roster?? Naw?? Whooee —Ole 
Charlie is gonna be fit to be tied. Better quit trying 
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OSTURE CHAIR CO., Inc. 
Kansas City 6, Mo. 
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Plan for better business... with- 
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Office equipment you can really sell . . . Security CRESTLINE. Design. 
workmanship, efficiency, planning . . . point for point CRESTLINE Office 


Furniture meets every specification of even your most exacting customer. 


“There is nothing finer” . . . that idea which 


introduced CRESTLINE is still as true today. 





It is the strongest sales tool in your salesmen’s kits. 


In CRESTLINE you have a product that 


Veni ine 


‘bp SECURITY STEHT, HOvIPmEN! CoMPoRatOR 
sven ete weer 





can be solidly sold. 






SECURITY STEEL EQUIPMENT CORPORATION + AVENEL, N. J. 
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figger out what business is gonna do next month and 
get it in—RIGHT NOW! 


* * > 


Smith Printing Company, Leneir, N. C., is in the 
process of enlarging its store and doing a bit of re- 
modeling here and there. Mr. Pollard’s boy Lem says he 
can sure use the space. 

. . > 

Geo. H. Moore, quite frequently associated with 
Pound & Moore. Charlotte, when he ain’t traipsing all 
over the world, is currently touring Europe again and 
writes back that the more he sees of the mess over 
there the more he likes the mess over here. 


> . * 


Any of you boys see that huge photograph in an 
Atlanta photographer’s window recently of one of “our” 
boys? HOW COULD YOU MISS? It was a picture of Al 
Lampkin (good too) every bit of 24 x 36 inches. Some 
guy with a few buttons missing wrote me that it looked 
like a movie star. Wonder who Al was trying to im- 
press? 

> > * 

Joe Morrow writes that Tony Mateo, for many years 

with Skagseth’s in Miami, passed away on June 15. 
oJ . . 


Fred Pittman writes that, apropos of the party at the 
convention, he is 39 (he must think his name is Allen). 
He also tells me that the Gassenheimer boys over in 
Montgomery, Ala., at Merchantile Paper Company have 
air-conditioned the entire first floor and printing de- 
partment—over 20,000 square feet boy, that’s some air- 
conditioning job! This step of progress was Merchan- 
tile’s way of celebrating their 50th birthday. Can’t 
think of a better birthday present, can you? 

* * om 

The team of Lawler and Cobb, Pensacola Office 
Equipment Company, announce the appointment of 
Cecil Moses as the new buyer for the firm. 


> . * 


Just because Paul Barnett, of Barnett’s, Miami, is on | 


a reducing diet don’t make the mistake of inviting him 
out to lunch if you have the idea that this one won’t 
cost over fifty cents. The “special” treatment Paul re- 
quires set one manufacturer’s agent back $3.75 recently. 
The funny part about all this is that when they got 
back to the store Paul got to reading his diet over again 
and discovered that he had eaten his dinner instead of 
lunch. All he was supposed to have had was a fruit 
salad. 

> > > 

Wonder what happened to Ed Naud and that S. P. 

Richards’ triumvirate Bill Boyd, Johnny Floyd and 
Jack Miller? If you boys don’t get the lead out I’ll sic 
Al on you. Let’s have some news next month. 

+ * + 


Ole Huncan finds it too hot to worry about such 
things as eating so will skip this month. Bye now— 





Royal Training School Set at Kansas City 


Kansas City, Mo., has been selected as the location 
of the second Service Training School to be opened by 
the Royal Typewriter Company, Phillip J. Ekstrand, 
service manager of that company, has announced. The 
center will be located in the company’s offices at 708 
Broadway, Kansas City, and will be part of the opera- 
tions of Paul W. Jones, division sales manager. 

Service men from all over the company’s central and 
Great Lakes divisions will be brought to Kansas City 
for a series of two-week training courses, on both 
Standard and electric typewriters, upon the completion 
of which they will have a complete knowledge of these 
products and their mechanical servicing. The only 
other school of its kind is operated by the company in 
its main office in New York City. 


OFFICE APPLIANCES, September, 1953 





When you offer Vul-Cots to 
your customers, you are 
offering more than a 
receptacle for holding 
waste paper. You are selling 
economical waste handling 
... for years. Every Vul-Cot 
you sell carries with it a 
5-year guarantee. And, you 
are making a good profit 

on a good product that 

gives your customer the 
utmost in satisfaction. 





New Square Top — 2A 
same as No. 2, but with 
squore 104%,” top 


The two Vul-Cots illustrated 
are new in the line. All 
Vul-Cots are made of hard 
vulcanized fibre; they look 
better and last longer. Colors 
do not chip off; double 
rolled tops do not break. They 
are light-weight, noiseless 
... exclusive bonded seam 
construction gives added 
strength. Vul-Cots do not 
crack, splinter, dent, rust or 
corrode. Standard colors; 
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maroon-brown and olive- 
green. Write today for 
catalog price sheet — 
Dept. OA-9, 15" deep 


For Sale by Stocks maintained at our warehouses in 
Stationers Everywhere Chicago, Los Angeles, and San Francisco 


New Rectangular 5A 
154%” long; 10” wide; 
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Volume Sales & Profits 


with 


Casters 


for office 
furniture 





@ Attractively packaged, with new black satin 
“Dulite” or bright cadmium finish, Colson casters 
for office furniture offer you profitable extra sales. 
Millions are needed every year for typewriter stands, 
executive and posture chairs—all kinds of portable 
equipment. Colson’s new merchandising plan can 
help you get your share of this sales volume. 


In 1-5/8” and 2” sizes with adapters for wood and 
metal chairs—plate type adapters for portable equip- 
ment. Cushion rubber tread for use on linoleum, 
wood, tile or composition floors; hard tread wheels 
for use on deep pile carpets or rugs 


r 
| THE COLSON CORPORATION 
| ELYRIA, OHIO 

| Please send data on Colson Casters for office furniture — also 
| information on Colson’s new profit-producing merchan- 
| dising plan. 

| Nome.... 
| Company 
| Address 

| 

| 

| 
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ELYRIA, ONIO 
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ROBERT W. LAMSON, CORRESPONDENT 
89 N. 26TH ST., NEWARK, OHIO 


See another section of this magazine (meetings 
and dinners’ reports) for details on that lulu of a golf 
outing held by the Motor City group 

* * ” 

The West Virginia Office Equipment Dealers met 
at Oglebay Park in Wheeling on Saturday, July 25, 
with an afternoon session in the Pine Room under 
the direction of President Fred Belt, McGhee’s, at 
which the speaker of the day was Robert Stoddard, 
vice-president and director of sales of Gibson Art 
Company of Cincinnati. Mr. Stoddard spoke of mer- 
chandising and methods. 

Paul Kell, Moore’s, Charleston; V. J. W. Scott, Rose 
City Press, Charleston; and Harold Compton, Compton 
Business Machine Company, Huntington, were ap- 
pointed to the nominating committee. The next meet- 
ing, for election, will be held in Huntington on October 
31. An open-air buffet supper was served in the Sun- 
ken Gardens. Dealer representatives from principal 
West Virginia cities, and numerous travelers from the 
industry, were present. 

* . + 

Thanks to the contributions of travelers’ new Veep, 
Bob Beekman, there is much in the way of news from 
Indiana. New officers for the Indianapolis Chapter 
are Ed Northam, Central Ohio Paper Company, chair- 
man, and Dave Morris, Art Steel, secretary. Under the 
capable direction of these men the Indianapolis Chap- 
ter will be a fine addition to the groups in the Fifth 
District 

These folks had their golf outing on June 10 at 
Noblesville (Ind.) Country Club, with the eae out- 
numbering the travelers three to one. The golf trophy, 
donated by the Indianapolis Stationers, was won by 
Ray Carry, Esterbrook Pen Company, but since it has 
to be won three years in a row for permanent posses- 
sion there were several avowals that “he just ain’t 
keepin’ it! 

With such golfers as Fred Myers, State Stationers; 
Bob Wheat, Miller J. Huggins Co., and Ed Huff, All- 
Steel Equipment, as competitors, we agree 


Quite a few out-of-town dealers were present from” 


a radius of 50 miles or more The long-distance traveler 
visitors were Rus Ragan American Pad & Paper, and 
Hal Johnson, Aluminum Seating Company, both from 
Chicago. There was plenty of Hoosier fried chicken, 
family style 

* * * 

June 17 was the second meeting of the Indianapolis 
Chapter of NOFA. Inspirational talks by Larry Cald- 
well, national president, and Nate Loth. Loth’s, Cin- 
cinnati, together with good food, made it a good 

eting. 

Wanna buy a new car . cheap? Bob Beekman of 

All Steel says there is one reduced to junk in a Mans- 
field, Ohio, garage, the result of a wreck on Route 30, 
Ohio. Fortunately, neither the three teen-agers in- 
volved, or Mr. and Mrs. Beekman were hurt 


A = « 


We are glad to know that Harold Hampton, Indian- 
apolis Office Supply, and past president of NSOEA is 
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SOLD 
EXCLUSIVELY 
THROUGH 
DEALERS 
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ONE DUPLICATOR LINE that offers 
Portables, Electrics, and Double- 
width Mimeographing Equipment 


has it! 


A precision-built, INTERNATION- 
ALLY FAMOUS duplicator made by one 
of the world's oldest and largest 
manufacturers 


RONES TL 


PROMPT DELIVERY of machines, parts and 
supplies from New York headquarters 


haa it! 


FACTORY TRAINED REPRESENTATIVES 
to aid you with sales and ’ 
service problems 


CONES J Tm 


YEARS AHEAD duplicating features that 
permit the reproduction of everything, 
even photographs...exclusive RONEO 
features that PUT you ahead and KEEP 
you ahead of your competition. 


CRONES JMU 


IED it fil ha it 















































Write for your 
copy of Roneo's 
amazing folder — 
“‘Mimeographing 
without Stencil 

Cutting” 








MACHINE CO., INC. 






YORK 19, N.Y. CIRCLE 5-6940 


coming along nicely after a serious operation and is 
now spending several hours daily at his desk. 

Charles G. Mitchell, former owner of Mid-States 
Office Supply, has soid his retail business and is now 
traveling for Bob Beekman. Good luck to Charlie, 
and to the new owners. 

* — + 

Getty’s Office Equipment, of Point Pleasant, W. Va. 

is opening Aug. 15 at a new and larger location. 


* * * 


In closing, remember to get those applications for 
membership to NSOEA into the office by return mail. 
This is the stretch, and we'd still like that “Victory 
for the Vth District.” 





Clary Chooses Girl, 16, for Ad Model 


A 16-year-old girl who never before posed as a J 
model has been selected as “The Adman’s Dream” by 4 
the Hollywood Advertising Club. j 

Sparkling-eyed Barbara Wilson of Arcadia, Calif., § 








best personifies “the cool, clean, competent look which 
advertisers and public desire,” according to Har Pal- 
mer, president of the organization. 

The pretty, brown-haired Monrovia High School 


senior was chosen ahead of scores of Hollywood’s most 7 
successful advertising models by the Clary Multiplier 





. . for Barbara Wilson, 16. 


Dream Comes True. 


Corporation for its national advertising campaign. 

“In one leap, Barbara has achieved the traditional 
goal of models—appearance in large-space advertise- 
ments in newspapers and national magazines,’ Palmer 
said. 

Barbara’s ultra-photogenic features will be seen first 
in a four-color full-page advertisement in the Satur- 
day Evening Post in the fall. She will be picture op- 
erating an adding machine in Clary’s new custom 
deluxe line as illustrated here. 

The daughter of Mr. and Mrs. Kenneth Wilson, 168 
La Sierra Dr., Arcadia, the young “Dream” was chosen 
to pose for her first national advertisement after 








winning the title of Queen of Alhambra’s Hi-Neighbor 
Week. Earlier this year she was a Princess at the an- 
nual Sierra Madre Wistaria Festival. 

Notified of her selection by the professional group 
while at work in the photographer’s studio, Barbara 
reacted with a dazzling smile which matched the 
candle-power of the arc-lamps surrounding her. 

Tom Kelley, recently noted as the lensman who took 
the “Marilyn Monroe calendar pictures,” is the photog- 
rapher on the Clary advertising illustration, with Bat- 
ten, Barton, Durstine and Osborn the agency. 

1953 
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Frisco Lines choose 


. VALCO LINE! 
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shown above, 


newly modernized St. 


VALCO 


Louis ticket office of the FRISCO 
Aluminum Accessories were chosen 
for their handsome, modern appearance. 


\ ALC ‘O A cessories a 


e beautiful, practical, and durable 
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Smoking 
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No. 260 
Smoking 
Stand 








to blend harmoniously with contemporary business interiors. 
Their satin-spun aluminum finish retains its lustre 
without special care or expensive upkeep. 


Costumers, ash trays, cocktail smokers, and sand urns are 
in a number of sizes and models suitable 
or small offices, 
public buildings, hotels, restaurants, hospitals. 

These and many others make up a never- 


ending source of interested prospects. 


made 


for large reception rooms, 








If you are not now handling the VALCO 
we can honestly tell you that 
losing money. 


Line, 
you are 





* 


No. 56-S 
Sand Urn 


Ho VALCO Comba 


1311 Ann Ave. e St. Louis 4, Mo. 
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News Notes from NSOEA District No. 6 


Cc. O. SCHLAVER, CORRESPONDENT 
OFFICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, ILL. 


Despite the abundance of vacations, Great Lakes 
Travelers Club recruited 54 golfers and a half dozen 
more dinner guests for an enjoyable outing on July 30 
at Glendale Country Club. This “south side” tourna- 





GLTC Outing Fun at Glendale C.C.... 


t: Ray J. Eichenlaub, Chairman Walter Len 
Robert Reynell; Rear 
ind Robert Kane 
ind their loot—-Jim McShane, Bill Kuhn 


Ken Henderson, Gor 


t the banquet tables--Front: Harry Pinch 
nard Westring, Benny Allen and Gordon 


ment held on the west side of Chicago was a pleasant 
interlude fo1 nufacturers, salesmen and dealers on 
a hot, humid « 

Prizes were of generous quantity and high in quality, 
going to three top men first—Jim McShane, dealer 
82-10-72), Wally Glassman, Graver-Dearborn Corp 
salesman (104-32-72) and Bill Kuhn, Shellmar Prod- 
icts representative (82-9-73). 

The score based on a system new to GLTC, 

Gordon Kickels, C. L. Barkley & 
the system from Detroit and it pro- 
vided an ideal means of discarding four or more bad 

{ 


the Calloway 
Co., had imp 
holes for each 1 I 


Other prize winners in order of their net scores were: 
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MASO’S NEW 


STEEL CHAIR SUITE 





Has all Those 

Sure-Fire Sales Features 

Your Customer Wants! 

* Looks * Comfort * 
Efficiency te Durability 







No. 1050 = 
Matching Desk Side 


Arm Chair For 
Executives 





No. 1000 
Matching Swivel 
Arm Chair For 

Executives 


Posture Chairs 


“Write For Literature-Dealer Set-Up!” 


INTRODUCING 
At The N.S.0.E.A. SHOW 
Maso’s NEW, De Luxe Line Of 
BUSINESS MACHINE STANDS 
ROOM 502 


See Our New And Improved Lines Of Chairs, Stools 
And Office Machine Stands! Conrad Hilton Hotel, 
Sept. 26-30 














MASO STEEL PRODUCTS 


Dept. A 53 W. Jackson Blvd. Chicago 4, Ill. 
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ORDER BOSTON 


. . . AND OFFER 6 EXTRA CUTTING 
EDGES ON YOUR PENCIL SHARPENER 
AT NO EXTRA COST! 


Headed up by the famous Boston KS the picture 
above shows a part of the BOSTON Pencil 
Sharpener Line. Each BOSTON has 30 cutting 
edges instead of the 24 found on ordinary pencil 
sharpeners. Note the big husky all metal recep- 

tacles and stands. Built in last- 


ing quality of steel and utility. 


4 FREE 


Report book on the use of Pencil 
Sharpeners in the office & home. 


WRITE FOR FREE LITERATURE AND DISPLAYS FOR CHRISTMAS 
PROMOTION. USE THE BRIGHT BOSTON PACKAGE. 


The BIG name in 
Pencil Sharpeners. 


BOSTON 
PENCIL SHARPENERS 


Guaranteed for 1 year. 


C. HOWARD HUNT PEN COMPANY 


CAMDEN 1, N. J. EST. 1899 
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Al Cote, Robert Kane, J. McLennon, Joe Corbino, 
Norbert Burgess, F. Riley, W. Rocco, Jerry Henningson, 
E. Mayer, G. Maines, N. Bickell, Art Olsen, F. Schoen, 
R. Lowe, Harry Shook, B. Beilor, Harry Venet, Harry 
Balch, R. Achtner, W. Bruner, Joe McShane, Wayne 
Mitchell, Roscoe Benge and Gordon Kickels. 

But all was not lost for the rest of the crowd—each 
golfer received one brand new ball of top quality. 

The blind bogey winners were Harry Shook and 
Harold Heyward. 

In charge of the affair were Chairman Walter Len- 
nartson, OFFICE APPLIANCES; Co-Chairman Robert Rey- 
nell, Oxford Filing Supply Co.; Ray J. Eichenlaub, 
Service Steel Products Company; Ken Henderson, The 
Carter’s Ink Company; Gordon Kickels, C. L. Barkley 
& Company; Tom Gillice, Rockwell-Barnes Company, 
and Robert Kane, Richard Best Pencil Company. 

The adventure of Harold Heyward, Speed Products 
Company, and Willie Rocco, Marshall-Jackson Com- 
pany, ended in their walking home from a golf game. 
They had rented a jeep-like contrivance to avoid the 
links’ pedestrian mileage but the outfit broke down 
on the 14th hole and they limped back to the home 
base demanding a refund on the $5.00 fee. 

Among the special guests introduced at the banquet 
were W. D. Comstock, retired veteran of G. J. Aigner 
Company; Joe McShane, president of the Chico Club, 
and Sid Allen, treasurer of the Stationers Club of 
Chicago. 

All at the banquet stood in a moment of silence in 
respect to the memory of a beloved member, Bill 
Lipner of Koh-I-Noor Pencil Company, who had died 
the previous Sunday of a heart attack while driving 
his auto near Rhinelander, Wis. on a vacation trip. 

+ * * 

Maynard Westring, former District No. 6 governor 
and proprietor of the Mid-City Stationers, Rockford, 
Ill., was present at the Glendale outing to invite GLTC 
members and dealers to a golf date with him at Forest 
Hills Country Club in Rockford on Thursday, Aug. 13. 
Nearly 20 expressed their intentions of attending. 

o . 2 

President Ken Reister of GLTC in the role of chair- 
man has things humming for the pre-convention 
luncheon which will be an event of Friday noon at 
the Boulevard Room of the Conrad Hilton Hotel on 
the day previous to the opening of the NSOEA con- 
vention. 

* +. . 

Another GLTC date in the offing is the golf outing 
at North Hills Country Club near Milwaukee on Friday, 
September 11. All Milwaukee is rallying for this occa- 
sion, even giving up the beloved Braves for a chance 
to chase Old Man Par. 

7 . . 

Bill Murray of Geyer’s Topics has returned from a 
two-weeks cruise with the Canadian Navy. He is an 
officer on the reserve list. 

> * 7 

Peggy Lou Ragan, daughter of Mr. & Mrs. Russell 
E. Ragan, American Pad & Paper Company, was mar- 
ried on Saturday, July 4, at the First Congregational 
Church in Evanston, IIl., to Lt. Kenneth Victor Hughes, 
Jr. of Indianapolis. Following a honeymoon in Wis- 
consin the young couple are residing in Albany, Ga., 
where Lt. Hughes is stationed at Turner Air Force Base. 

+. - x 

The news of the death of Mrs. “Binks” Weingaertner, 
wife of the Belleville, Ill., stationer came as a surprise 
to the many friends of this popular couple. Ida was 
buried on Thursday, August 6. 


. 7. * 

Frank Giuntini, who is general manager of the Utility 
Supply Company, Chicago, and a frequent visitor at 
GLTC meetings, recently observed his 25th anni- 
versary with the firm. We understand he received 
a beautiful antique silver bowl as a memento of the 
occasion. 
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RECORD STORAGE BOXES 
Repeat Business Boosts Profits! 


Make your cash registers ring by stocking 
all 25 sizes. It’s a real customer service to provide 
a uniform storage system for all office records 
. and a money-maker for you! 

LIBERTY STORAGE BOXES are made of moisture- 
resistant high test corrugated fibre-board. 
Only LIBERTY combines economy with all of 
these features: (1) patented closures for spill- 
proof, dust-proof protection, (2) factory 
applied labels and indexing system for fast finding 
of records, (3) uniform high quality materials, 

1) national advertising and free 
promotional material to help 
dealers create more sales! 


profit more by selling 
both for the best in 
RECORD STORAGE! 


TRANSFER FILES 
Build Their Own Steel Framework! 


STAX ON STEEL combines the sturdiness of steel 

with the economy of fibre-board to produce 

a trouble-free drawer-type transfer file. 

No shelving needed. Horizontal steel stackers 

fit into steel side-plates as units are stacked. 

Makes sturdy steel framework that bears 

entire weight load in rear as well as front. 

Units interlock through keyhole slots in metal 

side-plates. Masonite panels used in front and lg 
rear of drawers are covered with high grade lal 
corrugated fibre-board which is used throughout. a 
Banker's gray fade-proof finish, metal drawer-pull 

and other lustre-steel parts create neat front 

office appearance. Stack high to save space. 

Drawers can’t stick or bulge. Shipped flat. 

Sold on a money-back guarantee. 


NATIONALLY 
ADVERTISED 

IN LEADING 

BUSINESS PUBLICATIONS 
Tie in with free newspaper 
mats, circulars, counter 
and window 

displays! 
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KEEP 
POSTED 
DURING THE 
CHICAGO SHOW 


Our Booth No. 112 
is available os your 


MESSAGE 
CENTER 


You are invited to post 
messages for your 
friends on our 


BANKERS BOX COMPANY 















ALUMINUM 
AND 


T CHOICE OF LARGE AND SMALL USE! 


AFTER RIGID COMPARISON TESTS* 






































Specific details on request. 
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*Rest-All Chairs have won selection over other lead- 
ing makes, under the most gruelling possible tests 


for low maintenance factors, comfort and appearance. 


Test and compare Rest-All Chairs before you buy. 
Ask for descriptive literature and complete details. 
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News Notes from NSOEA District No. 7 


ARNOLD E. BERGLUND, CORRESPONDENT 
4415 CHOWEN AVE. SO., MINNEAPOLIS, MINN. 
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b meetings have been suspended for 


here will be no sessions in September 
NSOEA convention in Chicago. These 
narily held the last Saturday noon 
the Commerce Club in Minneapolis, 


. * 


the wife of Henry Huette, Autopoint, 
») all of us. We all share his grief. 

> a ~ 
nery & School Supply Company has 
George Seidel, manager of the office 
will have a big new building 
modate his division. He got in prac- 
business by hooking a 12-pound 
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by George E. McPheeters. 


Dixon Crucible Company, had to 

and will be resting for a few 
yeeay recovery 

set in his new store at 521 LaFay- 
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Americas Finest Low-Cost Adding Machine 








AS ADVERTISED IN 


eo ae 





Precision-Built 

by Victor, World's Largest 
Exclusive Manufactyu 

of Adding Machines 


10-KEY MODEL (7-6-0 
writes mumbers just os 
you read them, totals 7 
columns 


FULL-KEYBOARD MODE: 
(6-6-0) prints reroes ov 
tematically, totels 7 col 
vmme 


9-column-capacity Champions available at slightly higher cost. 


6 REASONS WHY IT’S EASY TO SELL THE CHAMPION 


1. Easy to use — simplified key 
arrangement, natural-angle “‘feather- 
touch”’ keys. 


4. Low price — Compare! Champion 
can't be beat for value! Built to last 
for years! 

5. Quiet fewer moving parts, no 
“hammering” type to make a clatter. 


6. Choice of keyboard —both 10- 
key and full-keyboard models. 


2. Easy to carry — lightweight, 
compact. Carrying case available. 


3. Modern design—attractive in any 
office, store or home. 


VICTOR ADDING MACHINE CO., CHICAGO 18, ILL. 


In Canada: McCaskey Systems Limited, Galt, Ontario 


SH O@e canna aasewaacwwaninenenunes -| 

| 

FOR DETAILS Victor Adding Machine Co., Chicago 18, Dept. OA953 

wire Send details on how I can become a Victor Cham- j; 

wie, pion dealer. 1 

or call " 

! 

now! Name 

OR SEND ! 

Address ! 

prec 

TODAY City State 

= meme eae eae ae ee eee SS a Eee a arian cera ee a 
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Look to 


ONGHORN 


CARBONS...RIBBONS 


fora 


Leaders in 
AMCO's complete 
line of carbons 
relate Male)e\elal 

for the office— 
leaders\in sales 


and profits for you! 


eT tale Me AclMm Lil ehtiaeh ite, 


AMCO Catalog 


Ameo 


AMERICAN CARBON PAPER MFG. CO. 


Factories at Ennis, Texas——Chatham, Virginia 


Warehouses and Offices at Houston, Dallas, New Orleans, 
Birmingham, St. Louis, Denver, Los Angeles. 
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In and Around Eighth Region 
With Midwest Travelers 


BY E. J. MITCHELL, CORRESPONDENT 
329 BELT AVE., ST. LOUIS 12, MO. 

ATTENTION: DEALERS AND TRAVELERS! 

When visiting Kansas City, Mo., all of you are 
cordially invited to button up your pockets and put 
your feet under the luncheon table with the Kansas 
City group of Midwest Travelers who lunch daily at 
Frank Wachter’s, 1112 Baltimore Avenue (convenient 
to all hotels). It’s Dutch treat, very informal, no pass- 
word required. 

And when in St. Louis, the St. Louis group of Mid- 
west Travelers lunch daily in the main dining room 
of Mark Twain Hotel at 8th and Pine Sts., in the 
heart of the business area. Bring your own lunch 
money and enjoy the company of nice people. Local 
dealers usually show up—visitors are most welcome 
If you can afford to eat lunch, you can afford good 
company, so join the “cream of the industry” in both 
St. Louis and Kansas City—at 12 noon—leave at your 
convenience 

* > e 

While on the subject of industry meetings, we an- 
nounce the resumption of the monthly luncheons and 
business meetings of the Office Furniture Association 
of Greater St. Louis, the second Monday of September 
which will be after this goes to print. However, this 
meeting will continue to be held on second Monday 
noon of each month and all who have interests in 
office furniture in the St. Louis area, are cordially 
invited by Joe Duddy, president, to pull up a chair 
and dine. 

The September meeting will be dedicated to two of 
our fine members of the local industry who have 
retired from active business in recent months—Walter 
C. Wiehe, formerly of S. G. Adams Company, and 
David O. Row, until recently office furniture manager 
of Buxton & Skinner Company. Mr. Row has long 
been recognized as “dean of office furniture men” in 
St. Louis. Mr. Wiehe has been inactive this year due 
to illness, but is progressing nicely. 

Succeeding Mr. Row as manager of the office furni- 
ture department at Buxton & Skinner’s is Herbert 
Wheeler, who has been with the department as outside 
salesman for some while. He was formerly with Gen- 
eral Fireproofing Company in St. Louis, and later a 
traveling representative of Art Metal Construction 
Company; one of the younger generation, with an 
enviable knowledge of office furniture and equipment 
Congratulations, Herb, and all good wishes for good 
health and contentment to Mr. Row. 


* * . 


Word from the organization of Geo. E. Baird & Son 
of Kansas City, headed by that load of personality 
Paul S. Baird, informs us of the purchase, several 
months ago, of the inventory of Cardinal Sales Com- 
pany of Kansas City, a rather recent firm organized 
by Bob English and Pete Guignon, both former em- 
ployees of Schooley Printing & Stationery Company 
Both these partners joined the Baird firm as outside 
salesmen, which gives the Baird firm a pretty good- 
sized sales force to combat local competition 


* * * 


A real personal and business loss to the St. Lou 
trade came with the sudden passing in July of Warren 
Skinner, president and one of the founders of Skinnée 
& Kennedy Stationery Company. Mr. Skinner haé 
just previously returned from a European trip and hat 
not complained of illness, but was stricken sudden} 
and passed away the following day. Our deep sym 
pathy to the family and business associates 

. * . 


Recent information tells us that H. A. Pecher, forme! 
first vice-president of the Skinner & Kennedy Com 
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@e@lhe BUYERS INDEX has become 


a must along with our reference catalogues, 


and a constant desk companion. 


Our entire staff uses it constantly. @@ 





The most complete and useful 


ever 


BUYING and SELLING GUIDE 
offered the Office Equipment Industry 


Manufacturers - Here’s how the 
BUYERS INDEX Sells for you all year long: 


2 


Increases effectiveness of your own salesmen—represents them between 
calls 


Sells the dealer and the dealer's salespeople. 


Supports and increases effectiveness of all your sales, advertising and 
promotional efforts all year long—at the point of buying. 


Gets you new and better dealers when you need them. 


Teaches your dealer organizations how to sell more of your products— 
what to say about them. 


Shows the dealer what other items in your line he should be selling. 


Gives the buyer specific product information so he can easily check and 
p p 


verify sizes, weights, finishes, colors, other basic data. 
Helps dealers’ salespeople demonstrate and prove your product sales 
points 


Enables dealer to consolidate all buying and reference information in 
one place 


Helps buyers and salesmen make comparisons between similar products. 


BERNARD H. NEMLICH, Treasurer 
Regan Furniture Corporation 


New York City, New York 


UCT SOURCES 





Mail your space reservation 
NOW-—copy and cuts can follow 
later. 


Closing Date - Dec. Ist 
Office Appliances 


600 W. Jackson Bivd., Chicago 6, Ill. 


Used by 11,500 Buyers—it's the Key to ALL Buying Decisions 
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See us in Booth No. 201 at the 
NSOEA Convention 











—a ood name to tie to 
for sales and profits! 


I his trio of GUSSCO filing and finding lines has establisied an 


enviable record for year round, day in and day out sales. Some of 


FILING SUPPLIES 


these labor and time saving items are needed everywhere your sales- Sa the GUSSCO Catalog you fad 2 com- 
2 > plete line of index cards, folders, guides, 

men call and by everybody who comes into your store. Often the i. A Gee ad Se eee 
Pp , I “ry em s a 80 d, juality alu 

purchase of a package of index cards leads to the sale of a complete “ae : =. “- lity value 
© designe to do a etter job longer 


filing and finding system when handled by your competent and profit- 


You will find the line is priced to en 


able you to meet all competition. And 

conscious sales people. remember e sell through dealers only 

You get peration, not competition, 

. a when » ell GUSSCO filing supplies 

Dealers who recognize and take advantage of the special sales appeal . Check over your stock and order 
today 


of the GUSSCO filing and finding group enjoy a consistently good 
profit. The same opportunity is yours for a minimum of effort. Put 


some sales push behind the GUSSCO Trio and you will reap a hand- 


some profit, too. 


Transfile 


trademark 






3 STYLES 
13 SIZES 


STEEL FRONT FIBRE BOARD TRANSFER FILES 


Offer the low cost method of housing semi 
records in an accessible, tip of the finger way 


permanent 


Made 


and permanent 
of fibre board, 


they are so reinforced by steel that all the weight of drawer and 
contents is supported on steel. Drawers slide in and out with surpris 
ing ease. They can be interlocked and stacked as high and wide as 
desired. No tools or nuts or bolts are required. A size for every card 
and record requirement. Roller bearing drawer suspension available 


on the De Luxe style. 











THE HANGING FOLDER WITH 
ADJUSTABLE METAL TAB 


No longer do file clerks have to break their backs all day long—-day in and day 

pushing and tugging old style folders in overs led file drawer Now, Guide 

O-folders eliminate all that—they just glide along on their steel frames at the 

uch of the finger. Imagine the difference this makes in filing departments. Filing 

und finding becomes a pleasure instead of drudgery. Easy Just like falling off a 
log And--speed plus accuracy follow as a matter 

When Guide-O-folders are withdrawn from the file, the metal hance do not drop 
they are fastened to the folder permanently 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 


WEST COAST REPS. — 
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NEW YORK 13, N. Y. 


GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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pany, has been elevated to the presidency to succeed 
warren Skinner, and Arthur Skinner, second vice- 
president, succeeds to the first vice-presidency. Hartley 
J. Wentz is manager of stationery department and 
Jos. F. Duddy of office furniture, with Al Rese elected 
second vice-president. Mr. Rose has for many years 
been a leading salesman for the firm. 
> = > 


Keep in mind: April 21-22-23, 1954 are dates for 
all of us to be in Tulsa, Okla., for the 8th Region con- 
yention at the Hotel Tulsa, which has recently been 
all dressed up for your arrival. Make your hotel res- 
ervations early. There will be golf and an evening 
party on the 2lst and business sessions the two fol- 
lowing days. Don’t miss any part of all this. Come 
early and stay late. The Midwest Travelers will have 
charge of the entertainment features, as usual. 


+ e > 


Among visitors to the St. Louis trade during the past 
mid-summer were Dave Neuhaus, manufacturers’ rep- 
resentative, immediate past-president of Midwest 
Travelers Club; Tom Seward, Speed Products Company, 
president, and Clinton Cooper, Esterbrook Pen Com- 
pany, secretary-treasurer, all on trips in the interests 
yf their respective factories. Then came Mr. & Mrs. 
Jos. D. Landes of Schooley Printing & Stationery Com- 
pany for a 4th of July week-end with local friends 
and were entertained at a backyard supper party at 
the home of Margaret and Izzy Voda. 

Mr. & Mrs. Paul R. McCollem and John Wilson 
of the firm of office outfitters in Kansas City, P. R. 
McCollem, Inc., flew over to take in the three-day 
series of Cardinal-Braves ball games and paid a short 
visit to your correspondent and family. 

Then, toward the end of the period, along came that 
wonderful past-governor of our region, Walter C. Guy 
f Little Rock, Ark., and spent an evening with “yours 
truly,” which permitted us to rehash many happy 
hours of bygone days, and it proved thoroughly enjoy- 
able to this write: 

Mr. Guy suffered serious injuries in two auto acci- 
dents in recent years and must now use a cane for 
assistance in getting around—but he does a fine job 
if covering the waterfront, cane and all. Walter re- 
ported that he enjoys an occasional visit in Little 
Rock with our good friend “Senator Pickle Puss” of 
the Eberhard Faber organization and says Bill is still 
the same happy, cheerful and successful salesman as 
always, even when he was going through his tough 
siege of eye trouble, which now seems to be well 
‘leared up. Appears like too many of us have reached 
that time when we start falling apart at the seams. 

* - 

Jack Percival, local representative of the 3-M Com- 

pany, has taken over new duties in the Kansas City 


area for his company and will make his headquarters 


in Kansas City hereafter. Ed Anderson will cover 
Jack’s St. Louis accounts in addition to those of his 
wn which he has been servicing most capably in the 
past 





Incorporate New York Firm 

AAA Adding Machine Company, Inc., office machines 
and appliances, has been granted charter of incorpora- 
tion that lists capital stock at $20,000. Directors are 
Lillian Heisler, Ruth E. Hayes and Charlotte Goldman, 
all of 598 Madison Ave., New York, N. Y. The attorney 
was Roosevelt, Freidin & Littauer, 598 Madison Ave., 
New York City.—EEG 





Rent Building in Red Bank 


New York City office equipment 
three-story building at Front & 
Maple Sts. in Red Bank, N. J. The new office equip- 
ment showroom and warehouse will serve Monmouth 
and Ocean Counties 


firm, has rented 


OFFICE APPLIANCES, September, 1953 


VOUS ILA 





the PEN with the FIRM 
Felt-Point that 
marks or writes 
smooth, fine lines 











Fe.t-Point means firm, top-quality felt 
that doesn’t get limp with use. And the 
77 Felt-Point pen looks, weighs, and feels 


just like a fountain pen. Beautifully 
tyled, and fits the pocket perfectly 
Truly a self-seller, in both eye-appeal 


ind performance, 


BOLD to FINE 


with same 
chisel point 
by % turn 


of 77 PEN. 


Precision Made 
Ball Shaped Valve 


Felt Points 
Are Replaceable 


Fast Drying Ink 
10 Brilliant Colors 


FREE TO DEALERS 


Pen and sheet 
Fill in and mail the coupon below. 


free sample 77 retailer’s discount 


mailed on request. 


Coast Rep.: Carl W. Draper, 843 S. Los Angeles St., Los Angeles 14 


3 MARSH STENCIL MACHINE CO. | 
89 Marsh Building | 
| Belleville, Ill, U.S.A. | 
| Gentlemen Attached is our business letter head. Please send me | 
| complete information and prices and a sample 77 Pen today | 
| | 
| NAME rivTul 
COMPANY 
| ADDRESS ; 
| CITY ZONI STATI | 
am eae ia # 
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the world’s most wanted office chair 


EXECUTIVE POSTURE CHAIR 


Proudest office possession of top management 
throughout American business...the 
MILWAUKEE Executive Posture Chair 

a triumph in custom-quality, healthful 
posture seating, unsurpassed for luxury and 
distinction ...a gilt-edge investment 
in lifetime, 


comfort and well-being 


fatigue-proof, individualized 


ror J tthe 

Ex Posture Chair and for 

hundreds of other distinguished 
od chairs, see the complete 

Mit WAUKEE Catalog 


V'sit us in Room 536-A, 
Conrad Hilton Hotel, 
NSOEA Convention, 

September 26-30 





THE MILWAUKEE CHAIR COMPANY, Milwaukee, Wisconsin 
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Texas Travelers News Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 


The Texas Travelers Wives Club held their summer 
party on July 4th, at Wolt Stempel’s home. It was 
strictly a Western gathering 

A fire that started in a two-car garage and storage 
room at the home of John D. Haygood in Lubbock, 
damaged $3,000 worth of office furniture belonging to 
the Haygood Office Supply Company. The furniture 
had been stored at the residence because of lack of 
space at the office. 

* - * 

Barrow Castle, Castle Printing Company, Shreve- 
port, has been elected vice-president of the Shreveport 
Lions Club. 

Globe Printing & Stationery Company has been 
liquidated and Irvin Waldman has taken a position 
with Stationers Inc., of Houston... . Palestine Printing 
& Stationery Company, Palestine, Tex., has sold out 
all stock. 

* . * 

Commercial Printing Company, Pine Bluff, Ark, 
sold all of its stationery stock at an auction firm in 
Little Rock, Ark., and will operate only a printing 
plant. ... Dewey Kennedy is closing his store at 406 
E. Markham, Littel Rock. .. . Kie Office Supply Com- 
pany has moved to a new location at 1329 S. Staples, 
Corpus Christi, Tex. 

” * * 

Bartlesville Stationery Company has announced the 
following changes in company structure: Karl Tollef- 
sen is president; Mrs. Beatrice Broaddus, vice-president 
and Art Hall, secretary-treasurer. They will operate in 
the present location until such time as a more desir- 
able place can be secured. 


* * * 


Calvert-McBride Printing Company, of Fort Smith, 
Ark., has purchased the Fort Smith branch of Parkin 
Printing & Stationery Company. . The W-Y Sta- 
tionery Company, Pampa, Tex., has been dissolved and 
will now be known as Whitten Stationery Company. 

. Rick Brewer is the new buyer for Bone Crow Print- 
ing Company, Waco. 

+ * « 

Joyce Atkins, world traveler, of the Beeville Publish- 
ing Company, Beeville, Tex., has just returned from a 
three months’ visit in Europe, seeing all countries ex- 
cept the Scandinavian. 

” ~ ~ 

Geene Holcombe, Ennis Tag & Salesbook Company 
representative in Louisiana, attended the Lions Club 
meeting in Little Rock, took one little chance on an 
automobile and the lucky brute won the car.... J. P. 
Kinney is back from the service and taken over the 
buying at Democrat Printing & Lithographing Com- 
pany in Little Rock. 

” a 7 

The Ralph Atkins, The Atkin Company, Alice, Tex, 
celebrated their 22nd wedding anniversary by moving 
into their new air-conditioned home with winter and 
summer conditioning. 


* * * 


Wholesale Office Equipment Company of Fort Worth 
has just been formed with Fred Berry, Charles Wood, 
Bob Walthier, L. H. McDaniels, Sr. and L. H. Me- 
Daniels, Jr., as stockholders. They are offering for im- 
mediate shipment, Meilink steel safes, Jasper chairs, 
Jasper office furniture and Anderson-Hickey files. 


* * * 


We regret to announce the following recent deaths: 
J. Dwight Petty, Standard Office Supply Company, 
Monroe, La.; Walter Thatcher, Thatcher Printing Com- 
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The complete MILWAUKEE 


METAL-LUX line is a solid 
selling success. If you haven't yet 
shared in METAL-LUX profits, 

get the full details today. 


METAL-LUX LINE 


America’s de luxe metal chair line now gives you 
more to sell with these outstanding new numbers. 
They live up to MILWAUKEE'S reputation for creating 
that “selling look,” and, of course, they embody 
all of MILWAUKEE'S superior comfort and construction 
features. Your metal chair sales will show a 
definite boost when you stock 
and display these all-new, 


user-appealing numbers. . . 


Visit us in 
Room 535-A, 
Conrad Hilton 
Hotel, NSOEA 
Convention, 


Sept. 26-30 





Write for complete descriptive literature 
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At Esterbrook, we play with blocks 
every day—but it’s strictly business, 


Esterbrook’s blocks are Pratt and 
Whitney Precision Steel Gage 
Blocks, so perfectly made that they 
are accurate to 4/1,000,000ths of an 
inch. Their sides are so smooth and 
so accurately flat and parallel that 
if you place one on top of another 
they actually stick together! 


We use these steel gage blocks to 
check the accuracy of scores of pre- 
cision measuring instruments used 
in making Esterbrook Fountain 
Pens. It is one of the ways we 
make sure that every Esterbrook 
Pen that goes out is letter 
perfect —the kind of pen 
that will please your 
customer and build 

repeat business for 

your store. 










R ts Choose the 
f right point 
ec fs for the way 
a you write 


FOUNTAIN PEN 


—by number 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY « The Esterbrook Pen Company of Canada, Ltd., 92 Fleet St., East; Toronto, Ontarit 
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pany, Lubbock, Texas, and Edgar Jordan, Sr., Standard 
Printing Company, Alexandria, La. 


* * . 


BUNKAN DINE 
king for a break in the long drive be- 
tween Oklahoma City and Dallas or Fort Worth, make 
t a point to st t Curtwood Hotel Court in Gaines- 
ville, Tex. It features 42 rooms, completely air-condi- 
ned and a taurant that is excellent. Be sure to 

lay you expect to arrive and bring 
shments—dry 


If you are io 


wire early on tl 
your own reir 


> > * 
Many of y‘ s who work Lubbock, have not dis- 
sovered The Plainsman, Hotel of Gracious Living, 


Avenue @ at 21st. You will receive the same excellent 
service enjoyed ny of the better hotels throughout 
the country. Br ire and make an advance reserva- 


tion 
1OL) 





Golden Nuggets from the Rockies 
EDWARD L. ROBINSON, CORRESPONDENT 
2759 W. 34TH ST., DENVER, COLO. 
the writer spent a few hours together 
t week. Dan was a little warm so 
coolness of Denver. 


Dan Koss and 
at Phoenix this 
he went back 1 


© - * 
W. M. Griffey, the genial Eversharp man, took the 
ital plunge an hitched” May 3. Congratulations 
from all the travelers to you and yours 
> 7 
The Roswell Typewriter Company of Roswell, N. M., 


vas taken over by H. E. Babcock on March 1. Mr. 
Babcock is actively engaged in running the business 
which is an tablished firm in this part of the 


mtr 
Aiivl ¥ 


It seems that kinds of rumors are floating around 
about Leo Campbell of Wilson Jones Company. The 
writer tried to tie him down and his answer was “yes, 
tis true.” Pos at this writing Leo has taken the 
final step. I will have to wait until I see him to report. 


The lucky gir] from Idaho Falls. 


7. . * 

Mr. & Mrs. Jack Kendrick of Kendrick and Bel- 
lamy, Denver, flew by T.W.A. to Europe. While there, 
they were to spend time with their daughter who is in 
Paris, teaching in the American Occupational Forces. 
Fr were to take an auto trip to Rome 
and on to England to complete 
were to return to New York ap- 


niilic 


* * 


f Strongs Book Store, Albuquerque, 
f a baby boy named “Mike” after 


Elmer Edwards 
s the proud fathe 
Grandpa Gri 
* > 
i Bill Mason III family of Colorado 
Springs Out Ws Printing Company have finally 
ed into their new home. 
* * 
The Wyomi [Typewriter Company of Cheyenne, 
nder t] lanagement of Don Stanfield has 
ed with a new warehouse and retail 


* > 


Gus Lipp of W. H. Kistler Stationery Company, 
ilong better after his heart attack 
Seems as tho Gus is recuperating 
nd Gunni Colo. at this time. The fishing 


irlier in the 1 


Good new me to the writer regarding the 

ndition of Mrs. Glenn Barclay, wife of our treasurer, 

t Dolly i nd is well on the way to recovery 
hospital 
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DEALERS EVERYWHERE are saying: 
“WE LIKE TO SELL MARKWELL 
Fasten-ating PRODUCTS!” 








PLEASE WRITE FOR 
DEALER DISCOUNTS AND CATALOGUE 











M4E° RM. 
200 HUDSON STREET 
NEW YORK 13, N. Y. 
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Desks that have 

won acceptance 

and are backed with 
effective advertising and 


powerful selling helps 





<9 i 


BUSINES< 
WEEK 22 


he phe “a 


‘ 
’ 4 
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Get the | 
that gets you sales 


There is one idea that you can count on to bring 
you office furniture sales—that’s the ID trademark on 
every Indiana Desk. 


Your prospects and customers are familiar with 
the ID trademark—they see it in the nation’s top mag- 
azines month after month. They know it means qual- 
ity wood office furniture. 


The Indiana Desk Company provides you with 
strong-selling direct mail, display and handout liter- 
ature to help you back up your salesmen. By using it, 
you can tie in with Indiana Desk’s national advertis- 
ing campaign to bring additional sales to your store. 


IDentify yourself with the ID trademark. Stock, dis- 
play and sell Indiana Desks. 


If you are not now an Indiana Desk dealer, you 
are passing up a real profit opportunity. Write today 
for information. 


| oe 
\ 3)? urnitu ¥ 
39K 80, = 


JASPER, INDIANA 
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SEEN AND HEARD IN 


SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


Charles Adair, proprietor of the Adair Typewriter 
& Office Supply Company, 2805 N. Figueroa St., Los 
Angeles, states that he has had a very good summer's 
business. A complete office furniture store opened the 
first of the year at 2639 N. Figueroa St., has been 
doing well since the beginning, he states. 

* i a 

Floyd A. Fenn, proprietor of the California Desk 
Company, 542 S. Los Angeles St., accompanied by his 
wife and his sister-in-law, Mrs. Luena Bailey of Log 
Angeles, recently spent several weeks on a motoring 
trip through Arizona. They made stops at Tucson and 
Phoenix, and also spent time on both rims of the Grand 
Canyon as well as in Zion National Park and Oak 
Creek Canyon. 

* * * 

S. C. Charles, proprietor of Charles Office Equipment 
Distributors, 2436 E. Eighth St., Los Angeles, returned 
July 3 from his regular trip over his territory, Denver- 
West. At this writing he is scheduled to leave soon 
for Chicago on a buying trip. 

Ralph Moore, a son-in-law who is associated with 
Mr. Charles in this business, at this writing is due to 
leave August 6. He covers Nevada and Southern Cali- 
fornia for the firm. Mr. Charles states that business 
is good throughout the territory 

* * * 

Ed. M. Suderman, proprietor of Business Machines 
& Equipment, 176 E. Colorado St., Pasadena, states 
that business has been satisfactory ever since this 
firm was established in April of last year. He is already 
carrying a very complete line of adding machines, he 
States. 

« * a 

R. A. Maddox of the Holly-Beverly Typewriter Com- 
pany, 6611 Sunset Blvd., Hollywood, has returned from 
a tour which took him and his wife and daughter Jean 
over a large portion of the United States and even 
into Canada. The Maddox family left Los Angeles by 
plane June 25 flying to Flint, Mich., where they picked 
up a new Buick. They went on to Lake Huron, Niagara 
Falls, into Canada, down the Hudson River to New 
York City, to Washington, D. C., into Virginia, to the 
Calumet Farms near Louisville, Ky., west to the Yellow- 
stone National Park, through Idaho, and to other 
places en route home to Los Angeles. Mr. Maddox 
says he found the fishing very good in Idaho. He 
reports that the family greatly enjoyed this long jaunt. 


> oF * 


The Boulevard Stationers has completed enlargement 
of the firm’s second store located at 3828 Cardiff Ave., 
Culver City. The original and main store is at 5406 
Wilshire Blvd., Los Angeles. The enlargement program 
adds 3,000 square feet to. the Culver City place of 
business. A store area next door was taken in and 
office furniture added. Two new outside salesmen 
have also joined the force. The offices have now been 
moved from the Wilshire location to the Culver City 
location. The proprietors are R. J. Burns and his son, 
L. W. Burns. The father is in charge in Culver City 
and the son at the Wilshire place. 

* > * 

The annual golf and dinner party of the Golden 
State Travelers Club was held at the Montebello Golf 
Course July 31. New members of the club were the 
honor guests. The golf chairman was Leslie Askew. 
The president of the club is Pete Masterson. 


oa * * 


Blake Lockard, who has been secretary of the Sta- 
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For general stenographic 
and clerical use 








The Curve of the Seat...it Means Extra Profits for You 


GUNLOCKE LEADS AGAIN with 
these Exciting New Features: 


This new seat isex- 
pertly contoured 
to cradle your 
weight easily and 
evenly on two full 
inches of buoyant 
foam rubber. No- 


tice how the sides 





684RSB 


A lorger secretaria 


citen quater end eretiee CL Che acet cain 
upw ard to form a gentle curve that 
provides added support over a broad- 
er area for complete sitting comfort. 
Both 682RSB and the 684RSB are up- 
holstered in genuine leather except 
for the top of the seat which is covered 
with a durable fabric for added cool- 


ness. 





682RSB 


Offer these fine chairs for free trial. 
It is easy to point out the many extras 
found only in Gunlocke clerical seat- 
ing. Let the 682RSB and 684RSB with 
the new curved seat join other fine 
Gunlocke chairs in making extra sales 


and extra profits for you. 





AoW H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 

























The new ‘curve of com- 
fort’ contour for bread- 
er support insures oll- 
doy working comfort. 


% 


A new foam rubber sect 
thet offers 2 full inches 
of soft-cushioned eose. 





The new ‘‘floor saving” ] 
movement casters thot 
swivel on 2 rows of 
boll beorings ond roll 
on 1%” soft cubber 


wheels. , 
Pe 


> 


«a 
Here's o nea! brochure * 
designed to help you _ 
sell the new Gunilocke™ 
Secretorial Choirs. 








NEW FEATURES 
IN ATLAS VERTICAL FILING 


NEW JUMBO WITH 
BOTTOM DRAWER SUSPENSION 


The popular, profitable ‘‘Jumbo”’ 








Atlas Filing Cabinet has been im- 


proved! Now, those drawers filled 





with offset plates, negatives or sten- 
cils, are supported along the bottom 
on ball bearing suspension, eliminat- 
ing all possibility of sagging or bind- 


i 
i 
! 
ing. Ses. caii'diis. oxn ein ae 


NEW NEGA-PLATE HANGER 


Designed especially for users of 10” offset negatives and plates, this 


new hanger provides the maximum in protection and accessibility. 
Two heavy-duty envelopes are provided with each hanger — each 
envelope printed for separate identification of plate and negative. 


The Nega-Plate Hanger will fit the Atlas Deluxe, Twin Deluxe or 





Jumbo Cabinets. Write for complete specifications and price list. 


SEE THEM FOR YOURSELF! 


Visit our booths C-3 and C-4 at the N.S.0.E.A. Convention in Chicago, to see these new 


items and the rest of the profit-making Atlas Vertical Filing units. 
































[i ATLAS, VERTICAL fr 


if FILING (5 





















ATLAS STENCIL FILES CORP. 16720 WESTFIELD AVENUE + CLEVELAND 10, OHIO 
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tioners Association of Southern California since 1934, 
has retired from that position and states that the 
only plans he has for the future is to enjoy his home 
and family. Mr. Lockard has one son and two daugh- 
ters. The son is Tom Lockard of New York City, now 
one of the “Mariners” in the Arthur Godfrey program. 
He is a musician and formerly was with the Coast 
Guard Quartet. The two daughters are Mrs. Michael 
Dolan of El Monte and Mrs. John A. Walker of Mon- 
rovia. Before going into secretarial work Mr. Lockard 
was connected with department stores in the East in 
executive capacities 

The acting secretary-treasurer of the Stationers As- 
sociation of Southern California is Clarence Conrad. 


He had previously been assistant. 
> 7 * 
Barker Brothers, major Los Angeles furniture store, 


has opened a ground floor office furniture division in 
a building adjacent to the main store, the address 
being 715 S. Flower St., Los Angeles. The store taken 
as a whole is often stated to be the largest furniture 
store in the world 


> ” 7 
At a recent sales managers’ conference sponsored 
by the Charles R. Hadley Company at the home office 
in Los Angeles, a large variety of topics were discussed 





Seen at Charles R. Hadley Co. Sales Meet... 


Standing—Phil Peterson, Frank Zinser, Ernie Dybdal, John Myers, 
Bateson Birkett, Bruce Fisher, Frank Ferreri, Stan Siepak, Alm Martin, 
Tom Miller, Clint Thaxter, Joe Mullin and Bill Johnson. Seated—Jack 
Barry, Ken Logie, Dick Youngquist, Jack Stewart and Gordon Minter. 
Dick Youngquist yeneral sales manager, Ken Logie is eastern 
jivision sales manager and Jack Stewart is western division sales 
vanager. The others are managers of the Hadley branch sales forces. 


and three new products introduced. The new products 
were the Zip Riter, the Multipharious Binder, and 
the new H V R equipment. 


The first session, presided over by Dick Youngquist, 


was in the main a roundtable discussion meeting. 
Past and future policies were discussed, and this type 
of discussion predominated throughout the week. Night 
sessions were also part of the general program and 
were conducted on an informal basis. 

The conference which began on Monday continued 
through Friday with the last evening reserved for a 
sales meeting with the Southern California sales force, 


Gordon Minter presiding, and Dick Youngquist intro- 
ducing the speakers. Jack Barry discussed “Self Im- 
provement”: Joe Mullin talked about accounts payable 


inder the title Everybody Has One”; Bill Johnson 
liscussed the multipharious binder under the title, 
Something New’; Charley Pharmer, the man who 
riginated the binder, gave Mr. Johnson assistance in 
presenting his topic: Jack Stewart had as his theme, 


The West Looks Ahead” and Ken Logie discussed, 
The East Looks Ahead.” Frank Ferreri closed the 
meeting, making an enthusiastic appeal to the men 


settle for no less than 100% when selling a systems 
i€ail 
The genera nment of the officials of the company 
s that this was a great sales meeting and that good 
results are sure to be felt. It is anticipated that re- 
sults in the le of the newly introduced products 
will be felt immediately 
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FLO-MASTER® 









—oneofthe /{ 
most important 


selling points of 


As every dealer knows, returned merchandise 

is a headache. It is not so much the loss of a sale 
as it is a discontented customer. Here you have 

one of the main reasons why Flo-master sales are 

booming. Dealers have learned that, when the 

call is for a felt tip pen, the Flo-master is a guarantee 
of customer satisfaction. 


Flo-master is made with the precision used in watch 
making. All parts are interchangeable. 

Any cap fits any barrel perfectly, as any adapter 
fits any chuck. The automatic spring valve— 

the very heart of the Flo-master—controls the 
flow of ink with unbelievable accuracy. 


So make sure that you have enough 
Flo-masters—both ‘’Pocket-Size” (illustrated) and 
“King Size” on hand at all times. Remember — 
you can’t have too many Flo-masters. 


For further information write to Cushman & Denison 
Mfg. Co., Dept. H-17, 153 W. 23rd St., N.Y. 11, N.Y. 


*a CADO product 


Flo-master in a <== nutshell 


e writes on anything © instant-dry inks 
e fine lines © bold lines © in ten colors 
¢ valve controls flow of ink 
in two sizes—“Pocket-Size”—"King Size” 


Flo-master 











FELT-TIP PEN 
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DEALERS WANT THEM... 
girls love them! 


“STYLINE” STANDS <| ~~ 


© Assembles in three minutes, ships flat 
© Offers most leg room 

®@ No crossbars to bruise shins 

©@ No sharp edges to snag hose 


Dealers and users everywhere are praising its supe- 
rior -design...its sturdy, sway-proof construction 
and smart modern appearance. Elevator base on 
Model S-300 easily shifts to legs or casters. Three 
other models available. 


NEW 
“EXPANDO” 


POSTING TRAY 


@ Sells easiest, only 412 Ibs. 
® Expandable to 912 inches 
@ Handles variety of card sizes 
@ Holds 1900 sheets, 25 guides 


Proved profitable and popu- 
lar. Designed for modern 
machine bookkeeping sys- 
tems. Eliminates search time 
and speeds posting. Stand 
and dustproof hood with lock 
available. 











QUALITY PRODUCTS SINCE 1885 


108 North Jefferson Street, Chicago 6, Illinois { 

BOOTH [_] “Styline” stands [ | “Expando” trays ‘ 
?1 1 ane______ alll 
‘ 

' 

te 

NS&OE ADORESS_ 
SHOW Fe TS 
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Pacific Northwest Notes 


C. M. LITTLEJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 


The Bremerton Office Machine Company at Bremer- 
ton, Wash., has opened fine new quarters at 524 Sixth 
St., Bremerton, Wash., next door to the previous loca- 
tion. In spacious new show and sales rooms the com- 
pany features a wide variety of business machinery 
on rental, retail and repair basis 


- - ” 


New quarters are being fitted for the Acme Stamp 
& Printing Company, Spokane, Wash. E. T. Ripple, 
president, has announced that Acme, now at S. 172 
Post St., expects to move around the turn of August 
to 5th and Sherman St., Spokane 


x * » 


Anxious to build-up national defense and augment 
our sea power, Representative Thomas M. Pelly, pres- 
ident of Lowman & Hanford Company, Seattle sta- 
tioners, now serving his first term in the U.S. Congress, 
is opposing all efforts to stop appropriations for a third 
aircraft carrier of the Forrestal type, since as he has 
explained: “Our best military minds—those who are 
qualified in naval strategy and technological develop- 
ments, tell us that we must have modern carriers.” 
The head of the big stationery organization in Seattle 
is convinced, furthermore, that our best assurance of 
a program encouraging resistance to Communist ag- 
gression is a powerful Navy. 


* ” ~ 


The Western Audograph Company Inc. recently pro- 
moted R. W. Ekholm to the position of branch man- 
ager in Portland, Ore. The company is the West Coast 
distributor for Grey audographs. Mr. Ekholm replaces 
W. Evans Powell, who has been transferred to the 
Seattle management. He has been assistant manager 
in Portland for three years. 


x “ * 


The Bank & Office Equipment Company, 609 Third 
Ave., Seattle, Wash., recently furnished the offices of 
the new edifice of the Pope Ford Company in Renton, 
Wash., with selections of office furniture and equip- 
ment from their specialized stocks of safes, desks, 
steel cases and “office valets’”’ 


* x > 


The Mail Well Envelope Company of Portland, Ore., 
staged with the turn of July, a two-day meeting of 
its country and city salesmen at the company’s plant, 
2136 S. E. Seventh Ave., Portland. A series of panel 
discussions developed fully all phases of numerous 
pertinent topics of salesmanship. Production and ad- 
vertising programs, policies and projects were taken 
up as well as sales. Among speakers were Herbert J. 
Darby, general manager, who welcomed the group and 
William R. Lake, president of Mail Well, who related 
most interesting observations of various new envelope 
making equipment in Europe. During the course of the 
two days, the group made a tour of the plant and all 
production processes were thoroughly explained. A 
banquet was held at Berg’s Chalet as a climax to the 
company’s convention. 

* + = 

The Spokane Stamp Works of Spokane, Wash. 
recently moved to new quarters at the southwest cor- 
ner of First and Washington Sts., announced owner 
and manager Ross Eliot Jensen. The stamp organiza- 
tion has been at W. 409 First St. for many years. Now 
some 4,000 square feet of floor space, or three times 
that of the old location, are represented in the new 
Additional customer space and parking facilities 
prompted the move. A considerable parking area will 
be available at the rear of the new store. As the dis- 
trict governor of the Marking Devices Association of 
the United States, Mr. Jensen has a territory that 
1953 
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sell the revolutionary mimeograph 


The first basic mimeograph improvement in 25 years, Gone are the messy Gram, tk pad 
and liquid ink. The M-2 uses an entirely new mimeograph principle. A small quantity 

of paste ink is placed on the top cylinder and is evenly distributed over the entire 
printing area by an oscillating roller, very like a printing press. You never 

change an ink pad, never dirty your hands or clothes. With paste ink the M-2 

may be left for months without fear of the ink leaking or drying up. You 


always get clean, sharp, professional copy from the first sheet you print — 


plus these exclusive features: no leaks, no messy drum, no ink pad. 


COCO EHH HEHEHE HEHEHE HERES ESOS ESTEE SESE SEES 


Guaranteed for one year. 






149, 50 PLUS FET. 


BOOTH 312 NSOEA 


BOHN DUPLICATOR CORP., 260 FIFTH AVE., NEW YORK 1, W. Y. 
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WHEREVER 
eed we) TURE 
IS USED a 


The Scerbo line of exclusive wood furniture 
is used in leading offices, banks and insti- 
tutions and everywhere where better fur- 
niture is required. Proved versatility by 
the jobs it handles—from a single piece to 
a complete installation ... Outstanding for 
its ability to understand the dealer’s prob- 
lem, be it that “discriminating executive”, 
or that “hard-time” customer. SCERBO 
gives that extra something to help close a 
sale and that extra margin of profit. Ask 
about our special order work to meet your 
budget. 



















SCERBO MANUFACTURING CO. 


Qighinchive UPHOLSTERED FURNITURE 
“TO SUILAVERYsPURPOSE™ 


925 CLUB CHAIR 


WHATEVER THE OCCASION — WHATEVER THE 
JOB ... whether it’s Offices, Banks, Boardrooms or 
institutions ... you'll find a SCERBO distinctive leather 
Ps nem 2 furniture creation ready to fil! the bill 
(dependably and economically). Distinctive styling and 
individuality backed by almost 50 years of “know how” 
with a complete understanding of dealers problems is 
the keynote of our success. Let our expert craftsmen 
work from your specifications. 








































WRITE FOR OUR COLORFUL ILLUSTRATED SF... 
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comprises the Pacific Northwest, Northern Mountain 
States, British Columbia, and Alaska. 


= * * 


The John W. Graham Company, 707-711 Sprague 
Ave., Spokane, Wash., (“If It’s Made of Paper We Have 
It”), as the originators of a “Christmas in July” mer- 
chandising policy and program, have been staging 
extensive sales promotion and advertising featuring 
Christmas gifts in mid-summer—both from the stand- 
point of a lay-away plan and from actual giving of 
gifts at this season as well as during Yuletide. 


> * * 


Frank Hull, secretary to Congressman Thomas M. 
Pelly, is being considered as Federal Collector of Cus- 
toms in Seattle. Mr. Hull, in the national capital with 
the Seattle stationery company head and civic leader, 
since the turn of the year, has had an important po- 
litical and business career in Seattle, being manager 
of Seattle’s hotel, The Olympic, for several years, and 
has held other prominent positions. 





Firm to Construct New Building 

Johnstown Office Supply, Inc., Johnstown, Pa., re- 
cently announced expansion plans calling for construc- 
tion of a new three-story building comparable in size 
to another structure now on its rear lot. 

Begun as a two-man operation over 30 years ago, 
the firm now employes 23 persons and occupies mer- 
chandising space in three buildings. The company 
was founded by William H. Patterson and Griffith 
Owen. Mr. Patterson is now president and general 
manager.—GET 





UNITED STATES EXPORTS OF OFFICE 
MACHINES, EQUIPMENT AND SUPPLIES 


Figures for April, 1953, Released in July, 1953, 
by the U. S. Department of Commerce 
(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 


Quantity (Dollars) 
Net Value 

Machines Accounting Nondescriptive except 

Punched card New 341 457398 
Machines Accounting Descriptive except 

Punched card New 527 808384 
Machines Listing—Adding except 

Punched card New 2378 421653 
Machines Calculating Non-Listing except 

Punched card New 1960 728443 
Machines Accounting Etc. except 

Punched card New, Nes. 312 32958 
Machines Card Punching and auxiliary New 151 644044 
Machines Accounting Etc. Used and Rebuilt 483 87201 
Parts for Accounting Etc. Machines 1267480 
Addressing Machines 343 71097 
Accessories & Parts for Addressing Machines 48026 
Machines Duplicating Ex Lithographic Offset 378 67570 
Machines Duplicating Lithographic Offset 41 70469 
Parts for Duplicating Machines 33200 
Cash Registers New 1055 311071 
Cash Registers Used Rebuilt 549 8271 
Parts for Cash Registers 287677 
Typewriters Standard New except Electric 4937 563939 
Typewriters Standard Electric except 

Automatic New 510 119949 
Typewriters Portable New 4093 231164 
Typewriters Used Rebuilt except Automatic 1634 84354 
Typewriters Nes. 60 38024 
Parts & Accessories for Typewriters 601707 
Staplers for Office 38217 60428 
Dictating Machines 439 76305 
Mail Handling Machines & Parts 22757 
Check Handling Machines & Parts 38147 
Office Machines & Parts Nes. 125740 
Mechanical Pencils All Materials (Doz.) 20922 111471 
Mechanical Pencil Parts 11123 
Pencils Ex Mechanical Black Lead (Gr.) 52601 129251 
Pencils Ex Mechanical Nes. (Gr.) 5259 25503 
Pencil Leads 34895 
Crayons 50047 
Fountain Pens Ball Type (Doz.) 65533 195778 
Fountain Pens Ex Ball Type (Doz.) 49559 664528 
Ball Pen Refill ink Cartridges (Doz.) 28554 48587 
Fountain Pen & Ball Pen Points Nes. 141207 
Fountain Pen Points (Gr. 10785 84079 
Carbon Steel Pen Points (Gr.) 6463 5519 
Desk Pen Sets 4920 17835 
Ink Writing 65226 
ink Nes. 146078 
Carbon Paper (Lb 76755 96379 
Ribbons Cloth inked Office Machines 52520 
Office Supplies Nes 288074 

Nes. — Not elsewhere specified) 


OFFICE APPLIANCES, September, 1953 





AS Hay E Rhy se. et ee wh Argap 
ONLY THE 
REMINGTON OFFICE-RITER 


GIVES YOU 


THIS RICH NEW MARKET 





There's a big market for a fully-featured office typewriter 
in compact size .. . a machine that is fully capable of 
handling the normal typing requirements of the small 
business or professional office. And this profitable market 
is ready to buy the new Remington Office-riter ... the only 


compact office typewriter with these performance features: 


Handles papers and forms up to 11” wide, 
Writes a full 10-3/10” line. 

Produces 10 good carbon copies. 

Cuts a clean, sharp stencil. 


Sets up quickly for billings, listings, invoices 
with Miracle Tab. 


Has full standard keyboard . . . familiar to 
every typist. 


DEALER SALES DIVISION 
315 FOURTH AVENUE, NEW YORK 10, N.Y. 
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Another FIRST by Master Addresser 
NOW! A full LEGAL size 


Portable Spirit Duplicator 





Complete with supplies 


Join the profit parade with this new mem- 
ber of the famous Master Addresser fam- 
ily of products! Here’s a real sales maker 
for YOU—and an exceptional value for 





your customers! 


LOOK AT THESE FEATURES... 


e $39.50 now serves every duplicating need— 
from post card to Legal size 


e Actual printing area 8 x 13'2” 
e High quality prints in 1 to 5 colors 
ROLLER MOISTENED impression sheets 


Self-oiling bronze bearings 


e Always ready for immediate use 


Cash in on the popularity of the Master 
Portables with this new time and space sav- 
ing machine your customers want—a dupli- 
cator you can sell “over the counter.” Tap 
this new market now, a market with an ad- 
ditional source of profits through a steady, 
year ’round REPEAT business in dupli- 
cator supplies. 


SEE IT AT THE SHOW 
BOOTHS C-15 and C-16 


Look to MASTER ADDRESSER for quality products that 
are easy to operate. 


fllddlér rhddreidde C2 


6500-D West Lake Street, Minneapolis 16, Minnesota 
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POTLATCHING wit™ 
EGON HRAILHRAVELERS 


KEN DICKENSHEET, CORRESPONDENT 
1020 Y STREET, VANCOUVER, WASHINGTON 


The time is approaching for the big trek to Chicago 
to attend the convention put on by the NSOEA. This 
year many dealers are giving some of their sales or top 
management men the opportunity to attend. Bob 
Needham of Needham’s in Salem is sending Bob Wills 
to the convention; Bill Sutton of Rosser & Sutton is 
going to be represented by Paul Lyon, and Lowell Jones 
of Kubli-Howell is going to send his man Art Schultens, 
Of course Jones is going along too but that is just 
to see that Art doesn’t get lost in Chicago. 

We believe this is a very healthy trend and one that 
will produce more sales plus a better understanding 
of management’s problems and we hope that many 
more dealers give their men a chance to see the Big 
Show. 

Incidentally, the above ‘named dealer’s men will 
also attend a sales school at the National Blank 
Book Company plant in Holyoke, Mass., just prior to 
the NSOEA convention. Also attending the school from 
this area are: Willis Collins from the Collins Office 
Supply Company, Mount Vernon, Wash.; and Robert 
H. Slye of The Tribune Printing & Supply Company 
in Great Falls, Mont. 

” * 7 

Fred Shields, Shields Books & Stationery Company 
in Pasco, Wash., is a man who likes to keep up an 
active athletic program after hours to keep in shape. 
This summer he has been playing softball with a few 
over-age Mickey Mantle’s around Pasco. While playing 
recently he fielded a hot grounder and came up with 
two broken fingers in his right hand. This gave Fred 
an excellent opportunity to refuse to sign orders 
and checks. However, I must say he didn’t use it. 
He gave me a check for $35.00 to join the NSOEA. 
Welcome aboard, Fred, you’ll never be sorry you joined 


* . * 


Dave (Joe D. Hale Co.) Rudnick has decided that the 
only way he’ll be able to see much of his family is 
to keep them with him. Thus, he and wife Margie plus 
the Rudnick son and heir are going to travel together. 
I wish you a lot of luck on this, Dave, and would like 
to get a report at a later date as to the success of 
this type of living. Please keep an expense record on 
this, Dave, as I want to see how you do it. 

Incidentally, Joe D. Hale was working Portland 
with Dave in August calling on old friends and dealers 
Looked very well but after all, he had just returned 
from Honolulu. 


+ * . 


In the June issue of the Pacific Stationer there is a 
photograph of our good friend Robert J. Davis and an 
announcement concerning his new line of chairs. Bob 
looks very lean and youthful in the photograph and 
this fact was being commented on in a recent O.T.T 
gathering. Chet Williams expressed the belief that 
the photo was made in Little Falls, Minn. when 
Bob was in the neon sign business. I want to say, Bob, 
that if you keep up the good work on the dieting, you 
will soon resemble the lad in the photo. Oh yes, the 
new line of chairs Bob now represents is the Wells 
Chair Corporation of Michigan City, Ind 


* * * 


The Northwest Wholesale Stationers are now in their 
quarters at 333 N. W. 5th St., Portland, Ore. General 
Manager Francis Fowlks really is starting this opera- 
tion from the bottom as he has been cleaning out 
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PLUG-IN WITH 
PORTABLE 


VOCATR 0 | 


AND YOU PLUG-IN FOR 






Big Time Sales! 





“Portable Versatility”... Sensation of the Intercom Business! 


Never Before in the Intercom Field Such Com- 
plete Sales Support for You! Brand new dealer 
folder and envelope stuffers are just off the press! 
Window streamers, window and counter displays, 
demonstrator carrying cases, and newspaper mats 
have all been prepared for your immediate use. 


VOCATRON is the first practical, portable wire- 
It requires no special connecting 
wires. It’s as easy to install as a desk lamp. When 
you plu; ‘our VOCATRON, you communicate 
over the same electrical circuits that give your 
building or home light and power. VOCATRON 
pied by many—duplicated by none. 


less intercon 


has bee 


By simple demonstration your customers can 
instantly see the exceptional... 
e EFFICIENCY e CONVENIENCE 


e AND ECONOMY OF VOCATRON! 


Backing all this is a powerful inquiry-pulling 
national advertising campaign in TIME, PATH- 
FINDER, NATION’S BUSINESS, AMERICAN 
BUSINESS, MANAGEMENT METHODS, MO- 
TOR, AND OTHERS. 


Bisa ALL DRESSED UP...AND GOING PLACES: 
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VOCATRON Standard 
Model CC-20(D) 


Two Units 
Ready To Use 


75° 


PER PAIR 





additional units 
$42.38 each 


*Prices subject to change 


For 1 125 volt single sided, single phase elec- 
t e supplied by outlets from single fuse 
be ' meter. For homes, small offices, close 
ope l locations. 

Dealer Demonstrator Unit CC45 x 20 combines both 


Stendard and Long Range Models 


NEW CABINET! NEW STYLING! 
NEW ELECTRONIC IMPROVEMENTS! 


VOCATRON cabinets of durable grey plastic with 
swept bach nt and grille have been newly styled 
by a leading designer. Volume control knob with num- 
bered positions gives easy positive control. Electronic 
improvements result in even more faithful tone and 
voice reproduction. 


See VOCATRON at the 


National Business Show! 
Grand Central Palace * Oct. 19-24 * Space #374 


September, 1953 


For 105-125 volt outlets supplied by 220 volt 
split phase or three phase power transformers 
using separate meter or fuse boxes or for long 
range transmission over heavily loaded electric 
lines. Ideal for building to building operation. 
Pilot light and carrying handle, 1 extra tube. 


VOCATRON Long Range 
Model CC-45 


Two Units Ready To Use 


"99- 


additional units 
$49.75 each 


*Prices subject to change. 











7 fe 
Wacarry 4 INCORPORATED 


527 Vocaline Building, Old Saybrook, Conn. 
Please send, without obligation, additional information 
about VOCATRON. 


NAME 
COMPANY 
STREET 


city ZONE STATE......cccccecccoscsneeensn 


203 











9¢¢ the big new ling of 


JOHNSON 
uUsiness C, 


cend for this big 
new catalog now 








See 
Pe Business 
Chairs 
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See this complete line of money-makers 
at the 


NSOEA CONVENTION 
BOOTH 501A 


Conrad Hilton Hotel Sept. 26-30 

















UY JOHNSON CHAIR COMPANY 


4401 West North Ave. Chicago 39, Ill. 
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this old warehouse building. Has it looking very good 
now, however. This new co-op is still the leading 
conversation piece in Oregon and Washington. To sell 
or not to sell—that is the question 

. > * 

Incidentally, J. D. Lehman has sold his store in 
Portland, The Standard Stationery & Printing Com- 
pany, to Lee Robbins. Lee was formerly a city salesman 
for Pacific Stationery & Printing Company. Mr. Leh- 
man has joined the staff of the new Northwest Whole- 
sale Stationers as their bookkeeper and accountant. 


> o . 
That’s all for now—see you in Chicago. 


» * * 


‘OUT WHERE THE HANDCLASP'IS A LITTLE 
STRONGER” 





Recognize Role of Office Machine 


An unbelievable number of applications for office 
machines and equipment is being developed in the 
scientific and engineering fields. Since the end of 
World War II the office machine and equipment indus- 
try has been engaged in meeting the needs of business 
management to create, record and reproduce the eco- 
nomic facts so essential to efficient management. “ : 

The tremendous strides made in scientific research — ; 
and development, enormously stimulated by the war, : / 
have generated a constant and ever increasing : IM MEDIATE Wal ERY 
flow of technical data which must be recorded, dis- ° 
seminated, cataloged and kept available in its most 
convenient and usable form. Members of the scientific 





and engineering professions, faced with the day-to- 
day task of fully utilizing this outstanding amount of i, 
data, recognize that modern business machines and Unfilled orders wg 
advanced business equipment techniques offer the 
ideal solution to their problem. mean lost profits- 
The chemical industry has formulated plans to give 
official recognition to the role of business machines lost customers. 
and equipment in technical and scientific progress. , 
During the annual meeting of the American Chemical Fill your orders 
Society to be held in Chicago the week of September . . 
7, 1953, the Division of Chemical Literature will present now with Imperial 
a symposium on “Equipment for the Preparation, Re- low-cost, high 
production and Utilization of Technical Information”. . 
Emminent speakers from a wide range of the nation’s quality kraft 
leading industrial firms will present papers, each of fold 
which is confined to a particular subject on the use olcers. 
of office equipment and record keeping. . 
Supplementing the symposium, manufacturers of 
office machines and equipment will demonstrate their Rush your order 
products before an expected audience of over 12,000 today for imme- 
engineers and chemists, showing the direct applica- ° ’ 
tion of the equipment to the techniques discussed. diate delivery. 


Plans include publication of the papers by the 


American Chemical Society as one of the “Advances . 

in Chemistry” series texts or as a textbook by the Heavyweight 
Reinhold Publishing Corporation, official publishers {11 pt.) 

for the American Chemical Society. Included will be 

pictorial material on the actual machines and tech- single and double 
niques discussed by trade name in each paper. The 

publication will be available to the Society’s 75,000 top 
members and to the chemical and engineering 


industries 





Send For Our New 


Juni i j 
or Achievement Group Recognized Price-O-Log 
One of Houston’s smallest and most successful busi- 
ness enterprises is Tex-Woods Products, Inc., a Junior Neo. 50 





Achievement project owned and operated by 11 teen- 
age Houston, Tex., boys. Winner of third place in a 
national Junior Achievement contest, the firm, which 


makes memorandum pads during the year produced ° 
384 items. All of them were sold for $1.25 each. The [ L Of 
company cleared a profit of $230 and a paid a stock [irip AMLS [Te 0. § 0 


dividend of 1 per share on stock valued at 50c a 
FOREST PARKA, ILLINOIS 






share —JHR 





OFFICE APPLIANCES, September, 1953 205 











Leok! 


Appointments for the 
Entire Week 
on ONE spread of pages 
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The ideal appointment book for doctors, dentists, 
lawyers, beauty shops, barber shops, buyers, etc. 
Entire business week on ONE spread of pages 
eliminates day-by-day “page thumbing” . . . ap- 


pointment mix-ups . . . saves time and trouble. 


Qu. ‘er-hour breakdowns .. . two columns per 
day . . . hours from 8:00 A.M. to 5:45 P.M. with 
space for evening appointments. Fully dated for 
calendar year of 1954. Undated book also avail- 
able. 


Bound in one-piece simulated leather cover—dur- 
able, attractively embossed, cushion edges and 
round cornered. Flat opening, tear-resistant wire 
binding. Smooth, heavy buff stock printed in 
green. Retail price: $2.50 


Mail coupon below 
for sample and 
dealer intormation 
COLWELL PUBLISHING 
COMPANY 


115 University Ave. 
Champaign (5), Illinois 





Please send me a sample copy of Colwell’s Appointment Log 
and complete dealer information 


Name 
Address 


City State 
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On the Canadian News Front 


Our Industry Across the Border 
BY SPECIAL CORRESPONDENCE 

“Current resale price maintenance legislation in 
Canada is against the best interests of the Canadian 
people,” Fred R. Smart, secretary-manager, Stationers’ 
Guild of Canada, Inc., Toronto, declared in a news re- 
port to the trade this month. He said that the Guild 
was in full accord with the views expressed to govern- 
ment officials recently by W. Ed. Dawson, F.R.S.A. 
president of Dawson Bros., Ltd., Montreal, and long an 
exponent of fair trade practices in Canada. Mr. Daw- 
son had pleaded for a revision of the resale price main- 
tenance law that. would permit the distributing trades 
“to operate on a rational instead of suicidal basis.” 

The Guild secretary-manager said the Guild had 
submitted a brief to the government at the time of the ee 
passing of the law, 18 months ago, warning that it was are 








Observe Toronto Group's 25th Anniversary ... [| The} 
Toronto Commercial Stationers Assn. celebrated the 25th anniversary 
at the Royal Canadian Yacht Club, Toronto Island, with a gala ern b 
dinner attended by about 150 leading members of the trade. Shown interc 
are members of the executive group in charge of the event--Sam 
Hooker, J. S. Luckett, Sr., Bill Grand (the association’s new president), space 
George Callow and Bill Smith, all of Toronto of ma 


against the best interests of the public. “Since then the Art 
Guild’s opinions in these matters have not weakened § office 
but rather strengthened during the period when Cana- § disca 
dian business has had to operate without the legal They 
ability to maintain resale prices.” 

Continued Mr. Smart: “The whole argument sur- 
rounding the question of resale price maintenance in- 
evitably comes to center around prices—prices to the 
consumed. The theory of those who oppose established 
retail prices is that the public will benefit from the 
merchant’s ability to cut prices where and when he) 
likés. .. . No merchant can cut and continue to cut 5 
prices beyond a level consistent with proper and rea- 
sonable profit per item without simultaneously raising? 
prices in other lines in order to preserve that proper 
and reasonable profit over all, or going out of business.” 

~ ” * 

Ken and Don Stainton, formerly of Stainton & Evis, 
Ltd., Toronto, have formed a new commercial sta- 
tionery business in that city. The two brothers head § 4q,,, y; 
the firm, with S. E. Flynn as _ secretary-treasurer; 
Russell Nixon as vice-president in charge of merchan- ~ 
dising; George Robertson in charge of printing and 
stationery, and Cliff Kent as service manager for the 
furniture division. 








* . * 

R. Harvey Whidden, vice-president in charge of sales, 
W. A. Sheaffer Pen Company, Fort Madison, Iowa, told} 
a Toronto trade group recently that “the merchandis- 
ing problem facing businessmen today is a lack of hard 
selling in their return to basic competition. ‘““We’ve got 
to get back to the point where the consumer is made to 
realize that our products are more important to him Styli 
than the money in his pocket.” He said that during the 
war years, ‘the sole criterion of salesmanship was an 
ability to tell the customer that he couldn’t have any 
merchandise, without hurting his feelings.” 

Continued Mr. Whidden: “We've been going from 
crisis to crisis for the past 12-odd years, each of which} 
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See this new 






desk line at 





















N.S.O.E.A. 
_ CONVENTION 
\ Booths 153-154 ; 
. pa i Chicago | 


“,.. Built for Action... Styled for Leadership...” Sept. 26-30 


the NE th EN TURY. Line 


The New Century desk is truly atool of mod- __ beautiful styling, efficiency and comfort. 











ern business. One whose engineering design, Today, there’s a modern New Century desk 
interchangeable drawer arrangements and to fill every office need — from the Executive 
space-saving lines are your assurance of years or Conference models to the General Office 
of matchless service. type. For full information visit your nearest 

Art Metal engineers, originators of metal Art Metal sales room today or write for the 
office equipment and the first island base desk, — free descriptive brochure, “Art Metal New 
discarded past design concepts, old traditions. | Century Desks.” Art Metal Construction 


They concentrated on a desk embodying Company, Jamestown, N. Y. 


Style No. 1860FB-36 








There are 53 models of desks 
ond tables in the New Century 
Style No. 1860FB-30 Line available for your selection. 


65 YEARS 
of ORIGINATION 
and LEADERSHIP 

in METAL 


Style No. 1845TFL Style No. 1855TL Style No. 1855FBR OFFICE EQUIPMENT 














Modern Design! 


STEEL DESK BUPNa) 


with LINOLEUM TOP and he 
ALUMINUM EDGING Styling & Economy 






It’s the newest in modern design—a real promotional sensation S T | LE D i 0 D | G | I FY 


in the economy price class! Styled to catch and please the 
eye, with island mounting, rounded corners, spacious drawers, > 4 
and modern, grey, mar-resistant, baked enamel finish. And 
it’s a big desk . . . 24” x 50” top, 2914” high, adjustable to 3014’. e UJ | LT T0 LA S T 
Made of heavy gauge furniture steel, for extra rigidity, longer 
life. Spacious center drawer equipped with lock, side utility 

tablets. Side drawers convert into double row index file for * 
3 x 5 or 4 x 6 cards ($5.00 per drawer for dividers and follow 


blocks). Double drawer converts into letter file ($3.00 for PRICED T0 SELL 


insert and follow block). Write for discount list today! 


Many schools are now using this as “teachers desk.” Submit it 
to your district school boards. ON DISPLAY AT NSOEA CONVENTION 


I Steel Equipment Co. * se 
2514 W. Dauphin Street, Philadelphia 32, Pa. » Stevenson 2-1312, 2-6099 a Mo 
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He said some “pretty horrible things” have passed 
for advertising and salesmanship during the past 
decade because business has been so easy to get. “We 
have become so imbued with a feeling of our own in- 
falibility that we are too calloused towards the things 
that got us where we are—the real hard practical ap- 
plication of ingenuity towards selling. We have to get 
pack to the fundamentals that made our product what 
it is, so that it could support us in the style to which we 
have very cheerfully accustomed ourselves. We must 
get back to the principles that the founders of our 
companies applied to make our businesses successful.” 


. . * 


Peerless Carbon & Ribbon Company, Ltd., has 
purchased a building on Industry St., in suburban 
Toronto, in which to consolidate the company’s manu- 
facturing and head office, providing increased space 
for production. Additional ground has been acquired 


for future expansion 
* > * 


Stanley M. Thomson, former manager, has an- 
nounced the purchase of John Underwood & Company, 
Toronto, established in 1886 for the manufacture of 
writing inks, carbon papers and typewriter ribbons. He 
has formed a new company, John Underwood (Canada) 
Ltd. Officers of the new firm are Mr. Thomson, presi- 
dent and general manager; Rolph R. Corson, Jr. (for- 
mer sales promotion manager for Canada Carbon 
& Ribbon Company Ltd.), vice-president and secretary- 
treasurer, and sales manager John C. Moon, who has 
been associated with Mr. Thomson for several years. 


* o * 


For a half-century, the firm of Colpitts The Stationer 
has been growing and expanding with the city of 





Colpitts Observes 50th Anniversary .. . 


olpitts the Stationer, Moncton, N.B., recently observed the 50th anni- 
versary of the firm. TOP-—Interior view of the retail premises in Monc- 
ton. BOTTOM-—A. L. Colpitts, president of R. P. Colpitts & Son. Ltd., 
was host to stationers from Ontario, Quebec and the Maritime Prov- 


inces at a lobster supper for the trade held to commemorate the oc- 
asion. Present were representatives of manufacturers, wholesalers and 
retail stationery and office equipment firms in Canada 


Moncton, N. B. The business started in a small wooden 
building on the city’s main street, later erecting its 
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MAKE MONEY 


selling low-priced comfort 





for the executive 


MODEL NO. 5&3 


for his guest 


MODEL NO. St 


You'll keep your customers happy for years— 
and make more money too—when you sell 
Gregson office chairs. Gregson chairs are built 
for comfort to sell at a price anyone can afford. 


Display Gregson chairs and your customers can 
see the difference in materials, construction 
and styling. They can easily see there's no 
better office chair value at any price. 


Shown above are the Gregson Arm 
Swivel Chair (No. 53) and Companion 
Arm Chair (No. 51). Available in 
solid oak in light, softone or lime fin- 
ishes; and walnut or mahogany finish 
on pecan. Upholstered in Tolex Plastic 
Leathercloth, top grain leather or 
buft leather. 


DEALER INQUIRIES INVITED 





GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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Meet ALL requirements 
of ALL typewriters 





WHY stock 34* Carbon Paper Items ? 
WHEN nev-r-KURL UNIVERSAL 


.Can Be Used on Standard, Noiseless and 
Electric Typewriters 

. .Cuts Dealer Carbon Paper Inventory 
Slashes Investment in Stock 
Simplifies Purchase for Dealer and Customer 
Saves Customer Office Supply Space 


New inking makes NEV-R-KURL UNIVERSAL wear 
TWICE as long. This all new smudge-proof car- 
bon paper will continue to give clear, legible 
carbons long after the ordinary paper would 
have been consigned to the waste basket. 


NEV-R-KURL UNIVERSAL will not curl or wrinkle 
under any conditions—it’s plastic backed. 


Dealers can increase carbon paper profits, cut 
their costs and the costs of their customers to 
make more sales. Let us tell you the rest of the 
story. Write to: 


*Dealer Average 


L. A. PHILLIPS, President tos 1 








; 
\ PL hd bb os j PROTYPE CLEAR-PRINT 
TYPEWRITER WOOD STAMP 
CARBON PAPER RIBBON PADS 












PROCESS / CO. 192 mitt st.. ROCHESTER 14, NY 





210 


own building from which it served as the leading 
stationery retail organization in the community for 
the next 40 years. 

On the death of the founder, R. R. Colpitts, in 1916, 
the management of the business was carried on by 
his son, A. L. Colpitts, now president of R. R. Colpitts & 
Son Ltd., which was incorporated in 1937. In 1947, to 
take care of increased business, a building was erected 
in a new location on Robinson St. to house a modern 
printing plant and serve as an office furniture show- 
room and warehouse. In 1952, to keep pace with still 
further growth, the present location at 890 Main St. 
was acquired, consolidating all departments under one 
spacious roof and giving much needed space for the 
convenience and comfort of their customers. 

President Colpitts has long been an active supporter 
of trade association work in Canada, and has been 
connected with the Stationers’ Guild of Canada, Ine. 
Recently, in honor of his firm’s 50th anniversary, he 
was host at a lobster supper, attended by representa- 
tives of manufacturers, and wholesalers, as well as 
dealers, from many sections of Ontario, Quebec and the 
Maritime Provinces. 

+ 7 7 

George L. Ursaki has been appointed sales manager, 
paper division, Continental Can Company of Canada, 
Ltd., Montreal, it was announced by A. G. Bennett, 
general manager of the division 

* - « 

Sherbrooke Paper Products Co. Ltd., Sherbrooke, 
Que., has appointed William Barr as manager, Dallas 
Grant, president, has announced 

as + 

The principality of Liechtenstein. last remnant of 
the Holy Roman Empire, perched 3,000 feet up in the 
Austrian-Swiss Alps, sent the world’s smallest adding 
machine to the Canadian International Trade Fair, 
held in Toronto recently. The Curta calculator, made 
in the capital city of Vaduz in the 65-square mile 
principality, is about as big as a large potato and, held 
in one hand, will add, subtract, multiply and divide, 
find cube and square root. The intricate machine is 
made in the factory of Contina Ltd., Liechtenstein’s 
major industry which employs 450 of the 17,000 popula- 
tion in a country about the size of Chicago. Contina’s 
workers are the decendents of skilled watchmakers 
who learned their craft in generations of working at 
home. 


” * . 


J. S. Luckett, president, Luckett Loose Leaf, Ltd., 
Toronto, told the Canadian trade in a commentary on 
the cost of doing business that ‘costs rise the instant a 
stationery buyer of any organization orders ‘hand-to- 
mouth’ and orders frequently.” This reacts, he said, on 
the dealer who has to handle a multitude of small 
orders, many of them entirely unprofitable and un- 
economical, but in the struggle for the customer’s dime 
or dollar, many uneconomic orders are taken. “This, in 
turn, travels back to the wholesaler, manufacturer or 
supplier. For those in the supply end of the business, 
the handling of a small order has become entirely un- 
economical .... and, many of us have had to adopt 
a minimum order which in some instances the retailer 
feels is unjustified.” 

He explained that in the method of handling orders 
in any supplier’s organization a definite routine has to 
be maintained, otherwise chaos would prevail. Before 
the war an analysis of the average cost of handling an 
order had shown it ran well over the $2.50 mark, and 
since then the costs have increased tremendously, with 
the result that today a $5 minimum order “is not un- 
reasonable for an economic and cost standpoint. 
Dealers should educate the consumer to order once a 
week or once a month and should follow the same 
practice themselves,” he asserted 


* * * 


People in the News: W. N. Burke was recently ap- 
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Tt. HMLLSIDE /P72.d,. 


The most quality, utility, and value for the money 
is the simple, uncompromising, hard-hitting creed 
that has contributed to Hillside’s striking record 
of accomplishment. This creed, combined with 
dignity, simplicity, and utility in design, function, 
and construction has made Hillside America’s fast- 


est growing line of modern steel office furniture. 


The HILLSIDE symbol is our 
pledge and your guarantee of fine steel 
office furniture at prices that can't be beat 


VISIT OUR BOOTHS 350-351, NSOEA SHOW 


MMSE Metal Prectucts Ine, Ryits 
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¢ DECORATIVE 
cowor, EOOGOO00GR 
e SALES-MAKING 


Office furniture with a big, wide market— ing profits for other dealers. Now is the time 
that’s Mur-Mill sectionals. You'll sell them for to investigate this fast-selling, customer-pleas- 
reception rooms, show rooms, waiting room, ing line. Write us today and we'll send you 
and you'll sell them to hotels, restaurants full particulars. 
and motels. 

Mur-Mill sectionals are sturdy and comfort- 


able. Covered with tough, wear-resistant 

U.S. Naughahyde, they'll stand up through 

years of hard usage. They look good and 

they are comfortable. WCORPORATID 


Mur-Mill sectionals will make sales for yo 
as fast “i all Mur-Mill office furniture is build. Cd NECORG KENTUKY 


Oth si . ee el 
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pointed sales manager of R. R. Colpitts & Son, Ltd., 


Moncton, N. B . Mrs. & Mrs. Clarence Welham, 
Grange Stationery Ltd., Winnipeg, were a recent bridal 
couple as were Mr. & Mrs. Kenneth Whitlum, Moore 
Business Forms (Western) Ltd., Winnipeg. .... In 


Toronto, Mr. & Mrs. J. S. Luckett, Sr., Luckett Loose 
Leaf, Ltd., Toronto, recently celebrated their 43rd 


wedding anniversary 


bd 


» 


] * 
Ay: 


/4C 
[| = 
MdDtthil 


DESK LAMP 


With ELECTRIC 








518 95 Without Clock, $13.95 Retail. 
Models for 2 Tubes Also 
Shade swings in 180° orc available — $17.95, $22.95. 

Exclusive ILC feature. Un- RETAIL Lustrous Brown or Modern Grey. 


gerwriters approved 


Less tube Top Dealer Discounts. 











THE ILC DIRECTOR is America's first decorator-styled 
desk lamp... ‘priced right for both home and office. It 
brings handsome returns in both the replacement and 
gift markets. May we suggest an order that will prove 
this to your own satisfaction? 


SPECIFICATIONS: Operates on 110/120 volt, 60 cycle, 
A.C. current; uses standard 15-watt fluorescent tube. 
Telechron electric clock movements. Bonderized baked 
enamel finishes, with pedestal plate and pen tray in bright 
gold finish. Base is felt covered. Instant starting switch, 
6 ft. rubber cord. Height 10 inches; width 20 inches. 
Weight, 9 pounds, packed in individual cartons. 





Seen at Western Ontario Golf Tourney... 





Western Onta tationers attended the annual Preston-Noelting spon 
sored golf tournament held at Stratford (Ont.) Country Club. 
At dinner s« r Lordly Jones, president of Stationers Guild of 
Canada, In expesses trade appreciation to the sponsor of the THE 4900 
event, Jame Preston (center), president of the Preston-Noelting 
Ltd Stratf king on is Stan Blowes, a local Stratford Standard model is a 
stationer high quality desk lamp, 
Dick Done ex ird Co., Ltd., Toronto, as he accepted the Underwriters’ 
tward for | y the day’s top golfer from Jeffery Preston, Preston approved. Finished in 
Noelting ex« e who presided over the dinner session. srey or brown. Uses 
Lordly Jone ton, president, Stationers’ Guild of Canada : - J ves ¢ 
with Ge e Basil, Toronto, a Guild director. ; 15-watt fluorescent °895 
RETAIL 


4. Leo Love ar ranston, both of Toronto, at the dinner session & = ; tube. Weight 8 Ibs., 
s s e ndividually packed. Less tube 


Model 4902 for 


Pacific Mills Ltd., Vancouver, is building a warehouse S 2 tubes $14.95 
and office building in Calgary, Alta., to facilitate opera- Cus VLA ORDER DIRECT 


tions of it bsidiary, Hudson Paper Company, Ltd FROM THE FACTORY 
Paul E. Cooper president of Pacific Mills 
In New We inster, B. C., Burr Office Supplies & 
Blue Printi mpany Ltd., has remodeled its store INDUSTRIAL LAMP CORP., ELKHART 2, INDIANA 
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OFFICE CHAIR VALUE IN 
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Secretary Chair 
of genuine wal- 
nut or oak. 2'' 
rubberized hair 
pad in seot. 
Seat upholstered 
in Goodail Gros- 
point fabric in 
brown, green, or 
maroon. Trim and 
back is of match- 
ing Naugahyde. 
Base has plastic 
scuff plates and 
is equipped with 
2'' ball bearing 
casters. 


eno. 285 


Posture Chair of 
genuine walnut 
or oak. Nine coil 
spring unit in 
seat with foam 
rubber or rubber- 
ized hair pad and 
felted cotton. 

Back and arms 
filled with rub- 
berized hair pads 
and felted cotton. 
Equipped with 2” 
rubber ball beor- 


ing casters. 





AMERICA 


Murphy Posture 
Chairs are scientific- 
ally constructed for 
comfortable body 
movements. Seat, 
back and arm rests 
are designed to fit 
a person of any size 
and stature. Simple 
hand adjustments 
control the back, 
the seat, and the 
spring tension. The 
seat is truly con- 
forming and permits 
even weight distri- 
bution and maxi- 
mum comfort to the 
occupant. 











you are cordially invited to 
VISIT BOOTH 366 


South Ballroom, Conrad Hilton Hotel 








Murphy (hair (mpary 





MANUFACTURERS 


OWENSBORO , KENTUCKY 
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Enlarged and equipped with improved window display 
facilities, the new quarters feature attractive lighting 
and a store front finished in cedar. 

In Toronto, Dye & Durham Ltd., one of Ontario’s 
oldest law and commercial stationers, is now located in 
new quarters on Adelaide St. E. Toronto. 


- - * 


The Manitoba Labor Board dismissed an application 
for certification as a bargaining agent for employees 
of Willson Stationery Company Ltd., Winnipeg, made 
by the Wholesale and Retail Store Employees Local 
Union. The board reported that the union did not have 
a majority of the employees affected as “members in 
good standing.” 

” i + 

About 70 Montreal Stationers attended the associa- 
tion’s recent annual golf tournament, with 118 partic- 
ipating in the dinner session. Low gross score went to 
George Savoy, Dominion Blank Book Ltd.; best low net 
score to H. David, Carter’s Ink Company, while second 
low gross winner was Ray Shaughnessy, Eagle Pencil 
Company. Second low net score was posted by Sid Law 
of Canada Paper, with third low net by Ken Wright, 
Dawson Bros., Ltd. Golf chairman was George Knox, 
Brown Brothers, Ltd. He was assisted by Adrien 
Gauthier, Esterbrook Pen Company, and Paul Papin, 
Venus Pencil Company. Special guests included Lordly 
Jones, newly-elected president of the Stationers’ Guild 
of Canada, Inc., and Fred R. Smart, secretary-manager. 

« = * 

Strictly Progressive: H. M. Simpson, Ltd., Charlotte- 
town, P.E.I., has opened a new basement department 
featuring business machines, office furniture, filing and 
other equipment. .... In Montreal, the Office Equip- 
ment Company Ltd. is planning alterations to its store 
roms... « Gabriel Langevin has opened a stationery 
and office supplies store in Valleyfield, Que., where he 
will specialize in office furniture sales..... An in- 
crease in business has required Bert Rymal to reor- 
ganize his Hamilton, Ont. retail enterprise. He has ap- 
pointed Jack Miller as general manager; Neil Mc- 
Donald as manager of the office equipment section; 
and Miss Dorothy Young as receptionist in the expand- 
ing record rental department. 





From Quills to Ball Point Pens 


Groom’s Bulletin, published by Thomas Groom and 
Company, Inc., Boston stationers located at 105 State 
St., recently described a few of the highlights of the 
firm’s years in business, which now number 120 years 
in all—from 1833 to 1953. 

Deservedly proud of the life span of the firm, which 
is about six times longer than the average, the bul- 
letin touches on the personalities that built its his- 
tory through the years. 

It all started with David Felt, who began the com- 
pany at 63 State St., moved to New York City, and 
gradually became so wealthy he established a village 
in New Jersey by the name of Feltville. Dr. Sarsaparilla 
Townsend, the Coca-Cola king of his day, figured in 
the story slightly as the purchaser of the self-made 
village. Thomas Groom, whose name the firm bears, 
found a job with Willard Felt, David’s brother, who 
apparently succeeded him in business in 1832. In 1833 
Willard Felt sold the company to the author of Gul- 
liver’s Travels, Lemuel Gulliver, who sold it to Thomas 
Groom in the same year. 

Mr. Groom promoted the name Stationers Hall vig- 
orously in the Boston area, and down through the 
years it has remained. The last major change in the 
firm came in 1938 when the J. L. Fairbanks Company 
was acquired, and since that time Thomas Groom & 
Company, Inc., has been the sole survivor of the 1833 
group. Thus, the bulletin motto, “From the Quill— 
to the Ball Point Pen,” fits the success of this long 
established stationer. 


OFFICE APPLIANCES, September, 1953 





Mi 


lay 
ing 


O’s 


on 
PES 
ide 
cal 
ive 


ic- 


let 
nd 
cil 
AW 
1b, 
xX, 
en 
in, 
ily 
Id 
or, 


nt 
1d 
D- 
re 
ry 


1- 
r- 


C- 


i... 














sell more than fine quality. . . 


sell KE000/e/ furniture in an 


office planned for 


added business efficiency 


E000! 


DEALERS 
PROFIT FROM 
A COMPLETE 


SELECTION 





4 Furniture Institute 
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Bank of Utah, Ogden, Utah. Leopold installation 
by Weber Office Supply Co. 


Show your customers and prospects how distinctive furni- 
ture by Leopold makes business more pleasant, more 
efficient. Help them plan a completely integrated office 


interior around functional Leopold furniture. Leopold 





gives you the “tools” to provide this extra service 


to customers, resulting in more money for you. 


Leopold makes your sales job easier, profits greater . . . 


through effective advertising and sales helps. 








nt Léq@o/e «our ant 


BURLINGTON, 


IOWA 
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The Protection Line Chosen 
By More Dealers Last 
Year Than Any Other... 








UNDERWRITERS’ 


and S. M. N. A. labeled 
Chests, both encased and 
nonencased in various sizes. 






They chose York because: 


1 — The York line is complete. 


2 —The York name is known and respected where- 


ever protection is sold. 


3 — York backs up dealers with real sales aids. 


4— York is a good profit item. 
5 — York equipment is priced right. 


6— York solves dealer delivery problems. 


There are still a few York dealerships open in some 
territories. For information on how your line can 
include York Protection Equipment, write today to 


the Sales Manager, at the home office in Canton, O. 


See the York display in Booth 214, N. S. O. E, A. Convention, 
Conrad Hilton, Chicago, September 26-30, 1953. 


f 
+ 
UNDERWRITERS’ 
and S.M.N.A. labeled 
two-and four-hour safes 
i in various models. 
+ 
— 
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UNDERWRITERS’ 
and S. M. N. A. 
labeled one-hour 
safes in various 
models. 





Last year, more office 
equipment dealers signed 
up to sell York Protection 
Equipment than any other 
protection line. 


UNDERWRITERS’ 
and S.M.N.A. labeled 
File and Record Vault 
Room Doors in 1/2, 1, 2, 
4, and 6 hour classifi- 
cations-grovt and non- 
grout installations. 





The most famous name in protection 


York Safe and Lock 
Canton 2, Ohio 
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William C. Lipner, 


64, for many years Chicago and Mid-West representa- 
tive of Koh-I-Noor Pencil Company, Inc., and later 
sales manage f that firm, died suddenly on Sunday, 
July 26, at Rhinelander, Wis. 

Mr. Lipne! reported to have suffered a heart 
attack while driving his auto on a vacation trip. 

The decedent was a long-time and respected member 
yf Great I Travelers Club and retained his con- 


The Late 
William C. Lipner 





leaving Chicago to work out of the 


nections I 
Easton, Pa ffices of the company. More recently he 
4143 Bowen Road, Toledo, Ohio. 

a son, Robert and a daughter, Mrs 
both of Toledo. 

es were held in Toledo on July 31. 


had resided 
Surviving 

Virginia Wale 
Funera 


+: + +- 
lra A. Cleveland, 

ywwner and manager of the Business Equipment Com- 
n Diego, Calif., died on June 29. He was born 
in 1887 in Lemont, Il. 

The decedent's first experience was in selling Smith- 
riters but in 1912 he joined the Under- 
wood organization, starting in Chicago. Except for 
litary duty, his service was continuous, 


years in the closely-allied field of busi- 


In 1938, Mr. Cleveland founded the Business Equip- 


ent Com] f San Diego to cover the office appli- 
ances field, making outstanding records for Ediphone, 
Victor and the Royal Typewriter Company. 

Always a civic booster, he was a Mason, Shriner 
nember of NOMDA and other clubs and organizations 

Surviving are the widow, Mrs. Mayme L. Cleveland; 


a sister, Mrs. Nanette Lesperance of San Jose, Calif.; a 
brother, D. S. Cleveland of San Diego; and other rela- 


ves 
+: + + 

Mary Elizabeth Huette, 

wife of Henry J. Huette, district sales manager for the 
Autopoint Cor iny in the Northwest, died at the age 
of 64, at the Huette home in Minneapolis July 12. Burial 
was at All Saints Cemetery, Des Plaines, Ill., July 16 
Death came from an acute heart situation. 

Besides her husband Mrs. Huette is survived by one 
laughter, Mrs. Patricia Keister, and two grandchildren, 
Stephen a1 Mary Elizabeth. Mrs. Huette was well 
known am lealers and travelers in and around the 
Twin Cities, having attended many trade functions in 


hat area, including the recent regional convention at 
the Nicoll 
+t + + 


Henry Crane Ristina, 
68, district salesman in Seattle, Wash., for Remington 
Rand Inc recently in a Seattle hospital after a 
brief illnes 

Born in C fordsville, Ind., he attended schools in 
the Middle West and was graduated from Wabash Col- 
e to Seattle in 1908 and becoming a member 


cee, COMIN 
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manager. In 1926 he resigned to | 





BIG 








Bonus for Customers 


There is a built-in bonus — for you, for 
your customers — in every Indiana Chair. 
That bonus is all-inclusive quality .. . 
quality materials turned into better 
chairs by skilled craftsmen. It means 
longer returns on your customers’ invest- 
ments . . . it means additional sales for 
you. Let us tell you how you can earn 
this bonus with Indiana Chairs. 


JASPER, INDIANA 
Ww MEMBER OF WOOD OFFICE FURNITURE INSTITUTE 
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There are a dozen prospects 
for a Scottie Letter Opener for 
every single one who can use one 
of the larger, more expensive 
machines. Thousands of smaller 
businesses, as well as lots of 
large offices, offer an untapped 
market for this speedy, low cost 
time-saver. 


Retail stores . . . insurance and 
real estate offices . . . banks and 
factories . . . all will be inter- 
ested on sight. Wherever time is 
money—that’s the place for a 
Scottie. 


The Scottie will open 200 to 
300 letters a minute—30 times 
faster than by hand. Gets the 
mail open and the office off to 
a fast start. Clips a clean slice 
from all sizes of envelopes with- 
out cutting corners or damaging 
mail. Weighing only 9 pounds, 
—you can carry it anywhere. 
There’s nothing like the Scottie 
Letter Opener for steady, per- 
manent profits. 


Orie 


WY 


times faster 
than by hand 





LETTER 
OPENER 








Only $105 


F.O.B. FACTORY 


plus excise tax. Stacker 
optional at nominal price 
(Prices subject to change 
without notice.) 


@ Opens 200 to 300 
letters per minute. 


@ Opens all sizes of 
envelopes. 


@ Weighs only 9 Ibs. 


@ Designed and priced 
for offices receiving 
200 to 2000 letters 
per day. 


@ Thousands of small 
and medium sized 
businesses offer a 
large market. 


@ If you are experi- 
enced in specialty 
equipment sales—send 
coupon—some 
territories are open. 


ARNOLD MAC KENZIE, INC. 


3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 





ARNOLD MacKENZIE, INC. 


3133 Overiook Drive, Minneapolis 20, Minn. 


office « 


has "cenene 


e l am experienced in sales of specialty 
full information on Scottie Letter Opener 
i act<e 
Name 
* 
Street Address 
7 


City 
° o aa * o . 7. 2 





of the typewriter and office appliance distribution in- 
dustry. 

Besides his widow, Mildred, he leaves a son, William 
Ristine of Tacoma, Wash.; a sister, Mrs. Stewart Evans 
of Victoria, British Columbia, and two granddaughters, 


CML 
+ ob + 

Douglas H. Holman, 
65, president of the Los Angeles Desk Company, a 
resident of Los Angeles for 40 years, died at the 
Behren’s Memorial Hospital, Glendale, on Sunday, 
July 26. He had been in failing health for the last 
few months. 

Mr. Holman was born in Winnipeg, Manitoba. 
moved to Los Angeles in June, 1913. He had 


He 
been 


The Late 
Douglas H. Holman 





44 





f 


employed by the Library Bureau Company in Winnipeg 
and was with the same company for a brief period 
in California. However, in July, 1913, he joined the 
office furniture department in Barker Brothers, Los 
Angeles, and remained with that company until 1922 
when he joined the Los Angeles Desk Company. In 
1928 he and William P. Sheppard as partners purchased 
the latter company and Mr. Holman was with it until 
his death. 

On June 15, 1913, Mr. Holman was married to Miss 
Merle Ratelje who survives him, as do one daughter, 
Mrs. Barbara Young, and two granddaughters, Georgia 
and Yvonne Young, all of Glendale. A sister, Mrs. 
Kathleen Holtby, lives in La Canada, Calif. 

A member of various Masonic bodies, including the 
Shrine, Mr. Holman was very active in fraternal 
affairs as he also was in the Southern California Office 
Furniture Association. The family home is at 1545 Ben 
Lomond Drive, Glendale. 

+ - +& 

Fred H. Van Bloem, 

61, retired manager of the central New York sales of- 
fice of the Todd Company, Inc., died July 8 in Roch- 
ester, N. Y. Mr. Van Bloem became a sales manager 
soon after joining the company in 1916 and was general 
sales manager from 1928 to 1935. In 1938 and 1951 he 
received Todd’s president’s trophy, a bronze plaque for 
outstanding divisional sales records 

Surviving him are his widow, a son and a daughter. 


RCS 
7 + 


Mrs. Mary Newman Lathrop, 

54, wife of Frank C. Lathrop, owner of the Frank C. 
Lathrop Company, commercial printers and stationers, 
died July 5, at her home, 21 Greystone Terrace, 
Yonkers, N. Y. Surviving are her husband and a son, 
Donald N. Lathrop. 





+ 


+t - + 

Charles B. Bacon, 
67 years old, died June 13 at the Bridgeport Hospital 
in Bridgeport, Conn. He was the president of Write, 
Inc., manufacturers of carbon paper and inked ribbons. 

Mr. Bacon was a graduate chemist from the Uni- 
versity of Minnesota. He started work with the Na- 
tional Bureau of Standards in Washington, D. C. From 
there he went with the American Telephone & Tele- 
graph Company in New York City. He left the tele- 
1953 
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You've got to have what the customer 
wants to make sales. That’s why handling 
the Burroughs line gives you a head start! 
Burroughs adding machines and cash 
registering machines are known the world 
over for efficiency, dependability and 
quality. This reputation works for you 
day in and day out. 


What's more, Burroughs dealers are sup- 
ported throughout the year 








with outstanding national advertising —are 
provided with complete sales and mer- 
chandising aids—to help sell more of the 
machines with the famous Burroughs name. 


Are you up to date on Burroughs new and 
more profitable dealer plan? If not, get in 
touch with the Burroughs factory branch 
office nearest you. It means bigger profit 
opportunities for every dealer. Burroughs 
Corporation, Detroit 32, Michigan. 





@ Here's the new Summer Promotion Package mailed by Burroughs 
to its dealers. It includes samples and details of a new direct mail 
campaign, a summary of current Burroughs activities for its dealers 
and other valuable sales-building aids. This kit is typical of 
Burroughs helping you to sell Burroughs. 





4 
WHEREVER THERE'S BUSINESS THERE'S Bu rroughs 








See us at the N.S.O.E.A. Convention 
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SE PASE TOS COE 








Available in 2,3, 4, and 5 drawer 
units. Letter and legal sizes and 
3 x 5 and 4 x 6 card index drawer 


combinations. 











INCLUDING: 
Full cradle suspension 


10 heavy duty rollers to 
each drawer 


Positive locking follower 


blocks 
Thumb latches 
28” depth 











* Cradle Type Smooth rtction 
FULL SUSPENSION | FULL DEPTH DRAWERS 






Full depth, wide, work- 
able drawers are designed 
for servicibility on the 10 
roller cradle suspension. 
Equipped with positive lock- 
ing follower blocks and 
See us at the show . = = thumb latches. Drawer backs 
N.S. O. E. A. ano we have convenient handle hold 
CONRAD HILTON UPON REQUEST (cut-out). 
CHICAGO, ILL. 


KEYSTONE STEEL EQUIPMENT COMPANY, INC. 
1914 S. WATER ST., PHILA. 48, PA. 
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Perfectly timed, progressive 
suspension sustained with 
specially designed cradle. Tri- 

ple bracing assures perfect 
alignment at all times. 
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phone company to become assistant to the president of 
a large ribbon and carbon paper manufacturing con- 
eern. When the president of this company died Mr. 
Bacon resigned to organize Write, Inc., which started 
business in April, 1923. 

He is survived by his window and two daughters. 


+ - +- 
Walter S. Kendall, 


65. owner of Kendall, Inc., one of the largest combined 
ffice supply and gift stores on the Pacific Coast, 
located at 430 E. Weber, Stockton, Calif., died while 
yacationing in Pinecrest. 

Mr. Kendall’s business career began in Chicago as a 
‘Jerk in a railroad office, later coming to the Roseville 
Southern Pacific Yard and the following year to Oak- 
land. With limited funds he started a newspaper and 
magazine stand in Stockton and from this progressed 
to telephone answering, multigraphing and mail adver- 
tising. In 1918 Mr. Kendall entered partnership with 
Fred Hansen and built a thriving advertising and 
printing business 

From this he progressed to the cabinet and cabinet- 
safe line, being territory manager for the area. In 
1927 he pioneered the present Kendall, Inc. and in 
1929 merged with Tredway Brothers—a year later 
buying the business outright. His first store was wiped 
ut in a fire, but the business was built up again while 

the Elks building and the present five-story struc- 
ture was then constructed. 

Mr. Kendall is survived by his widow, Mrs. Angeline 
M. Kendall, his business partner for many years; a 
daughter, Mrs. Eloise Claire Thorn of Escalon and a 
son, Walter S. Kendall, Jr. 


t + & 


Ida Weingaertner, 
wife of M. T. “Binks” Weingaertner, owner of Egyptian 
Stationery Company, Belleville, Ill. died Tuesday, 
August 4 

Mrs. Weingaertner was apparently dusting a window 
screen on the second floor of her home when she 
fainted, falling through the window to the ground. 
The 25-foot fall injured her spine and she suffered 
ther internal injuries necessitating her hospitaliza- 
tion for about two weeks before her death. 


tt 


Walter D. Lawrence, 

72, of Woodstock, Ill., retired sales manager of Felt 
& Tarrant Manufacturing Company, died in Wood- 
stock Memorial Hospital, July 20. Mr. Lawrence, who 


retired in 1945, had lived in Woodstock 20 years and 
during the previous 20 years was a resident of Wil- 
mette, Ill 
Surviving are his widow, Jane, and two daughters, 
Mrs. Howard A. Stevens of Aurora, Ill. and Mrs. Colin 
M. Tennant of Kennilworth, Il. 
+ + + 


0. F. Zanetti, 
33, owner of the National Typewriter Exchange, 345 
Main St., Torrington, Conn., died on July 2. 





New York City Firm Granted Charter 

International Duplicator Corporation, manufacturer 
f duplicator machines and supplies, has been granted 
a charter of incorporation, listing capital stock of 200 
shares, no par value. Directors are: Betty Rapaport, 
9644 Netherland Ave., Riverdale; Streckfus W. Man- 
ning, 55 Tanglwyld Ave., Bronxville; and Abraham 
Lillienthal, 131 E. 93rd. St., New York City. The filer of 
papers was Finley & Lillienthal, Leon Finley, 521 Fifth 
Ave.. New York, N. Y—EEG 
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BLACKER BLACK 


. instantaneous-drying du- 
plicating ink for open or closed 
drum machines. Won't clog 
pad, harden in cylinder or dam- 
age stencils. Sharp, BLACK 
reproduction dries as 
it stacks, on mimeo 
bond and some rag 


stocks. 


PRIVATE 
LABEL 
PACKAGING 


Offers you extra profit and 
prestige with your own trade 
name and label. Complete de- 
pendability and Canode’s guar- 
antee present unmatched sell- 


ing opportunity! 


Packed in 1-Ib. FLAT or ROUND CANS 
Also available in the popular PLASTIC SQUEEZE- 


DISPENSER in \4-Ib. size. 


Both types of packaging also supply 4 Canode 


RAPID DRY colors: 


RED +« BLUE * GREEN + BLACK 













——— 
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WIPLUITALDR 
> 4 


PERFORMANCE GUARANTEED 
in any climate 


No offset, no smudge, no slip- 
sheeting, no delay. Hot or cold, 
dry or humid, weather has no 
eflect on NEW DRI-RITE 100, 
Perfect workability, legibility, 

ease ol use, speed of dry- 
ing, always! You sell it 
on perfect perform- 

ance guaranteed! 


neko PRE-SOLD 


MARKET 


Consumer advertisingin 
“OFFICE” pre-sells the entire 
office purchasing group for 
you! Continuous Canode adver- 
tising promotes the complete, 
diversified line of duplicating 
inks, with extra stress right 


now on NEW DRI-RITE 100. 





WRITE FOR DETAILS AND PRICES! 





INK SPECIALTIES CO., INC. 


Dept.©O 519 N. HALSTED STREET @ CHICAGO 22, ILLINOIS 
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practical solution 







for every storage 


problem — standard 


units are designed 





for use in offices 
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—special storage i | 











roblems will be P=} 
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engineering staff without 








Fyou sell ST0C-RITE you pave 


the way for repeat orders les 





K. F. Cline Co., Inc., Manufacturers 


1508 MC GAVOCK STREET NASHVILLE, TENNESSEE 
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Handling the Faulty 
Merchandise Problem 


By ERNEST W. FAIR 


gw “IT WON’T WORK! I want my money back!” 

When the customer returns a purchase from any 
store with this declaration a situation arises that can- 
not be ignored. Customer good will demands immedate 
handling of the problem. Business cannot be built 
without maintenance of customer good will. 

How do office supply stores over the nation handle 
this problem? In about as many different ways as 
there are number of stores! Yet through many score 
methods we have studied there emerges some definite 
patterns which should be a part of every wise store 
operation. 

The problem is becoming more and more important 
as each month goes by. Despite all of the vigilance 
manufacturers exact workmen’s errors, mistakes, and 
growing indifference toward producing top-quality 
merchandise continues to grow. 

Even in the most precision goods this indifference 
by factory workers which goes all the way from fabri- 
cation even to inspection and shipping becomes more 
and more apparent. A new automobile with even the 
slightest thing wrong was almost unheard of 20 years 
ago; today hardly a new car is delivered that is not 
in need of a half dozen minor corrections or adjust- 
ments made necessary by worker indifference. 


it’s a Big Problem 

It’s a terrific problem with every manufacturer of 
everything we sell today. Factory executives are doing 
their utmost to solve it. But merchandise is coming 
through in large quantities that is faulty or defective 
despite all they can do. The problem is being dumped 
squarely in the office supply store owner’s lap for 
customers look to him for correction and not to the 
manufacturer. 

Determination of a policy to follow in handling every 
such complaint is an absolute necessity. While all of 
us would like to dump the problem squarely in the 
manufacturer’s laps our customers will never permit 
this. They expect us to do something about it and do 
that something the very moment the complaint is 
made. 

Most successful stores have a policy of replacement 
whenever possible to do so. The first procedure, how- 
ever, in handling any such complaint is to determine 
whether the condition of the merchandise arose from 
customer mis-handling or whether or not the fault 
is due to manufacturing problems. 

Most major manufacturers guarantee their merchan- 
dise on the latter score and will accept returns when 
it can be proven the fault is with them. Retailers are 
coming more and more to the position of handling only 
the goods produced by manufacturers who will so 
guarantee their products. 

A Rule for Survival 


The store owner must either establisk such a rule 
or be prepared to make good out of his own profits and 
none of us can do this for any great length of itme. 

Where inspection on return within a reasonable 
length of time (from a week to 60 days depending on 
the nature of the product) reveals a factory fault most 
stores replace the item then and there from stock and 
make a return to the factory or through the jobber 

In this connection it is wise to make sure that the 
merchandise is well packed when being returned, re- 
gardless of the damaged condition, for when this is 
done manufacturers can often salvage it at small cost. 
Bad packing and shipping means total loss and creates 
a situation making the manufacturer antagonistic 
toward accepting returns. 

Where inspection reveals the damage caused by mis- 
handling by the customer we have a most difficult job 
ahead of us in convincing the customer why the dam- 
age occurred. With the majority of our customers such 
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nine In the full Harter line there's a chair that’s right for every man in 
ros your prospects’ offices. The executive armchairs shown here 
range from the luxurious Harter 65 to the budget-priced MODEL 68 
model 68. Regardless of price all have full measure of Harter 
are quality. All have the comfort of molded foam rubber 
cushioning. All have four easy, precision adjustments to fit 
ther tly to the individual. 

That's the beauty of the Harter line. You sell quality and still 
and have the right chairs for every installation and every office 


Send for full information. 


| = HARTER CORP., 925 Prairie St., Sturgis, Mich. 


ress Dealers / See Harter's new line of posture 


re- chairs in Room 605A at the Conrad-Hilton during 
ost N.S.0.E. A. Convention September 26 through 30. 
ates 
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WARSHAW’S WINNING TEAM 





-»- THE CHAMPION LINE-UP OF QUALITY FILING 






SUPPLIES AND GUMMED SPECIALTIES 











SUPERDEX. 


TRANSPARENT 


HONW INFLAmMmaARLE 


INDEX TABS 


8Y THE FOOT 


























































NUPTTIEX 


Sp (lst 


, AT LEADING STATIONERY STORES 
‘'' THROUGHOUT THE COUNTRY 


VERTICAL FILE GUIDES © GUIDES © FOLDERS © INDEX 
CARDS © INDEX TABS © TRANSPARENT INDEX TABS @ 
BLANK INDEX STRIPS © ROLLED LABELS © PROTEX 
LOOSE LEAF PATCHES © ADDING MACHINE ROLLS © 
PAKNEAT SEALING TAPE © PIN TICKETS e@ 


THE WARSHAW MANUFACTURING C0., INC. 


2552 1 MAIN STREET BROOKLYN 
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explanations will be accepted provided they are given 
with exact explanations of what happened and why 
and given in an intelligent manner. Avoidance of any 
suggestion that the customer could have been “stupid” 
in using the merchandise is a must in handling this 
situation 

The return of many items of merchandise caused by 
customer mis-handling or improper usage can be 
avoided when the sale is made if the salesperson makes 
certain that the customer is (a) buying the proper 
item for the purpose he has in mind, (b) understands 
what the merchandise can do and what it cannot do, 
and (c) is shown clearly the proper and improper ways 
in which it should be handled. 

Such instructions take time during busy selling 
periods but the savings they can produce in avoiding 
faulty” returns more than justify this time. We must 
remember always that most customers expect us to 
make good on such returns—avoiding them avoids the 
situation 


Close Inspection Needed 

Many such situations can also be avoided by close in- 
spection of every piece of merchandise as it is re- 
ceived in the store, unpacked and placed on display. 
The old habit of trusting that all is well doesn’t hold 
good under today’s conditions. 

Faulty merchandise is going to occur no matter how 
many inspections it has received. When this has been 
found before being placed on display an immediate 
return can be made. When such returns are made 
promptly manufacturers almost never object to mak- 
ing replacements 

Many stores are also avoiding such returns by dem- 
nstrating the erchandise no matter how small it 
may be at the time of its sale and by each salesperson 
making a quick check again to be sure nothing is 
faulty. Where such items have moving parts a test 
and demonstration in front of the customer is today 
most advisable 

This demonstration before one’s customers will also 
deter the individual who seeks to take advantage of a 
liberal return policy on the part of the store. He or 
she will hesitate to bring something back that they 
have damaged when it was demonstrated to be in good 
yperating order at the time of the purchase. 

Dating top-priced merchandise carried with a store 
code is also most advisable. Items can then be handed 
to the customer out of stock to make certain the oldest 
in stock is always sold first. Freshness has a great deal 
to do with many items we handle in our stores. 

Many stores also advise that every item sold be 
written up on sales tickets or invoiced or noted on cash 
register sales slips provided the latter are dated. This 
procedure not only makes certain that the item 
brought back was actually purchased at your store but 
establishes the date of its acquisition by the customer. 
Strange but true, it has been noted that customers 
will buy an item from one merchant, find it faulty or 
damage it and bring it to another handling the same 
item to try and get a refund or replacement. 

Very few stores today have a policy of cash refunds 
m faulty merchandise althouh nearly all will replace 
the item under question. Cash refunds lose the original 
sale which is retained when the item is replaced. They 
also call for bookkeeping transactions that are costly. 

More and more stores are also following a policy of 
handling faulty merchandise transactions that have 
extended as long as 90 days through partial credits 
on a new item rather than outright replacement. 

“We have found that if the item is really a used 
one the best procedure is to ask the customer to state 
what he thinks is fair,” one store owner explains, “and 
generally we have found his terms are reasonable, we 
have a happy i satisfied customer and the whole 
thing is handled without loss to the store.” 

This procedure is particularly applicable to mechan- 
ical products where faults do not often become ap- 
Parent until a period of use has occurred. Few cus- 
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CURMANCO 


Steel Office Specialties 
Letter Racks 


CLEARS YOUR DESK FOR AC- 
TION. Sorts, Classifies and Dis- 
tributes the papers of your daily 
work. Sloping Trays Catch and 
Hold the papers. NO CORNER 
POSTS TO DODGE. Green, Gray 


or Brown. 
No. 102. Letter Size, 2 tray and base... $5.50 
_ 103. Letter Size, 3 tray and base... $6.50 
. 104. Letter Size, 4 tray and base... $7.50 


Sorting Tray 


For ready reference. Opens like a 
book. Instant contact with 1-31, 
A-Z, Monthly, or Tab Indexes. 
Corrugated bottom 


115. Letter Size, Without Index. Olive Green...$5.00 
ne 116. Legal Size, Without Index, Olive Green. $6.00 


Correspondence Separator 


A HANDY MEANS OF CLASSIFY- 
ING Correspondence. Price Lists 
or Catalogs for Immediate Refer- 
ence. Not Adjustable. Special 
Sizes Made to Order. Many firms 
have simplified sorting routine by 
purchasin; special Separators 
with 4” to 12” partitions and from 
four to thirty pockets. Olive Green 
Art Steel. 









No. 105. Letter Size, 5 Pocket, 154" Wide oevevven$6.00 
Stationery Separator 
Insert for desk drawer. Holds 
letter heads, carbon, and copy 
paper. Saves time, space and 
stationery 
No. 310. Letter Size, Olive Green nneveenslp.7§ 


Cashier's Pad Rack 


Every business has various pads, 
bank checks, receipts, contracts, 
partial payments, delivery and 
service forms. This rack holds 
each in a pocket easy to reach. 
Saves space and confusion. Art 
Steel electrically welded. All one 
piece. Hollow space inside. 


No. 5€6. Six Pocket, packed 6 to carton $4.00 
No. 568. Eight Pocket $5.00 
No. 570. Ten Pocket $7.50 


Center Drawer Desk Trays 


ADJUSTABLE 


Pins, Clips, Pencils, etc., quickly available without 
clutter and confusion. Art Steel Olive Green Finish. 


PACKED 12 TO CARTON 
No. 425. 4x17/gx18 to 31”, Adjustable; 12 to carton...§2.75 


ORDER TODAY—Distributed By 
Associated Stationers Supply Company, Chicago 6, IMinois 
Stationers Supply Co., Ft. Worth—-Houston, Texas. 


CURRIER MFG. CO. 


2448 W. LARPENTEUR AVE. ST. PAUL 8, MINN. 
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PANG) 8 8 oD 0 
SPONGERUBBER 
TYPEWRITER PAD 


e SOUNDPROOFS 
TYPEWRITER 


¢ SHOCKPROOFS 
TYPEWRITER 


e SKIDPROOFS 
TYPEWRITER 





Standard Typewriter 
No. 100 


Retail: $2.25 each 


Less Regular Dealer Discount. 





Electric Typewriter 
No. 300 


Retail: $3.95 


Less Regular Dealer Discount. 











Adding Machine and Other 
Office Machines 
No. 200 


Retail: $3.65 


Less Regular Dealer Discount 








A FAST SELLER! 
It cleans eas- 
ily, won't pack 
down, is long 
lasting and 
good looking 
too. 

Colors: 
Black, Maroon, 
Office Gray and 
Green. 

Be sure to visit us when 
in the city for the NSOEA 


Convention (just a walk 
from the Conrad Hilton) 





ORDER FROM YOUR JOBBER ©R 
SEND ORDERS TO: 


ACE LITE-STEP CO. 


1708-14 SOUTH STATE STREET 
CHICAGO 16, ILLINOIS 
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tomers, under these circumstances will demand out- 
right replacements; most will be very understanding in 
arriving at satisfactory adjustments. 

Until manufacturers are again able to obtain greater 
perfection in their merchandise, possible only in the 
dim and distant future when pride and responsibility 
return to the minds of factory workers, this faulty 
merchandise problem will be with us. Every office 
supply store owner has to guarantee the merchandise 
he sells. 





Office Appliance Retailers Win 


Favor of "Country Cousins” 


mg OFFICE APPLIANCE dealers have concentrated for 
such a long period of time on business and commercial 
clients that they have overlooked a rich and lucrative 
group of customers. These might be termed, for want 
of a better word, as “country cousins.” Here is what 
can be done to work up a highly acceptable volume of 
business “from the farm front.” 

One office equipment merchandiser has arranged 
with the 4H, Farm Bureau, Grange, Dairyman’s League, 
and others to present on the first week of each month 
a window display supplied entirely by the organization. 

This window display may consist of photographs, 
posters outlining the purposes of the group, data on 
when and where it meets, and some of the current 
activities the group is carrying on. 


New Friends Are Made 

The organization accepts the entire responsibility of 
planning the contents of the window. Moreover, during 
the week the display is featured all members of that 
organization will receive a 10% reduction on any pur- 
chases they make which total $5.75 or more. Naturally, 
the group being featured passes on the information 
regarding this courtesy discount to all of its members. 
As a result, the store makes a number of new friends 
who might quite conceivably develop into highly excel- 
lent and acceptable store patrons. 

Another equally rural-minded office equipment 
dealer ties in with a poultry supply dealer and has 
worked out a window which is comprised, half, of 
photographs and specimens of poultry feeds, and the 
other to record books and forms which the typical 
farmer needs to keep tabs on his poultry production. 
With every purchase of poultry supplies valued at $5 
or more, the customer is on the receiving end of a 
certificate worth $.25 on any office supply purchases 
which cost $5 or more. 

This selfsame office appliance merchant is offering 
a special farm office ensemble which consists of a 
typewriter, small desk, files for the farmer, kitchen 
files for the farm housewife, and a set of invoices 
for the farmer, as well as recipe folders and file cards 
for the farm wife 


Sponsor Photograph Contest 

In order to popularize this ensemble the office 
merchant is sponsoring a unique photographic con- 
test. Every month, five $5 and one $10 prize will be 
awarded for snapshots of farmhouses, silos, modern 
dairy barns, tractors, poultry—any rural scenes which 
seem rich in human interest. Any member of the 
farm family, whether junior or great grandmother may 
click the camera, submit one or a dozen photographs, 
and be rewarded. 

These photographs are all placed on display in the 
office firm’s establishment and posters proclaim that 
“A Farm or Ranch is Only as Efficient as the Records 
It Keeps.” The office supplier goes one step further by 
offering five $5 prizes every 90 days for the best sug- 
gestions which farmers or ranchers have to offer on 
record-keeping procedure 

Any member of a farm or ranch family may submit 
one or a dozen brief suggestions dealing with how to 
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inibiiina : fo yward to seeing wou 
in Ou%x Headguarters Jeiede 


CONRAD HILTON HOTEL 


CHICAGO 


47°" Annual Convention of the NSOEA 








We hope you'll plan to visit Stationers Loose Leaf Company headquarters suite 


at some time during the convention. Whether or not we've had the pleasure of 


meeting, you can count on a warm welcome from our representatives 


and the opportunity to relax in comfortable surroundings. 


STATIONERS LOOSE LEAF CO. 


MILWAUKEE 1, 524 N. BROADWAY *® NEW YORK 3, 114-1316 E. T3TH ST. 
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keep truly efficient rural records. These are also posted 
on the bulletin board in the establishment for other 
members of the farming and ranching fraternity to 
peruse and make possible use of. 

Then again, and for great good measure, one office 
equipment supplier invites any and all farm children 
from crib through high school to submit sketches in 


pen, pencil, crayon, water colors, even oils, of any 
farm animal or landscape scene which they have 
observed 


Tell of Farm Life 

With this sketch they must submit a briefly-worded 
letter on the all-engrossing subject of “Why I Like to 
Live Down on the Farm.” 

Letters will be judged on the basis of their orig- 
inality and sincerity while sketches will be consid- 
ered on the basis of their worthwhile characteristics. 
Sketches and letters will be placed on the premises, 
along with posters suggesting that rural children will 
find any and all art supplies they might require. At 
the same time, the retailer also appeals to the grown- 
up members of the farm and ranch contingent with a 
rather unique business-building device. 

Each Monday morning a mimeographed bulletin is 
prepared which lists meeting times of all farm groups, 
information on any lectures, or conventions which 
might be of interest to farmers or ranchers in general, 
and a day-by-day forecast of the weather. The sheet 
is sent out to all who own farms or ranches, and the 
only tangible reminder of the office equipment firm is 
to the effect that farmers and ranchers must be good 
businessmen 


Picture New Ranches 
Last, but far from least, one office equipment mer- 
chant works hand in hand with a local real estate 
concern in placing on its premises a group of photo- 
graphs of new farms and ranches being offered for 
sale. The realtor cordially supplies the photos and 
these tie in with posters which point out that when 
purchasing a new farm or ranch it would undoubtedly 
prove highly advantageous to secure farm or ranch 
office equipment at the same time. 
This office equipment dealer also has a special read- 
ing rack on the premises which contains periodicals 
such as Country Gentleman, Capper’s Farmer, Hoard’s 
Dairyman and many regional as well as national rural 
periodicals. The magazines are not allowed to become 
as old as the hills,” replicas of those all too fre- 
quently found in doctors’ and dentists’ offices—EAA 





Named “Salesman of the Year” 


Warren M. Neal, salesman for the Austin, Tex., 
branch office of Remington Rand Inc., has been nom- 
inated by the Sales Executives’ Club for the annual 
award of “Salesman of the Year.” He has been with 
the company for the past 15 years—JHR 





Installs Furniture at San Antonio Airport 


More than $3,000 worth of furniture for the main 
lounge of San Antonio’s new municipal airport building 
has been ordered from the Don Wittig Office Furniture 
Company, 812 Navarro St,. San Antonio, Tex.—_JHR 





Appointed by Underwood... 


Armand A. Benoit recently was appointed 
assistant works manager of Underwood 
Corp.'s Hartford, Conn. plant. Mr. Benoit, 
formerly co-ordinator of defense contracts, 
succeeds David J. Crombie, who has been 
named assistant to the vice-president in 
charge of manufacturing. native of 
Somerville, Mass., Mr. Benoit joined Un 
derwood in 1936 and has served as man- 
ager of the accounting machine production 
office, buyer in the purchasing depart- 
ment, chief inspector, general foreman of 
the press departments, assistant purchas- 
ing agent, and handled liaison with Un- 
derwood’s Canadian and English plants. 
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aluminum 
chairs 


How Are You Fixed 
For Chairs? 


With the return of normalcy to our industry, it becomes 
necessary to evaluate our inventories. Many items which 
looked so good in the days of long demand and short 
supply are today, merely a burden on our inventories and 
our finances. 

We are happy in the knowledge that FINE-REST Chairs 
are just as salable today as they were a year ago. 

Why not keep your inventory alive with chairs that sell 
why not stock FINE-REST? 

a 

A . 

VU~Ho radlion 
RON 6,OHIO 


ALUMINUM SEATING 





17 $. CHERRY STREET * 5 “ 
AETNA SAFE CO., 46-50 W. 29th uN. Y. 
METROPOLITAN WN. Y. & EXPORT DI BUTOR 
ST., PHILADELPHIA 6, PA. 


Dishibuler 
SAFE & EQUIPMENT WHOLESALERS, 260 56. FIFTH 
EASTERN PA. DISTRIBUTOR 
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SALES COUP 


WHEN YOU STOCK UP 


ITEMS 


SALESBOOKS 
GUEST CHECKS 
SHIPPING TAGS 


Add to your 
volume add 
to your profits 
by adding 
to your line 
of fast-selling 
ENNIS stock 
and 
printed-to-order 


merchandise. 














E. B. MAYES MACHINERY COMPANY 
GULL. IMOUSTAIAL AND PLUMBING SUPPLIES 
V BELT AMD OAIVES ELECTRIC MOTORS 


MARSWALL. TEXAS 


Tales alae . File Folders _ 


Ring Book Sheets 


Figure Pads © Stenographers Note Books © legal 


Ruled Pads ¢ Adding Machine Tape ® Teller Tickets 


TAG & 
SALESBOOK CO. 


Factories at Ennis, Texas @ Chatham, Ve. 


Branch Offices and Warehouses at Hovus- 
ton, Dailas, Birmingham, New Orleans, 
Les Angeles, Denver, St. Louis. 
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How the Walsh-Healey 
Public Contracts Act 
Affects Government Suppliers 


By WILLIAM R. McCOMB, 
Administrator Wage and 

Hour Public Contracts 

Division, U. S$. Dept 

of Labor 


g@ IN THE CURRENT defense program, manufacturers 
and suppliers are being called on to meet the Federal 
Government’s needs for materials, suppliers and equip- 
ment. Some have contracts directly with Government 
agencies; others supply parts of materials or perform 
operations as secondary subcontractors. Firms which 
have never before sought Government work are sub- 
mitting their bids in the present emergency. Numerous 
other companies have resumed the production efforts 
they fulfilled so successfully for Government agencies 
during World War II. 

The purpose of this aid is to alert manufacturers 
and suppliers to salient provisions of the Public Con- 
tracts Act, to urge them to resolve any doubts they 
may have as to the coverage of their operations and 
their resulting responsibilities, and to point out how 
they can proceed to this end. 

There is no intent to present a detailed resume of 
all the Public Contracts Act’s requirements or an out- 
line of its exemptions, which apply to contracts for 
utilities, perishables, rentals, and _ transportation, 
among others. This is a brief summary of some of the 
Act’s major provisions, with attention directed in some 
cases to how they differ from corresponding Fair Labor 
Standards Act requirements. It is designed to aid the 
businessman whose responsibility it is to comply with 
the law. 

In most cases, such firms are affected by the Walsh- 
Healey Public Contracts Act. This Act applies, gener- 
ally, to all contracts in excess of $10,000 let by the 
Government for “materials, supplies, articles, or equip- 
ment.” The Act, which covers, in general, all workers 
(other than office and custodial workers, and execu- 
tive, administrative, and professional employees), sets 
standards of minimum wages and overtime compensa- 
tion, and of safety and health. It also restricts the 
employment of child labor, and prohibits the employ- 
ment of home workers or of convict labor in the ful- 
fillment of contracts let under its provisions 


Permit Production Pools 

Especially encouraging to the small manufacturer 
who wants to obtain Government business are actions 
taken by the Secretary of Labor which moderate the 
Act. They permit contracts to be awarded directly 
to production pools formed by small manufacturers 
who want to utilize their collective facilities for de- 
fense production. Apart from this exemption for pools, 
the Public Contracts Act requires that contracts be 
awarded only to “manufacturers” or to “regular deal- 
ers.” 

Under the regulations, a manufacturer is defined as 
“a person who owns, operates, or maintains a factory 
or establishment that produces on the premises the 
materials, supplies, articles or equipment required 
under the contract and of the general character de- 
scribed by the specifications.”’ 

A “regular dealer” is “one who owns, operates, or 
maintains a store, warehouse or other establishment 
in which the materials, supplies, articles or equipment 
of the general character described by the specifica- 
tions and required under the contract are bought, kept 
in stock, and sold to the public in the usual course 
of business.” 

Under the secretary’s exemption, organizations set 
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Youll dew a radically different application of the famous Taylor 
long-life construction features 
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FLAGSHIP isn’t just a new carbon paper product—it’s a whole 


new concept of carbon paper manufacture and merchandising! 


Designed to do specific things for the user, this revolutionary new 
sheet was designed to do important things for the dealer, too. For 
* Flagship is curl-proof, example: 
not just curl-resistant ¥ Flagship sells on sight. Its crisp, gleaming, efficient-looking 
line's stteltl- beck metallic back tells its own story, makes it easier to sell this quality 


munding evive weer, easier sheet than one with price appeal alone. 


handling ¥ Flagship stays sold. Its versatility — and its superior working, 

© Flagship mokes sharp, handling and lasting qualities — quickly become apparent. You 

permanent copies save follow-up service, add to your biggest asset — customer good- 
will. 


* Flagship allows smudge- 
less erasures ¥ Flagship breeds repeat sales. When customers come back 


they tell you why they want this superior brand. Easy repeat selling 
leaves time free to make still more friends for your business. 


Want all the details? Want to see how you can take the “fuss” 
out of carbon paper merchandising? Want to see how you can 
do a bigger job with a smaller inventory? Just write or wire today. 
Some protected dealerships are still available. 





CARBON AND RIBBON MANUFACTURING CORPORATION 
ALLIE General Offices and Factory: 165 Duane Street, New York 13 
Western Office & Warehouse: 3404 So. Main, Los Angeles 7 
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ap by member firms in small business production 
pools can bid for Government contracts on behalf of 
their membership, receive Government awards, and 
distribute the business among the members. Accord- 
ingly, small firms now have at hand a remedy to the 
disadvantages inherent in their lack of large-scale 
facilities. Since June 19, 1951, pools approved by the 
Defense Production Administrator have been exempted 
from the requirement that Government contracts be 
awarded only to “manufacturers” or “regular dealers.” 
Since October 4, 1952, this exemption has also applied 
to production pools approved by the Administrator of 
the Small Defense Plants Administration. 

In some cases, a pool may select.one of its member 
firms to act in the role of a prime contractor. Such a 
firm may not previously have engaged in the type of 
manufacturing required by the contract, and for that 
reason, would need a specific exemption to Section 
I(a) of the Public Contracts Act. 

It is also important to note that the Secretary of 
Labor’s action in regard to pools is not to be construed 
as exempting such contracts from the other require- 
ments of Section I or from any other provision of the 
Act 

The contracter should take care not to confuse the 
minimum wage and other provisions of the Public 
Contracts Act with corresponding provisions of that 
other major Federal labor law—the Fair Labor Stand- 
ards Act—which applies to employees engaged in inter- 
state commerce or in the production of goods for 
interstate commerce. Practically all businessmen whe 
must observe the Public Contracts Act’s requirements 
also operate under provisions of this other law. In 
addition to differences in the minimum wage require- 
ments of the two Acts, their overtime pay and child- 
labor provisions present some other diversities. In 
cases where employees are entitled to the protection 
of both Acts, all requirements of both must be met and 
the higher standards prevail. 


Employees of Secondary Contractors 


The prime contractor with a Government contract 
of more than $10,000 is not the only employer who 
must observe the Act. The businessman who holds a 
secondary contract should be certain whether or not 
his employees are entitled to the statutory benefits. 
In many cases, this is dependent on the “regular prac- 
tice” in the industry of the prime contractor awarded 
a contract as a manufacturer. 

If it is the regular practice in the industry which 
manufactures the commodities required by the con- 
tract, to make the parts or ingredients entering into 
the commodities or to perform the operations required 
for the performance of the Government contract, the 
secondary contractor who engages in these activities 
is deemed to be subject to the provisions of the law. 

On the other hand, if it is the regular practice in the 
industry for the manufacturers of the commodity to 
purchase the parts or materials or have the operations 
performed by others, the secondary contractor is not 
subject to the provisions of the Act. 

The question of what is the “regular practice” in 
an industry is of great importance to both the primary 
contractor and the secondary contractor. Not only 
must the secondary manufacturer comply with the Act, 
but the primary contractor is liable for any violations 
which occur in the fuifillment of contracts held by him. 

Both types of contractors should, therefore, note 
carefully that “regular practice” does not mean the 
customary way in which the individual firm conducts 
its own activities—it refers, on the contrary, to the 
regular practice in the primary contractor’s industry 
taken as a whole. Contractors do not have to rely on 
guesswork in this significant matter—an inquiry should 
be addressed to the U. S. Labor Department’s Wage 
and Hour and Public Contracts Divisions, Washington 
25, D. C., or any of the regional offices of the divisions. 

In addition to those secondary contractors who assist 
on contracts held by other manufacturers, there are 
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TEN-KEY PRINTING CALCULATORS 





ADDING AND LISTING 
DIRECT SUBTRACTION 
MULTIPLICATION 
DIRECT DIVISION 


The two models shown here, the Barrett Electric B1g2E and 
the Barrett Hand Model Big2, are designed to save machine 
hours continuously —/or years to come. Both have many 


exclusive features, precisioned by Monotype. 


Dials visible at all times and all calculations are shown on 





printed proof, Spe ial Multiply Key, as easy 
and simple as adding. Transparent paper 


} 


cutter for complete visibility Items and totals 
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—- Lanston Monotype Machine Company 





Twenty-fourth at Locust St., Philadelphia 3, Pa. 
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Mechanical Features. . . 


Front Paper Stop assures accurate registration. 


Automatic Roller Release eliminates smudged sheets. 
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Automatic Counter counts only printed sheets. 

4. Open Drum—selt-contained, internal brush inking. 
5. Automatic Feed — positive action. 

6. Selective inking by means of our ink dispenser. 


7. Paper Pusher is automatically lifted and carried back 
to feeding position. Eliminates lint on the stencil. 
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many who produce materials used by “regular dealers” 
in filling contracts. In the latter circumstance, the 
secondary supplier is covered by the Act if he ships 
his finished goods directly to the Government, or if 
he knows that the goods he sends to the dealer are 
destined for the Government, and they are not com- 
mingled or mixed in with the dealer’s stock, or if they 
are of such nature as to remain identifiable as goods 
to be delivered to the Government. 

On the other hand, the supplying manufacturer will 
not be subject to the Act if the dealer receives the 
goods and commingles them with his stock on hand 
so as to make them indistinguishable from his regular 
stock. 


Minimum Wage Requirements 
In planning to bid or work on Government contracts, 
the businessman whose employees are subject to the 
Act needs to know whether the Secretary of Labor 
has issued a minimum wage determination applicable 
to his industry and whether it applies to his employees. 
This information is readily available from the Wage 
and Hour and Public Contracts Divisions. If an em- 
ployee works during any part of a day in the work- 
week on a Government contract for which a minimum 
wage determination is in effect, the rate set by the 
determination will apply to all his work for that work- 
week, unless his employer maintains records segre- 
gating his Government work from his commercial 
work. 


As of October 1952, minimum wage determinations 
were in effect for 42 different industries. A random 
sample of commodities covered by these determina- 
tions includes such diverse products as cotton shirts 
and pants, basic iron and steel, aircraft, paper tags, 
textiles, and furniture. 

At this point, a word of caution is addressed to the 
former contractor who is resuming Government busi- 
ness. He will recall that the minimum pay required 
under the Act is not fixed by the statute itself. The 
Secretary of Labor is authorized to issue minimum 
wage determinations reflecting the minimum wages 
currently prevailing in industries. Obviously, this 
means that minimum wage rates, as determined by 
the Secretary, change as economic conditions change, 
and have increased during the last few years. 

As the result of a program undertaken by the Secre- 
tary of Labor to bring up to date minimum wage 
determinations which had been made obsolete by the 
increase in wage rates during and since the war years, 
14 new or revised determinations have been issued 
since 1948. These are in addition to the determinations 
for which a minimum hourly rate of 75 cents was set 
as of January 25, 1950, to parallel the 75-cent rate 
which became the statutory minimum under the Fair 
Labor Standards Act on that date. 

In addition, the Secretary is considering action in a 
number of other industries. Businessmen, accordingly, 
would be well advised to keep in touch with the Wage 
and Hour and Public Contracts Divisions, to communi- 
cate with their trade associations, or to watch their 
trade publications to find out if any actions are being 
taken with respect to their industries. 

Nor should employers in those industries where no 
determinations apply lose sight of the fact that their 
employees are very probably covered by the Fair Labor 
Standards Act and entitled to its minimum wage rate 
of 75 cents an hour. Similarly, office workers and 
custodial employees who are not subject to the Public 
Contracts Act will probably be covered by the other 
law. 

Overtime Compensation 


The Public Contracts Act, like the Fair Labor Stand- 
ards Act, sets no limit on the number of hours a worker 
may work by the day or week. Both Acts, however, 
require the payment of premium rates for overtime. 


The overtime pay requirements of the Public Con- 
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lo all of the Wonderfy] office machine dealers for their tremendous response 
‘0 our initia] 4nnouncement on the ney RESULTA ine of adding-figuring 
machines. 
lf you Want to join UP with a Progressive office machine manufacturer and 
distributor. who is planning for a long range program of development in the 
office machine business. with large American plant facilities and resources 
and who can give YO the dealer an ever increasing and complete line of 
first {ality busines machines with the highest rate of discounts to help 
YOU make more profits. then Phone. wire, or Write us for more informa. 
“ion on the OTA exclusive franchise for RES LTA adding-figuring machines 
and others. You can depend upon the OTA trademark for quality, Service, 
int erity, 
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Your office, too, can be 


| Tooled for Efficiency! 
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... this is 
typical of 
the series 
appearing in 
Business Week | 
and 
Dun's Review 


TEELCASE 


saves your space, increases your office output! 


When you install Steelcase equipment in your 
Office, you know in advance the result will 
give you more efficient use of space and in 
creased work output. Pius, of course, the im 
mediate favorable effect of Steelcase color 
styling and beauty on your customers and 
employees alike. 


Here's why: 
Steelcase engineering and planning makes it 
possible to seat 25% more employees in a 


given area. Users report work output has in 


creased as much as 35% 


For new ideas in office planning, write for “Tooling Up Your Office” 


METAL OFFICE FURNITURE COMPANY> Grand Rapids, Michigan 
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3 
Because Steelcase desk tops, drawers and ; 
pedestals are interchangeable, you can meet ] 
changing job requirements immediately. In ; 
less space than normally required, you gain 
increased filing capacity 
These factors—plus money saving Steelcase 
lifetime construction—are the reasons why : 
many leading national organizations have } 
consistently standardized on Steelcase. Ask | 
; 
your local Steelcase dealer for their names | 
iz look for your Steelcase dealer 
in the “Office Equipment } 
classification of your phone directory : 
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tracts Act provide for payment of not less than one 
and one-half times the employee’s basic rate for all 
hours worked in excess of 8 in a day or 40 in a week, 
whichever is the greater. In contrast, time and one- 
half an employee’s regular rate under the Fair Labor 
Standards Act is required only for hours worked in 
excess of 40 in a workweek. 

Contractors will be able to avoid unintentional viola- 
tions of the overtime pay requirements of the Public 
Contracts Act if they remember that these provisions 
apply to an employee in any workweek during which 
he performs any work on a Government contract let 
subject to the Act 

It will readily be seen that the Public Contracts 
Act’s requirement for overtime pay on a daily or weekly 
basis presents no added cost to the employer unless 
his workers are working long daily hours in a short 
workweek. An example will illustrate this point. If, in 
one workweek, an employee works only 40 hours, but 
works four 10-hour days in that week, he will be 
owed time and one-half for two hours each day under 
the Public Contracts Act, although no overtime pay 


If, however, the employee were to work five 10-hour 
days, he would be owed overtime compensation for 
10 hours during the workweek, no matter whether the 
overtime hours were counted on the daily or weekly 
basis. He would not have to be paid overtime on the 
daily basis plus additional overtime for hours worked 
in excess of 40 a week. 

By thoroughly understanding the overtime pay and 
minimum wage requirements before undertaking Gov- 
ernment business, the contractor can avoid unforeseen 
cash outlays later. The employer who fails to comply 


is liable to the United States for liquidated damages 
in a sum equal to the amount of wages underpaid. 

Child-Labor Restrictions 

Contractors should also exercise care to make certain 

that they are complying with the Public Contracts 


Act’s child-labor provisions, which prohibit the em- 
ployment of boys under 16 and girls under 18 on Gov- 
ernment contracts. Many inadvertent violations have 
been due to the employer’s failure to verify the ages 
of the young people he employs. Penalties for failure 
to comply with Public Contracts Act standards can be 
costly, for damages may be assessed amounting to 
$10 a day for each day each minor is employed con- 
trary to the child-labor provisions. 

Contractors can protect themselves from these pen- 
alties by having on file an age certificate for each 
minor, showing that he or she is at least the permis- 
sible age for employment. State age or work certifi- 
cates may be obtained from most State labor or edu- 
cational departments or from local school officials. 
Federal certificates of age are issued in Idaho, Missis- 
sippi, South Carolina, and Texas, through the Wage 
and Hour and Public Contracts Divisions. 


Safety and Health Standards 

Every Government contract let under the Act con- 
tains a stipulation that it will not be performed under 
conditions which are unsanitary, hazardous or dan- 
gerous to the health and safety of employees. In co- 
operation with the U. S. Labor Department’s Bureau 
of Labor Standards, the divisions have recently issued 
a booklet, “Safety and Health Standards,” which will 
serve as a guide to the Department’s officials in their 
administration of this provision. The employer who 
obtains a copy of this booklet will be able to see for 
himself what standards will be applied in determining 
whether, in specific cases, Government contracts are 
being performed under safe and sanitary conditions. 
In many states, safety and sanitation codes have 
been established. They may provide somewhat dif- 
ferent standards from those which are set forth in the 
Department’s booklet. But, in general, compliance 
with the local standards constitutes prima facie com- 
pliance with the Act’s requirements. Information about 
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The Birth 
of 1700 


WATCH IT GROW! 


it will take you approximately 50 seconds 
to read this advertisement; it may result 
in years of continuing profit for you. 





Pictured here is Chair #1700, manufactured 
by the Jasper Seating Company of Jasper, 
Indiana. It is numbered 1700 because it’s the 
beginning of a new line for Jasper Seating. 

This chair was created with loving care! 
Although Jasper Seating has been manufac- 
turing wood office chairs for years, it has 
never been better able to say to you, a chair 
deaier, that “here is a chair that is the ab- 
solute in comfort, style, elegance, beauty, 
dependability, service and construction . . 
to bring you more sales and greater profits.’ 

You can order the 1700 right now. You'll 
profit from it because it was created to build 
business for you—month after month! Order 
your 1700 Chairs today 


A representative group of Craftsman 
Chairs will be on display at room 557 
Conrad Hilton Hotel, National Sta- 
tionery and Office Equipment Asso- 
ciation convention in Chicago Sept 
26-30. Don't fail to see this display 
Eckert and Krieg on deck! 


238 










state safety requirements can be obtained from State 
departments of labor. 


Record-Keeping and Posting Requirements 

The records which contractors are required to keep 
under the Act present no undue burden. No special 
forms are necessary; the usual records suffice if they 
contain the required information. In addition to such 
items as name, address, sex, occupation, and date of 
birth of employees under 19 years of age, wage and 
hour statistics by day and by week must be maintained 
for each worker. These records must include, among 
other items, data on basic hourly rates of pay and 
total daily and weekly straight time and overtime pay. 

The period during which each employee worked on a 
Government contract must also be recorded. Records 
on injury frequency rates need to be kept. All such 
records must be preserved for four years from the date 
of the last entry and have to be made available to the 
divisions’ investigators on request. 

The employer must also display—in a place where 
his employees can see it—a poster, which briefly out- 
lines the Act’s requirements. If a minimum wage 
determination applies, an attachment summarizing 
its provisions must be affixed to this poster. The poster 
is sent to the contractor by the contracting officer. 
Additional copies may be obtained on request to the 
divisions. Attachments are supplied by the Wage and 
Hour and Public Contracts Divisions. 


Where to Obtain More Information 
Fulfillment of statutory requirements is vital. In 
addition to liquidated damages assessable as a result 
of contract violations, failure to comply may result 
in cancellation of the contract. The person or firm 
found to have breached the contract, or any person, 
firm, corporation, partnership or association in which 
such persons or firms have a controlling interest, may 
be barred from further Government contracts for three 
years from the date the Secretary of Labor determines 
such breach to have occurred. Consequently, the con- 
tractor—primary or secondary—who is uncertain about 
the applicability of the Act should make inquiries. 
Of value to those who plan to bid on Government 
contracts would be the publication, “Rulings and Inter- 
pretations No. 3,” on the Public Contracts Act. It is 
distributed to holders of Government contracts and is 
available on request from the Department of Labor. 
The Wage and Hour and Public Contracts Divisions 
offer direct assistance on individual problems. Busi- 
nessmen will find the divisions’ staff always available 
to answer questions by mail, by telephone, or in face- 
to-face talks. Besides the national office in Wash- 
ington, the divisions have regional offices in the follow- 
ing ten cities across the country: Boston, New York, 
Philadelphia, Nashville, Birmingham, Cleveland, Chi- 
cago, Kansas City, Dallas, and San Francisco 





Todd Company Breaks Sales Records 


Todd Company, Inc., Rochester, N. Y., sales broke 
all records in a recent 12-week period, George L. Todd, 
president, reported. 

“In both units and dollar volume,” he said, “We 
did more business than in any similar period since 
the company was founded in 1899. Despite talk in 
some quarters of uncertain economic and sales con- 
ditions, our representatives found an encouraging 
economic and sales climate throughout the country.” 





Purchases Florida Firm 


E. E. Tyler, former part-owner of the Florida Office 
Supply, with stores in Lake Wales, Winter Haven and 
Dade City, Fla., has purchased the Lake Wales store, 
it was announced recently. 

Jane Kincaid will remain in the office supply store, 
while Jack May, formerly in charge, has returned to 
the Winter Haven store —JL 


OFFICE APPLIANCES, September, 1953 


























OFFICE APPLIANCES, 


September, 


1953 














STANDARD'S NEW GROUP 


New in every wa 
inside and outside, 
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inimitably qualified. 
















No. 853 


All upholstered chairs in the Jas- 
per line are now offered in Nav- 


gahyde or genuine Leather. 


-dasp er Chair 


INDIANA 


REPRESENTATIVES: Geo. A. Litchficld, Sales Mer. 
W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 


VISIT OUR DISPLAY in Chicago! Room 505; Con- 
rad Hilton Hotel, 
Convention, Nat. Stationers & Office Equipment 


JA Pp PER, 
Fred & George C. Deutsch 
(Seuthwest) 7207 Northaven Rd. 


Dallas, Texas 


James S. Fowls, (Southern) 
327 Sunset Drive, North 
St. Petersburg, Fidrida 


Write for PHOTOGRAPHS 
and Price List of 
Newest Styles in 
JASPER CHAIRS! 


Association. 


666 Lake Shore Dr. 385 Madison Ave. 

Chicago. Il. Space 844 New York, N. Y. 

R. A. Browne, (West) Jack S. Doran, (Northwest) 
2925 Revere Ave. 538 E. 91st St., 

Oakland, Calif. Seattle 5, Wash. 


New Style Leaders! 
from the famous JASPER line 


... designed for real EYE APPEAL! 
... priced for SALES and PROFIT! 


Ready to move from your floor into America’s finest of- 
fices—“Series 800” Jasper Chair Co. Chairs combine 
a smart “new look” with traditional Jasper Chair crafts- 
manship. 


Made with the warmth and beauty of fine walnut, “Se- 
ries 800” Jasper Chair Co. Chairs are upholstered in 
your choice of genuine Leather or Elastic Naugahyde. 
Your customers will like their custom-tailored look and 
their easy comfort. Look for these outstanding chairs 
at the Chicago show—or write today for complete facts! 


“The RIGHT Chair at the RIGHT Price!”’ 


Sept. 26-30th. 47th Annual 
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Office Equipment Dealers Plan 
Low-Cost Promotional Parade 


By R. C. HANNON 


g THERE ARE ONLY four media open to office equip- 
ment retailers—radio, newspapers, direct mail and 
interior or window display. Television, the fifth horse- 
man of the advertising sweepstakes, is not at present 
a vital factor because of its cost and because its 
facilities are not universally available. 

The difficulties inherent, however, in making use of 
this quarter of media without sadly overstraining a 
limited budget are sufficient to fill a large-sized tome. 

We'll discuss, therefore, a number of low-cost at- 
tention-pulling devices well calculated to keep any 
budget from sadly shrinking. They are useful in small 
communities as well as in larger ones and this is 
important, considering that 69% of office equipment 
dealers function in middle or small-sized, rather than 
king-sized cities 


Basis for Direct Mail 

Direct mail is used, for example, by one office equip 
ment dealer on the basis of one monthly postcard 
containing several suggestions made by office help 
relative to the smooth over-all operation of the aver- 
age business office. Any secretary, billing clerk, recep- 
tionist or office machine operator may write out one 
or a dozen salient suggestions relative to office routine 
and cutting costs or time involved in office duties. 
For every suggestion (on a postcard) utilized—a $1.00 
bill changes hands 

Once monthly such a postcard is sent to all execu- 
tives and Main Street merchants connected in any 
way with office routine. There is no hint of adver- 
tising on the postcard—merely this duet of time or 
money-saving office suggestions. But the name and 
address of the office equipment dealer is plainly and 
prominently featured at the very bottom of the post- 
card in question 

Another office equipment merchant works hand in 
hand with the local library. Once monthly a mimeo- 
graphed reading list is published, listing all articles 
on business or business legislation appearing in na- 
tional magazines. Exceptional articles in such maga- 
zines as Forbes, Nation’s Business or Commerce, are 
also mentioned with date of issue, page number and 
author. A number of new and older books on business 
and all its aspects as well as new books on office 
handling technique, are also mentioned in the reading 
recommendations. This one or two-page monthly 
mimeographed listing of recommended reading is sent 
with the compliments of all personnel of the office 
equipment dealer. It goes to all customers, as well as 
to all members of the Junior and Senior Chambers of 
Commerce. Many executives and merchants miss out 
on very worthwhile reading because they are unaware 
of the publication of new reference books as well as 
articles appearing in national and trade publications. 

The second sheet contains a list of various office 
equipment items which are well worth considering, 
but the piece itself is informative and educational 
and so is keenly and gladly perused by the customer 
and potential customer. 

Both of these examples of direct mail are successful 
because they are of some value to the recipient aside 
from any advertising value they may possess. 


Employ Radio Spots 

On the other hand, several office equipment dealers 
have found it quite possible and profitable to use 
radio but in a low-cost fashion. One dealer uses a 
once weekly radio spot at 6:30 every Monday evening. 
On this spot a one or two-word weather indication 
for every remaining day in the week is presented. 
Thus in the space of a few crisp seconds the listener 
knows the weather panorama for the remainder of 
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SMARTLY STYLED 
POST BINDERS 


... Mean Faster Sales 








FOUR OF 16 KINDS TO MEET EVERY ACCOUNTING NEED 


Why Dealers Like to Sell 
Master-Craft Post Binders 


@ DISTINCTIVELY STYLED 

@ SUPERLATIVELY MADE 

@ COMPETITIVELY PRICED 

@ 100% REORDER PROTECTION 


Master-Craft products are available through 
no one other than our exclusive franchised 
dealers. It may be available in your city. 


Write today for free catalog. 


MASTER-CRAFT 
CORPORATION 


LOOSE-LEAF DIVISION OF SHAW-WALKER 
KALAMAZOO, MICHIGAN 
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HERE'S <= a @ PROFITS 





You can make your © 
and more efficient 
Kil- K latter pads undet i of ye 
typewriters. if 
make tewer mistakes 
eficiency will go up 


\2\ 


\ 


For 
You! 


When you gear 
your sales to KIL- 
KLATTER’S power- 
ful advertising 
campaign watch 
your profits in- 
crease. This ad 
and others ap- 
pearing every 
month in leading 
magazines is read 
by office man- 
agers, secretaries, 
stenographers and 





typists. 


fhiee ureter 


by t acing 


Your typist 


is A K latte! 





pads absorb the shock a! d e1 oe 


the noise of % ping 





® Made from genuine long-life 
OTITE felt. 

@ Dent-proof ond 

@ Fits all typewriters and other 
office machines too 


$125 


THE S 





ot your stetioner or office supP 


KIL-KLATIER 


these extra 
sales 


aids 


skid-proof 


ly deoler 


eee 


cremrerre Treeweitte rad 








aids: 





KIL-KLATTER helps you sell with the following sales 


@ CATALOG CUTS 

@® NEWSPAPER MATS 

@® TWO COLOR ENVELOPE ENCLOSURES 
@ COUNTER CARDS 


Order your supply of K1l-K LATTER typewriter pads and 
free sales aids today ! 








AMERICAN HAIR and FELT CO. | 


Dept. B-39, Merchandise Mart 
Chicago 54, Ill. 








242 


the week and can arrange business appointments, out- 
of-town trips or store sales with ease. The local weather 
bureau provides data for this once weekly spot, and 
the forecasts thus far have reflected a very fair degree 
of accuracy. 

Another equally enterprising office equipment dealer 
presents a twice weekly radio spot on Tuesdays and 
Thursdays at 6:25 pm. “Little Businessman” is the 
title. On each spot a few words describe a little- 
known business in the community. The one and only 
blacksmith in the community may be mentioned; or 
a few well-chosen words may tell of the existence of 
a firm specializing in deodorized skunks for house pets. 
Any individual or concern whose business is a wee 
bit off the beaten path of commerce may send in a 
description for possible use on the either presentation. 

The commercial naturally points out that “no busi- 
ness is too small or too unique for us to serve.” Aside 
from the information value, the program puts the 
office equipment merchant in direct touch with con- 
cerns which might otherwise not be brought to their 
attention for quite some period of time 


Newspaper Ads Help 

And what about newspaper usage? Few office equip- 
ment dealers are prepared to invest lavishly in exten- 
sive newspaper display space. But one office equipment 
dealer offers each month on the first Saturday of the 
month a “Welcome Newcomers” advertisement. Name, 
address, telephone and nature of business of new- 
comers during the previous 30-day period, are pre- 
sented in this “eighth-of-a-page” advertisement. Any 
new store or concern is asked to send or bring in 
data for this advertisement which serves as a refer- 
ence item for many a newspaper reader. 

This office equipment dealer has also encountered 
scintilating success with a companion newspaper ad- 
vertisement appearing each and every week on “Blue 
Monday.” Titled “Businessman’s Laugh Corner,” each 
week finds a favorite joke of a local businessman, 
businesswoman or office executive reprinted. Any indi- 
vidual in the community who is engaged in some 
capacity within the business world is urged to submit 
one or more jokes—however ancient and bewhiskered 
in character. If they are used the businessman- 
humorist receives a $1.00 ball point pen, and a byline. 
The commercial context of the advertisement points 
out that “It’s no joke if you can’t depend on your 
office equipment dealer for ultra speédy service and 
quality of merchandise second to none.” 

That this advertisement appears on Monday is by 
no means a coincidence. Businessmen are apt to be 
in low spirits on Monday and an advertisement of this 
nature appearing in the morning newspaper helps to 
restore their spirits and also to remind them of office 
equipment and supplies which should be ordered that 
selfsame Monday. 


Uses Bulletin Board 


And one cannot overlook interior and window dis- 
play in a resume of low-cost result-securing devices 
well worth mentiong. Take, for instance, the office 
equipment dealer who makes it a point to place on 
the inside of his establishment a bulletin board with 
descriptions of new products which are recent arrivals 
in stock or which will be forthcoming shortly. Adver- 
tising literature arriving from manufacturers is always 
to be found here under the apt heading, “What’s New?” 

On this same bulletin board are quotations from 
local users of new products. Every time a new product, 
however inexpensively priced, is sold, the name of cus- 
tomer is secured and a week later the customer receives 
a self-addressed postage-paid envelope and a card 
on which to list reactions if any to the new product. 
These reactions (with permission of the customer) 
are likewise posted on this “What’s New” bulletin 
board. 

Again, cold war or no, one office equipment vendor asks 
every business man, office worker and office executive 
1953 


OFFICE APPLIANCES, September, 








ard 
lis- 
ices 
fice 
on 
rith 
rals 
er- 
ays 
y?” 
om 
ict, 
us- 
ves 
ard 
ict 
er) 
tin 


sks 
ive 


953 




























“etnns ere 


H. M. STORMS COMPANY 


STORMS BUILDING 
Brooklyn 38, New York 


® carbon paper ¢@ inked ribbons (@ carbonized rol 
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Mr. Dealer . . . you are our first consideration . . . we 
cater to your needs by supplying you with YOUR OWN 
BRAND of Carbon Paper, Inked Ribbons and Car- 
bonized Rolls. 


And here’s how YOU benefit . .. STORMS furnishes the 
packaging and imprinting of these items with YOUR 
OWN BRAND NAME ... so that you can successfully 
compete with other brands. In this way YOU control 
the distribution, sale and repeat sale of these items. 
STORMS produces the finest grade merchandise, based 
on experience of over half a century . . . and is equip- 
ped to furnish you with a complete line of Carbon 
Paper, Inked Ribbons and Carbonized Rolls. 


Dealers all over the country are now successfully us- 
ing the STORMS PRIVATE BRAND PROGRAM. It 
will pay you to investigate this plan today. Please use 
the coupon for complete details . . . or write on your 


letterhead to Department OAS. 


Manufacturers of the Complete Line .. . 
Stands the Test of Time. 


H. M. STORMS COMPANY 
Storms Building, Brooklyn 38, N. Y. 


Gentiemen: 
We are interested in the STORMS PRIVATE BRAND PROGRAM. 
Please send us complete information and samples. 
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KENMAR 


world’s largest manufacturer of plastic upholstered furniture 


reaturing U.S. MAMGalylle %y 
 Balfee 


Now on display at the National Stationary 


& Office Equipment Association Convention 
ROOM 638A Hote! Conrad Hilton 


KENMAR, world’s largest man- 
ufacturer of plastic upholstered 
furniture, now offers you a 
COMPLETE line for Offices, Ho- 
tels, and Institutions. This full line 
of quality furniture is priced to 
sell quickly and profitably. Make 
a note today to see the 
KENMAR Display. 


Style 
2600-DAV 


Details on dealer franchises 
and price lists available by 
writing KENMAR Sales Dept., 
East Palestine, Ohio. 


Write for 
FREE 
CATALOG Few) 
in . 
Full Color! 


Style No. 2603-2604 


. 
KEMRMIS — MFG. CO. e EAST PALESTINE, OHIO © OTTUMWA, IOWA e TYLER, TEXAS 
On Canade © NEVER-SAG UPH., TORONTO e CIMON LTD., MONTREAL 
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to loan snapshots of husbands, sons or daughters either 
overseas or in domestic armed service, for exhibition 
in a weekly or fortnightly collection of photographs 
of this nature to be found on the inside of the estab- 
lishment. Souvenirs sent home and camp newspapers 
are also incorporated into the display. The display is 
placed near a collection of airmail stationery, pen and 
pencil sets—and other items which can be sent to 
those in the service. 

One office equipment merchandiser uses a monthly 
window known as “Businessman’s Hobby Horse.” Speci- 
mens from coin and stamp collections, samples of art 
needlework, replicas of steamboats, or model airplanes 
built by businessfolks, these find their way into a 
once monthly “Businessland Hobby” window exhibit 
Businessfolks frequently find that they share a hobby 
with other businessmen and women of their acquaint- 
ance, through such monthly display 

Every businessman is sent a letter by the office 
equipment dealer inviting them to bring in materials 
for the monthly hobby lobby window of businessland 
and thus far such windows have been consistently 
well received by the customers and customers to be, 
of this office equipment retailer. 

Incidentally, and this is an item which can be han- 
died with ease by virtually any office equipment 
retailer, what about the humble telephone on your 
premises? One office equipment purveyor calls six 
business firms every Monday and informs them that 
if they place an order that week they are entitled to a 
$1 discount on any order amounting to $25, or a $.50 
discount on any order of $10 or more. Only one order 
merits the discount during the given week, and only 
a half dozen receive the telephone call each Monday 
As often as possible non-customer firms are chosen for 
these calls since this is a means to an end in that new 
accounts are the lifeblood of any office equipment firm. 

This then is a miniature account of what can be 
done without seriously overstressing the budget situa- 
tion in practically any community where office equip- 
ment is purchased. The suggestions in this article have 
been “time tested” and found satisfying in the extreme 
but variations can be worked out to suit any existing 
chain of specific circumstances. 





Beal Promoted to Branch Manager 


Allen L. Beal has been promoted to manager of the 
Columbus, Ohio, branch office of L. C. Smith & Corona 
Typewriters, Inc., succeeding John W. Kiplinger, who 
retired. Mr. Kiplinger has been in charge of the com- 
pany’s district operations in the central and south- 


eastern Ohio area for the past 17 years. Mr. Beal has 
been an associate in the Columbus branch since June, 
1947.—_-AK 





Clary Appoints Two Representatives 


Appointment of Howard R. Corl and William R. 
Cooke, both of Dallas, Tex., as wholesale representa- 
tives for the new hand-operated line of Clary business 
machines was recently announced by K. A. Adams, 
general manager of the dealer division. Mr. Corl has 
been dealer district service manager and Mr. Cooke 
has been a Clary salesman at Dallas. 





Assigned to Houston Sales Office 


Ouval P. Little, Jr., a recent graduate of the Inter- 
national Business Machine Corporation’s electric type- 
writer school at Poughkeepsie, N. Y., has been assigned 
to the company’s Houston sales office—JHR 





Joins Underwood Branch Office 


W. F. Kahider, Jr., recently joined the Houston 
branch office of the Underwood Corporation, 1601 
Fannin St., as an adding machine sales representative. 

JHR 
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“ARCHERY 


THE SPEED OF 
HE ARROW TO THE TARGET 


“FILING THE 


SPEED of the EYE to the TAB 


Pressboard File Folders 
with BARKLEY Plastic TAB 


—is the _ Aviat 


U.S. REG. PAT. NO. 2,248,355 DI28118 


Barkley pressboard file folders are designed for the strain 
and stress of the busiest filing department. These folders 
are made of durable high quality 25 point gray press- 
board with a one inch strong cloth gusset "W" shaped 
at the bottom to permit ready expansion. The Crystal 
Clear BARKLEY PLASTIC TAB in *colors—distinguished 
by its smooth contour surfaces and angled for perfect 
reading, provides the utmost efficiency in the file. 
Letter Size—No. F955-8—2" Wide Tab 5 position 

No. F953-8—3" Wide Tab 3 position 
10" Guide Height—Made in legal size also 

*Amber color furnished unless otherwise specified 





Write for Illustrated Literature 
Established 1921 


L. 1. BARKLEY & CU. 


1220 W. Van Buren Sf 


'@ aliaste | 
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SERIES 24 STANDS 


with Raising and Lowering Device 


Ideal stands are ideally built for the exacting, fast tempo 
demands of modern business machines 

They protect costly business machines 

they assure correct machine operation 

they move easily and save valuable floor space 


@ Frames are of 1” tubular @ All shelves interchangeable 
steel, finished in baked-on right or left 
enamel 

@ Tops and shelves of 5-ply @ One quick lever movement 
genuine wood veneer with raises or lowers stand in- 
square edges stantly 


@ Stands supplied with or without 
raised or flush drop shelves, sta- 
tionery cabinets or drawers 


Write for new Catalog showing complete line of Ideal Tubular Steel 
Stands and Stools. 


Standerd of Quality in Business Machine Stands for over 50 years 


SHERMAN-MANSON 


ion of Mississippi Aluminum Corp 


CELINA ROAD - - ST. MARYS, OHIO 
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Where You Display 
ls Important 


By Ernest W. Fair 
gw “HOW'S that display look, Mr. Hayes?” 

“Not bad, son, not bad,” the veteran office supply 
dealer commented. “In fact, it’s a right good display 
but you'll have to tear it down.” 

“Tear it down!” The young man was dumbfounded. 
“Why you just said it was good ——.” 

“It is, son,” Mr. Hayes responded,“ but making a good 
display is not enough in itself. Where you set up that 
display ... where you put every piece of merchandise 
in the store is just as important. That just happens to 
be the wrong spot for that kind of merchandise.” 


An Important Factor 


Today’s merchandising experts heartily back up the 
Old Timer in that it is mighty important to give as 
much attention to stock arrangement and location; 
almost as important as getting selling punch into a 
display in the office supply store. 

Many, many tests by these experts have proved that 
stock arrangement can be so planned that stock itself 
will do the selling. They know that every customer 
who enters a store can be sold more merchandise ... 
they have found that many folks who visit stores 
actually forget to buy items they had thought about 
buying. 

This can be counteracted in a store by open display 
of every possible item, by use of related display tech- 
niques to the maximum point, and by planning stock 
arrangements to conform with the known habits of 
people when they go into our stores to buy. 

One of these is that the customer normally starts 
shopping only after he or she has traveled at least 10 
feet into the store. A display designed to sell then and 
there, to induce the customer to pick up and examine 
the merchandise, can be far less productive if placed 
within this first 10 feet than if located further back. 

The first 10 feet of the store has little relative selling 
value. It’s the place for heavy demand items, for gen- 
eral and institutional sales building set-ups. It’s not 
the spot to plan for a customer to pick up an item 
and buy it then and there. 

People also start shopping slowly and take their 
time down the first aisle into which they are directed. 
It’s a place to locate the merchandise that cannot be 
sold on quick impulse, that is attractive to the eye, 
that creates a desire within the customer to pick it 
up and examine. It’s not the spot, however, in which 
to erect a display designed to create instantaneous 
buying decisions. 

Begin To Hurry 

After this initial pace of leisurely shopping and 
attention to displayed merchandise the average cus- 
tomer has a tendency to begin hurrying his or her 
shopping. They have, in short, used up what they 
consider to be enough time in browsing and want to 
finish their buying and get on to the next item on their 
list. 

Most stores direct customer traffic around side walls 
and across the back of the store. All of this length of 
travel is valuable display space for selling of top quality 
or higher-priced merchandise which has little chance 
of being sold on impulse. As the “shopper’s journey” 
progresses displays should begin offering less expen- 
sive, impulse-type of merchandise with the leaders in 
these groups reserved for the end of the line. 

Good display techniques and stock arrangement 
principles also call for meritorious displays that will 
tend to pull customers into otherwise slow areas. Heavy 
demand items sold hour after hour in the store are 
those that should be displayed in areas devoted to 
slow-movers. The customer comes into the store with 
a definite need for such merchandise and will head 
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| Over/50 successfull years Of fine chair making 


has taught us to recognize Marketing trends. 
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As the retail dealer, you too are an expert 


Let’s get our heads together and geally GREAT IE? 
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Greatest Work- 


Saver Ever Offered 


A PRICE EVERY OFFICE CAN AFFORD! 





SMALL, LIGHT WEIGHT AND HANDSOME — 
18” x 24”, 12” high; weighs only 30 Ibs., fits 
under the arm. Smart Print-O-Green baked finish. 


AUTOMATIC FEED - HAND OPERATED FOR PER- 
FECT CONTROL — No electric outlet needed — 
no motor or mechanism to adjust or repair. No 
hazards. 

SIMPLE TO USE — Anyone can run it after a few 
minutes direction. Built-in reference chart shows 
proper settings for 8 basic folds on sheets up to 
8Y2"" x 14". Two knobs set it for any type of 
fold. 

SINGLE OPERATION FOLDS AND ADDS VERTI- 
CAL CREASE — Exclusive “Vertical Creaser’’ 
creases for vertical fold and No. 6 envelope. 
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See us at the National Stationers Convention in Booth 69 VOLUME IS LOW costs only 


THE PRINT-O-MATIC CO0., INC. ¢ | 10% 


CORN ehite 


DESK MODEL FOLDING MACHINE 


Compact, economical Fold-O-Matic gets mail and girls 
out on time! Handles all types of office folding jobs 
fast: letters, statements, invoices, circulars, bulletins, 
etc. Speeds output, cuts clerical costs. Perfect for club, 
lettershop, public steno or business office. Where high- 
wage workers now waste expensive time hand-folding 
500 sheets per hour, Fold-O-Matic will turn out 500 
perfectly folded pieces in just 


; / 
5 minutes! PAYS FOR ITSELF 
il a a atlas tiie iiakall QUICKLY, EVEN WHERE 





Merchandise Mart @ Chicago 54, Ill. 


e West Coast e Canadian ® Eastern 
hanes T, Byrom Nauta Brothers none a 
420 Market St S7 Queen Street, Samue! Kirschner Plus Fed. Excise 
San Francisco 11, West 601 Brightwater Ct Tax $6 60 
ali Toronto, Canada Brooklyn, New York 
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directly toward such displays. Grouping all together 


provides no opportunity to make sales in slow-moving 
and generally more profitable items. 
For that reason it is important that at least one such 
high-demand item be displayed and stocked in a sec- 
n of the store containing the ordinarily slow-moving 


merchandis« 

Related and high-margin items should also be placed 
next to such demand items. Many customers will pick 
up the demand item and glance neither to right nor 
left, but tests have shown that the majority of cus- 
tomers, if an attractive display is in the general area, 
will stop to examine the merchandise shown in that 
display. 

Demand items should therefore be placed in every 
area to serve as bait to attract customers to inspect 


slower moving merchandise. It’s also proven good 
display and stock arrangement technique to set up 
high margin items in good displays in the path of the 
customer as he or she moves from one demand item 


to another. Set up in the direct line they must travel 
it is almost impossible for such displays to go un- 
noticed by customers. 


All stock should always be so displayed that all ad- 
jacent merchandise is visible; no special display set-up 
should ever hide any other stock in the store. Too 
often in planning mass displays of merchandise we 


will unintentionally erect them so that some goods are 
hidden by the very mass of the display. We may as 
well put such items back in the stock room, for hidden 
display is non-selling display. 

Many surveys have shown that some 50% (and even 
higher in some instances) of the customer’s buying 
decisions are made after he or she is in the store. This 


is of utmost importance to us in stock arrangement 
for every single part of the store. 

It is also well to remember that a carefully-worked- 
out stock arrangement plan for a store will help to 
eliminate monotony and boredom among shoppers. 
It’s an easy feeling to get in any store. It calls for 
small displays to break up continuous stocks, eye- 
catching ideas to relieve monotony, and from time to 
time to break in the stock arrangement technique. 

Yet, as the Old Timer pointed out, a good display 
is most important BUT it is just as important that the 
good display be set up in the RIGHT part of the store! 





3M Subsidiary Makes Appointments 


James L. Hayes was recently elected president of Na- 
ional Advertising Company of Waukesha, Wis., a 
wholly-owned Minnesota Mining & Manufacturing 
Company subsidiary. Mr. Hayes succeeds Herbert P. 
Buetow, recently-elected president of 3M. At its annual 
meeting, National Advertising also re-named as vice- 
presidents L. E. Larson, H. R. Larson and R. E. Tuttle. 

Bert S. C1 3M vice-president in charge of graphic 
products, will be responsible for liaison between his 

m and Nat | Advertising Company. 

Other appointments for the advertising firm were: 
R. H. Tucker named as secretary, with M. C. Boehmke 
succeeding him as assistant secretary, and L. B. 
Gehrke, treasurer and assistant secretary, given the 
additional titl f controller. F. B. Mooers was re- 
elected assistant treasurer with Roger W. Rhyner also 
hamedad an a ] int treasurer. 

Mr. Hayes, Mr. Larson and G. H. Halpin were elected 

the boa! f directors replacing William L. Mc- 
Knight, A. G. Bush and the late R. P. Carlton. Mr. Bue- 
tow and Mr. ¢ were re-elected to the board. 





Store Plans Supply Addition 


The Sample, Buffalo, N. Y., department store, is erect- 


ing a $25,000 addition which will be used to house the 
stationery and office supplies department. The one- 
story additi will have 1,400 square feet of floor 
space—GET 
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No Guesswork! No Bulky List: when you depend <« 


The Office Machine Bible! 


. @ complete, up-to- 
date, accurate, reliable 
source of essential in- 
formation for every 
ouditor, office manager 
and treasurer for valu- 
ation purpeses. 


SHIPMAN - WARD 
DEALE RS 

Handy pocket-size loose 
leaf binder with in- 
dexed guides for in- 
stant reference. All the 
facts on all typewriter, 
adding machine and 
calculator mokes and 
models—right at your 
fingertips! . . . 


@ OFFICE MACHINE EXCISE TAXES 
@ NEW TYPEWRITER LIST PRICES 


@ NEW ADDING, CASH REGISTERING AND BOOKKEEPING 
MACHINE LIST PRICES 


@ NEW CALCULATOR LIST PRICES, TRADE-IN ALLOW- 
ANCES AND USED MACHINE VALUES 


TYPEWRITER TRADE-IN ALLOWANCES 
ADDING MACHINE TRADE-IN ALLOWANCES 
TYPEWRITER AGE LIST 

ADDING MACHINE AGE LIST 

RIBBON SIZES 


SUGGESTED EXCHANGE PRICES FOR TYPEWRITER AND 
ADDING MACHINE PLATENS AND FEED BAIL ROLLS 
INSTALLED 


SUGGESTED TYPEWRITER REBUILDING PRICES 
@ ACCESSORIES LIST PRICES 


The most accurate means of determining valuation 
for appraisal of office machines! . . . Indispensable 
to every business! 


A million dollars worth $ 00 


of information for only 


Complete with all inserts and indexes 


FREE! KEEP-IT-UP-TO-DATE SERVICE for current year! 


As changes in prices or allowances occur, you receive change 
sheets for your SHIPMAN-WARD LINE BOOK! 


Order yours NOW! 


SHIPMAN-WARD MFG. CO. 


325 N. WELLS STREET ° CHICAGO 
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DON’T MISS ROOM 655A 


and 
THE NEWEST IDEA IN SWIVELS 
¢ Do your customers 4 cms s aN 





a favor and try the 
ventilated 





comfort of this 
new chair. 


Ask how you 
might win the 
most comfort- 
able swivel 
chair you ever 
sat in. pe lab 

ey Executive a 


WHAT SELLS CHAIRS? 


e@ COMFORT—correctly engineered back support with resilient, 
ventilated webbing gives lasting comfort 





@ Beauty—clean, trim, modern lines plus wide variety of colors 
in frames and webbing 


e Durability—indestructible steel frames with scuff proof triple 
plated chrome or lacquer finishes, plus wear-proof plastic 
webbing. 





Also available by Precision 


e@ lounge Chair e Gang Chair 
e@ Standard Chair e@ Side Chair 


e Two seater Settee e Step Table 


e@ General Swivel @ Tablet Arm 


For the Reception Room 


your interiors a 


Precision Manufacturing Co. 


831 Chicago Avenue, Evanston, III. 





<e. 


Telephones: 
Davis 8 4254 
Davis 8 6892 
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How To Put "Sell” Into 
“Must” Advertising 


By Gordon J. Stewart 
m@ MANY TIMES EACH year you are approached with 
the question, “Will you take an ad in our program?” 
Inwardly you moan and say aloud, “How much will it 
cost me?” 

This familiar scene is repeated thousands of times 
each year all over the country and these “cat and dog” 
ads run into a very respectable sum of money over a 
period of time. In general most dealers feel that such 
advertising is necessary but worthless. There are some 
ways, however, you can use to gain a certain amount 
of value and good will from them. 

The general principles under which you should oper- 
ate can be set down as follows: 

1. Aim your advertising at the people interested 
in the project. 

2. Tie in your advertising with the project by 
design and copy. 

3. Make your advertising interesting to the reader. 


Aim Your Copy 


To be more specific, it is rather doubtful that many 
Golden Glove fight fans will pay much attention to 
the advertising in the program. But you can be sure 
that the boys who are entered, their parents and their 
friends will go over the program many times. So the 
thing for you to do is point your illustration and copy 
directly at this group. 

When the local secretaries association solicits an ad 
for their annual meeting program, why not couch your 
copy in the language they all understand. It’s a good 
bet that an ad written in shorthand will be mentally 
transcribed by a lot of the members. 

Or the women’s hospital auxiliary puts on a show to 
raise money for their work. Naturally they come to you 
for a program ad, which you just can’t refuse. Now 
what to do? Suddenly a light dawns. Babies tie in 
with hospitals and are sure fire attention-getters, so 
use a baby picture and get some bright tie-in copy. 
Witness the popularity of the Constance Bannister 
baby pictures. 

Your local high school asks for an ad for their foot- 
ball program. This is getting easier all the time—copy 
and illustration talks about the school team and relates 
it in football terms to your own team of products which 
is also tops in your league. 

Something Constructive 


Pitney-Bowes Inc., Stamford, Conn., had this prob- 
lem, as it was almost obligatory to run an ad in the 
local high school yearbook. It was decided to put 
something constructive into the ad and to find out 
what would be the most helpful to the graduating class 
the members were asked, “What is the one question 
you would most like to ask the president of an indus- 
try like Pitney-Bowes, if you could talk with him in 
his office alone?”’ 

This question was sent to the 474 members of the 
class and 214 answers were returned. The winning 
question was, “What qualifications do I need to get a 
good job and advance?” The answer, written by the 
president of the company, stressing character, went 
into the ad in the yearbook. It does take effort and 
interest to do something like this, but it is frequently 
worth the time required. 

Ads of this type usually must be taken, but you 
should do your best to get some value for your money. 
It is lazy and wasteful to put an ad in any medium 
saying “Best Wishes from .” “Congratula- 
tions to ,’ “Compliments of a friend,” 
and so forth. Effort expended to prepare an at- 
tractive layout and interesting copy will generate a 
lot of good will for your company and, in the long run, 
result in sales. 
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naleleltitels 
FREE-STANDING 
PARTITIONS 





PRIVATE | 


and 
OFFICES 
PARTITIONED enclosures for private offices, execu- 
tive suites and departments are readily provided 
with new Techniplan floor connectors for standard 
interlocking stee] partitions. This now affords com- 
plete uniformity throughout the offices. 


ANY DESIRED degree of privacy is available—with 
upper partition sections of steel, clear glass, figured 
glass, or sound-conditioned panels. 
also interchangeable. 


or frosted 


These sections are 


REARRANGEMENTS are readily made by disconnect- 
ing the anchors and reassembling in the altered 
arrangement. Work stations may be interlocked 


with free-standing partitions if desired. 


HUNDREDS of businesses of all types and sizes have 
converted their offices to Techniplan—highest user 
satisfaction expressed without a dissenting vote. 
Ask about Techniplan installations near you. 

TECHNIPLAN is displayed, demonstrated and sold 


by Globe-Wernicke dealers listed in your classi- 
fied "phone book under “Office Equipment.” 








Engineering Specialists in 
Office Equipment, Systems 
and Visible Records 
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EXECUTIVE 
SUITES 





Basic Technipian “L"’ modular 
work station — interchangeable 
job-fitted worker facilities 


Se a 


One of innumerable arrange- 
ments of Techniplan work sta- 
tions —easily rearranged 


quest; please 
use letterhead. 
Address 
Dept. 9-OA 


) Oe Complete 

Trewin », details in this 

— | ¢atalog sent 

? | free upon re- 
| Gh 


Cincinnati 12, Ohio 


Yours cordially, 


ph 





A BROADER MARKET 
FOR TECHNIPLAN 


Introducing the NEW G/W Techni- 
plan FREE-STANDING parti- 
tions! This development enables 
you to plan Techniplan installations 
for space enclosures—private 
offices, executive suites, depart- 
ments—without interlocking parti- 
tions to Techniplan units. 


This also enables you to go after 
business now taken by mov- 
able partitions sold separately 
from the office equipment. 


Techniplan is making astounding 
progress in many G/W markets, to 
the tremendous delight and profit 
advantages of these aggressive deal- 
ers. The strength of consistent ad- 
vertising keeps digging into your 
market, reaching your best custom- 
ers—paving the way for salesmen, 
and developing live inquiries and 
leads for your follow-up. 


If you are not putting special- 
ized selling effort into Techni- 
plan, you are neglecting one of 
the most sensational sales 
builders the office equipment 
industry has ever seen. A few 
days ago one G/W dealer said, 
‘‘Usually this is a light time of 
year for us—but this Techni- 
plan is going like a house-afire. 
It’s almost unbelievable —the 


action we are getting!”’ 


Well, it takes action to get action— 
that’s obvious. So you have a rare 
and juicy opportunity in Techni- 
plan—made broader and better by 
these new Free-Standing partitions. 
See that your organization knows 
this story — and DOES SOME- 
THING ABOUT IT. 







Eimer G. Rahe 
Vice-President- 
Sales 
Globe-Wernicke 
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KING ANNOUNCES | 


The New 
Distinguished 
Executive-Rotary 































Prince Consort 
Swivel Arm Choir 
Mode! 520 





- , ) 
—Ainerica d most compile le Prince Regent * The Knight 


Deluxe Swivel Arm Chair Deluxe Side Arm Chair 


matched office chai lene. Model 530 Model 430 


Look 1954-WARD for greater sales-profit opportunities 


with the 


KING 


The complete King Royalty Line now 
offers companion models in matching 
styles, fabrics and colors to meet every 
conceivable office chair need... from 
the distinguished new Executive-Rotary 
series and comfort-engineered posture 
chairs to filing stools and stands, Each 
model in the King line is custom- 
crafted to please the most discriminat- 
ing buyer... yet consistently featured 
at prices your customers are willing to 
pay. King chairs are sales pacers and 
sure-fire profit-makers ...Go 54-ward 
with King! 


ius 
= 


‘ 
it 
® 


a 





The Princess 


Deluxe Clerical Choir 


Model 322 d 


America’s Easiest Adjusting 
Posture Chairs 





The Baroness 


Full freight allowance 
on 100 pounds or more. 


tenographer Chair 


Model 120-S 





















See se 
omplete 
ane ROYALTY a 
Sept. 26 to 30tP 
BOOTH C2 am. 
CONRAD wATor. ~- 
| Basement Exbibs 


a 
KING POSTURE CHAIR COMPANY 


953 South Raymond Ave « Pasadena 2, California 









Write today for new fully illustrated catalog and price List 


ATTENTION SALES REPRESENTATIVES: A FEW SELECT TERRITORIES ARE STILL OPEN 
. contact Mr. Frank C. Ellsworth, Soles Mgr. in our Chicago Show Space for details. 
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Copie f patents can be obtained from the Commis- 
-atents, Washington, D. C., for 25 cents each. 








Stamps and personal checks are not accepted. 
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CONSOLIDATED 


A Complete Line of 


CARBON PAPERS 


and 


INKED RIBBONS 


for all Office Machines 
and Purposes 


RIBBONS 

¢ HECTOGRAPH e GENERAL 

e TYPEWRITER HECTO-SPIRIT 

e MISCELLANEOUS « PENCIL 
MACHINES e PEN 


‘Everbest’”’ and “Challenge” 
Brands are popular wherever 
Carbon Papers are used. 


CARBONIZED ROLLS 
FOR ALL MACHINES 


Specialists in... 
DEALER “Personalized” 
IMPRINTED CARBON PAPER 


CARBON PAPER 














Write for Details & Prices 


CONSOLIDATED 
RIBBON 
& CARBON CO. 


Manufacturers 
ESTABLISHED 1893 
DEP’T D, 2900 W. MEDILL AVENUE 
CHICAGO 47, ILL. 
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WILL 
ADD 
TO 


YOUR 
PROFITS 


Clerical 
Posture Chair 
Model 1008 


SCULPTURED 


MASTERWORKS 
BY 


a ee) 
CRAFTSMEN 


ON DISPLAY 
at NSOEA Exhibit, 
Booths 303 - 304. 

Conrad Hilton 

Hotel, Chicago. 
Sept. 26 - 30. 


Executive 
Posture Chair 
Mode! 1009 


Emeco's two new posture chairs 
complete the most beautiful and 
office 
These 
built for comfort 


most comfortable line of 


furniture in the industry 
new chairs are 
with foam rubber seats and backs 
(extra thick arm padding on 
Mode! 1009) and for long wear 
satin-finish anodized 


more 


r emeco \ 
| CMe 
CORPORATION 


with Emeco’'s 
can make 
with Emeco 


aluminum. You 


sales more profits 


Sculptured Masterwork 


Alum m Of Fur chairs 


CLIP THIS COUPON 
for More Sales and Profits 


EMECO CORP., HANOVER, PENNA. 


Please send me the complete Emeco Catalog 


COMPANY... cccccccsssenes 
Address.n..ccccccccccue. 
State 
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j to Hamilton Mfg. Co Two River 
2,644,634. Self-Contained Envelope Opener and Contents Ejector Seze 
Weitzner, New York, N. Y. 
2,644,636. Control Mechanism for Accounting Machines. Raymond A 
t and Jesse R yanger, Dayton, OF sssignors ¢ The Nationa 
} Register C Dayton, Ohio. Illustration 
2,644,637. Accounting Machine. Thomas M. Butler, Det Mich 
; to Burroughs Adding Machine Co., Detroit, Mich 
2,644,638. Calculating Machine. Daniel Broid Barnet, England. Illus- 
tration. 
a Garstoge Shifting Mechanism. Nathaniel F. Hawt Ala 
Friden Calculating Machine C Illustration 
2,644, 733 Edge ‘Binder for Furniture with Covered Metal Tops. Karl & 
Washing C assignor to v ble Me F ture C 
Granted July 14, 1953 
2,645,122. Machine for Verifying and Checking Perforated Records 
R. Piatt and Fred B. Porterfie Er rl " Vesta 
’ ; } t t ational Business Ma f New York, N 
2,645,152. Sort Verifier for Punched Cards Patrick M t 
2,645,174. Drum sep Mechanism for Rotary Duplicating Machines 
A ark Rid assignor ft 3gC Itlustration 
2,645,178. Plastic Printing rate and ‘the sar er yd Vaerest re orge 
urd evela J H >ruve ; 
} ; Add Bare Home Heol C 
2,645,204. Writing Implement. Helmut Br Braunschweig ermany 
2,645,205. Fountain Pen. Robert W. Rand Milt W is sssigr t 
Parker P $V € Wis 
2,645,206 Writing Pen David F. Mot Ww Issig 
The Parker Wis 
2,645,227 Simplified Trigger for Loose- Leaf Binders ymMué jal, New 
k N Y W n-Jones © 
2,645, 322. Embossing Machine. Georg B j eveland : 
4 . nd Heights } ’ , ‘ Addre jrapt 
h tigrar jton, Del. 
2,645 a3. Record Controlled Printing Apparatus. Ha P. t Armonk 
RQ hard Wappingers Fa N - ; ‘ at 3+ 5 
Ma > rt New Y re N 
2,645,324. Adjustable Escapement Mechanism for Typewriters 
3H ,alvest Tax ; ynor to R A R ecs Ma 
Rapid Mict Illustration. 
2,46, 3% _ Mounting Means for Manifold Machine Carbon Paper 
2,6,47 os Negative Total Recording Mechanism. Howard M. Fler 
ng N sSiQ ‘ iM + + M 
N Ilustration. 
2,645, 418. Balance Scheduling Means for Listing Calculating Machines 
M Ely ’ West Orar je N . } ; M ‘ . hi } 
2,645,419. Item and Total Printing Mechanism for Calculating Machines 
+ Le rd Paris. France. assig ' ate A yme dite 
t i'Et M.B.A., Pa France 
2,645,421 Retemtating Control Mechanism } P 4 k 
N.Y ISsig at 3! Business Mact rp., New York, N. Y 
2,645,422. Carriage Position Controt Means for Accumulation of Products 
Around a } Fined Decimal Point. Frederick W. F 1 We ynge, N. J 
} M é sting Machine singe, N. 
2.645 4 423. Multiplication Control Mechanism for Calculating Machines 
k ‘ Pt L Ves range. N } } t M roe : silat 
Ma e ( N. J. Illustration. 
pena ted Posting ‘Stand Samuel! Sega New York. N 
WwW nes } | 
2,645 546. Desk ack W. Stringe, Oak Park 
2,645,551. Time Recording Machine. Alfred precker, Freeport, N 
t ; B ness Machine New York N 
pinadibe Board with Illuminated Scal e 


2,645,707 


Granted July 21, 


2,645,816 


h 


2,645,923 


2,645 994. 
2,646 020. 
2,646 19. 1 
2 446,220 
2,646, 325 
2,646, 327. 


2,646, 33! 
2,646,333 


Granted July 28, 


2,646,748 


2,646,775 
2,646,776 
2,646,777 
2,646, 800 


1953 


Manufacture of Mechanical Bindings 
Combination Lock. Herbert B t 
Record Card Punching and Numbering Machine Fred M 
sham? N Y.. assigr ‘ ; .+ R Ma 
Tape ane gn tes Device Pa VW. oH jer 3S 
J Ts NV T 

Key-Driven Calculating Machine ph A. Valentine Turck 

f Felt and unt Mfg Illustration 
Arithmetical Device for Writing Instruments. Jack W 
Deck Yep Construction harles M. Abrahan A 
Desk or Table a Construction. Fritz A. Saaf, A ra 
A ; oment In 
Combined Cabinet and Desk 3 Br N 
Sliding Drawer Construction ; M. Abrahar n 
r . A . as Ts s + A + i pment 

1953 
Hand Stamp Type-Setting Device rae T. Brow r. Day 
Nat na . ash 7 7 +. r > + » 

Pencil A. Vierling, St. Pa M sssignor to Brown & 
Paul M 
Ball Pen Walter Sct 
Fountain Pen. Jorge S. Zaru M y, M 
Expansible Post Binder. Fred A. Ratcliffe, Rochest Norbert 


OFFICE APPLIANCES, September, 1953 





OF 


“We Inereased Our Business 











30% by Handling Clary” 


says JEROME W. RUDRAUFYF, San Diego, California 


“There are no ‘trick’ systems to learn with a 
Clary. I’ve found that one of my best selling 
points is Clary’s hand span keyboard. Show your 
prospect how it is laid out like the familiar ledger 
page. This together with Clary’s famous Thumb 
Add Bar lets operators enter whole numbers in 
one motion — cutting fatigue and boosting work 
output” 


Why don’t you look into all of the advantages of 
a Clary dealership. Just fill out the coupon and 
you'll get full details. Maybe there is an open 





territory. 


® “Clary’s excellent home office cooperation has 
certainly paid off for us. Our profits from sales 
of Clary Business Machines have increased 30% 
over past years. And, we've also enjoyed a 30% 
increase in our ribbon, rental and service work 


profits 


“This cooperation has enabled us to take best 
advantage of Clary’s liberal discount, its sales 
and service aid programs and its effective sup- 
port through local and national advertising. Tie 





this with Clary’s complete line of all-new adding 
machines and cash registers and you can see how 


our profits built up fast. 
CLARY MULTIPLIER CORPORATION 


SAN GABRIEL, CALIFORNIA 





“Selling is like shooting a gun. And since we’ve 








found Clary merchandise to be our best sales BUSINESS MACHINES 











———— 

speed, work-saving features and handsome de- Clary Multiplier Corporation, Dept. OA-93 

sign. Here are a couple of pointers that have ; San Gabriel, California 
> Ile. > ans » i adliate 3 ati ‘ 2 

helped us ‘bag’ a greater percentage of sales. Please send me immediately full information about the 
c many advantages of a Clary Dealership. 


“Have the prospect actually operate the Clary 


Vame 
when you demonstrate. He'll quickly learn that 
Clary’s design is simple, and enables even the Address 
beginner to take full advantage of Clary’s rec- 
s City ( ) State 
ord speed and get work out up to 48% faster, ¢§ ee 
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#102!/, 


#1051, LA 





Visit with us in space 539 at 
the NSOEA Convention in 


Chicago 


plete line for new and bigger 
profit possibilities. Or write 
for information 
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big fellows 
are 


moving forward 


New: No. 2160 Sofa 
Designed to sell fast! 


Today, more and more Big Fellows—successful 
businessmen—are furnishing new offices and re- 


furnishing old quarters. 


The Stanley line of fine leather furniture serves 
these Big Fellows best. Brings them comfort, 
convenience, pride of ownership. And the Stanley 
line profits you most. Enduring quality, prestige 
styling, and visible value assure you lasting cus- 


tomer satisfaction and repeat business. 


Inspect our com- 
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Ford, Brighton, N. Y.; said Ford assignor 


- ester, N. Y sid Ratcliffe and said Ryan 
perative Publishing Co., Rochester, N. Y 
2,646,801. Filing Unit eman R. Chambe Thompson Ridge, N. Y 
2,646,922. Ca sting Machine. Maxwell Edward Sime, Bayswater, Lon 
T National Cash Register Co Dayton, Ohic 
strat n 
2,646,927. Interlocking Mechanism for Calculating Machines. Christopher 
England, assignor to Bell Punch Co., Ltd 
stration 
2,646,928. Tens Transfer Mechanism. Charles A. Parker, Knoxville, Tenn 
Machine ¢ Knoxville, Tenn. tllus- 
a? n 
2.646.929. Independent Actuator Tens Transfer Device. Robert Gourdor 
+. A yme dite entre 3 Etudes M - a 
2,646,993. Clip Board for Holding Writing Paper. John Schwer, Pitts 
2? 647.171 Telept ¢ houlder Rest. Sydney E. H non, Evanston 





Burroughs Adds Electronics Division 


John S. Coleman, president of Burroughs Corpora- 
tion, recently announced the establishment of an 
iments division in Philadelphia, Pa. 

The new division will produce a line of electronic 
laboratory apparatus and other special devices. It 
will also offer to business a scientific computation 
service, employing the Burroughs electronic digital 
aboratory computer and other advanced computation 
ipparatus. In addition, it will make its facilities avail- 
able to the Armed Forces for the manufacture of elec- 
tronic instruments 

Growth of the products resulting from research at 
the Philadelphia laboratories, have achieved the stat- 
ire to warrant separate division, said Mr. Coleman. 
He also pointe ut that they will continue to be sold 


electronic instr 


hrough the company’s world-wide marketing facilities. 
Perry C. Smi formerly a department manager in 
he research activity, has been appointed director of 
the new divisi Lawrence T. Lapatka, former man- 
iger of the sound department of the engineering prod- 


1dio Corporation of America, has been 
ippointed sales manager. 





Joins Controllers Institute 
P. G. Larter, comptroller of The National Cash Regis- 
ter Company of Canada, Ltd., Toronto, has been elected 


to membership in the Controllers Institute of America. 
Established in 1931, the Institute is a non-profit or- 
yanization of 


line s of busine 


trollers and finance officers from all 
Total membership exceeds 4,100. 








e fa —s 
Fio- Ball Launches Gift Promotion ... 
s i y for expansion of its special promotion on tele- 


ind winter, Flo-Ball Pen now is making gift 

etwork and regional programs. The gift 4 

rutomatic retraction clip feature and its es - 

parent company, Clary Multiplier Corp. his 

ent broadcast of “Here’s Hawthorne,” CBS 

u pation }{ jram from Hollywood, shows the bespec- 

Haw r putting a handful of Flo-Balls in the pocket 
iber tor from Detroit 
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SOMETHING 


NEW 


AWAITS YOU... 





a ROOM 33/4 


CONRAD HILTON HOTEL 
SEPTEMBER 26-30 


Come See for Yourself! 


Hoosier Desk Co. 


JASPER, INDIANA 
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bythe 


"JUSTRITE” ENVELOPE LINE 
can be seen at the 


NSOEA’S CONVENTION and EXHIBIT 
SEPTEMBER 26-30, 1953 
CONRAD HILTON HOTEL, CHICAGO, 
BOOTH 54 
MAIN EXHIBITION HALL 


ILLINOIS 





. from Air Mail envelopes to X-Ray envelopes— 
85 types with variations of each— JUSTRITE can serve 
you better. Thirty-five years in the envelope field is 


evidence of dealer confidence. 


Your orders are handled faithfully and quickly— 
Two modern factories to serve you. Justrite products 


are sold through dealers only! We invite your inquiries. 


WRITE FOR PRICE LIST 





For Sis Sore rELig Service 


in Atlanta It’s 


JUSTRITE ENVELOPE MFG. (0. 


Atlanta, Ga. 


58-60 Gilmer St., S. E. 
In St. Paul It’s 


NORTHERN STATES ENVELOPE CO. 


300 E. 4th St. St. Paul, Minn. 
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ACME BULLETIN COMPANY, 37 E. zor ST., NEW YORK 3, 


N. ¥Y.—A new stalog features various ms manutea ed by 
mpany, all usable by banking institutior Product ustrated 
1 described include changeable name plates as well as bulletin 

y and menu boards of various + 


ASSOCIATE INDUSTRIAL DESIGNERS, PAD. BOX 12652, LOS 
ANGELES 39, CALIF.- 


Jescribing the tirm’s sorting equipment are now 


-Three new pieces of literature trating and 


3 by the 


npany. One circular clearly describes the various classes of desk- 
Je! sorters ng specifications and various applications. An- 
r folder gives specifications of the shuttle carriage Sort-O-Files 
rage racks and stands. The third rcuiar is & mposite of 
eeding two with some different istrations. The literature 


available from the above address without charge 


BURROUGHS CORPORATION, 6071 SECOND AVE., DETROIT 
32, MICH. The leaier 


advertising department of Burroughs re 


rful merchandising package, No. 2 of a 

ntaining many tips on promoting sales throuah the use 
ma rad spots, newspape sdvertisina, demonstration 
This package packed with samples of 








5 aterial condensed and arranged for quick reading 
easy reterence I+ serves as 4 nstant reminder to the 
terials made available to him by Burrouachs 
tw r é Tne package untoilds 
x sectior each with sample ket lisplaying and pre 
w selling tools. An eight-page magazine 
he package, keer } stea on new 
ne Making 164 $s *) 7 WwW 
J news of genere ] ade | No. 3 urren 
ra s pla O aS 


SEARY MULTIPLIER CORPORATION, SAN GABRIEL, CALIF.— 
| ts a yrs and branches is a ni eye-catching electric 
jold, iV ory anc hinese red, alona with a 





e, both in the Clary trademark triangle. Made 


jurable thermoplaque material, the s s 20 inches high, tube 
pg ‘ 

1 and may be used emrcientiy as 4 night light tor & window OF 

T counter trian sie wit + a light attachment 
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...to feel like this! 


Thousands of executives regard fatigue backache 
as something that “goes with a day’s work.” 
It needn't be! Not if that nagging backache 
is caused by poor seated posture, as so often is 
the case. If you want to feel your best, look 
your best (even at quitting time) — learn the 


secret of day-long comfort. 


MAIL THIS COUPON TODAY! 


Every busy 


executive 


should read 
this... 








= = 
| 
| | 
: 
DO/MORE DEALERS! | | 
l DOMORE CHAIR COMPANY, INC., DEPT. 954, ELKHART, INDIANA | 
, ithout obligation, please send _ free copies of the booklet, “FATIGUE | 

When in Chicago at the a - 
l BACKACHE | 
31 | 
National Stationery and : manus . 
Office Equipment conven- ! eumesie We ” 
tion, September 26-30... apeness | 
| | 
VISIT OUR SUITE IN THE | CITY, STATE — 4 
CONRAD HILTON HOTEL | Also hove seating specialist arrange 10-day free | 
| trial of a custom-fitted Do/More chair in our office. 
! 
Cee cee eee eae cum Gums cue aus ee ae ae a a ee ee a a a a a a a ao om a a aw a eee ew aenaene= 4 
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Do You Know 


that whether it’s the Lobby of that fine new plant in your town 


Or 


the 





Lobby of Powers Regulator Co., Skokie, Ill. 


Mr. R. C. Williams, Architect 


Preszdent’s Office 








GARLAND @ 
can give you a oo 
PACKAGED 

DEAL 


hit 
: 


| 
HI 


| ll 





- 
- 


4a COMPLETE 

DECORATING 
e~ DESIGN 
SERVICE 


President's Office, Powers Regulator Co., Skokie, Ill. 
Mr. R. C. Williams, Architect. 


Call on us in Suite 635A at NSOEA Show 


at the Conrad Hilton Hotel, Chicago, Sept. 26-30 


Genuinely NEW ideas in really distinctive Office Furniture 


Garland Furniture Company 


Creators of Fine Furniture 





1144 West Superior Street ° Chicago 22, Ill. 
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base. Orders and inquiries should be ad- 
department of the firm, at the above 


ENNIS TAG & SALESBOOK ot mela ENNIS, TEX.—One of 
d catalogs ever produced in the field 

illustrate and describe the Ennis line. | 

has detachable ring binder, tab index, 

t makes use of attractive color printing 








mportance of the Ennis firm, 45 years 
The #f ve sections definina Ennis pr du ? 


r salesbooks and checks, stock salesbooks 





manila and red taas, filing supplies 
se and sch supplies 
FLO-BALL PEN CORPORATION, 5356 RIVERTON AVE., NORTH 
HOLLYWOOD, CALIF.—Serviced free to dealers in 12 Eastern 
M fic Coast markets where the pen company 
radio and television campaigns, this 
nto a single tliat package. It nsists 
39 inches square, for window; a |6-ir 


: a vertical streamer, 12 by 24 inches 
nd a backdrop card for the 36-pen displa 


s done in four colors with the coronet | epeapera> expee’e’ DISPLAY RACK 
MEE BOOSTS BUSINESS CASE SALES 3O% 


THE FRITZ-CROSS COMPANY, ST. PAUL 1, MINN.—Three new 


als 
on 
‘ 





w availadie Tr TnIs firm. One sma 

hairs from the thrifty to manage 
+ business Chairs, executive, manage This self-liquidating display is making sales records 
, waveS 1A @ TETGe See among our dealers. Stocks and shows a complete 
mae ce dbase, One ~ ae line of Dopp-BiLT portfolios and brief bags 
sage. 5 Seer, nang tu in smallest possible floor space. 
er Size: 41%” wide x 63” high x 12” deep. 
THE GLOBE VERNICKE CO. NORWOOD, CINCINNATI 12. Keeps your stock always visible ... always moving! 
OHIO this green, red and white merchan- % A Middle West dealer volunteers: 
lie-cut cards available tor use with popular “I can conscientiously say this has increased our 
ke wastebaskets, files, index trays, gummed leather goods business fifty per cent.” 
7 Store in California says: “We have found 
anes gee that our sales... have increased 25%.” 
glidescet te. East Coast store reports: “It is our belief 
Resa stag that your method of display has greatly enhanced 
ate our sale of leather goods.” 


Be sure to investigate immediately! Let your 
DOPP-BILT representative tell you 
about this and other potent sales ideas. 


Nationally Advertised . . 





trays. These cards, with space provided ? 
may be inserted in the mer handisers ba k 
an be quickly built with this stand, available ar es oppe id nc. 
th eact 100.00 st) order of office 
; | é re ac 2024 $. WABASH AVE.+ CHICAGO 16, ILL. 


New York — 389 Fifth Ave. « Telephone MUrrayhill 3-5777 
Los Angeles — 712 Olive St. + Merchandise Mart Building 


Showrooms: 
GREAT LAKES FURNITURE COMPANY, GRAND RAPIDS. 
MICH e from this fir mes ina mprehens 
living speciticat 
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VISIT BOOTH 315 FOR SURE! | 


CIGARETTE URNS are 
BIG BUSINESS! 


Are You Getting YOUR SHARE? 


You can positively get that business, if you show the 
FRANKLIN line. Franklin Urns are in use all over the 
world—the finest and safest made! Many thousands of 
Franklin urns are used by al! branches of the government 
and armed services. The reason being that only Franklin 
has patented features found in no other line and Franklin 
offers the largest, most complete urn assortment in the world. 


EASY TO SELL » « » by using Franklin's beauti- 


ful 3 color catalog with illustrated urns. 


28 STYLES TO CHOOSE 
JUST THINK 16 STYLES IN CHOICE OF 5 COLORS 
SAND URNS with Franklin Safety Ledge Lids 


SAND URNS with Franklin Self-Cleaning Lids 
WALL HANGING SAND URNS with Franklin Safety Ledge 


Lids 
GRECIAN SPUN ALUMINUM SAND URNS with removable lid 
FIRE EXTINGUISHER CONTAINER SAND URNS 
WATER TRAP URNS that hold up to 3000 cigarettes with 
complete fire safety 


PAPER TOWEL URNS, PAPER CUP URNS, UMBRELLA URNS 




















Also see the Franklin line of steel and expanded 
metal wastebaskets. A basket for every purpose. Rea- 
sonably priced, too! Franklin streamlined fireproof 
waste receptacies, sanitary receptacles and Towel! and 
Toilet Tissue Cabinets. 


WELCOME TO PROFITS AT BOOTH 315 


Franklin Metal Products Co. \5, Ki" * 














: = Time's 
ie —< first assistant! 
STARK CALENDARS 












A quality line of stands 
and pads featuring all 
popular styles and sizes. Cal- 
endar pads are lithographed— 
on high-grade bond paper with the 
date in red and the monthly calendar 
in blue. write or phone 
Fast, 2-color lithograph printing enables us to for complete 


give you the best in quality and prompt service. details 
“IN CALENDARS THE QUALITY MARK IS STARK” 


GTARK CALENDARS 


100-112 BISSELL ST. ° JOLIET, ILL. 





3-0654 
PHONE 303° 
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prices, office planning information and a listing of supplementary 


materia Featured among this handy informat an auide s a cut-out 


n for office planning. Stressing the Modu-Desk idea, there are 
scale-sized pieces cardboard to represent each unit of Great 
Lakes furniture. Cross-sectioned graph paper is supplied with the 
scale models to give the buyer a clear idea of how much furniture 
an be efficiently included in his office. This material is available 
the company at the above location 


HIGGINS INK COMPANY, INC., 271 NINTH he BROOKLYN 


16, N. ¥.—The mpany has advanced the retail price ts draw- 

nk desk bottle in all colors and black (India ink) from $.30 to 

$.35, effective July 20. The last previous increase, from $.25 to $.30 

effect five years ago. These are the only price increases 

tem which Higgins has made in its entire 73-year history 

arg t Higgins drawing inks and of all writing inks 

naffected but certain related items and smaller adhesive: 

slso been advanced moderately as required by prevailing n 

almost a ases, the company says trade prices have 

been so adjusted as to improve the margin ot dealers ir ew of 
rrent high operating costs. 


JASPER wee COMPANY, INC., JASPER, IND.—Showing the 
n e furn ture from letter tray + r kcases,. this 


Jone, modernly designed pamphlet teatures pictures and 





St 3 ns for eact Tem. Besides the re jular items - kcases 
t abinets, telephone stands and tables, the booklet also shows 

the firm's letter trays, wastebaskets and stumers. Requests 
pies should be made direct to the compa 


KOL INC., 2507 UNIVERSITY AVE., ST. PAUL 14, MINN. 


New literature tirm is a npact tolding card istrating 
3nd Jescribing the tier ‘« ne ot stands The sales aid 3\< shows 
and optional equipment on the kK 90 Series. Different 

jel rubber casters are also on the attractive brown-toned mailing 


erate wig nit MACHINE COMPANY, BELLEVILLE, ILL. 


arton, aone in oran 1¢ ana wolack w De 
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estes 


STOW & DAVIS 


EXECUTIVE FURNITURE MANUFACTURERS 


GRAND RAPIDS 4, 


MICHIGAN 
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’ UU 


FORTY-FIFTH NATI BAL 






This internationally famous exposition, the first and largest Show of its kind in the 
United States, is expected and welcomed year after year by business management. 
They know it as “their Show because it presents to the entire business community 
the latest developments in everything needed to construct, maintain and operate the 


modern office. 


Most progressive firms will exhibit 


so that you may see the latest and best develop- 


ments. They will be glad to furnish complimentary tickets. 


26 leading management associations throughout the country have planned to have 


their members attend. 


OCTOBER (9th thru OCTOBER 24th 


Daily 1 P.M. to-10 P.M. + Saturday 1 P.M. to 6 P.M. 


RUDOLPH LANG, Managing D 


GRAND CENTRAL PALACE 


480 Lexington Ave., New York 18, N. Y. 


irector, 33 West 42nd St., N. Y. C.* PE 6-6760 





New York City, the world’s 
capital of business and 
finance, celebrates its 300th 
Anniversary and honors the 
National Business Show for a 
half-century of service by 
proclaiming Oct. 18-24, 1953 


BUSINESS WEEK 
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sales promotion and national advertis | 
nts and T-grade Inks. | 


- 
ne + 
pens, extra fC 


JOSHUA MEIER COMPANY, INC., 153 W. 23RD. ST.. NEW 


Album-Ette, new photo 


YORK tI, N. Y er display for the 


e. The display 


s deep and narrow t 





snd ntains a rcular showing aibunr 
Hold five sizes of the albums, six 
Jisplay may be hed free of char 3€ 


THE PARKER PEN COMPANY, reprise terse WIS.—''Gifts at a 

t »d selling help offered 
program developed especially 
ess than six pounds, the 


e display of merchandise 











awards and other 
business gift advertising mats, direct 


mplete engraving and 





2 new industrial sales 


jdressea to the tirr 





REYBURN MANUFACTURING COMPANY, INC., ROYERS- 
FORD, PA f Using Good Display" has been published | 

ible C k t instr + written in clear 

ustrated the book explains 

r use of color. how 

mbinations, numerous and eftective 

riais ana accessories, displays fo 

.s-stimulating window 

and the book can be obtained 

pr 

ROYAL METAL MANUFACTURING peer tie 175 N. 

MICHIGAN AVE CHICAS. i1LL.—T ustrated 15 

21( 25¢ 220 and 1230 lines « 
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B 
READY 
SELLER 
ar 


$1775 


TAX EXTRA 
INCLUDING 
TELESCOPIC 

EYEGUIDE 














Takes all copy up to 20 inches 


f A money-maker that is easy to sell. 





W— be Now the RITE-LINE Copy holder has 
the new Telescopic Eyeguide at no 





te extra cost. Takes all widths of copy 
EYEGUIDE CONTRACTED from a machine tape to 20 inches. 
nary em SS Self-contained, all-metal, compact, at- 
20" tractive. Requires no installation or 
service. Illustration shows it with LINE 


MAGNIFIER attached. Magnifier is 
extra equipment you can sell. 


EYEGUIDE EXTENDED 


For full particulors, discounts, etc., write to-— 
RITE-LINE CORPORATION, 1025 15th Street, N. W., Washington 5, D. C. 


Smartly Styled 


PORTFOLIOS 


ZIPPER RING BINDERS 
BRIEF BAGS + BUSINESS CASES 


A Quality Line, Carefully Fashioned for Business, 
School and Professional Use 









No. 804 
Sample Case 










Box-ferm Style 
with solidly reinforced 
bottom and gussets. 2 


pockets. Black or brown smooth 
top-grain ec »whide. Sizes: 16” «x 
11” x 6°, or 18” x 12” x 7”. 


Write for New Illustrated Catalog and Prices 


CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. * CHICAGO 6, ILL. 











265 











Sales and Profit 
With the improved 


ARCO OPEN RING 
Rubber Bands 






more count 
per pound 


. & 
quicker faster 
to pick up to apply 

s 
sturdier 
to use 





Secure remarkable, immediate results! 


ALLIANCE RUBBER COMPANY 


“Over 30 Years Band Manufacturing Know-how” 
ALLIANCE, OHIO HOT SPRINGS, ARK. SLIDELL, LA. 











STEEL TRANSFER CASES 





GRAY or GREEN 1 oven-boked finish 


See our display 
BOOTH 339 & 340 
NSOEA SHOW 


A Sturdy Recessed 
Base with Toe 
Clearance at Front 


@ Brass finish cardholder and handle 
@ Four rollers for ease of operation 


IMMEDIATE 
DELIVERY 


@ Index guide rod with brass knob 
@ Self-locking follower available 


OP FLIGHT PRODUCTS 


Company, Inc. 


6224 S$. Oakley Ave. WAlbrook 5-7100 Chicago, Ill. 





266 


ture pius secrefarial ¢ rure nai 
equipment by Royal. Described al: the booklet 
f Tory t tne caretully 5 3 4 
riptior upt tering materials. Inquiries for the ‘Execut 
> Fur Kiet snouiad De adcaressed tf the mpany at 
> at 6 


THE C. E. SHEPPARD COMPANY, 44-01 TWENTY-FIRST ST. 
LOM ISLAND 7 1, N. ¥.—Two new cate ect sre 
3 sd by this firm. The first, Sect Je 


prong binders and represents ar 


eaf binder. The se 1 cata 
siDie systems and equipment terest t kkeeping 
visible methods has mounted steadily ana ft ect nouid 
3} help ¢ Jealers in capitaliz 
500 s for sales force sy De Nad Dy writ 
; 


STACOR EQUIPMENT COMPANY, 768-778 E. — — AVE. 


BROOKLYN 3, N. Y. Recently released from this wW 
f » list No. 536 he new literature shows several price changes 
affect th Draftmaster 4-post drafting table and the 

' 4-5 dra able. Copies are availat 





Brothers Dissolve Partnership 

Wrona Brothers, office equipment and supply dealers 
of Elgin, Ill., dissolved a partnership of 22 years on 
July 1. William J. Wrona is retiring from business after 
selling his entire interest to his younger brother, Albert 
T. Wrona. 

The firm will continue to be operated under the same 
name at the same address with the addition of two 
salesmen and Harold Mengler, who will take over the 
work formerly done by the elder Wrona. The business 
was started in 1930 when Albert T. Wrona opened a 
shop for typewriter repairs and service in the home of 
his parents. He was joined by his brother and the part- 
nership was formed in 1931. Business grew until 1932 
when the Wronas moved into their present location. 

“It is with a feeling of regret that I am relinquishing 
my interest in the partnership,” Mr. Wrona said, “but 
I have reached what is generally considered the re- 
tirement age.” Following the dissolvement of the 
partnership, he left for Europe with his wife. They 
planned to stay for about two and a half months, dur- 
ing which time they hoped to visit Mrs. Wrona’s 
mother, now 82, who lives in the Saar valley. 





G-W Report Wins Award 


The annual report for 1952 of The Globe-Wernicke 
Co., has received the Merit Award from Financial 
World in its 13th survey of annual reports. This is the 
third consecutive year that Globe-Wernicke’'s report 
has been so honored. 

Judging of the more than 5,000 reports submitted 
was based on editorial and statistical content, format, 
and typography. R. H. Hammer, Globe-Wernicke’s vice- 
president, finance, directed the preparation of the 
publication. Production was under Kes Downing, sales 
promotion manager. 


| Opportunities i 


Want Trade Literature in Hong Kong— 


ant Building, 6 Des Voeux Road Hong K 
j ‘ t for office machines ; : siculators. adders 
ewriter > ¢ t portabie typewrite sre wanted, togetner wit! 
sts on other ma 
Desires Trade Literature.—W. J. Greene, Cart sie Printing and Supply 
87 S. Ma St.. Carbondale, Pa ently ar ed that a 
ery store is bé 3 added to the present busine He is anxious to 
ufacture saiogs end product 
Desires Lines—Reuben B. Wick, E, Wilson Bridge Rd., Worthington, OF 
te to represent snufacturers in the furniture statione aad is 
sting P and 


nia. M Ww k ss Deer n the reta 
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l distinguished names 


in Paper Fastening Devices 
Welcome you to the 


NSOEA CONVENTION 
both lines on display 


booth no. 83 


° be sure and see the New Versatile VICTOR STAPLER 
today’s best value in stapling machines 




















Intr oducing oO 


WESTERN’S 


Sashion-abte 





DESK LINE! 








We take great pride in presenting the very 
latest addition to Wesco’s excellent office 
equipment line. 
Styled for modern today, the ‘Fashion- 
Aire” offers maximum eye-appeal, all welded 
“battleship” construction. Calculated to 
defy the toughest usage, Fashion-Aire pro- 
vides utmost comfort, and is priced within the 
range of the most modest budget! 
Get the facts—then get set for all new 
buyer interest and increased sales activity. 






Check [hese leaned 


e Expertly styled with rounded edges, satin chrome trim, pleasing 











standard colors in baked enamel. 
@ Adjustable height from 29%” to 30%” as desired. 
@ Built to last with cross member girder construction. 


@ Drawers are interchangeable to suit the convenience of the 


customer and operate easily and quietly on nylon glides. 


@ Convenience tray and paper hood on knee space drawer. 


the 1500 LINE 





Built for years of 
durability and ease of 
operation, Wesco’s 1500 










Specification Sheets 







line offers the finest ao 
engineering ever built various 
into a maximum filing available 







space, at the lowest models 

possible price. 
Available in letter 

and legal file widths; See WESTERN MANUFACTURING 


two, three, and four COMPANY 
drawer heights. ~—~SUR ORAL — ira h6lUC(<i‘ia 
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There’s a System 


Address delivered by Elmer G. Rahe, vice- 
president of sales, The Globe-Wernicke Co., 
at the NSOEA regional meetings.) 


g “THERE’S A SYSTEM” is the theme of our discus- 
sion. Just hearing it by itself you could think that the 
word “system” refers to a magic formula for beating 
the horses. Or it might be a scheme for cleaning up 


in the stock market. However, most of those “systems” 
finally become “systems for going broke.” Thank good- 
ness there are other types of systems because I don’t 


imagine anyone in this room wants to go broke. For 
example, there is a systematic way to manage a busi- 
ness. And a part of managing a business requires good 
reliable filing systems which are a vital part of our 
office supply and office equipment industry. That’s 
what I want to talk about—filing supplies and filing 
systems 

Perhaps we ight to pause for a minute and deter- 
mine what our purpose is in the overall picture. 

We aren’t on the policy making level in the big 
national picture, but down at our own level where 
things really count we do form our own policy. And 
that policy really is important to us. 


Our Real Purpose 


Let’s look at ourselves at our own operating level. 
What is our real function in the business world? Our 
real purpose is not in selling 
a hundred gross of pencils like so many board feet of 

lumber 

or 

a million paper clips like so many bushels of wheat 
or 

a carload of filing cabinets like so many pounds of steel 
or 


a half million folders like so many reams of paper. 
Our real purpose is to serve business by selling “busi- 
ness efficiency” to our customers. There isn’t a product 
that we have to sell that cannot be interpreted in terms 
of what it does for a customer. It is going to make 
his business function better, quicker, at lesser cost, 


and help him a better job. 

If we don’t use that as our cardinal rule of operation, 
we are doomir yurselves to only a portion of the 
success that ld be ours if we would only sell every- 
thing in tern f service rendered. 

Let me illustrate with a story. A man stopped to 
watch some construction work in a large city, noticed 
two men toting bricks from the ground up a ladder 
to the bricklayer working on a scaffold. As one of 
these men came down for another load the man asked 
him what he was doing. The hod carrier replied in 
rather a disgusted manner: “Why any damn fool can 
see I’m carrying bricks.” When the second hod carrier 
returned for his next load he was asked the same 
question What are you doing?” He straightened 
up and proudly said: “I’m helping build a cathedral.” 


Serving Business 
What a difference in perspective and vision! Let’s 
try to get that same vision in our hearts. Let’s not 
just carry bricks. Let’s say: “I’m helping Mr. Cus- 
tomer to operate his business more efficiently.” If 
what you are trying to sell him won’t do that, then 
you have no right to sell it to him 
This principle of serving is the keynote of selling 
filing systems and filing supplies. That is important 
for us to remember 
Let’s talk about systems. We call them “filing” 
systems. This is actually a misnomer. They would be 
more properly called “finding” systems. The filing must 
be done so that the article can be found when wanted. 


It can be very embarrassing when you can’t find what 
you want 
Why should you, as a dealer, be interested in selling 
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LIFETIME STEEL 
DRAFTING TABLE 


from the profit line of 

STACOR LIFETIME STEEL 
DRAFTING & OFFICE EQUIPMENT 
NEW LIBERAL DISCOUNTS! 
Write today for illustrated 
catalog sheets and prices 











Industrial & Salesmen's 


SAMPLE CASES 


Made to Special Order to Fit Particular Needs 





Here’s Box-form style 
with zipper. Large capo- 
city, solidly reinforced bot- 
tom & gussets, exterior 
straps, handle, lock & other 
special features. Top grain 
genuine leather. Choice of 
several colors. 


QUICK DELIVERY 
Write for Catalog of Complete Line 


BRIEF CASES—PORTFOLIOS—BRIEF BAGS— 
RING BINDERS 


1670 MORROW ST. GREEN BAY, WIS. 
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Remember . . . 
in Upholstered furniture 
what you DON’T SEE is more 
important than 
what you do see... 







445 


and deliver 
maximum 
value both 
inside 

and out! 





No. 285 V 
Handsome Nie- You are cordially invited to visit ROOM 


ons aang od 550-A NSOEA Convention, Chicago, and 
modern office fur- 
niture. get the “Niemann Inside Story.” 


Oo R en ee ee | | 
Jur« Fat<7 erect Avelet<auw vee_ 


0 ST. AT LAKE SHORE DRIVE, GRIGAGO 11, ILL. 


-Miemann 





PRONG FASTENER 
BINDERS 


Available with or 
without prong fasteners. 


Durable, all purpose binders. 
Complete range of popular 
sheet sizes and capacities 
Red or Black Pressboard. 2 
pieces, cloth or scored hinge 
construction. Punched for all 





standard spaced fasteners. 


PRONG FASTENERS 


Attachable prongs or 





continuous-base prong 
styles. Light-weight 
steel. Non-corrosive 
finish. All popular 


capacities and c. to c. 


Illustrated 


won Today a Our 
omplete, age Illustrated 
NEW CATALOG No. 56 


ELBE FILE & BINDER CO., INC. 


P. O. BOX 951 FALL RIVER, MASS. 
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dling supplies and filing systems? This is a good ques- 
tion and unless we can show some good reasons, you 
won’t sell any. Here are some very good reasons: 


1. For the good of our industry. 

We have all seen the chain and variety store reach 
over into various fields, including office supplies and 
stationery. They are good merchandisers and the vol- 
ume of business they do in office supplies and sta- 
tionery increases every year. A recent issue of the 
NSOEA Desk Sheet pointed out how grocery chains 
were adding more and more items that are not 
groceries. It mentioned specifically stationery items. 
They are taking that business away from you and me. 
Do you like that? NO! And I don’t blame you, but 
what can you do about it. 


Improve Merchandising 
You can do a better job of merchandising in your 
own store. Thank goodness this is being done by a 
great number of our dealers. They have nice island 
displays, self-service, point of sale literature, attractive 
stores, good lighting, and attentive sales clerks. These 
improved stores help maintain our regular store trade 
position against the inroads of the chains. 


Build Prestige 
But, also, systems selling offers a way to out-sell the 
chain. We have an edge because we can do a selling job 
that they can’t possibly do with their counter clerks. 
Trained men can “render that service” that sells service 
instead of just a commodity. So we should plan to train 
and educate our men to. be capable of doing that job. 
This builds prestige for our dealer and establishes his 
ability to recommend improvements just as an experi- 
enced doctor prescribes for a human ailment. 


2. Service to Customers. 

Remember the vision I spoke of earlier of “building 
the cathedral”? Do you know what has happened to a 
lot of us? This story illustrates it very well. In the 
family who had just moved into a new neighborhood 
was a six-year-old girl in the first grade of school. She 
was afraid to go to school the first day in the new 
house because she thought she would not be able to find 
her way back home. Her father showed her the church 
right across the street and told her not to worry but 
to look for the high church steeple when she came out 
of school, and it would guide her home. Unfortunately, 
the little girl came out of the school that afternoon 
from the other side of the building and she couldn’t 
see the steeple. She began to cry and one of the 
teachers asked what the trouble was. She said: “I’ve 
lost the steeple.” 


Selling Efficiency 
Many of us have “lost the steeple” and forget that we 
must sell “business efficiency.” When you have lost 
the steeple, you have lost your most powerful profit 
making weapon. You then start to “carry bricks” in- 
stead of building the cathedral. The service that you 
render to your customer when you sell him a system 
that helps his business is a lasting, permanent service. 
His papers and records will be readily available so that 
decisions and action take place without delay. You 
save him time over his previous methods. This you 
can illustrate to him with actual figures. Because 
visible record examples illustrate this so much more 
effectively, I’m using such an example, although the 
same type of comparisons can be made on any system. 
Here’s how the salesman might itemize this infor- 
mation: 


In an 8 hour day, savings is 4.5 hours 
If wage rate is $1.50 per hour—$6.75 per day 
On a 5 day week this is $33.75 
In a year it will be $1,755.00. 
Wouldn’t you be impressed? 
That is selling service and efficiency—selling what 
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aul perfect coptes... 


They mimic Mama to a quack! Just as every carbon copy 
(even the last!) that you make with Queen Carbon Paper 





duplicates with remarkable clarity the original message 
time and again! Queen has dedicated itself to producing the 
ultimate in duplicating materials; in our laboratories 

great strides are being made to perfect them still 

further. That’s why you can count on Queen to 

bring you the /atest developments first. Follow 

America’s business leaders to increased 

office efficiency with Queen! 





ASK YOUR PURCHASING AGENT TO SEND 
FOR FREE SAMPLES OF QUEEN QUALITY 
CARBON PAPER available in 4 weights 





1055 Stewart Ave., Garden City, New York 


and finishes for all business needs. 





Manufacturers of: INKED RIBBONS, CARBON PAPERS, MASTER UNITS, CARBONIZED ROLLS, SPIRIT and HECTOGRAPH DUPLICATING CARBONS 
FACTORIES: Garden City, New York * Chicago, Illinois * Atlanta, Georgia 
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not just selling commodities. 

n are less than this illustration 

shows, it still is impressive. For example, if you 

nding a properly set-up vertical system 

a has had no system at all—just 

ter-skelter folders, and so forth, you know it is 

av least an hour per day. One hour per 

$1.50 per hour is $375.00 per year. 

He is still lite impressed so use that type of 
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t Ahead of Your Competitor. 

reason for selling systems. If you 

business efficiency” than your com- 
rights and expectations you will 
)] You do this by working out some 

toms problems just like I did a minute 

can save some time—and time is 


S 


Y a 


ago to show |! ¥V ne 


Selling the System 
iry store purchase of 5th cut guides 
the customer is not made aware 
that could be his with proper systems. 
ppeal has been made to him to appre- 

ve done for him. This appeal makes 
him his supplier rather than your com- 
petitor. So give him something to remember you by. 
Once he starts using your system he will maintain it 
and that means you should get the repeat business. 
Why are som the big companies like Remington 
sui ful at this? Because they know that 
echanics of the system the customer 
buy from them. That’s why they 
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Here is a famous illustration that 
seen dozens of times and most of us 
infortunately, forgotten: 
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Gross Profit 
$28.80 


Selling Price 


= 80.00 


+60 
3.40 
14.95 


15.48 


d amount 


0.20 $92.08 


ire used in this example.) 


Many times I’ve heard dealers who really know costs 
rofits irnover say that they would gladly 
mpet have all the orders for files if they 
just have the orders for supplies involved. But I 

t t for you to get both sales. Why ever 
without making a tie-in sale for 
now what happens most of the time 
t empty? The office gal stops in at 
me variety or chain store and picks 
d a box of folders. We are driving 


s is probal the most important part of my talk 
t across it will mean a great deal. 
n files and supplies. Don’t ever pass 
profits t t can be yours 
se of u o sell visible would never think of 
without cards for it. It won’t do the 


OFFICE APPLIANCES, September, 1953 














o.e3 Kh 'S 
TABLES 


by 





Send for Catalog. 
LEHIGH DESK CO., INC. 





Bethlehem, Pa. 


106 Duane St., New York * Factory: 

































\ 
‘ee 
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OFFICE EQUIPMENT DEALER 


Buitding upholstered lounge chairs and davenports for 
business use requires specialized knowledge. We know 
what these special wants ore and we have designed o 
line that fills the bill for office equipment dealers. There's 
a Stationer’s unit for any commercial application you run 
into. So .. . boost your furniture sales the easy way 
by dealing with the “Upholsterers to American Business”. 


Write for complete information on our line. 
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Vertical 
File 


ONE PIECE 
All welded construc- 
tion. Made of heavy 
gauge tempered 


steel. Finished ham- 
mer tone grey and 





office green. 
MODEL .-  & Packing Carton Weight 
4v a. wee 2 13 Ibs. 
6V a) 6S 2 17 Ibs. 
8V o ee” 2 22 Ibs. 


Kard-Keeper 


The Kard-Keeper is 
an all steel minia- 
ture filing cabinet 
to fill a long evi- 
dent need—filing 
business calling 
cards. Individually 
boxed. Available in 
prey. ooon and 
rown. Equipped 
with A-Z laden 
Extra indexes and 
cards available. 





MODEL mn ww 
1K 3” 44%," 98” 6 10 Ibs. 


Packing Carton Weight 


LIT-NING PRODUCTS CO. 


2694 Elm Avenue Fresno, California 
















- Is A Name 
~ Your Customers Know 
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AES : . 





You don’t have to sell many cus- 


tomers on Acco Products. Business 
men know them as the original and 
still the world’s finest system of 
safeguarding papers. And _ that 
makes it good business to feature 
Acco— fasteners, binders, folders. 


punches. 


ACCO PRODUCTS. Ine. 


Ogdensburg, N. Y. 


In Canada: Acco Canadian Co., Ltd., Toronto 





274 


customer any good. Why then, do we sell files without 
guides and folders? It doesn’t make sense, does it? 

Sell them together—like bolts and nuts—like ham 
and eggs—like tires and tubes. 

The real smart people do the job in reverse. They 
sell the system and what it will do for the efficiency of 
the man’s business and then sell the filing cabinets as 
an accessory, and it works! 

It is creative profitable selling. 

Also, your systems selling increases your sales on the 
equipment items. 

Related to the profit angle also is the increased sales 
of accessories items—filing shelves, card boxes for 
follow-up and cross-reference systems, desk trays, 
staplers, file stools, staple removers, scotch tape and 
dispensers, rubber finger stalls, label moisteners, per- 
forators, scissors, and quite a few others. 

Real systems selling is also profitable because if a 
customer has been sold on the merits of your system 
and what it will do for him, then you don’t have to 
slash the price for fear of losing the order. A fair 
price can always be obtained when a good selling job 
has been done. 


Using Common Sense 


Now I think it’s time to attack one of the bug-a- 
boos in this business of selling systems. There is no 
mystery to systems selling—it is not so difficult as to 
be limited to a few genius salesmen. It is common 
sense that actually determines proper filing systems— 
common sense with a keynote for simplicity so that 
a person endowed with only ordinary intelligence can 
handle the filing problems in an office. If an ordinary 
person must use the system then it must not be so 
complex as to be confusing. It takes mostly common 
sense to do a good job. Here is a simple outline: 

1. Make a survey of customer’s requirements. 


2. Analyze your survey. 
3. Establish recommendations and solutions. 
4. Prepare a written proposal outlining your proposi- 


5. Explain your proposal thoroughly to the customer. 


6. Ask for the order. 
Average Salesman 


We in our business are dealing with Mr. Average 
Salesman. We want to have him equipped with simple 
knowledge to handle 90% of the situations. When we 
come up against a tougher nut, then seek help from 
the supplier or from some paid expert. Here’s how 
Mr. Average Salesman would tackle the systems situa- 
tion: 

1. Makes a survey by going into the filing department 
and determines things like this: 

(a) How many drawers of filed papers are there? 
(Count them or measure the filed material) 

(b) How many guides per drawer are they using? 
(25 guides per drawer is an accepted standard) 

(c) Are there bulging folders? 

(35-50 papers per folder is accepted standard— 
never more than one inch) 

(ad) How many folders in each drawer? 

(Approx. 150 folders per drawer is average 
accepted standard) 

(e) Are there individual folders where necessary? 
(Where there are five or more letters with the 
same individual, separate folders should be set 
up.) 

2. Analyze the above information and compare with 
the simple measuring sticks and you are ready to 
start corrective recommendations. 

3. In making recommendations here is a suggestion 
I hope you will take to heart. Sell some established 
system. 

These systems are all well established and well de- 

signed to do a good job for your customer. The 
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Our Exclusive Diebold Franchise 
is Valuable Because... 


“QUICK Turnover 
Means Greater Profits” 


Diebold Equipment 
This photo taken in the Charles Ritter Company shows a Has A Reputation 


typical display of Diebold equipment. This progressive 
Diebold Dealer carries a complete line of Diebold protection 


° 
and systems equipment, and also the Flofilm microfilm line. For Quick Turnover 








EARL KOCHHEISER, Manager of the the Charles Ritter Company. They have found 
Charles Ritter Company, 77 North Main that there is a greater consumer acceptance 
Street, Mansfield, Ohio, and Past Presi- for Diebold equipment. It moves FAST, for 
dent of the N. S. O. E. A., says of the quicker profits and low inventory investment. 


Diebold line: There are still a limited number of Diebold 


“In the many years which the Charles Dealerships open in some territories. For in- 

Ritter Company has carried the Diebold formation on how your business can include 

line of business systems and protection the fast-moving Diebold line of protection, 

equipment, we have found that Diebold systems and microfilm equipment, write today 

has what the customer wants. Our experience has shown to the Dealer Sales Manager, at the home 

that we can do a greater volume of business with less office in Canton, Ohio. Dealerships are open 
investment in inventory with Diebold than with any other for part or all of the Diebold line. 


similar line. This fast turnover of inventory makes Diebold 
one of our most profitable lines.” 


Many Diebold Dealers have had the same experience as Liebold 


Canton 2, Ohio 


Serving business for 95 yeare 





You Are Cordially Invited . . . 


to visit the Diebold Clubrooms at the N.S.O.E.A. Convention, and discuss in detail a 


Diebold franchise. The entire Diebold executive staff will be at your service there, in Suite 


1518 - A, Conrad Hilton Hotel, during the entire convention. 
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selling of ordinary 5th cut or 3rd cut guides and 
folders is unjust to your customer. Basically all 
ire alike. They consist of: 

Primary Guides 

Miscellaneous Folders 

Individual Folders 

Expansion Feature. 


filing systems ¢ 


4. Write u imple proposal for the customer telling 
nim 
1. What we found out on the survey. 
2. What we recommend to help his business operate 
more efficiently 
3. Spell out what he will get and what it will do 


for him—use figures showing dollars saved. 
4. Ask for the order. 
hat sounds crude and simple and it is. But if 
we could get Mr. Average Salesman to do just what 
I outlined above, we would take a long stride in profits 
on supplies sales 

The above illustration was based on correspondence 
filing which is estimated to be about 90% of the volume. 
The request was made to discuss card filing and par- 
ticularly the problem of determining which ‘is the 
correct solution to a problem. 


Why Keep Records? 
rds kept? There is an easy answer to 
ztecords are kept to plan and control 


Why are ret 
that question 


business or other operations. Business executives must 
depend on accurate and available summaries on which 
to base decisions for action. By making the right deci- 
sion at the right time they guide their business to 
success. If the facts are hard to find or are not avail- 


able, then decision-making becomes a dangerous game 
of fortune telling. Of course a fellow could, with a 
remarkable memory, run his business by memory but 
this would get him in trouble. His memory might not 

be good enough 
You can do things with a record. WRITE ON 
IT or READ FROM IT. Remembering these two things, 
plus the type of control desired, helps to determine the 
and equipment to install. Let’s define 


type of Syste m 
these to avoid gument as: 


Vertic unexposed margins or title 
or 
Visible i.e. exposed margins or title. 

There, of course, are variations in both categories 
such as book visible and cabinet visible. I won’t discuss 
those variati let’s Stick to a basic fundamental 
and see if we arrive at a reasonably simple answer. 
Here are Ss leposts: 

Analyze the purpose of the record. If it is used to 


information at a quick glance—then 


ry) } (ort ‘+ 
slgnai certa 


visible is answer. If it is used for tabulating 
report at weekly or monthly intervals—then 
vertical would suffice 
So the USE of the record is the No. 1 guidepost. 


If posted t i referred to multiple times a day- 


If it signals important facts at a glance— 
If it is used control daily decisions—then visible 
would get the nod 
The Cost Factor 
This breaks down into two phases: 
a) Cost of the equipment 
b) Cost of operation 
Compute the tual cost of equipment and estimate 
the cost of operation both unexposed versus exposed. 
Usually, exposed type equipment will cost much more 
3c per card versus 17c per card on simple card sys- 
ems) bu other hand operation cost is less 
ise of ed 
EXAMPLE No. 1 
ST OF EG NT 
ert y s @ 3 $ 300.00 
Visible @ 17 1700.00 
Extra Cost of Visible $1400 90 
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ALL-ALUMINUM EASY CHAIR 


#501—Anodized Square Aluminum, Reversible 
coil Innerspring Construction, New Cotton Felt 
Filling, “BOLTAFLEX,” DU PONT “Fabrilite’’ 
or U.S. RUBBER “‘Naugahyde” Covers, Hard 
Rubber Arm Pad. 





e Another one in the Chaircroft Line e 
of Outstanding Aluminum Furniture! 





Ask for your copy of the New 1954 Catalog of 
INSTITUTIONAL ALUMINUM FURNITURE! 


uaircraft 


VANUFAC TURING 
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SPECIAL ANNOUNCEMENT 


of interest to all office machine dealers. 


DUPLICARBO wun 


DUPLICATORS 


Sizes 
9x14 
9x17 
14x17 







GIANT SIZE 
18x20 


5 COLORS AT ONCE 


Fluid and Pressure adjustments 
also 


VICTORIA 
DUAL-CYLINDER STENCIL DUPLICATORS 
with the 
REVOLUTIONARY INDESTRUCTIBLE STENCILS 


EXCLUSIVE TERRITORY AVAILABLE, DEALERS INQUIRIES INVITED 


DU PRINTS INC. 


1225 S. Main St. Los Angeles 15, Calif. 
see us at Room 664A Conrad Hilton 
NSCEA Convention, Chicago, Sept. 26 to 30, 1953 
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COST OF PAYROLL (1000 postings per day) 


Vertical—8 hours @ $1.50................ $ 12.00 
Visible—4 hours @ $1.50... . ae : 6.00 
Daily Savings....$ 6.00 

Yearly Savings....$1500.00 


EXAMPLE No. 2 


COST OF OPERATION VERTICAL VISIBLE 








Depreciation (10%) $30.00 $170.00 
Floor space ($3.00 per ft.) 45.00 60.00 
Total Annual Cost 75.00 230.00 " 


Per Day Cost 30 a -92 


Labor Cost Per Posting 
$12.00 + 1000 Postings .012 
6.00 1000 Postings 006 


Total Cost per Posting 
VERTICAL VISIBLE 


0 Postings per day .30 .92 
10 Postings per day .042 -081 
0 Postings per day .018 020 
100 Postings per day 015 015 
200 Postings per day 014 011 
500 Postings per day 013 008 
1000 Postings per day 012 007 
Savings = .005 per posting 


x 1000 


5.00 per day 
x 250 days 
$1,250.00 per year 

It seems quite obvious that our question is answered 
by this example. The system should be visible type. 

Note that at 100 postings per day cost is equal by 
either method. After 100 postings per day, cost in- 
creasingly favors visible. 

As a good general rule, if the annual savings is 25% 
or more of the investment in equipment, then the more 
expensive equipment is justified. This means that in 
four years or less the equipment will have paid for 
itself. 

It’s good common sense again! 

This brings us right back to our main theme. Sell 
it in terms of the service rendered to the customer. 
Keep the steeple in sight! 

To quickly summarize what I think is so vitally im- 
portant for all of us to know and to do: 

Sell a Service to business—not just commodities— 
don’t just “carry bricks.” 

Sell Supplies with every file—make this your system 
to good profits. 

Let me show you what those profits are—just imagine 
that these dollars are coming right out of that empty 
drawer. They are not phony bills—they are real dol- 
lars—and the profits you can have by selling supplies 
are REAL PROFITS. 

There’s no mystery to it: 

{ Show 
Your 
Just a 


Ca Extra 
| Money 
and you'll say too 


THERE’S A SYSTEM. And I hope you'll say “that’s 
the system for me.” 





Los Angeles Serviceman Wins Honors 


Al Dugan, ace Los Angeles serviceman for Clary Mul- 
tiplier Corporation, is the first member of the 1953 
Clary Producers Club, the company’s honor society. 
He became the first service department representative 
in three years to qualify for Card No. 1 by achieving 
the $24,000 sales total required for membership in a 
seven-month period. 





Houston Firm Incorporated 

The Johnson Ribbon & Carbon Company, Houston, 
Tex., has been chartered by Harris D. Johnson, Otis 
Hobbs and Mary D. Johnson. It will have a capitaliza- 
tion of $1,000 —JHR 
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at the NSOEA 47th Annual Convention and Exhibit 


in ROOM 520A 
Sept. 26-30 


the INSULATED FILE 


(( — “with a 
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GUARDSMAN 
\ i Insulated 
} | lz fl | | Files give 
iN } ° 
° protection 
ln hd © E y where it is 
NE most needed 


safety 
deposit 
boxes 


A real 
profit 
opportunity 








Complete line of 
A, B and C— 
T-20 Under- 
writer's and 
N.A.S.A. Labels 


GUARDSMAN COMPANY SAFE 


John Retertion 








LA PORTE, INDIANA 


VALENTINE SAFES 


America’s 
Biggest 
Safe 


Values! 
N.A.S.A. LABELS 


MAINLINER ONE 


(illustrated) 


rice 987.95 





the SAFE CHEST 


Combined “OF 


protection, 
ready for 
you to sell 
as one unit 


N.A.S.A. LABELS 





WRITE 
FOR 
LITERATURE 


—\ALENTINE 


SAFE & LOCK WORKS, INC. 














LA PORTE ° INDIANA 
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A full suspension, quality file at surprisingly 
low cost! 22, 20 and 16 gauge furniture 
steel used throughout. Dustproof, enclosed 
bottom shelf. Full suspension — 8 rollers 
to each drawer. Handsome forged alumi- 
num hardware. Beautiful baked enamel 
finish—green or gray. Also available in 
Grained Walnut and Mahogany. Legal or 
letter size—2, 3 or 4 drawers. Style shown 
here: 4-drawer letter file. Height 52”, 
depth 26”, width 14%”. Drawer clear- 
ance 12%" x 10%" x 25%”. 
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VISIT BOOTH 336 } of a 
NSOEA CONVENTION SEPTEMBER 26-30 : 
CONRAD HILTON HOTEL CHICAGO, ILL. 
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“yN smooth, swift rolling. Touch left pedal to drop 
or  — ees cirestar chewing cexb- and lock into firm typing position. Construc- | “TI 
peate Bae end priccs with declors’ diccounts tion: heavy gauge, welded furniture steel—set | 
up, ready to use. Two spacious, piano-hinged pare 


side leaves steady, absolutely level 16"x36" | to m. 
METALSTAND COMPANY, Pac. working space. Four handsome finishes: walnut, oa 


maple, gray, green. 


7516 to 7524 STATE ROAD terpr 
PHILADELPHIA 36,PENNSYLVANIA Other style METALSTANDS for every office use. | have 
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Store Planning and Trends 
in Self-Service Fixtures 


Address delivered by Pt S. Mitchell, 
Weber Showcase & Fixture Company, Inc., 
t NSOEA Regional in Riverside, Calif.) 


g THIS IS 1953 and it’s later than you think. Notina 
long while has business faced the opening of a new 
year with greater reason for confidence and optimism. 
The business ok in general and in Southern Cali- 
fornia in particular is good. 1953 is offering business 
opportunities unprecedented in recent years. Why is 
this 

In the first place, there has been a new change in 
the attitude of Government toward business. The end- 
ing of excise tax and scrapping of price controls are 
primarily responsible. Business reports tell us that in- 


creased sales in most lines of consumer goods are 
clearly indicated with full employment at peak wages 
for most of 1953 


Population Increase 
Therefore is a freshness and a newness and a 
confidence in t business outlook. Secondly, Southern 
California is experiencing a unique population trend. 
According to Mr. Butterfield, who is publisher of the 
West Coast D gist, people are coming to Southern 
California at the rate of 106,000 people every six 
months. Thi enough people to replace the entire 
population of Salt Lake City every six months. 


In excess of 1500 cars are crossing our border daily. 
According to the National Automobile Club, the first 
quarter of 1953 saw the greatest number of automobiles 
and people come to California since the inception of 
border recordings in June, 1922. In light of the new 


attitude of Government toward business and of the 
of population to the southland, ask 
tion, “Is my store in shape and is my 


| 44 
tremenaous influ 


yourself this 


operation geal to receive my share of this new 
narKket 

Self-Service 

Self-servic« ints for 30 billion dollars in annual 

retail sales al may go, as high as 40 billion or 


of the total annual retail volume 

This is quite a rapid growth since 
started self-service in 1921. 

not come about entirely because the 


approximately 

in the United St 

Piggly Wiggly 
Self-service ha 


retailer wanted it, but rather through a combination 
of appeal and nvenience to the. homemaker as well 
as necessity and perhaps desperation in some cases on 
he part of the businessman in order to meet the ever 
decreasing margin between rising costs and low profits. 
It is a case f practice running away with theory. 
Check-stands, | et-carriers and the absence of em- 
ployees to assist the customer in making a purchase 
does not insur e success of the self-service tech- 
ni These pertain to the method and there is plenty 
n for pment of the problems in particular 
1es of merc! ise under self-service. James P. Her- 
rin lirector of self-service operations of Walgreen 
Company, ha ymment to make: 


Proper Display 

The additi turnstiles and check-stands does 

nsure succe of self-service. Far more important 

rea sufficiently large to accommodate a sales- 

n properly packaged goods on fix- 

ires designed to display and merchandise these goods 
naximum advantage 

Self-service is virtually becoming more universally 

adopted each It simply remains for you, the en- 

terprising businessman, to venture forth and give ita 

try. The wide variety and assortment of items that 

have found inder self-service are indicative of 
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Designed and created by 


of 
Grand Rapids 







No. 860-R 
Revolving 
Chair 
All Walnut 


No. 860-8 
Overall 


Height—37 in. 
Width—25 in. 
Depth—28 in. 


Between arms—19"’ 
Height from 
seat—20" 


Both this and No. 
860-A, which is a 
matching leg chair, 
available in solid 
walnut, with either 
top grain or deep 
buff leather. 


Write for Illustrated Literature and Prices 





GRAND RAPIDS 
LEATHER FURNITURE CO. 


201-207 Front Avenue, NW Grand Rapids 4, Mich 


SALES IMPRESSIONS 


For only . a¢ 


Your name on your products . . . your own 
“AUTOGRAPHS” . . . deliver sales-stimulating 
advertising impressions a// day, every day, thou- 
sands of times a month for /ess than a penny a year. 
"AUTOGRAPHS" are just as appropriate, just as 
impressive and fully as sales es wn on a $2.00 
pencil sharpener or letter tray as on a $200 desk 
or typewriter. A flick of a solvent saturated brush, 
slight finger pressure, and “AUTOGRAPHS” are 
ready to start selling and keep selling your name 
and your products for life! 


*Based on per plate cost of average Dealer order. 


ADVERTISING IMPRESSIONS THAT S7/2K(/ 


WRITE TODAY 


on your letterhead for samples 
and literature. Dept. O-9 
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the following list. In first position, of course, are foods, 


Top Quality The rest are pharmaceutical supplies; men’s shirts, 
q@ STEEL AND WOOD hats and accessories; women’s shoes and hosiery; 


housewares supplies; camera supplies; sporting goods; 





seat cushions; power tools; sportswear; boy’s wear; 

S$ m ° k e r s a A s h T ra y s paints; pillows; handbags; gifts; bedding; lamps; elec- 
trical supplies; motor oil; ice cream sandwiches; china o? 
a n d Cc \e) st u m e r Ss and glassware; and toys; to mention a few. E y 


See them at BOOTH 142 What does self-service accomplish? First and fore- 

: most, the installation of the self-service technique in- 

NSOEA Chicago Show creases sales volume. Customers tend to buy the large 

ty economy size as well as buying more each visit to the 

store. Considering a variety of stores and businesses, | 

total store volume is increased 25%. Logically follow- | 

ing the increased sales volume would be the reduction 

of operating costs and overhead. Also contributing to 

the reduction of operating costs would be the fact that 
fewer sales personnel are required. 



















No. 155 


All steel cos- 
tumer. Sturdily 
constructed. Un- 
breakable heoks, 
ball turned ends. 
21” spread. 66” 
height. Finishes: 
satin ehrome, 
ers. olive green 

golden bronze. 
In Units of six, 
weight 60 Ibs. 











No. 140-X.—New 
modern design 
Extra heavy 11” 
base. 8” liner 
134” post. Ship- 
ping weight as- 
sembled ready to 
use about 19 Ibs 
Golden bronze, 
bright or satin 
chrome 


Stock Control 


The owner tends to buy more efficiently and intelli- 
gently because more stock is now out in the open where 
it can be controlled. Consequently, you can see what 
items are in demand and are moving. Your store tends 
to be more shipshape. The employees have more time 
and the stock is more logically located; therefore, it’s 
easier to keep clean. Store traffic tends to increase— 
nobody moves the goods but the customer. More traffic 


No. 320 Snuffer type smoner. By means more sales. People patronize stores and shops 





Gar ent cotineisie ven be emotion, where buying is made easy and convenient because Ol 
SE Tectlin ecigene 9° time is valuable to everyone. 
caeeme, ‘sasboary bronze,” golden Statistical data are not readily available in the sta- A 
eae, Aeneas werent (5 Me tionery field, but it is available in the food, drug and 
AW Gueters lndividesty Denes soft line retail outlets because these fields have entered 
WRITE FOR CATALOG OF COMPLETE early and to a significant extent into self-service. | 
RETAL AND Wese tne Nevertheless, the fundamental motivating principle, | al 
LA SALLE PRODUCTS CO. which is of course increased profits, brings about a | 


desire for self-service and is universally felt by all 
business people in the retail field 





2216 N. Clybourn Avenue Chicago 14, Ill. 








Raising Profits 
A recent study was made under the auspices of the 

SENTRY SAFES University of Illinois. They wanted to know about self- 
INCREASE DEALER’S service drug stores. The owners of 89 self-service stores 
were contacted and interviewed, covering a distance 
of 10,000 miles. A long list of statistical material was 
compiled, but I am only interested in one question, 
‘Why did you change to self-service?” 82% of the own- 
ers replied that they wanted to reduce the ratio of 
salaries to total store volume. It’s the proverbial prob- 
lem of the margin between cost and profit. 

A second answer was also noteworthy—they entered 
self-service in order to boost the size of the average 
sale. The average sale of the clerk-service store was 
49.8c, and the average sale under self-service jumped 
to 76.4c. This was an increase of 67.4% on the average 
sale. In the same study the chain store average sale 


PROFITS 





Dealers know increasing costs 
make it imperative they han- 
dle only fast-moving lines, but 
many have overlooked Sentry 
Safes as an avenue to greatly 
increased profits. Sentry Safes 
move fast as soon as custom- 





ers learn of the complete pro- had an increase of 89.6%. A variety store had an 
tection against fire and theft average sale of 3lc before converting to self-service; 
for such an amazingly-low price. Here is a quality, afterward the average sale increased to 82c. These are 


the results when retailers expose customers to the 


small safe, exceeding requirements, but undersellin 
: Atty ® merchandise and let them browse. 


the market. 
Reducing Overhead 
A prime example of how the sales force can be 
affected under self-service is a recent incident that 
happened in Macy’s Department Store in New York 
City. They sold $30,000 worth of $13.88 dresses through 
the medium of self-service. A Macy promotion of this 


Doctors, home owners, smal! business men and farm- 
ers need Sentry Safe protection. Supply this need in 
your area. 


We'll Be Glad To Send More Information type usually requires 145 salespeople. The event in 
question required only 45. 

DEALER INQUIRIES INVITED... How would you like to knock off 100 salaries from 

GET THE FACTS, THEN THE PROFITS! OF SAFES your payroll and still maintain volume? Of course, the 


“we stationery operation is not Macy’s Department Store. 

BR AYE PUNNETT CO. sage Nevertheless, the impact proportionately is just as sig- 
nificant when one or two or even a half of a salary 

oeneY 545 WEST AVE. - ROCHESTER 11, N.Y. can be eliminated from your payroll. A group of 208 
franchise variety stores is reported to include 120 

completely self-service units—9% salary costs able to 
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on the New Line of -~ 


No. 3018s... STORAGE CABINET 

with adjustable shelves, finished in 

bh MV : D W F S T baked-on olive green or office-grey 
enamels with lock in handle, insv- 

y lated doors, spot welded assembly. 


Shipped one per carton, set up. 


SIZE: 30°Wx 18°Dx72”"H «WT. 110 LBS. 


2 

No. 3672s .. STORAGE CABINET 
with adjustable shelves, finished in baked- 
on olive green or office-grey enamels with 
lock in handle, insulated doors, spot weld- 
ed assembly. Shipped one per carton, set up. 

SIZE: 36°W x 18°D x 72°H 

WEIGHT 135 LBS. 





FIRST AGAIN!...with a brand 
new series...streamlined with RADI- 
US CORNERS to match the trend of 
modern designing. Adds strength and 
beauty to an already successful line 
of cabinets and warbrobes. Manufac- 
tured in traditional Midwest fashion, 
with precision care, and finished in 
attractive, durable colors to make 
attractive pieces. Priced to bring you 
worthwhile profits, it will pay you 
to be among the first to stock this 
line. Take a good look at four of 
the items illustrated, with complete 
data about each. 


No. 3021w . . DeLuxe WARDROBE 
Finished in baked-on olive green or office- 
grey enamels with lock in insulated doors, 
spot welded assemby. With hat shelf and 
hanging rod. Shipped one per carton, set up. 
SIZE: 30°W x 21°D x 72°H 
WEIGHT 110 LBS. 


For further information write: 





No. 2415s... STORAGE CABINET 
Finished in baked-on olive green or 
office-grey enamels, with adjust- 
able shelves, and lock in handle. 
Spot welded assembly, shipped one 
per carton, set up. 


No. 2415w .. WARDROBE 


Same specifications as above ex- 


cept with hat shelf and hanging rod. 
_* 24”°Wx15"Dx66'2"HeWT. 100 LBS. 
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“TiP-TOP” 
WOOD TRAY 





DANDY AGATE 





CARD TRAY 


“CHALLENGE” 
CLIP BOARD 













SALES REPRESENTATIVES 






S. C. McKee, Louisburg, Kansas 
Kelly Carlson, Chicago, Illinois 
Joe Shanks, Knoxviile, Tenn. 
Morgen Parish, Aurora, Ill. 


Charles Byram, San Francisco, 
Calif. 























POP’LAR OAK TICKLER 
SELL HEDGES 

\s Make your Chicago visit to the 

re NSOEA Convention Pay by be- 

a? coming a Hedges dealer. 








pasar 
Be Rl rnpOX FILE 
BOX FILE 





HEDGES 
TRANSFER FILE 





HEUGES MANUFALTURING CUMPANY 


Makers of Files and Filing Equipment 
WENTWORTH AVENUE .. . CHICAGO, ILLINOIS 
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handle the 120 self-service stores, whereas 12% salary 
costs can only handle the 88 clerk-service stores. 

Out of the 110 wholesale chain and association ex- 
ecutives, 82% indicated that self-service was the an- 
swer to the r competitive problems in the retail 
f the problems of self-service? Pos- 
sibly param most of your minds is the factor 
concerned with pilferage or shrinkage. As a rule, 
shrinkage is less than %2% in the drug fleld. One study 
was made entitled “Self-Service Gathers Momentum 
in All Fields,” by S. O. Kaylin, editor of the Chain 
Store Age, and which was reported in the administra- 
tion edition. He indicated that shrinkage was 242% 
inder conventional clerk-service operation, but was 
reduced to 1! inder self-service. The shrinkage be- 
comes secondary when viewed in the proper perspec- 
tive of the entire store operation. It then becomes 
negligible because of the high rate of total store volume 


increas¢ 


What are some 


Proper Packaging 

ms large in the scheme of self-service. 
attractive, it must have “eye-appeal,” 
ble to sell itself. Included in the pack- 
iescriptive, informative labeling, or 


Packaging 
It must be made 
and it must be 
aging should 


the contents must be clearly viewed by the customer, 
r both. The package must have the characteristic to 
stack conveniently or otherwise be easily handled or 
displayed. According to Woolworth, “To see it, is to 


sell it 
How do customers feel about self-service? In regard 
to the same study under the University of Illinois, 
85.9% said they liked self-service; 9.4% gave dissenting 
Use Eye Appeal 
An excellent example of what the package can do 
or “eye-appeal” can do, is the bookstore business. Pub- 
lishers and manufacturers spend thousands of dollars 
nn \ manufacture of books and attractive 
they arrive in the bookstore they 
on the other or side by side in such 
nly expose the back binder which is 


lisplay. Unless the customer had a 
specific inters an author or a story, he would not 
be inducec hase a book 


treme, is the pulp magazine business. 
You may or may not condone this type of cover, but 
you must agree that there is tremendous motivation 
and “eye-appeal.” In addition they are properly dis- 
played or inexpensive wire racks with the face of the 
book in full f the customer. These displays are 
usually placed in the sales area which has the heaviest 
traffic and therefore are accessible to the customer. 
The result yusiness in the pulp magazine field. 


Combination Service 
10U go with self-service? Perhaps the 
reatest asset that you, the independent businessman, 
ustomers of your community is a 
friendly, personalized type of service. However, this 
n cases will no longer hold you in 
be ise of high operating costs, high sal- 


h ha a complete conversion to self- 
vi the extent of turnstiles and check-stands 
ild be a n bold move, because there are some 
items in a stationery operation that would not be 
lered as naturals for self-service. Therefore, we 
ination of self-service in order to 
i he ¢ mic burden, plus a personalized 
service on some items, thus retaining the personalized 
atmosphere in your store, is the most practical. 
take the form of possibly 20 feet 
to 30 feet or an entire wall in a high wall, self-service 
it: or tiered self-service island displays in 
nventional wall units. The most 


’ 1? “7% 
well-Service 
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Every office needs “ANDAL” TyPad to 
cut nerve-wracking noise. This new 
sound-absorbing office machine pad 
effectively reduces clatter and vibra- 
tion to a minimum. TyPad features 
luxurious, decorator-fabric insepara- 
bly combined with \4-inch of dense 
foamed latex. Good-looking . . . long 
wearing . . . TyPad won't noticeably é 
increase the working height of office 1s 
machines. For quick sales ... quick FD 
profits, sell “ANDAL” TyPad. Available ¥ 
in 3 sizes (1 1x13", 10x17” and 15x17”) 7 
with dark green or gray fabric on WP 
light green foam. ben. 





* Another “ANDAL* Foam-Fabric Achie: ement or Write for 
-_ sample 
ANDrews-ALoerrer 





COMPANY 


Akron 10, Ohio 


1169 Home Avenue . 


128k4-AA-F 



















INTERCHANGEABLE 
PLASTIC NAMEPLATES 


Beautiful, dignified. rmanent, personalized, all Acme plastic 
name plates are Etecchangeaiiie . . » can be changed instantly 
with new name inserts . . . make changes to suit your require- 
ments. Illustrated are the popular models. 


No. GO0!, desk type, gray; 
No. 60i, brown, size 14" 


by 6%”. 
type name plate 


for desk, size 
ed by 10”, 
black baeck- 
ground, gold 
lettering. 
No. 604, desk 
style, vertical, $ 00 
can be read from 
both sides, size 
2” by 10”, black 
background, gold 
lettering. 


No. 605, wall 00 
style name, S 
. 5 


Ne. 602, transpar- 
ent door style name § 50 
plate, size 2” 4 
10”, name on blac 


background, geld 
letters. 


Ne. 605, trans- 
parent easel $300 






can be ree 
from beth 
sides, size 
a” i WO, 
—_¥ o> 
New name inserts can be leering. 
ordered as required at rea- 
sonable prices. Prompt delivery . 


today. 


ACME PRODUCTS CO. 


406-408 North Van Buren St. Green Bay, Wis. 


. order your requirements 
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presents 
ROYAL FAMILY OF SMOKERS 


KING QUEEN PRINCE 


‘ornrues eee, eS | | | | | 
(eee eee FES SE FF CF ef fi 


This Coronation Year, SMO- 
KING proudly presents Plated 
Metal Smokers that are regal 
in splendor . excellent in 
construction. 


“THE QUEEN” Made 
to the Queen's Taste” 
available in two finishes— 
Polished Chrome, overall and 
Statuary Bronze, overall. 
Packed 1 to a Carton. Weight 
15 lbs., 1% diameter Tube, 
11” weighted base resists tip- 
ping—Big 11” Tray with 8” 
Glass Liner. 





Write for NEW Complete 
“Coronation Year” Catalog. 


G 


PRODUCTS, INC. 


111 PIONEER STREET 
BROOKLYN 31, N. Y. 








at 


“TWIN-POST” 





Extra Value Features 
To Help You Sell 


NEUBAUER “TWIN-POST” 
Adjustable Steel Shelving is 
stronger, more rigid at the vital 
points — corner posts. NEU 
BAUER “TWIN-POST” de 
sign is actually 2 posts with 3 
strong corners (see inset) 
Shelves fit tightly . . . ever 

thing stays in line. Smooth, 
beautiful and strong—adaptable 
for most shelving needs. 

18 and 20 ga. steel shelves 
range in 25 sizes from 24”x9” 
to 48”x24”, 16 ga. posts from 
6’ to 10’. Olive Green or Air 
line Grey baked-on enamel 
Special colors available. Built 
to last, priced to sell es 
wonderful repeat order builder 




















‘ we'll quote through you 
Write today for complete in 
tormation. 


Ask about NEUBAUER 
‘TWIN-POST” Basket Racks 
for school and factory locker 
rooms. 


2017 Central Ave. 
Minneapolis 18. Minnesote } 





NEUBAUER MFC. CO. 








popular plan, however, is a combination of self-service 
wall and center units. 

Sears, Roebuck & Company is probably the greatest 
merchandiser in the retail field today. This company 
is considered a veteran in the field of Self-service. 
Therefore, it would be significant to take a quick 
view of their program. Sears has adopted “simplified- 
selling” in order to capture the “walk-out” dollars. 
Most of their stores do 70% of the week’s business in 
30% of the total business hours in the week. And, 
some of their stores do as high as 75% of the total 
week’s business in 8 or 9 hours. Therefore, there are 
periods when each sales person has from 8 to 10 
customers all wanting to make a purchase 


Results of Self-Service 

Sales personnel simply did not have the time to 
meet the demand. As a result, “walk-out” dollars 
because customers did not consummate purchases they 
wanted to make. Findley Williams, manager of Sears 
Nationai Store Planning & Display Department, had 
these comments to make regarding their hardware 
division. He said that they felt the job was to free 
the sales clerk from the mechanics of completing a 
sale, particularly on the 50% of the self-service hard- 
ware items. He further stated that the man who 
stands around looking at the power tools may want 
to buy an expensive item, but that they would never 
know that he did if the clerks are too busy to ask— 
because the clerk was occupied with another customer 
who was purchasing a 50c screw driver. 

In summarizing self-service we can state these facts. 
Self-service produces high average sales. It produces 
greater sales volume for a given capital investment. 
It results in higher sales per clerk. It conforms to the 
customers’ shopping habits. And finally, it does not 
detract from the professional environment of the store. 


Aesthetic Appeal 

Store planning plays a major role if you are to 
have a top operation. The consideration of a self- 
service type of an installation affords a logical oppor- 
tunity to re-evaluate and appraise anew your entire 
store operation. This means floor plan, traffic circula- 
tion, control, parking (if you have two entrances), 
light and color, all in terms of good merchandising. 
Good store design incorporates the “aesthetic appeal” 
as well as “sales appeal’ so necessary to putting the 
customer in a “buying mood.” 

Sound merchandising is primarily centered around 
the classification of goods, of which there are three: 
impulse, convenience and demand. Demand goods are 
usually placed in the rear of the store, thus permitting 
impulse sales as the customer traverses the store. 

The cash register and wrapping counter can be used 
to great advantage as traffic pullers and logical focal 
points for impulse sales. Impulse goods are most 
advantageous when located in prominent points in 
the sales area. These are additional profitable sales. 
Convenience goods as a rule are placed mid-center 
to form group displays and intermingled with asso- 
ciated products. “Everything in its place, and a place 
for everything” makes for efficient merchandising 
and operation. 

Traffic Considerations 

“Merchandising controls store design,” therefore, the 
highest traffic areas should take the merchandise 
with the quick appeal, highest unit profit and fast 
turnover. 


How can and sales be handled? 
Assuming that there was no increase in total floor 
area, one variety store operator, after making the 
conversion to self-service, added 49% more effective 
space. This was accomplished by “opening up” the 
store—eliminating the dead space for the clerks and 
replacing pre-selected merchandising fixtures with 
attractive self-service, tiered, island displays, thus not 


increased traffic 
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Here's the Best Buy 
in OFFICE DESKS anywhere! 


QUALITY EYE APPEAL AT EXCEPTIONALLY LOW COST 


No. 42305—SINGLE PED- 
ESTAL FLAT TOP DESK 
—Top 42 x 30 x 14” 
thick, Rift Oak and Plain 
Sticed Walnut. Panels & 
drawer fronts of Rift_ Oak 


No. 60321—Executive 
istand-style Desk. 





ing device. All-steel 
island, adjustable as 
to height. 





Wainut and . 
Let us ship you a PREPAID SAMPLE on an absolute 100% return guarantee. 
Freight charges invoiced to you after you say you're completely satisfied. 


Visit our exhibit 
on the 6th floor of the 
Conrad Hilton Hotel 
at the N.S.0.E.A. Con- 
vention in Chicago 
Sept. 26 30 





Write for Catalog of Complete Line of Desks & Costumers 


MANUFACTURING 
COMPANY 


220 Institute Place 
CHICAGO 10, ILL. 











NO. 1400 SWIVEL ARM CHAIR 


A beautiful new example of tra- 
ditional Fritz-Cross craftsman- 
ship. Encased coil-spring seat, 
foam-rubber padding, Seng-lron 
mechanism. Available in a full 
range of coverings and colors. 
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WITH PRIDE.. 


THE FRITZ-CROSS 


“1400” 


EXECUTIVE 
OFFICE SUITE 














Two perfectly-paired chairs of 
distinguished design and super- 


lative construction the last 





word in quality, comfort and 


character. 
* 


THE FRITZ-CROSS CO. 


300 East Fourth St. 
ST. PAUL 1, MINNESOTA 


1953 





NO. 1450 SIDE ARM CHAIR 


This handsome chair harmonizes 
with Model 1400, has the same 
structural features. Coil-spring 
seat, foam-rubber in seat, back 
and arm rests, rubber-cushioned 
chrome glides. 
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NOW-the sales-successful 


H-H-M SAFE RECORD FILE 
in 4, 3 and 2-DRAWER MODELS 


LETTER AND LEGAL SIZES 











Ordinary steel files which offer practically no more resistance to 
fire than wood or fibre files are fast being replaced by insulated 
files with certified protection. 


Today, office appliance dealers are concentrating, with marked 
success, on selling the new type of filing equipment that provides 
full protection for records at point of use. 


’ The H. H. M. 4- and 3-drawer Safe Record Files have passed all 
of the exacting tests of the Under- 
writers’ Laboratories, not only for 
resistance to fire but for endurance 
against drop or impact, and carry 
the Class ““C”’ (fire and impact test) 


label. 


ert. Ca 


Important features: a_ safe-ty 
combination lock (optional) on the 
top drawer; each drawer has auto- 
matic boltwork with finger-tip con- 
trol;* caster bases (at slight addi- 
tional cost); cross tray files available 
for both letter and legal sizes. * 


HERRING - HALL - = 
SAFE COMPANY ws 


a 


Hamilton, Ohio[> a Sp 


~ 
“@ 
*sans*® 


2 


Inquiries are invited. Complete 
new catalog will be sent on request. 


Better Sellers 


at 


Better Prices i? 


because they‘re | 


a ae) 8=—Cl 


Superlative 
craftsmanship re- / 
lated to the latest ¥: America’s finest mfg. of better-made 


alatdeldslicl aia-tit: i a upholstered leather Office, Home & | 
hy : Institution furniture. . er | e ° 


plus competitive 
FREE! write for NEw 1953 — 


prices... assuring 
illus. catalog O-1 


a greater sales 


volume. 





Bout 


FURNITURE CORP. T.V., Magazines, Newspapers. Mat service available 
42 Greene St., N.Y, “S=--. 


Rh Laat ARATE BEARS ES SE REESE TEE» 


As seen by millions on Nationally advertised 
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welcome 
nsoead 
convention 


Make plans now to visit our Factory and show- 
room while you’re in Chicago for the NSOEA 
Convention. Phone MO 6-0614—we'll arrange to 
pick you up at the hotel—only a 10 minute drive. 











Also available in ex- 
ecutive, clerical, secre- 
tarial and conference 
models. Regular Wal- 
nut & Softone finish. 


Representatives 





Fred Deutsch 

Rt. 7—Box 415 
North Haven Road 
Dallas, Texas 


William (Bill) Tonkin 
3515 Griffith Pk. Blvd 
Los Angeles, Calif 


Dedicated to Wood Desks for 70 Years 


tra. 














Write for your new Central Desk Catalog 


DESK MANUFACTURING COMPANY 


454-456 NORTH ARMOUR STREET « CHICAGO 22, ILLINOIS 








NEW IMPROVED 
HEAVY DUTY STEEL 


TYPEWRITER & UTILITY TABLE 


Perfect for office, home and factory! 








A GOODFREND 


constructed and built to last. Solid one-piece embossed table top has 


ers and full piano hinged drop leofs. 
that ore edge-rolled, and superior underconstruction re- 





economically priced typewriter table that’s ruggedly 
Heavy gouge furni- 


for extra rigidity. Mounted securely on E-Z Roll 
asters, this table is finished in a gleaming baked 
enamel, scratch-resistant finish. 20° x 16” top with 


two 9 x 16” drop leafs 


Shipped K.D., individually cartoned. 





PRODUCT GOODFREND MERCHANDISING AID 
eaten nin Suggest and Sell! 
SS eee Suggest secondary uses for this versatile table to 
a atteon dee your customers—such as o serving cart, sewing table, 
a T.V. stand, portable bar and extra buffet in the 
home. 








GOODFREND 


METAL PRODUCTS 


1019 East 75th Street Dept. OF-9 
Manufacturers of Steel Specialties 


Chicago 19, Illinois 
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Quality Merchandise 


thats KARLO 


A typewriter stand you can sell at a reason- 
able profit and be sure your customer is satis- 
fied. The many features of Karlo stands make 
them the ultimate in 
typing ease and effi- 
ciency. You have 
more to sell than 
“just a stand” — 
here you can sell 
quality. 

Send for folder 
describing these 









MODEL No. 1 . 
METAL stands and explain- 
— ing the many ex- 
ADJUSTABLE clusive features of 
FROM . . ts 

26 TO 38 this line that “is out 
INCHES 


of the ordinary.” 


* Eye-ease 

* Natural typing angle 
* Efficient 

* Adjustable 

* Portable 

* Practical 


Karl Manufacturing Co. 
32 Ionia Ave. S.W. Grand Rapids 2, Mich. 






Patent 
““p90s84a8"" 











“OUR SEATING MUST 
Vy, 


LAST FOR YEARS | 
» ...that’s why we chose //~— 
ma Krueger over all =“ 


<< 


‘LOOK AT THESE FEATURES! 


\ @ Double-beaded channel 
steel frame 
~ .@ Correct posture seat, 
>. backrest 
> ® Positive acting seat guide 
®@ Rigid leg stretchers, 
 @ Rolled seat edges 
‘ Extra strong seat brace 


ese gliders or white 
- gubber feet 


e Krueger features include: 1—Positive acting seat 

eh insure against collapsing or frame spreading 

Mw, sturdy rigid heavy gauge channel! frames 

r V-brace folding pivot within channel for 
rt — prevents binding or sticking. 


Write for ¢ 
descriptive catalog 
of complete line. 





only permitting wider aisles and freer flow of traffic 
but also increase the selling cubage of the store. 

Did you know that 90% of the nation’s buying is 
done by women and most women turn right upon 
entering the store and follow the path of least re- 
sistance? I imagine this fact alone would affect and 
alter some stores represented here today. Men shop 
more hurriedly than women; therefore, a portion of 
self-service in your operation would be an accom- 
modation extended by you to the busy professional 
and business man. 

Fixtures designed with the characteristics of flexi- 
bility, adjustability and “eye-appeal’” are the most 
practical because they permit you, the store owner, 
to adopt merchandise and displays according to sea- 
sonal change and buying pattern. 

The cantilever construction of high self-service wall 
units permits long portions of continuous shelving 
without dividers every 3 or 4 feet to detract the eye. 
This continuous shelving attracts the eye when the 
customer takes his initial glance around upon first 
entering the store, thus permitting him to view the 
merchandise clearly and follow its continuity 


Individual Considerations 

Merchandising controls a store when it is designed, 
and therefore should receive top consideration in store 
planning when in competition for the customer’s eye 
Therefore, individual store characteristics such as 
bright colors, large spaces, high ceilings, and objects 
should be eliminated unless they can be turned into 
merchandising advantages. 

Light and color are eye-catchers—two very impor- 
tant elements in good store design. Combined taste- 
fully, they can induce a state of mind conducive to 
any kind of buying. Hence, high self-service wall fix- 
tures with the properly extended, lighted cornice 
eliminate shadows and highlight the merchandise. 
The addition of warm pastel color as a background 
to emphasize the merchandise, creates ‘“eye-appeal”— 
hence, “sales-appeal.” 

More can be accomplished with color and much 
more color can be used than is generally realized. 
There are no hard and fast rules, except that vivid 
colors are unsuitable in areas where they might detract 
from the merchandise. However, used with proper 
lighting, they can draw attention to feature displays. 

Of course, store colors should always suit the mer- 
chandise and never be more important than the goods 
on display. For example, a men’s store should be 
dignified and soothing; a jewelry store should have a 
muted background; and a stationery store should be 
gay but conservative, utilizing pastel colors. Proper 
use of colors can make a narrow store look wide and a 
high ceiling appear low. 


Once Inside 


Store fronts are your silent salesmen 24 hours a 
day. Does your customer have the feeling of being 
let down when he enters your store? Furred down 
ceilings help to departmentalize a store. Wall paper 
above equipment can be used effectively to accentuate 
a department. Wall ends in wood panels, wood louvers 
or planters, breaking up plaster surfaces add a keynote 
to modern design. County Stationers in Ventura used 
wood louvers to excellent advantage. 

Here are two cardinal rules to remember in good 
store planning. First, DON’T OVER-DESIGN. Good 
designers say, “When in doubt—leave it out.” Sec- 
ondly, CONSIDER THE CUSTOMER FIRST. Forget 
your personal prejudges. A store is designed for the 
sole purpose of making money for you—the owner— 
and to ring the cash register, not to create a monu- 
ment to a personal whim. 

What is the future of self-service? Perhaps the 
greatest under-statement of the year would be that 
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Ss the dealer who 
wants to build his pres- 


tige—to have the pleasure, 
honor and profit of furnish- 
ing outstandingly beautiful 


offices. 


Carlton-Surrey craftsmen proven by 
years of creative styling and manufactur- 
ing only the best, offer their services 
with the confidence and enthusiastic 
know-how of those accustomed to pro- 


ducing distinctive office furniture 














For expert help on thet difficult 
contract job ‘pho 
Glendale 


arlton -Surre 





Some choice territory still 

for qualified firms 
oF monufacturers’ repre- 
sentatives. 


ne 
1-2538—or write 











Eleven Commerce, $.W., Grand Rapids 2, Michigan 


a distinguished 


name to discriminating buyers 




















filing efficiency 
rugged construction 
smart styling 
over-all economy... 


for 
for 


fo 
for 


= 


SELL 
WELHAM FILES 


We'll have these popular full-suspension and roller- 





channel suspension filing cabinets on hand to greet 
you in booth 348, Conrad Hilton Hotel, Chicago . . . 
September 26 to 30. 


Come in and see the features 
that make it easier to sell. . . 





Write TODAY for illustrated 
catalog and prices! 


WELHAM METAL PRODUCTS CO., MICHIGAN CITY, INDIANA 
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SSS]]SSSSSSS ee Sj | 
GREAT THINGS TO SEE IN EXHIBIT ROOM 509... a 
STATIONERS 


am) Qonurntion News om 


PUBLISHED BY CENTRAL CAN COMPANY * 2415 W.19th ST.,CHICAGO 8 


WHAT’S NEW? 


PROFIT-WISE STATIONERS PLAN 
ON VISITING CENTRAL’S EXHIBIT 509 


IT'S WORTH SEE DEVELOPMENTS | WORLD'S FINEST 


LOOKING INTO | AT THE CONVENTION |  QRRICE BOND BOX 
IN EXHIBIT ROOM 509! — secte Better 






































oo” —e_@ © © ad ‘ 
VY ASILINGTHOYIs - “AD i Pow | bbe 














% } . ~ * eee sa? ~~ 
NOySiCIs Trvouces «uc con. 
scou.ed “ilyim: poueers” 2t with [Cur mayor, cum Poies comnuss! mer : , 
a ee ee J oe, P ’ ii Cutside ceter Duyers stil *rere 
Weedaceday i cea’ rurt Uci- jou.d yuosi of our City-Connteil .rem-| kert ont but'ths wmorket WWednceday 





New Counter Display of 


BAINBRIDGE 
“HOLD-THE-PHONE™ 


THE ORIGINAL DEVICE FOR 
“TWO-HANDS-FREE” PHONING 


THIS NEW DISPLAY VISIT OUR 
wins ATTENTION! | O°}'Ts 
Creates INTEREST! NSOEA 


CONVENTION 


Builds SALES! EXHIBIT 


@ Twelve “HOLD-THE-PHONES” in each compact space-saving free 























display. 
@ Made of gray rubber. Does not discolor clothing fabrics 


@ Greatly increases telephoning efficiency and comfort by freein g both 
hands. 





@ Retails at 50c 


‘BAINBRIDGE, KIMPTON, & HAUPT. INC. 


Office Equipment Distributors 
WHOLESALE STATIONERS 


218 GREENWICH ST. NEW YORK 8, N.Y. 
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Desh Pad and Chain Cushion 
HEADQUARTERS 


SUITE 504 q 
Conrad Hilton Hotel 
NSOEA Convention 
Chicago Sept. 26-30 





Styles to Suit Everyone 
Desk Pads & Accessories 


FOLDING DESK PADS 


several styles in fast selling folding pads 
for office use (All Varieties) 





VISUAL DISPLAY BINDERS 
| Steady, profitable sellers always. 








wy WORK DISTRIBUTORS 





\N PHONE BOOK COVERS 
«a : | | WRITE TODAY for illustrated 
catalog of the complete line 


. you need it! 





















AMIE 





hye nee THE: 
DESK PAD ACCESSORIES 


, ;' CHAIR CUSHIONS 
beautifully designed matching accessories for CG is! _. A G @ 8 styles end sizes to @ every need. In- 


tly styled desk ds. 
smartly esk pads dividually wrapped. 


9 N. JEFFERSON ST. RERSSRGMRSeSSER CHICAGO 6, ILL. 














© TEMPO ALL-ELECTRIC 
OFFICE PRINTER 


for speed—efficiency—beauty 


IN STENCIL DUPLICATING 


Zo  @ TEMPO FILM 
(7 es 
STENCIL 
will produce better copies 
than any other stencil, regard- 


less of typewriter used for 
cutting 


© TEMPO INKS 


Designed to produce beautiful copies 
and meet your specific requirements 








WRITE FOR CATALOG showing complete 
line of Tempo Duplicators, Stencils, 
Inks and Accessories 


























nt eemaneiiemameune patel 4 
(Ja. PO MILO HARDING CO. | 

ae oer 434 W. Pico Bivd., Los Angeles 15, Calif. 
M | L 0 H A R D i N G cuneinammmn nani Please send illustrated catalog | 
COMPANY | elite 8 | 
Established 1904 elite | 
434 WEST PICO BOULEVARD, LOS ANGELES 15, CALIFORNIA puree | 
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No. 260-OH Desk 





For particulars or litera- 
ture... write... ask 


for new catalog. 


One of the many schools equipped with <— 
“WORDEN” Blonde finish teachers desks. e 
Worden Desks are available in many sizes, 


designs and finishes, appropriate for such W orden Company 


installations. P. O. Box 805 . Holland, Michigan 


























rears _ 
eh — = | 
7 a assistance | 2 
hn are, : -| 
wm ¢) The handsome Bentson TOP-FLITE steel fiin | “2 | | 
i i cabinets are quality throughout... qua ‘ | 
i built into the basic construction and in fae 
Ss anes Baste Welded steel inner + ; " | oF ae 4 
+e Paiyehires nee po . 
/ i sd = 4 
| Yt | 
Ayes } 
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THE BENTSON MANUFACTURING COMPANY - AURORA, ILLINOIS 
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the self-service technique is here to stay. In fact it 
is entrenched firmly in America’s shopping habits- ; Te) aeiie FILE a 
and they like it. Every business should be geared for 
the long pull with operating principles adapted to M A ; L | N G TA 34 L FE 
build sales and profits over the years, regardless of 
what happens in the short run from week to week. 
We feel that self-service is absolutely necessary and 
mandatory if the independent businessman is to realize 
his greatest store volume potential. We also believe 
that approximately '4% to % of the items involved in 


the stationery operation can be properly and success- 
fully merchandised and displayed on self-service 
Store owners are pleasingly surprised with the success 
they experience after conversion to self-service. Wher- 
ever it has been tried, it has been very successful. ‘I 
hallenge yi to be successful 





















NO. 3002 ALL 

ST SORTING 

Fi 2” DEEP. 

. 60 IDE, 19” 

Borrowing Money From Your Bank HIGH aos ant 

STEEL TABLE 30” 

By William G. F. Price, Vice President, bE ; vee. 

Bank of the Manhattan Company, New York . ane 

m THE ABILITY to obtain money when you need it, AMEL 
is as necessary to the operation of your business as is 
1 good location or the right equipment, reliable sources 
yf supplie nd materials, or an adequate labor force. 
You may have a line of products to sell with people 
willing to buy. Yet, unless you have money in the 
bank to meet the payroll and to pay your bills, you 

ire not il 1 shape 

There are various sources to which small manu- 

facturers turn for funds. Among these, for example, For additional information send for 

ire commercial and industrial banks, factoring com- FREE Literature giving Company 


Name and Title to 





panies, commercial credit concerns, and certain Gov- 


ernment agencies. Although each of these can be of , 
eon NGLe $ ¥ eae Inc. 


value to smaller business, one of the most common 





groups to which managers look for help is the com- DEPT. 3, PLAINWELL, MICHIGAN 
mercial bank. Yet experience proves that many small 
plant executives do not understand clearly how to do 
business with their banker. That situation prompts 
this aid 

What is the banker prepared to do for small busi- 
nessmen? What can you do to make the relationship 
between you and your bank more effective in your 
wn interest? The following sections are designed to 
answer both of chese questions 

Banking Services 

Banks are f course, service institutions. Among 
the major facilities they provide, some of the most 
important to small businessmen are: 

A safe place to deposit funds; 

». An efficient way to collect checks and drafts; 

3. A source of advice with respect to financial 
natters 

4. A means of borrowing money to supplement the A typical installation of the Huntington 190 series 
funds which the business man has in his business 


That last function—borrowing money—will be dis- — ‘ 
issed here in greater detail Yurniine ty HUNTINGTON 


The Banker’s Point of View 


lending money, the banker must keep certain - always m good Jase 


























Wher 
firm obligations in his mind. He must comply with the 
pecific laws and regulations which govern the opera- Designed by Jorgen Hansen and Jens Thuesen P a 
tion of banks. He must also keep prominently before to please the most particular client = = 
him the debts which he owes his customers in the The Huntington name is your guarantee of - $ 
orm of d In the main, the funds which he quality materials and workmanship E< s? 
lends are not his; they have been entrusted to him 23 35 
by his depositors. To fulfill these two obligations the tied es z 5 
banker is compelled to know as much as he reason- MAIL TODAY LF 3s 
ibly can about the people to whom he lends his deposi- es 2% 
tors’ money. This is where the borrower can be of ' 2% 2 
, : . > eo Ss: 
immeasurable elp to his banker—in his own self- ; HUNTINGTON = 3 2 
teres foals) Vi-meel-le)-) wale). Fi 
maieiaed, 0 ; | st 
Have the Answers Ready ENSTON , WSF ae : 5 
Before a banker is preps ake . os Ss & 
_ Before ; nker i prepared to make a loan he must Permanent Showrooms: Huntington, Chicago and New York | & S 25 
eel satisfic vith the answers to these five questions: 
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KOL 1000 SERIES 


4 shes? sf 


M VERSATILITY—Not just one 


stand but a matched series 
for every office need. 


i STRENGTH—Al!l welded 
steel construction 
 FINISH—Baked enamel 


over resin primer in three 





colors 
M LEG ROOM—No braces to 
catch dust or stockings. 
M QUIET—No bolted joints. 


M QUIET—2” soft rubber cas- 
ters are standard 

> casters optional 
Mm QUIET—"NOISESTOPPERS” 
A KOL exclusive—rubber 
sockets insulate stand from 












Larger 





casters 


Write Now For Your 
KOL CATALOG 


KOL INC. 


2507 University Ave 
St. Paul 14, Minn 


al 











STANDARD 
} EQUIPMENT 


middd 


)Rubber Cush- (2Brakes (2-1/2" Rub- 3” Rubber 
joned Glides ber Casters Casters 

















: tam 


Eliminates need for floor costumers or 
cloak rooms. Val-A-RAK opens from a 
sturdy piece of attractive matching wall 
furniture into a 19 x 12 x 13 In. closet. 
Handles wardrobe of six people. Allows 
floor beneath it to be unoccupied for 
easy cleaning. Gives room an unencum- 
bered appearance. When not in use 
folds up into space of 19 x 12 x 3% in. 
Made in blond, walnut and mahogany 
wood—and either conventional or mod- 
ern styles. 


All this for only $19.50 


(suggested retail price) 


Write for Illustrated Literature 
& Dealer Discounts 


4356 Nicollet Avenue South 
MINNEAPOLIS 9, MINNESOTA 
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1. What sort of person are you, the prospective 
borrower? 

2. What are you going to do with the money? 

3. When and how do you plant, to pay it back? 

4. Is the “cushion” in the loan large enough? In 
other words, does the amount requested make suitable 
allowance for unexpected developments? 

5. What is the outlook for you, the borrower, for 
your line of business, and for business in general? 

What sort of person is the borrower?—the first ques- 
tion—is by all odds the most important of the five 
The character of the borrower comes first. Next is his 
ability to run his business. 


See the Banker 


There are few problems on this score where banker 
and borrower have known each other for many years. 
Nor are there apt to be obstacles where the business 
is well established—even though banker and borrower 
are not intimately known to each other. Experience 
and the operating record speak for themselves. 

But what of the case, where the banker and the 
prospective borrower do not know each other in ad- 
vance? What if the business has no long-established 
record? If these conditions describe your own situa- 
tion, the answer is to go in to see your banker and 
discuss your situation with him. He will want to help 
vou, and he may be able to offer specific recommenda- 
tions. 


Taking the Initiative 


For the future, here is a suggestion which may make 
your banking relations more satisfactory from now on. 
Whether or not you foresee the need for a bank loan, 
make it a practice to visit your banker at least once 
a year. When you do, give him your figures (more 
information on this will be covered later). Discuss 
what happened last year, and go over your plans for 
the year ahead. Then, should you need to borrow in 
the future, you have laid a sound foundation. Your 
banker, thus, does not have to “start from scratch” 
to learn what has happened in your business. Nor are 
you, as a potential borrower, and your banker faced 
with the difficult task of understanding each other 
under the pressure of a request for an immediate 
loan. The relationship has been established well ahead 
of time. 

You might say, understandably enough: Why doesn’t 
the banker take the initiative in approaching his 
non-borrowing depositor? 

Basically the answer is that he does not do so for 
fear that the client might misinterpret the banker’s 
interest as an unwarranted intrusion in his affairs. 
The initiative, therefore, generally is left to you, the 
businessman. 

A good deal of time has been taken on this question 
of “What kind of persons...” because it is the most 
important of the five. 


Advance Planning 


What about the use and repayment?—the second 
and third questions. These points should be consid- 
ered together. The banker will always want to know: 
What is the borrower going to do with the money; 
and how and when does he plan to pay it back? 

The answer to the first of these two questions usually 
determines the answer to the second. On the one 
hand, if the loan is made to acquire seasonal inventory 
or to carry accounts receivable, for example, it should 
be repaid in a few months. On the other hand, if 
the money borrowed is to be used to buy fixtures or 
equipment, the loan is likely to be outstanding for a 
considerably longer period. It is the earnings on the 
investment in the latter case, not the cashing of the 
asset, which will provide the means of repayment. 

What can you, as a borrower, do about preparing 
answers to the two questions? As a first step, before 
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OUR NEW CATALOG 


BEAUTIFULLY HLLUSTRATED 


NOW AVAILABLE 


















BUILDS 
REPEAT 
BUSINESS 








... see usin 
SPACE 223 


NSOEA 
CONVENTION 





x 
qi * “S@zaone 


AMERICA’S MOST VERSATILE 


DESK LAMP — GOES ANYWHERE .. 
The newest GENERAL desk lamp has an amazing 
amount of eye appeal and a surprisingly low price! 

mes in both two tube and one tube styles. The 
finishes are fused on for lifetime wear. Condenser 









es radio interference. All parts U. L. ap- 
ed. Takes T8, 18”, 15 watt tubes. 
FOR TWO TUBES 


No. 612 for two tubes, statuary bronze with brass 
No. 613 for two tubes, gray with brass 


RETAIL PRICE 
TWO TUBE MODEL 







FOR ONE TUBE 
No. 610 with one tube, statuary bronze with brass 
No. 611 for one tube, gray with brass - 
* COMPLETELY 
ADJUSTABLE 


Ge eswal, LAMPS MFG. CORP, ELWOOD, IND. 


OVER 50 YEARS OF LIGHTING SINCE 1896 
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VINGS AND CONVENIENCE ORDER TUBES WITH LAMPS 


























See “CALCA-DIAL” 
Demonstrated 
Booth No. 363 

at 
CHICAGO 
EXHIBIT 





\ 
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GATHERING 


Sell Your Customers RACKS 








Jf Advertised to Your Customers In 





8 MODELS 
Retailing at 
$10.00 to $25.00 e AMERICAN BUSINESS 
e THE OFFICE 
s e MANAGEMENT METHODS 
e GRAPHIC ARTS MONTHLY 
Needed By All e INLAND PRINTER 
Offices That 
Write for Dealer Franchise Today! 
Collate Daily 
eta EVANS SPECIALTY CO., Inc. 
and Thee 404 N. Munford St. Richmond 20, Va. 


wy 








Get the Catalog that shows 
the Way to Greater Profits... 


Wholesale Stationers’ Catalog 
Does Just This 





I, 


2. 
3. 


¢. 











Aes Koul 


Quantity Discounts on all small quantity orders increase your unit profit on every sale. 


You get a better turnover on your money because we maintain more than adequate inventories on 
every item we offer. There is no need for you to invest in heavy inventories. 


Nationally advertised brands give you a strong position in your local market. 


Loose leaf style of catalog permits us to keep you up to date on prices and product information so that 
you are always priced right for every sale. 


Get started with PEARSON Today . . . Write for your copy of our handy catalog... 


Ws FREE for the asking! 


. aS ee 


G. S Pearsaun Co. we, ARLE So. Dearborn St., ~ 5, Illinois 
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SEPTEMBER SPECIAL! 


MORE SALES ROYAL TYPEWRITER 
FEATURES Model KHM 


M RE Above 2,000,000 Series. 
° SALES 100% OEC Reconditioned, 50 


Ready for Sale. 
































Led by architects and of- 
fice planners the trend is 
to Office Valet wardrobe 











equipment. By keeping Many other unbeatable values in 

yraps dry, aired 

to germ ‘killing light this TYPEWRITERS + ADDING MACHINES + BOOKKEEPING MACHINES 
modern steel equipment CALCULATORS + ELECTRIC TYPEWRITERS * CHECKWRITERS 


helps prevent spread of 
epidemics and resulting 


aheenteciem, Weape evens From one of America’s largest wholesalers of 


“in press” helps employee used, rebuilt and reconditioned machines. Prompt, 
morale, saves floor space. dependable service anywhere in the world. 
locker rooms evils. | Famous for high quality—low prices! 

Widely advertised in gen- SPECIAL OFFERING OF (lap en ene: acenparer a 
eral business, institution- 

al and trade magazines, RECONDITIONED OFFICE EQUIPMENT CORP., 

this line offers an almost ——— 298 Broadway, New York, 

weaned eopereunty ~~ AND SELECT ROUGH COrtlandt 7-9091 

offices, ries, schools ——_—_—__— 

and institutions. MACHINES Please send me Dealers’ Wholesale 


Price List No. 400-B. 
Send coupon today for 
easy-to-read listings 
of these and hundreds 
of other values. 


CO Hice Equipment Corp. 


298 Broadway, New York, COrtlandt 7-909! 


Nome 
Address 

















VOGEL-PETERSON CO. 


121 West 37th St. «© Chicago 9, Ill. 











| Atlast...STRAIGHT TALK 


on merchandising — 


Key pointers you can apply 
in any business of any size 
to move goods faster 











e Just HERE is a crystal-clear guide- 
pa er cli s Out! book of the really essential 
% features of sound merchandising 





—proven operational rules that 


sta ples MERCHANDISING will increase the efficiency and 


economy of your efforts, broaden 
markets, and lower marketing 
clam S PRIMER costs. Fast-reading, written in 

p picture-primer style, it helps you 
plan and evaluate each phase of 


t ° By BUD WILSON merchandising, from product 
ag wire design through point of sale. 


President of Twining Sales Corpora- Takes up each of your major 


tion. Formerly with R. H. Macy & A os 
merchandis decisions, fur- 
Company, Young & Rubicam, Old erchandising = 





There is nowac ste line ishi >hecklists of factors you 

The is now a comple te line of ARMA Town Corporation, and Hanscom Bat — be we te ommiing 

Products to fill your office supply needs ing Corporation. any product in any market! 
\rma Gem Paper Clips; Arma Giant 216 pp.. Hus., $3.95 womanceesoseses 


lips; No. 1 and No. 2 Ideal Clamps; : , 

or oe 5 Ne S liees Coe is. B. WEISS, Direc- 
Arma Standard Staples; and all standard tor of Merchandis- 
gauges of Tag Wire. Write direct or see ing, Grey Advertising 


your jobber for ARMA—The Quality Agency, Inc., says: “I 
recommend Mr. Wil- 


I l 
| McGraw-Hill Book Co., 330 W. 42 St., NYC 36 
i ! 
i l 
| ! 
son's book not only _ (Print) | 
l ! 
| ! 
r l 
| ! 
| l 
| | 
i | 
| | 


Send me Wilson's MERCHANDISING PRIMER for 
10 days’ examination on approval. In 10 days I 
will remit $3.95, plus a few cents for delivery or 
return book postpaid. (We pay for delivery if you 
remit with this coupon; same return privilege.) 





' Line! 


, Name 
to the sales executive, 


Pittsburgh Cut Wire Co. | 2: 


tives—but also to the 


Address 
City Zone State 


Company 


1120 Galveston Avenue . Pittsburgh 33, Pa. advertising, and most 
certainly to the copy, 


executives.” 


Position OA-9 


This offer applies to U. $. only 3 
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€-THRU clear plastic rulers and 
drawing devices give you a com- 
plete line to feature for back-to- 
school. Their high quality and mul- 
tiple utility have won world wide 
renown, They're priced for profits— 
designed for eye appeal— 
a real “Golden Rule” line, 


Send for Catalog. 





RULERS @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS @ OTHER DEVICES 


Fates (Onpany 


Cc ONN U.S A. 


HH} 
| 
Uj} 


Thy i] | IF 
ii] ‘Fill lew | 
WOW 


HAR TF OR OG 











METAL PRODUCTS, INC. 


— For A Good Deal In Steel Shelving! 


Service, Dependability, and a line of products that 
make dealing with ESTEY a lasting pleasure! 


a 


e Interchangeable Parts 


e Wide Selection of Sizes 











Adjustable Spacing 





Optional Parts 








Easy Erection 
Rust Proofed 
Quality Finish 











Write for our Catalog of 
Products, containing Iilustra- 
tions, Specifications and Di- 


mensions 


2 t8 Y 


METAL PRODUCTS, Inc. 


1 Catherine St., Red Bank, N.J 
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you talk to your banker about a loan, decide for your- 
self how much money you need, what you expect to 
do with it, and how and when you plan to pay it back. 
Then explain your plans to your banker, accurately 
and in detail, so that he may understand your program 
clearly. 

Is there enough of a cushion in the loan?—that 
fourth question—is often the cause of honest differ- 
ences of opinion. The borrower, for his part, may be- 
lieve that there is enough cushion, when as the banker 
sees it, there is not. Each may be right from his own 
point of view. 

If the banker is satisfied with the answer to the 
first three questions, he can make a loan on only one 
oz these two bases: 

1. Financial statements setting forth the condition 
of the borrower; or 

2. Collateral pledged. 

If one of these two conditions is not met, the banker 
may run into well-merited criticism from the bank 
examiners. These examiners have a duty to perform 
in the interest of the bank’s depositors and the public 
welfare. 

Adequate Figures a ““Must”’ 

It is worth noting, too, that while statistics are 
not available to prove the point, it is probable that 
banks, on the whole, lend a good deal more money to 
business on the strength of figures than they advance 
against collateral pledged. The two basic financial 
statements they use are the balance sheet and the 
profit-and-loss statement. Bankers and borrowers have 
a common interest, not an opposing one, in what 
these figures show. The businessman is interested in 
the solvency, the profits, and the growth of his busi- 
ness. The banker for his part, wants to make loans to 
businesses which are soivent, profitable, and growing. 


Long Range Plans 


That statement does not imply that bankers invari- 
ably insist that profits and growth be achieved in each 
and every period. There are times in the life of many 
businesses when both may be well-nigh impossible, 
for the time being. In the long-range plans, however, 
profits and growth, as well as solvency, are common 
aims for both borrower and banker. 

The balance sheet, then is the major yardstick for 
solvency, while the profit-and-loss statement is the 
chief yardstick for profits. A continuous series of 
these two statements, over a period of time, is the 
principal device for measuring growth 


Informing the Banker 

Before you ask your banker to lend you money 
without collateral—just on the basis of your figures 
remember that he can do so only if you furnish him 
with enough information to enable him to form a reli- 
able opinion of the soundness of his risk. It would 
clearly be unwise for the owner of a ship to ask the 
master to take the vessel to sea, but deny him charts 
and navigating instruments. It is equally unwise for 
a businessman to ask his banker for a loan, but deny 
the banker the means by which he can steer his course. 

When you plan to borrow money, you can do your 
part toward building an effective banking relationship 
if you will make available, willingly to your banker: 

1. Your balance sheets and profit-and-loss state- 
ments. 

2. Other financial data—where needed—in sufficient 
detail. To illustrate: A financial report which shows 
the “aging” of accounts receivable is much more in- 
formative than one which shows only the total amount. 

3. Financial reports at sufficiently frequent inter- 
vals so that the banker does not have to guess at what 
is going on in your business. 

4. Balance sheets and profit-and-loss statements 
prepared by acceptable certified public accountants. 
This suggestion should not be considered as casting 
a shadow on the integrity of borrowers. Again to 
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A New Product with Great Demand 


REVERSE SIDE CONTAINS VALUABLE INFORMATION TO CONSUMER 
i. Complete Typing Package 
/FUTUR os y 
FUTURISTIC / Fl TURISTIC TYPE-PAK 


. Home Typists—Students 
For: Tourists—Etc. 


Essentials of Personal 


Contains Business Stationery 


@ 10 Sheets Carbon Paper 
@ 25 Sheets White Correspondence Paper 
COMPLETE TYPING PACKAGE @ 6 Large No. 10 Envelopes 

ee oo @ 25 Sheets Manila Copy Paper 

— @ 6 Small No. 6% Envelopes 


TS Sheets Manis Copy Pave § 


© Lange Be 10 Whete Lrvmene 


Cima 1 re ATTRACTIVE PACKAGE 


SELLS ITSELF! 


Contact your nearest Ames’ Branch for full details. 


AMES SUPPLY COMPANY 


ATLANTA CHICAGO DALLAS LOS ANGELES NEW YORK CITY SAN FRANCISCO 
156 Alexander, N.W. 564 W. Randolph St. 191312 Commerce St. 777-779. Pico Blvd. 37 Murray St. 583 Market St. 











Mm you ask me, ATONE / 


~ My boss cut filing costs 20% — 
and freed me from filing slavery =~< 


with MAGNE~ DEX 











pe N " ste wil 15-18 cards 
= iling S$ at a flick of 
yisinle aa ob olete! your finger 
all ot rt 
nder tric TEPO 
six, General Fleer ve with JUST AS THE TYPEWRITER 
Zenith, Be i 20% in cle . le replaced letters in longhand, so Magne-Dex 
savings YP os etic , nary will be the visible filing system of the future. 
A revolutio add So simple, so logical, so downright saving is it that 
st} mn that’s 45 sul the every office which depends on an efficient file will have Magne-Dex 
cHIt sy ae corne prvet somne day. Because Magne-Dex Visible breaks the filing bottleneck that 
three ed and efficis od may be costing you money every day, right now! Write for FREE 
A "15-18 e 4-page booklet today. 


the N.S.0.E.A. SHOW, Hilton Hotel, Chicago, Sept. 26-30. Also see 
Magne-Dex visible bookkeeping trays. 


yeh ___enaee BE; BUSINESS EFFICIENCY AIDS 
— 8114 N. Lawndale Avenue, Skokie, Ill. 
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- net 1 : e” 15 
ng clerks. . “fan ou ce. The thi DON’T MISS MAGNE-DEX VISIBLE! Visit Booths C1-A and 111 at 
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| px! 


ufide 
oD 


SELL 





More than one million 
satisfied users prove 
TUFIDE'S growing 
popularity. Now—with 
the most outstanding fea- 
tures ... with the biggest, 
most powerful advertising 
campaign in our history 
. with more and more 
value and ‘‘price _— 
tected”’ profits .. . 
can see why MORE a 
tionery stores are now 
selling MORE TUFIDE 
business and student 
cases than any other 
brand in the world! Tie 
in with TUFIDE! Write 
today for Prices, Details! 


ufide — 








@ GUARANTEED 
5 YEARS! 


The most famous guaran- 
tee in the leather goods 
field— makes sales alee 
its for you! 

















5 to I! 


Rigid abrasion tests prove 
TUFIDE lasts longer than 
top grain cowhide— makes 
sales and profits for you! 


© OUTWEARS LEATHER 










© EXCLUSIVE (Patented) 
LIFETIME EDGE! 


Amazingly tough, hard- 
ened Nylon edge on all 
TUFIDE brief bags, guar- 
anteed for life—makes sales 
and profits for you! 


























For That 
MODERN DESK 


(ISLAND BASE) 


IDEAL OVER HEAVY 
CARPETS — ROUGH 
FLOORS — WORN 
SPOTS 








Made of 
TEMPERED 
HARDBOARD 


COLORS: BROWN e GREEN e MAROON e BLACK e GREY 
‘ARO CIRCULAR PRICES 


Hari UPON REQUEST 
HARDBOARD FABRICATORS, INC. 


MO 

















59 BRANCH ST “ a1. LOUIS 7. 
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FREE DEALER HELPS... mat service, display cards, 


mailers, customer cards and many more sales boosters. 


Be Sure To See Our SHOW SPECIAL For Holiday Gift Buying 
Room 556 Conre ‘ton Hotel, Chicago—Sept. 26-30 











ae sales and profits for 
you! 


@ EXCLUSIVE (Patented) — 
LIFETIME HANDLE! <~€ 
Steel reinforcement, guar- 
sated for life, on all 
FIDE brief bags — 





© 3 POPULAR 
COLORS! 


Only TUFIDE cases are 
available in the 3 most 
,»0opular colors: London b 
lan, British Brown, Black poten 
—makes sales and profits B 

\ tthe 


for you! 








TYPEWRITERS 
ALL MAKES 


‘ REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


Ot 
ANI a 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST-BEST FOR LESS 


REGAL TYPEWRITER HL 


200 MUDSON §&T. MEW YORK 13, NW. Y. 
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illustrate: The income tax liability is of great interest 
primarily to the borrower and secondarily to the lender. 
Income taxes are end figures, the result of the profit- 
and-loss account and the balance sheet. It is impor- 
tant that such statements be prepared by a qualified, 
impartial expert 

If you supply adequate figures, the banker is able 


to do his job more efficiently in two ways. The first 
; in actually making loans. The second is in giving 
reliable counsel on the financial aspects of his cus- 


tomer’s busines 
Using Collateral 
If the loan required cannot be justified by the bor- 
rower’s financial statements alone, a pledge of col- 
lateral may bridge the gap. If the collateral consists 


if readily marketable stocks and bonds, or the cash 

surrender value of a life insurance policy, the road 

is usually smooth. Values are easily established. The 

legal necessities for effecting a valid pledge, and the 
margin requirements are commonly understood. 

Legal Requirements 

Other types of collateral, however, must be consid- 


ered in a different light. Values are not always so 
easily agreed upon. The law with respect to a valid 
pledge often varies from State to State. Moreover, 


what constitutes a safe margin can well be a matter 
of opinion, rather than a generally accepted rule. The 
situation is further complicated by the fact that bank- 
ing statutes and regulations often put limitations on a 
bank’s freedom of action in this respect. In addition, 
loans against each of the types of collateral (covered 
later in this Aid), impose a duty on the banker to 
insist on having more detailed supervision and more 


frequent follow-ups than if he were lending against 
periodic financial statements or readily marketable 
collateral. Therefore, whether your banker will or will 
not make loans against any or all of the types of 


collateral discussed will depend on the legal require- 
ments with which he must comply, and on the policies 
which the bank’s directors have set. 


Good Coilateral 

Here are two specific observations which are useful 
to keep in mind despite the foregoing general limita- 
tions. First, each type of collateral is good under the 
proper circumstances. Second, if your banker cannot 
accept the collateral you have to offer, he will usually 
be able to suggest other responsible lenders who will 
consider your application 

Types of Collateral 

Now for direct mention of the types of collateral 
which were referred to earlier. They may be summar- 
ized as follows 

Securities of Closely Owned Companies: The prob- 
lem, here, is that if the collateral must be sold there 
is no established market available. A particular buyer 
must be found. Sometimes this obstacle can be over- 
come if a responsible third party will enter into an 
agreement with the bank to the effect that he will 
buy the note and the collateral from the bank should 
the borrower default. 

Accounts Receivable: These constitute good col- 
lateral if they are current, diversified, are due from 
responsible buyers, and do not fall within the limita- 
tions of the law or bank policy which have already 
been described 

Commodities or Merchandise: These also make good 
collateral under the proper circumstances. Ready mar- 
ketability, margin, time of proposed sale, care during 
storage, and validity of lien are the particular matters 
to be discussed with your banker. 

Machinery and Equipment: In recent years an in- 
creasing number of banks have engaged in this type 
of financing. Whether this be for account of the 
seller or the buyer, whether it be on conditional sales 
contracts or chattel mortgage, whether it be with or 
without recourse or reserve depends on the individual 
application. In general the banks engaged in this 
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Silos Eagle 
Something A Bit Different In 
Carbon Papers 


A carbon paper that introduces color-backed 
sheets (black, purple, blue, green) to identify 
the different weights. 

And the color theme is carried through the pack- 
aging too, making identification and reordering 
an easy effort. 


SILVER EAGLE “‘sells and stays sold” . . . a profit- 
able line to feature! Send for samples and see 
for yourself. No obligation, of course! 


For Domestic & Export Trade 





eneral Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY ST. + PHILADELPHIA 6, PENNA 
best lished 895 





ROGERS LETTER HOLDER 






Guaranteed to sell or 
purchase price plus 
postage cost will be 
refunded. 


Retail 


Organize your papers with all-aluminium 
spiral letter holder. Deluxe model (pic- 
tured) has polished birch base. Shipped 
6 to a carton, 31% lbs. Reg- 

ular Dealer Discount. 


Also available in standard 
model (without base) at 
89¢. Shipped 12 to a car- 
ton, 3 lbs. Regular Dealer 
Discount. Both models 
ideal as a gift for home or 
office. 





Box 2095A Madison, W 
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| for the Best & Most Economical 


MARKING PENCIL 


4 TWEETEN 


Screw-type feed like a mechan- 
ical lead pencil. 


Sturdily made for heavy duty any 
place where checking pencils or 
crayons are used. 


Makes neat, legible marks on 
practically every type of surface. 


AVAILABLE IN 6 COLORS 


Refills available in six colors, Black, 
Red, Blue, Green, White & Yellow. 
Packed 12 of one color to a pack- 





age. List price 25c per package. 





3'/,"" 
REFILL 


A 49c 
RETAILER 


(including 
Federal Tax) 


TWEETEN Z£rc Ca., Jac. 


2029 WEST FULTON STREET 
CHICAGO 2, ILLINOIS 





WRITE FOR LITERATURE 
AND TRADE DISCOUNTS 




















VISIBLE FILING 


EQUIPMENT 


KARDEX-ACME-POST INDEX 
Etc. All types of panel equipment 
Thoroughly Rebuilt 
and Guaranteed 


BIG SAVINGS 
















Surplus Equipment BOUGHT 


Full cooperation and prompt 





attention on all 


COMMERCIAL 
CARD SYSTEM CO. 


inquiries. 


135 GRAND STREET 
NEW YORK 13, N.Y. 
CA nal 6-5728 
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@ A Giass Smooth Surface—Made of Tempered Presdwood 
4", Smooth Two Sides 

@ Vise-like Spring Holds Papers Securely 

@ Unreservedly Guaranteed 


FURNISHED IN THE FOLLOWING SIZES 


Stock Stock 
No Size No Size 
200 62" x 11 Note) 206 9 x 17 Cap 
203 6 ee Memo 207 15 x 20” Way Bill 
204 9 x 122" (Letter) | 208 11%" x 13%" (Auditor 
205 9 x 15/2" (Legal) Packed 12 to Carton 

Write for descriptive circular and latest price list 





3500 OAKTON ST. SKOKIE, ILL. 


Chicago Telephone CO 7-2600 









Paper ( (¢ a ) Clips 


 - “I Fasteners 


Thumb Tacks 






<> 





Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 
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| Free — 
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Henry 
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WITH A SURE THING 


Everybody likes a winner! That's 
why stationery dealers bank on the 
A line that, because of its exclusive 

features and wide assortment, has 
proven a leading profit-winner for 
the past quarter of a century. 














_| MOST POPULAR — MOST PRACTICAL 





TAdeal System. — 


of Simplified Bookkeeping 
and Tax Record Books 


The more complete the line the 
more sales. Each book in the Ideal 
line has been designed to meet the 
specific requirements of each re- 
spective type of business. 














FOR EVERY BUSINESS, 
PROFESSION, HOME, 
FARM AND RANCH... 








YOU'LL ENJOY YEAR-ROUND SALES 


Because Ideal Systems can be started 
any time of the year, are simple and 
easy to keep and require no bookkeep- 
ing experience, you will enjoy year 
around sales. 


$1.50 $2.50 $3.85 $5.85 $8.50 
Liberal Discounts 


Write today for catalog and select the books 
e right size for best suited to your trade. 


Immediate delivery from LOS ANGELES or NEW YORK 


PRICES 75¢ 





and wholesale stationers in many cities. 


| canumereaens ThE IDEAL SYSTEM (ompany | 
Over 25 yeors of Notion Wide Serv 


) 346 SO. FLOWER ST., LOS ANGELES 17. CALIF 6 CHURCH ST, NEW YOR 


PREMIER 


AN IMPORTANT 


FACTOR ] 
EVERy " 


The REASON is SI 
eA B . 
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"SDle Blades F Gipped w 


or dened Stee! 

4" Sround 

“doe PERFECT 
cK Maple 
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: Will Not 
URES Cutting handle 





334 N. Bell Ave CHICAGO 12, Ill. 


Reoresentatives 
Henry Deutsch, Cox Lane, Rouwte Milton Stone, 320 Broadwa 
No. 5S, Box 747, Dallas 9, Texas y ® 


625, New York City, coveriag N. Y. 
S. Lichtenstein, 223 South 10th 





Harry Henkel, Assox St., Philadeiphia, Pa. 
439 Ellis St., San Francisco Jack Luke, 5240 Sheridan Rd., 
Chicago, til. 


E. J. Mitchell, 
329 Belt Ave., St. Louis, Mo 


Stan Mollerstrom, Sowth Eastern 
Atlantic States. 





OFFICE APPLIANCES, September, 1953 





DEVELOP A SUCCESSFUL vofieal BUSINESS! 


Burr Richards DAILY REMINDER 


| e FOR DESK e FOR WALL 
Once you see this plastic-bound calendar 


SEND with its monthly reminder pad and unique 
tuck-in pocket for holding past records, 

FOR you'll know why customers demand this 
format year after year. The 1954 issue 

FREE is i NE cab gee gray on heavy — 
card, embellished with quotations from 

SAMPLE Poor Richard's almanac. 

CALENDAR Beautifully gift-boxed 


LIST PRICE, $1.25 Each 


| A ae (Publishina Ce 


~ 
ORegon 5- 


3649 


200 FIFTH AVENUE NEW 













NOW! NEW SMOOTH FRONTS 
ON CONVOY Storaci 


srorace FILES! 
CHEM-BOARD 


Already unmatched for durability, operating ease 
and low cost, NOW CONVOY FILES HAVE 
ATTRACTIVE SMOOTH FRONTS... com- 
pletely free of stitches and dimples. A MAJOR 
IMPROVEMENT AT NO EXTRA COST. 


Write for illustrated price list and 
details of Dealer Franchise. 


“ & it a | Bhi: 


r e i i ha 


CONVOY, INC. 


Canton 6, Ohio 
P. O. Station B, Box 216-G 
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FORCE ze 
METAL DATERS j=" 
your stock of Force davers | Pee 
+ « « the season is due 


when customers order 
and reorder this profit- 
able, popular office 
helper. Automatic, self- 
inking — fast selling. | 
Write for latest price 
lists and catalog. Medel 
450 


WM. A. FORCE | 


216 NICHOLS AVENUE, BROOKLYN 8,N.Y. 


SALES OFFICES: NEW YORK, CHICAGO, SAN FRANCISCO and CANADA 





DIFFERENT SIZES, STYLES 
OF BULLETIN BOARDS AND 
CHANGEABLE LETTER BOARDS 


BY DAV-SON 


A Dav-Son board for every job. 
Changeable letter directory and 
announcement boards, black boards, 
menu boards, others. Sturdily con- 
structed, every Dav-Son board is 
buile co last, with quality built-in 
for years of service. 

Dav-Son Changeable Letter Di- 
aw ting a a. “Office, 


e Wide Variety of naty and Sizes 
e Glass Enclosed Fron 
e Hardwood or — premes 


pproof 
@ Also Available with 5’ 5” 
Standards 
Dav-Son Genuine Self-Sealing 
Cork Bulletin Boards 
e Indoor and Outdoor Styles 
e Hardwood or Metal Frames 
e With or Without Locking Glass 


@ World's Largest Selection 
DEALER INQUIRIES INVITED 


Hf Your Dealer Can't Supply, 
Order Direct Dav-Sen Changeable Name Pilate 


Black card with white letters under 
beveled plexiglass shield. Triangular 
wood base in choice of Walnut, Oak. 
Mahogany, Blonde or Steel Grey fin- 
ish. 10%"x2%” 


A. C. DAVENPORT & SON, INC. 


311 N. DESPLAINES STREET, CHICAGO 6, ILLINOIS, DEPT. OA 
INSIST ON DAV-SON—YOUR BEST BUY! 


fe 
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Year after year, for the 
past 33 years, it has been 
our privilege to be consid- 
ered No. 1 on the Dealer’s List 
Parade for rough and rebuilt office 
machines. 


Only because of you could this grati- 

fying record have been established. 

It’s a position that we strive to maintain 

through our recognized policy of offering 

the finest rough and rebuilt office machines 
. at down to earth prices. 





Whatever your requirements may be in Add- 
ing, Bookkeeping, Billing, Calculating and 
Addressograph machines .. . you're sure to find 
the model you need from our stock of thon- 
sands of office machines, in our modern, 
spacious building. 

Write for Dealer Price List No. 10 


APPLIANCES, Inc. 
N.Y. + HA 2-6700 


INTERNATIONAL OFFICE 


326 Broadway, New York 7, 





















MANIFOLD BOOKS 
AND PRINTED STOCK FORMS 


than 25 


For have been offering 


our wares through the dealer exclusively. 


more years, we 


Write for our Illustrated Price Lists 


Manufacturers 


SUSPEND-O-FOLDERS * FILING SUPPLIES 
MANIFOLD BOOKS @ PRINTED STOCK FORMS 


ADVANCo 
ADVANCO PRODUCTS 


Doision of Advance Saleshook Co. 


148 West 24th Street, New York 11, 
Telephone CHelsea 3-1276 


N.Y. 
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type of financing feel it necessary that the following 
conditions be met 
1. Preferably, the 
be new—not used 
2. A reasonable down payment is required—say be- 


machinery or equipment should 


tween 25 per cent and 3314 per cent of cost. 

3. The final maturity period might be as short as 
12 months or as long as 60 months, depending on the 
type of equipment to be financed. 

4. The machinery or equipment should permit a 
ready sale at a fair value in the used or second-hand 
market 


5. The estimated profit, or savings plus depreciation, 
resulting from acquisition should be adequate to repay 


the loan over the life of the loan. 

Real Estate and Buildings: Although a mortgage 
on real property is the oldest type of pledge known, 
there are many banks which do not feel that they can 
take a mortgage on commercial or industrial property 
as the sole basis for a business loan. This is more 
apt to be true the very large cities than it is in 
smaller centers. The reasons for this point of view- 
where it is foun are numerous and technical. In 
the main, however, they relate, in part, to banking laws 
and a which govern this type of advance in 
detail and, “part to overall considerations of policy. 


paren me Eat Contracts: During World War II, the 
means by which the proceeds of Government contracts 


could be used as bank collateral were greatly broad- 
ened. These means are again largely in force. The re- 
quirements to be met are determined by the related 
acts of Congress and the regulations set up by the 


Government agencies and departments concerned. Suf- 


fice it to say that if you have Government contracts 
which need financing, discuss the matter with your 
banker 
importance of Looking Ahead 
At the beginning of this Aid it was stated that in 
deciding on a loan, the banker must satisfy himself 
on the answers to five important questions: (1) What 
sort of person wants to borrow the money? (2) What 


is he going to do with it? (3) When and how does 
he plan to pay it back? (4) Is the cushion in the loan 
large enough? (5) What is the outlook for the bor- 
rower, for his line of business, and for business in 
general? Four of these questions have been covered 
Now consider the fifth one—the outlook for the future. 

Loans made today are to be paid back on some to- 
morrow. Therefore, when a banker lends money to a 
business, he must form an opinion about the future 


of the borrower, and the borrower’s line of business, 
and of business in general, for the period of time 
| covered by the loan. Frequently he will not state that 
| opinion to the businessman, but it is there nonetheless. 
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e future is hazardous, and the more 
brought to bear on it the better. 


Any estimate of tl 
light that can be 


Explaining Plans 

With respect to the outlook for your own enterprise, 
you should have more information than anyone else 
But your plans for the future, if kept to yourself, can 
be of no help to your banker. 

While lenders endeavor to keep abreast of develop- 
ments in the lines of business which they serve, they 
cannot ordinarily be so well posted as are the man- 
agers engaged daily in those fields. New products, new 


machines, new methods of distribution and marketing, 
and new packaging can alter the course of a whole 
field of business as well as the individual concerns 


field. An exchange of information between 
lessman, with respect to developments 


in that 
banker and busi! 


affecting the borrower’s line, is helpful to both indi- 
viduals 
What lies ahead for business in general is a complex 


matter. No one can be sure that his view will prove 
to be correct. Both the borrower and the lender should 
be interested in the other’s opinion. The chronic 
pessimist is no better as a banker or businessman 
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Exclusive 
MICROGRAPHIC 
POINT 


is the secret 











GUARANTEES 








SKIPPING of its 
perfection 

LEAKING 

SMUDGING  petoits 


for only 












ALL-RITE starts snstantly, 
writes without pressure. 
Instant - drying, permanent 
ink. 10 beautiful colors... 
streamlined design. 

FREE: 3 Dimensional Display 
for counters, window or wall. 


Order from your supplier or write for 
illustrated oe and prices... pe 14 





ea 


Sell Quality-Priced Right 
And You Get Those 
Profitable Repeat Sales! 





AICO 
PLASTIC 


TABBING 
is The Finest, Strongest Made! 


AND NOW! 


AICO IS AGAIN FIRST 


With A NEW and IMPROVED 


STRIP TABBING! 


Before You Buy: 


SEE AICO’S NEW TABBING 


At The N.S.O.E.A. SHOW 
CONRAD HILTON HOTEL — Sept. 26-30 


ROOM 501 


Coffee and Doughnuts Served As Usual 


The CHIEF And All the TRIBE will be there to greet you and 
show you the new tabbing and our free helpful selling aids! 


AIGNER ,,, 
INDEXES = 42 





13, N.Y 
Hh. 


ea St. New York 
we n 


de 
cli ton St. Chicago 7, 
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IMPORTANT POINTS ON 
STATISTICAL CHARTS 
AND MAPS 





GEORGE B. GRAFF CO., 


MAN 
TODAY THE BUSINESS 
STEERS TO SUCCESS WITH - 
GRAFFCO MAPTACKS MARK! 


THE VIKINGS SAILED TO 


STARS TO GUIDE THEM. 


MAPTACKS 
and SIGNALS 


CAMBRIDGE 40, MASS. 


A THOUSAND YEARS AGO 


AMERICA WITH ONLY THE 



















Untapped profits for you 





Steel Bank, 
Cashier Supply 
and Transfer 
Case Line 

by 





Major Metalfab, Inc. 


New, finest quality 

coin handling equipment at 
liberal dealer discount. Now 
you can supply your Bank, 
Dept. Store and Transporta- 
tion Co. customers with the 
modern coin trays, cabinets 
and boxes they've asked for. 





New, heavy gauge 


interlocking steel transfer 
cases in the widest range 
of sizes at liberal dealer 
discount. Custom designed 
cases also made to fit every 
special need, at only a frac- 
tion more than ‘‘stock"’ 
prices 


SEND FOR BULLETIN 


Free Metalfab Bulletin No. 102 


MAJOR METALFAB, INC. 


537 South Dearborn St. 


* Chicago 5, Illinois 
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than is the chronic optimist. What the banker is 
looking for in the business is a sense of balance. 
The businessman has the right to expect the same 
quality in his banker. But if the two never trade their 
ideas on how things look, neither one will have the 
opportunity to get a “feel” of the other’s mind. With- 
out this “feel,” it is difficult to achieve that mutual] 
understanding which is essential to a well-rounded 
banking relationship. 
Teamwork Pays Off 
Bankers at times have been portrayed as people who 
are willing to lend money only when you do not need it. 
This, of course, is not true. A substantial part of their 
work and livelihood comes from putting the money 
left in their care to work safely, constructively, and 
profitably. To do this job properly, the banker is obli- 
gated to know as much as he can about the borrower 
himself, his business operations, and his business plans 
and problems. If you approach this relationship with 
an appreciation of that point of view, you will be doing 
your part in forming a sound, profitable and enduring 
association. 





New York Firm Granted Charter 


Electric Typewriter Company, Inc., New York, N. Y., 
has been granted charter of incorporation listing 
capital stock of 100 shares, no par value. Directors are: 
Rosalyn Willins, Max Wendell Schwartz and David 
Herbert Schwartz, all of 152 W. 42nd St., New York, 
N. Y. Filer of papers was Samuel Chester, 152 W. 42nd 
St., New York, N. Y.—EEG 





Elmira, N.Y., Firm Changes Address 

Since July 1 the Elmira Business Machines, Elmira, 
N. Y., has been located at 156 Lake St., serving needs 
for office machines and repairs. This is a change of 
address.—_GB 








Wirtschafter’s Inc., E. 
Ninth and Prospect Ave., Cleveland, Ohio, recently featured 
All Rite retractable ball pens in this arresting window display. 
Besides stationery, the Cleveland firm handles office equipment. 
machines and lithography, as well as maintaining its own 
printing plant. 


Features Ball-Point Pens 
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SPEED-Mo 


SPONGE RUBBER STAMP PADS 


rECENOUR STAMP 
PAD NEEDS IN 


ONE | 
ALL-PURPOSE 


LINE! 


Supply your customers with all their 
stomp pad needs from the profitable 
Speed-Mo line — the only complete 
stamp pad line on the market. There 
is oc Speed-Mo pad and ink for every 
stamping job in office, factory, ship- 
ping room. You need carry only the 


al 
common over-the-counter pads. We =e 





furnish prompt shipment on special 
pads (up to 20” x 36”). 


Speed-Mo pads are of a specially treated sponge 
rubber. Clear impressions guaranteed. Re-inking is ° 
neat and simple — you just brush the ink on Speed- 

Mo pads. 


LIBERAL DEALER DISCOUNTS 


Write for folder showing over 35 stock items 


RIVET-O MANUFACTURING CO. 


ORANGE, MASSACHUSETTS 


in Canada, for complete information write 
Bossence & Co., 429 Main St., West, Hamilton, Ontario 


Buckeve 


CARBON PAPER 














50 FEDERAL ST., 








NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 


















Feaagncea. DATERS 


Cash in on the changing calendar by 
selling Faymus daters— quality line 
that brings customers back for other 
items, because each stamp carries your 
advertising. 

Faymus daters rank FIRST in the 
industry because they are expertly made 
of only the finest materials. Beautifully 
peckaged with colorful, sales-making 

‘aymus styling. Also available in at- 
tractive counter assorted dozens. And 
the features shown here are unequalled 
by any other line. 


© BANDS OF RED RUBBER—for more durable, resist 
treatment. 

e 6-7 eeSngon bans bend is not quickly outmoded, 
corries 6- of dates. 

e BANDS EASILY—never stick, never slip 
once set. 

© RUGGED FRAME—for long, herd service. Heavily 
chrome plated. 

© HARDWOOD HANDLES—select wood, beavtifully 

. EXTRA—yeor bend coerries useful wordings: Rec'd, 


Ans'd, Ent'd, Paid, A.M., P.M. 
e imprinting at no cherge on quentities of one 









\"Sea'us'n Boot No. 230 wsoca ORDER 


l TODAY! 
uM Fas nw DIV., Bankers & Merchant 


3229 North Sheffield Avenue . Chicago 13. thine 





HANDY ‘GLIDEX" 


TRADEMARK® 571978 


TELEPHONE BRACKET 


A Stable Seller the Year ‘Round 





Saves desk space—swings in any direction— 
Keeps phone in easy reach = out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel. Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 


WRITE FOR ILLUSTRATED LITERATURE AND DEALER’S PRICES 





GUC MODEL Ne 208 
EXPANDED 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 
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STEEL LOCKER MANUFACTURER 


seeks top-flight 
MANUFACTURERS’ REPRESENTATIVES 


Our line of lockers for business, industrial and institutional use 
is ALL NEW and is about to be marketed and promoted national- 
ly for the first time. Revolutionary and exclusive features, among 
them amazingly swift assembly, will give these lockers a big 
edge on competition. 

We are a large steel producing and fabricating company (rated 
AAA1) located in Ohio. If you seek a more saleable line of 
lockers or have a proven record of success representing manu 
facturers with similar channels of distribution contact us at once 
State territory covered, size of organization, success stories, 


lines handled. 
BOX X-130, CARE 
OFFICE APPLIANCES, CHICAGO 6. 


FREE HAND BINDER! 


A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 
against loss and spoil- 
age. Thousands in use 
daily. 

Here's a profitable item 
for every dealer. Write 
for descriptive price list 
today. 


FREE HAND 
BINDER CO. 
43 Fulton Street, New York, N. Y. 






























THE 


WREN-KIT 


(Patented) 
High-Styled—Collapsible, 
Unfitted 
TRAVEL KITS 


4 different models 
9 or 10 inch sizes 
Ginger or Suntan 


Top grain cowhide Talon zipper 


Multiple saddie-stitched Piastic | 
waterproof pocketed lining Ind: 
vidually boxed 





A SURE PROFIT-MAKER! 
Write for Literature & Dealer Prices 


HARRY WARREN 4%. Co. 


127 South Market St. Chicago 6, Ill. 











Arild 


SO / v) 


DAYTON STENCIL 
WORKS CO. *oris™ 





MR. DEALER ... 
DON’T LOSE THOSE ORDERS 





NEEDLESSLY! 


IT COSTS YOU LESS TO DRAW 
FROM OUR LARGE STOCK OF 
WOOD AND STEEL 
DESKS - CHAIRS - FILING CABINETS 
LEATHER FURNITURE and ACCESSORIES 


IMMEDIATE SHIPMENTS 
“USE OUR SHOWROOMS” 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


WAREHOUSES 
NEW YORK 4, N. Y MIAMI, FLORIDA 
74 BROAD ST 15 W. FLAGLER ST 
BOling Green 9-8231 82-8484 


FOR ALL TRAVELERS 


by train, bus, plane or automobile, 
whether for pleasure, on private busi- 
ness or government service, 


BEACH’S 


“Common Sense” 
Expense Books and Sheets 


are best for keeping track of expense. 
Theré is a Personal Expense Book, too, 
for records at home. 








LOS ANGELES, CALIF 
830 WILSHIRE BLVD 
TR—7003 











Beach Publishing Co. 


7338 Woodward Ave., Detroit 2, Mich. 


Master 
Speed 
Keys 


Spring Cushion 











Typewriter 


Keys 





268 S. Chauncey St. | 


SPEED KEY CORP. srockiyn 33, ny. | 








NOW...A Genuine Taubman. . 


LAUNDRY MARKING PEN 


MODEL = @.59 
Retails at 


fy 59¢ “° 





@ BLACK INDELIBLE INK 





@ RUN PROOF 

@ QUICK DRYING (4 

@ WON'T WASH OUT Ys, 

@ INK IS ODORLESS O, 

@ WON'T EVAPORATE 4 soars 
e 


WRITES ON ALL FABRICS oe” Sales-com- 
ey 
is 


AND PAPER pelling counter 
. P display card 
Refills available i. a din 








pens. Nationally 





Order through V 


odvertised. 
your wholesaler 
for Iercture cog | SAMUEL TAUBMAN & CO. 
prices. 1 WEST 34th ST.,DEPT.O NEW YORK 1,N. Y. 
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Profit-Plus Prices 
on ROBERT-JAMES 
Cash 
System 
Control 


\ 500 Receipts and 
500 Duplicates 


write for catalog 


Duplicate Receipt Book Co. 
Box 842, Birmingham 1, Alabama 


Jobbers, Brokers Wanted Rated dealers on 











Sell telephone comfort 
and convenience in the NEW 


REST-A-PHONE 


UNIVERSAL MODEL 
TELEPHONE REST 


the new features include . . . 


(1) Universal model fite €-1, F-1, and G-1i 
handset (Western Electric equipment). (2) New 
gray ribbed rubber will net soil clothing. (3) 
atented 3 point suspension makes Rest-A- 
Phone a true telephone and not just a hook. 
(4) Molded of tight, tough, tenite piastic to 
eliminate weight. (5S) Spring clip gives S&S sec- 
ond installation with complete ease of adjust- 
ment. (6) A 7 degree siope on cradie ets 











stability. Write today. A trial order will prove 
profitable! 
Exclusively Patented & Manufactured by 


Rest-A-Phone Co. 


P.O. BOX 8788 + PORTLAND 7, ORE. 














SEE A DEMONSTRATION OF THE “PROFIT PACKED” 
HART 


“T.C.L. PRINTER 


Booth C-10 
%N. S. 0. E. A. Show 


setetee 


Conrad Hilton Hotel 










manufacturing co. 


mimeographs 


and supplies 
ST. PAUL 4, MINN 


THE MIDWEST PEDESTAL LINE 


FOLDING TABLES 





““DUHONEY-20” 


AUTOMATIC LOCK 
End seating. giving 
more leg roon louble 
brace; steel hannel 
apron r ist edage; 
only som iny 
advant f the 
Midwest fF tal Leg 
Folding T 

DUHON legs 
fold for « ng 
lock a in 


me aa DISTRIBUTORS IN ALL MAJOR CITIES 

pla can't « apse. 

CHOICE OF PLYWOOD, 

MIDTEX, FORMICA & Be 
LINOLEUM TOPS : 
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‘“SAFE-TEE’ 
FOLDING CHAIRS 








CAN’T TIP, COLLAPSE, UPSET or SLIDE 
Rounded Seat Corners! Metal Rubber-Covered Leg Caps! 


Here's a safety ali steel, indestructible folding chair 
that adds lounge chair comfort to sturdy depend- 
ability. Welded tubular frame . . . special safety 
construction . . . baked enamel finish . . . choice of 
colors. Cushion rubber feet . . . noiseless action. A 
nationally recognized value! 


IONIA MFG. CO. ¢ IONIA, MICH. 








TYPE GLEANING MADE EASIER 


with the amazing 


ji 


CLEANS 
© Typewriters 
@ Billing Machines 
¢ Adding Machines 









Typists and business 
machine operators want 
*Norta Plastic Type Cleoner 
—it’s easy to use—no mess © Addressing Plates 
—no liquids to spill. ¢ Marking Devices, ete. 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 


Free somple sent upon request...write to 


NORTA DISTRIBUTING COMPANY 


1165 Broadway, New York 1, N. Y. 




















YAWMAN*0 FRBE MFG.(O. 


1OIS JAY STREET, ROCHESTER 3, N.Y., U.S.A. 





























WANTIED 


AGENTS 


Who Call on Financial Institutions 
To SELL A Complete Line of: 
PASSBOOKS 
POCKET CHECK COVERS 
write to— COIN SAVERS 
AMERICAN PASSBOOK CO. 


Ontario Building Cleveland 13, Ohio 











[ROLLING STORE LADDERS 


ROLLING LADDERS—Made 
from Oak or Birch 

SIDE and CEILING TYPES— 
with steel track for mounting 
on shelving, filing cabinets or 
ceiling. 

“A*’ and LIBRARY TYPES 
require no track and are 
mounted on wheels with Auto- 
matic Safety Brakes 

Send for Circular 42-OA and 


dealer discount 
WELDED 





E STEEL SAFETY 
LADDERS—Made from ” ai 
ameter round furniture tub- 
ing, with expanded metal 
steps. Mounted on Swivel 
Brake Casters. Ladder can be 
rolled freely when no one is 
on it. When you step on the 
tadder the rubber tipped legs 
rest on the floor and prevent 
rolling. Made itn 2 to 8 step 
heigh's, and 3 widtns 





Send for Circular 52-0OA and 
dealer discount. 





Manufactured by 


1. D. COTTERMA 4535 N. Ravenswood Ave. 


CHICAGO 40 


—LINO FOOD 


A Preservative for Linoleum DESK TOPS 


Makes Cleaning Easy—Restores Lustre and Beauty. 





Keeps linoleum pliable and resistant 
to wear and stains. 

Made by a patented formula. Tested and used success- 
fully for years by one of the country’s leading office desk 
manufacturers. 

When you sell a Desk, at the same time sell at least 
one can of LINO FOOD to keep it in proper condition. 
List Price $2.50 per WRITE for details 
quart size can. and Dealer Discounts. 


LINO FOOD ens tele 2, Mich. 
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aaa . Raise the headpiece to any desired 

® OFFICES ; 

© sonemTons position . . . it will automatically stay at 

@ HOTELS that position ... To release the ““Magic- 
GAME ROOMS 

> aan 24 Hold,”’ raise the headpiece all the way. 


eNIGHT CLUBS “ 7) “s 
> tenemenis it can then be lowered to the ‘flat’ posi 
® Doctors tion. Available in the finest plastic mate- 

rials in a wide variety of colors. Show 


e GYMS 
® INSTITUTIONS 
Leisurest for extra sales!!! 
WRITE FOR OUR NEW CATALOG OF LEATHER FURNITURE 












HEAVY CANVAS 


NIGHT DEPOSITORY 
BAGS 


THE STANDARD HEAVY DUTY CASH 
CONTAINER FOR DEPOSITORIES 
COLLECTIONS — ETC. 


Een HEH a 
Mr. Dealer: 


If you serve banks, truckers, etc., your 
customers need Maybeck Depository 
bags. Don’t lose customers or sales 
because you don’t have these bags in 
stock 

Buy direct at the right price. 

WRITE NOW for descriptive circular and 
prices. 


H. G. MAYBECK Co.. INC. § 


Richmond Hill 18, N.Y. 





131-19 Jamaica Avenue 


RANSON Postal Scales 


Model 1509 (illustrated) 


office use. 5 Ib. by '2 oz. Computes 
postage for air-mail, first-class, and 
merchandise up to 4 Ibs. 


Model 1546 — desk scale, with Lustron 


plastic body—2 Ibs. by 1 oz. 


Model 1530, Parcel Post Scale. 


25 Ibs. by 1 oz. 


Model 151 5, Heavy duty Parcel Post 
50 Ibs. by 2 ozs 


Model 158, Hanson, Jr. 8 oz. by '2 o2. 
HANSON SCALE CO. «:.: 182 


le) S8,):) tele) Sai SS), le) ): 











for average 











List 
Price 


The time-saving snap-on 


PENCIL CLIPPER 









$] : \ 
j N 
- \ 
/ \ 
/ \ for 
fy , Artists, 
/ ~ Engineers, 
; Draftsmen 
Keeps pencils or brushes within 
hand-reach Allows grading, free- 
dom of drafting machine, immediate 
selection of correct pen Prevents 
soilage and lead point breakage 
Liberal Dealer Discou 


ROWLEY’ S 


Office Equipment Co. 


La Crosse, Wisconsin 
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FOR 
EVERY 
PURPOSE 







- ~NOTCHING 
“ «<— PUNCH 


TICKET PUNCHES 


THE HOGGSON & PETTIS MFG. CO., 141T Brewery St, New Haven, Conn. 








TALLY PUNCH 





Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not = 4” wide, +” deep ; “No. 33, 
not over %” deep. 
No. 2—For %-%” round holes; 1%” reach. 
No. 3, 1%” reach & No. 12, 2” reach, same 
style as No. 2. All will take special dies. 
Talley Punch—Registers number of punchings to 
99,999. Punches 4%”, %&” or %4” round holes—also 
a designs. Same counter available in our Nos. 
. 3, 10, 11, 21. Write for circulars. 











All Styles of RING and POST 





A complete line of Binders for the 
Commercial Stationer 


Write today for Free Catalog 


NEIMAN LOOSE LEAF & BINDERY CO. 


NOT INC. 


1717-19 S. HALSTED ST. 2 CHICAGO 8, ILLINOIS 














Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (flame resistant) transparent ‘cellulose. We 
build to fit your particular need. Write us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chieage 9, U. 8. A. 







CASH REGISTER 
PARTS 


WORLD WIDE SERVICE HIGHES 


WRITE FOR OUR LAT EST CATALOG 
INTERNATIONAL CASH REGISTER & PARTS CO. 


Successors to ( 


207 EAST vel AVE. ° 
HICAGO PHONE: NEwcastie 1-2900 


MT. PROSPECT ILLINOIS 
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Tk Potul MECHANICAL 
PENCIL LEAD POINTER 


FOR DRAFTSMEN, ENGINEERS, 
ARTISTS, ACCOUNTANTS 


Leads are pointed in a fraction of the time 
required by messy, old-fashioned methods; 
and, the TRU-POINT is fool proof — 
will not break leads even when an ex- 
tremely fine point is required! 

Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 
prices, write today to 





“ - ELWARD MANUFACTURING CO. 
SSS Baker Street, Coloma, Michigan 


POU U STOOD FHSS FHT F OE * 


[ATE 
IMME VvERY! 


Write us when you 
have inquiries 
from churches, 
schools, clubs, etc. 
















138 STYLES 


STEEL or WOOD 
FOLDING — NON-FOLDING. 
Save time . . . state type and 
quantity under consideration. 


ADIRONDACK CHAIR CO. 


Broadway (Wr. 27th St.) W.Y.1, N.Y, 
CRRAREWRERCRRRRRRERRRRREREREE 080050900000 0000 80008 


seus ° LUID 
Ink Eradicator 


@ INK-OUT contains no free 
leaves 


no stains. 
@ INK-OUT mates anent eradice- 
tions quickly with one application. 
@ INK-OUT removes int, iodine, fruit 
and medicine stains from paper, " 


hands and clothing. 
























<) 
‘file of a DEALER 
now 


available 





profile of a DEALER 


This intensive study of the office supply and equipment dealer 
has been appearing each month in serial form. The complete 
report is now available in a 32-page booklet . . . attractively 
bound in plastic and designed for easy reference to 

specific subjects. 

The first dealer research ever conducted on an industry- 
wide basis, the PROFILE will serve as a guide post for future 
planning on the part of both dealers and their suppliers. 

The information was obtained and compiled by one of the 
country’s foremost professional market research organ- 
izations . . . Elrick, Lavidge and Company. All data are on 
punched cards and are available for private use at tabulation 
cost. Write Research Bureau, OFFICE APPLIANCES, 600 West 


Jackson Blvd., Chicago 6, Illinois. 


ate, 
: + 


°. 4 
‘ % 


the recognized authority of the office supply and equipment industry 


en @* 


. 
fuaat 


individual 
copies of the office appliances 
32-page 600 West Jackson Blvd., Chicago 6, Illinois 


PROFILE — $2.00 
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poor & : 
alan 


YOU CAN BE 
“Champ” in the 


OFFICE EQUIPMENT & STATIONERY STORE field 


Tell Us Your Brand Story for 1953... 
win a Brand Name Retailer-of-the-Year Award 
125 Winners ...5 in Your Field 


‘“‘Retailing’s Most Coveted Honor! “’ 

















Winners to be Honored on Brand Names Day—U.S.A., April 14, at a dinner in the 
Grand Ballroom of the Waldorf-Astoria Hotel, New York City. 
NO COST, ENTRY FEE, OR OBLIGATION 


BRAND NAMES FOUNDATION, INCORPORATED 


37 West 57th Street, New York 19, N. Y. 
Firm Name 





Yes! I want to be considered for a 1953 Brand Name 


Retailer-of-the-Year award. 
Type of Firm 





Please send an entry form to help me tell you 
my brand story. I understand that I will also 
receive the free booklet, “Dividends from 
Brand Selling,” which includes full details 
about the awards. Title —_—- 


Executive 








Enclosed is the story of my firm’s 1953 brand 








pre : ‘ Street 
activities. | understand that I will receive the 
booklet, “Dividends from Brand Selling.” 
which includes full details about the awards. City and State 





Send for full information and your free copy of the booklet, “Dividends from Brand Selling.” 
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6 New Two-Door 
Cabinets—storage, 
wardrobe and 
combination models all 
36” wide and in two 
depths, 18” and 24”. 





2 New Single Door > 
Cabinets—Both a 
wardrobe and storage 
model where space 





is at a premium. 





2 New Counter-High Cabinets. 
Two functional storage cabinets in 
two depths, 18” and 24”; 

both 36” wide. 





® Bonderized Finish. 

@ Shipped K.D. but doors and door 
frame factory assembled and 
welded in one piece. 


@ Rugged, Heavy Gauge Steel 


Construction. 
metal furniture since "97 


ROYAL METAL MANUFACTURING CO. 


That's why ae 7 feature Royal. 175 North Michigan Avenue, Dept. 59, Chicago 1 
You sell quality with the right cabinets for 


every installation, to fit every office budget. 
Write for free catalog today! 


@ New, Modern Functional Design... 
with rounded corners. 


Factories: Los Angeles « Michigan City, indiana 
Warren, Pa. ¢ Walden, N.Y. ¢ Galt, Ontario 
Showrooms: Chicago « Los Angeles ¢ San Francisco « New York City 
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forget the 
Old Wavys.. 


to measure 
fluid supply 
on your old 





duplicator 





red 
, VI 4 | 4 | F The practical requirement of a foolproof, constant, visible fluid supply in a 
duplhicator . . . reaches perfection in the Heyer Model 70. Eliminates the 


need to poke an exploratory finger into hard-to-reach tanks or juggle 


breakable bottles. A glance at the window of your Conqueror’s large 
FL i capacity 32 oz. plated brass tank quickly reveals fluid level. You need 
never run dry while machine is in operation. 


Fluid delivered evenly and continuously to wick and then to moistening 
Oo N T H E roller by poy feed system . . . no pumps to get out of order, no rubber 
hoses to deteriorate, no trick adjustments to confuse inexperienced oper- 
ators. Simple on-off adjustment with positive valve which prevents ui 
loss when machine is not in use . .. Your Conqueror can be stored indef- 
initely—placed back in operation instantly. 
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Everybody likes 
them because 
y'RE FAST! 
THEY'RE SIMPLE! 
THEY'RE CLEAN ! 







CUT COST 
PER COPY... 


THE 


T ’ 
HEY'Re ECONOMICAL 1 


... With Fanfold or other Continuous Forms and 


UNDERWOOD CORPORATION MANIFOLDO PACKETTES 


How do you handle Multiple-Copy Carbons? 
If you're not already using Fanfold or other 
Continuous Forms, chances are they can speed 
production and save you money. If you are 
using them, but without floating carbon, you 
should check into the advantages of Underwood 


Corporation Manifoldo Packettes. 


This simple method of adapting floating carbon 
to your requirements reduces the operator’s 
work to the barest minimum...typing and re- 
moval of forms. You can use Underwood Cor- 
poration Manifoldo Packettes with any Con- 
tinuous Forms, including Fanfold...unslit, or 


slit in any combination. 


Operators prefer to work with them, because 
they're clean and easy to use. Even the “‘green- 
est hand” in the office can learn to load them 


with only a few minutes of instruction. 
€1950 





Management heartily approves of Underwood 
Corporation Manifoldo Packettes, because fin- 
ished work is neat, clear...and at a low cost 


per Copy . 


You can buy Underwood Corporation Manifoldo 


Packettes in large quantity without the fear of 


the carbon paper drying up and becoming unus- 
able. Only top quality materials are used in 
their manufacture, and Underwood Corporation 
Manifoldo Packettes will produce excellent 
copies whether you’ve had them in the stock 


room for one day or one year. 


Check into this modern method of making ear- 
bon copies. Ask your [ nderwood Corporation 
Representative forademonstration in your office, 


and he'll show you how Underwood ¢ orporation 


Manifoldo Packettes can be adapted to your 


requirements ... efficiently and economically. 


Supply Division 


One Park Avenue 


Ohio (Ta Voroye mm Qoywoleyus tile): meneren 





